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Sparks 


Are you following up the tips in 
the records of the Dealer Sympo- 
siums at the NADA convention in 
San Francisco? 

” 










* * 


One observer believes that 
many prospects will have to be 
sold on the choice of an auto 
over a television set. 

* * aa 


The heart of the matter (busi- 
ness, not St. Valentine’s day) will 
not be found in timed political pro- 
nouncements from Washington on 
what immediate trend economic 
conditions will follow. 


, ea 
What d’Ya Know? 


A Mobile (Ala.) auto dealer has 
requested the state employment 
service to furnish him with two 
nNew-car salesmen, according to 
William P. Stainback, Mobile office 
| manager of the Alabama employ- 
'ment service. It’s the first such 
rder since before the war, Stain- 
k said. 









Personal Income Rises 


Personal income rose in Decem- 
ber to\an annual rate of $220.8 bil- 
lion, bringing the full-year total 
for 1948 to $213.6 billion, the De- 
partment of Commerce announced. 
“The 1948 total was $18.4 billion 
‘above the 1947 level. 

Although wage and salary in- 
come declined for the first time 
since the first quarter, the total 
for the year of $132.3 billion was 
$12.2 billion higher than in 1947. 

. af * 


Credit Facts 


The argument that Regulation W 
has cut into auto sales receives con- 
‘firmation in statistics on credit 
buying reported by Financial World. 
|" The publication reports automo- 
bile credit accounted for $41 million 
of the $308 million total increase in 
; allment buying in December. 
| While the rate of increase was 
yavout the same as for October and 
ovember, it is far below the $68 
illion average monthly increase 
1948 as a whole. 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 
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106,688 98,784 

P é ‘ 
Last Prev. 1948 
Week Week Week 





For complete production totals 
by makes, see table, page 84. 
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DETROIT, FEBRUARY 14, 1949 


GM DEALERS SALUTE SLOAN—Alfred P. Sloan jr., chairman of General Motors, accepts a check for $1,525,167, contributed by 10,000 


GM dealers throughout the country to help in the fight against cancer. 
At the ceremonies in the Waldorf-Astoria hotel in New York were (left to right): 
of the GM Dealers Sloan Cancer Appreciation Fund; Sloan; Floyd D. Akers, 


Sloan is founder of 


David E. Castles, St. 


Institute for Cancer Research. 


Sloan-Ketterin 
Touts Buick dealer and chairman 


ashington Cadillac-Oldsmobile dealer, chairman of the din- 


ner, and Dr. Charles Ae Kettering, research consultant to GM, who is associated with Sloan in the institute. 
* 


Sloan Acclaims 
GM Dealers’ 
Cancer Fund 


EW YORK.—Alfred P. Sloan jr., 
chairman of General Motors 
Corp., last week acclaimed a cancer- 
fighting gift of $1,525,167 from 10,000 
GM automobile dealers throughout 
the country as a testimonial unique 
in U.S. business history. 

“This is an example of the hu- 
man relationship in business when 
it is properly conducted, and it is 
an important step in the battle to 
conquer cancer—the greatest 
curse of our day,” he said. 

The check was given the Alfred 
P. Sloan Foundation, Inc., at a din- 
ner in the Waldorf-Astoria hotel. 

Sloan is founder of the Sloan- 
Kettering Institute for Cancer Re- 
search. The dealers’ fund was col- 
lected under the name of the Gen- 
eral Motors Dealers Sloan Cancer- 
Appreciation fund. 

* * - 

AVID E. CASTLES, St. Louis 

“ Buick dealer, and one of the 
three men who conceived the idea 
of the fund last April, made the 
presentation. William J, Rasmus- 
sen, a Chevrolet dealer alsg of St. 
Louis, and L. Clare Cargile, a Chev- 
rolet dealer of Texarkana, Ark., 
were the others on the presentation 
committee. 

Castles spoke of Sloan’s campaign 
to rebuild GM auto distribution 
during the 1930’s, both through per- 
sonal visits to the dealers all over 
the country and by “the many con- 
siderations” he instituted as the 
corporation’s president. 

He cited the dealer council, the 
appeal board and the postwar dis- 
tribution plan as just a few of 
Sloan’s “considerations.” 

“Obviously, there is nothing that 
dealers can do in a material way 
for Sloan,” Castles said, “but his in- 

(See SLOAN, Page 85, Col. 1) 
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Warns Dealers 
By Pete Wemhoff 


Edi.or, Automotive News 


(Can TeLaR division will build 
A 


more cars this year than in| 


1948, President D. A. Wallace told 
2,000 persons at a Detroit dealer 
preview of new models last week. 
But he warned dealers of the 
5 t competitive battle in 
history” which is beginning to 
dawn, and emphasized that “deal- 
ers must have approved sales and 
service facilities if they expect 
to keep their franchises.” 
Wallace introduced top officials 
of the corporation during a stage 
presentation of the division’s “Sil- 
ver Anniversary” models. These 





J. A. O'Malley 





D. A, Wallace 


included President K. T. Keller, 
who declared that “people buy cars 
to drive and ride in; not to stand 
in front of their homes and see if 
they can spit over them.” 
* +. * 

OSEPH A. O’MALLEY, Chrysler 

division’s general sales manager, 
stressed that dealers must regain 
customer goodwill lost during the 
past few years by the actions of 
a minority of retailers. “Give the 
customer the right to order what 
he wants, watch handling charges 
and tradein allowances,” he urged. 








By Bob Finlay 
Managing Editor | 


ONDED brakes, long-heralded 
and the subject of much confu- 
Bion in the aftermarket field, are | 
making a quiet bow as orig- 
equipment on major auto 
es. 
_ Apparently the replacement pic- 
Mire is still not clear, for Chev- 
‘Tolet became the first major auto 
| Maker to bring them out on pas- 

Sen cars, and has so far not 
nnounced the fact. 

However, K. T. Keller, president 
= Chrysler, revealed late last week 
wmat all of the company’s new pas- 
ger cars will have bonded 


























Major Makers Adopt Bonded Brakes 


brakes. Chrysler calls its process 


Cyclebond. ‘ 
7 
| 
THe Crosley car and Dodge light | 
trucks came out with bonded | 
brakes a year ago, and it is un-| 
derstood that they proved very | 
successful. 
“Cyclebond brake linings,” said | 
Keller, “have been tested for 720) 
million miles on Chrysler-built 
Dodge trucks during the past year.” 
Bonded brakes, which many con- 
sider as a major automotive ad- 
vance, have caused much activity 
in the aftermarket for nearly two 
years. 
Some aftermarket observers see 


bonded brakes as a wedge for 
the auto makers and their deal- 
ers to recapture a great deal of 
the brake-repair business. | 
Bonding shoes properly calls for 
a considerable investment in equip- 
ment and operation of the equip- 
ment under continuous and closely 
controlled procedures. 
No longer can a small shop with 
a rivet gun do its own repairs. It 
(Continued on Page 82, Col, 1) 


More Chryslers in °49 


Wallace Sees Competitive Race Beginning; 


out, 


on Franchises 


“And, above all, show him cour- 
tesy.” 

Noting that independent car 
dealers will fight hard to keep 
| their postwar gains in new-car 
sales, O'Malley declared that 
perhaps a lot of these dealers 
will resort to price cuts and ex- 
cessive tradein allowances. 
| O'Malley pointed out that in the 
|25 years since Chrysler built its 
first car (1924), Chrysler division’s 
dealers had sold 1,684,000 Chrysler 
|cars and 1,998,000 Plymouth cars, 
a total of 3,682,000 cars. He said 

(Continued on Page 85, Col. 1) 


Output for Week 
Up to 106,688; 


Faster Pace Due 


By Bernie Thomas 
Associate Editor 


[He TREND of U.S. auto pro- 

duction was up last week, as the 
tempo increased at factories build- 
ing new models. Additional gains 
are expected this week. 

Increases by Chrysler car divi- 
sions and Chevrolet accounted for 
much of the gain of 7,904 vehicles 
last week. According to Automo- 
tive News estimates, the industry 
turned out 79,982 cars and 26,756 
trucks—a total of 106,688. 

Revised tabulations for the pre- 
vious week put that total at 98,784, 
including 72,215 cars and 26,569 
trucks. 





* * * 


HRYSLER divisions increased 

car output by about 3,000 last 
week, and this was below expecta- 
tions, according to informed 
sources, It was indicated that fur- 
ther gains were due this week as 
the production wrinkles are ironed 


Chevrolet was approaching uor- 
mal output on its new models. 













Pessimists, who have been pre- 
dicting that auto plants would have 
to cut production schedules soon in 
the face of a gradually returning 
competitive market, last week still 
couldn’t find grounds for such the- 


ories in output statistics. 
+ * * 
Cp ONE plant, Kaiser-Frazer, 
was operating below its 1948 
schedule for reasons other than a 
model change. And despite wide 
new-model activity, U.S. plants at 








cars more than were built in the 


the end of last week had built 37,714 


same period of 1948. 
Truck production was up 4,621 
(Continued on Page 84, Col. 1) 
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20,000 Dealers 
Reply on Reg. W; 
75% Affected 


Preliminary Reports 
On NADA’s Survey 
Are Given to FRB 


By William Ullman 
Washington Correspondent 


ASHINGTON.—Re plies to 

NADA’s questionnaire, asking 
dealers how Regulation W has af- 
fected time payment sales of new 
cars, have already reached 20,000, 
or about half the country’s total 
dealer membership, it was reported 
last week. 


Not all replies have been tabu- 
lated, it was said, but approxi- 
mately one-third of the reports 
counted thus far show that three 
out of every four dealers believe 
the regulation is slowing up sales. 


Preliminary reports on the re- 
plies have been given the Federal 
Reserve Board and congressional 
leaders. Both groups have asked 
for complete reports as soon as 
possible, an NADA spokesman said. 


NADA representatives left copies 
of the San Francisco resolution, 
asking for modification of Regula- 
tion W, with the FRB last week. 


* * * 


EANWHILE, it was revealed 

“that two old-time friends of 
retail automobile dealers — Reps. 
Wright Patman of Texas and 
Charles A. Halleck of Indiana— 
will be back in harness on the 
House Small Business committee 
this year. 

Patman has accepted chairman- 
ship of the committee and Halleck 
has been made ranking minority 
leader. They have not chosen their 
staffs as yet, nor outlined their pro- 
gram, but will do so shortly, it is 
understood. 

Washington observers are of 
the opinion that the acceptance 
of places on this committee by 
these two congressmen may be 
viewed as good news for small 
business generally. 

Working as a team despite their 
wide divergence politically, the 
Texan and the Hoosier did much 
for automobile dealers some three 
years ago. 

Both men got along famously, 
as many motor men who met them 
here when summoned by NADA 
legislative matters, can well re- 

member. 


Top Cars 
New car registrations for 11 
months, plus 39 states for De- 
cember: 
1948 Pos. 
1—691,404 
2—469,898 
3—336,641 
4— 237,911 
5—222,723 
6—207,442 
I—172,217 
8—1388,820 
9—133,697 
10— 107,002 
11—105,859 
12—102,397 
18—102,012 
14— 79,838 
15— 75,509 
16— 57,422 
17— 57,119 
18— 31,107 
19— 25,022 
20— 20,755 


1947 Pos. 
621,787— 1 
516,335— 2 
304,242— 3 
238,586— 4 
201,001— 6 
202,888— 5 
175,271— 7 

98,505—10 
106,911— 8 
53,001—14 
82,708—12 
90,990—11 
100,218— 9 
10,228—13 
46,087—17 
51,014—15 
48,845—16 
28,137—18 

15,360—20 
Willys 


22,788—19 
21— 8481 Austin 
22— 3,018 Anglia-Prefect 
Total All Makes 
3,393,290 3,070,811 
For further details see page 
38, today’s issue. 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Stude, 
Mercury 
Kaiser 
Hudson 
Chrysler 
Nash 
DeSoto 
Packard 
Cadillac 
Frazer 
Lincoln 
Crosley 
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Good or Bad for Industry? .. . 





Weight Liberalization 
Mit by MacDonald 


By Jack Weed 
Truck Editor 


wat MAY BE considered by 
certain over-road interests as a 
serious problem for commercial 
highway transportation in some sec- 
tions of the country, was posed last 
week in Washing- 
ton by Public 
Roads Commis- 
sioner Thomas H. 
MacDonald, 

In an address 
before the Ameri- 
can Road Builders 
Assn., MacDonald 
recommended 
tuat “every pro- 
posal advanced to 
raise the sizes and 
weights standards 
of the American Assn. of State 
Highway Officials be rejected sum- 
macily.” 

Because nine states of the east- 
ern seaboard now permit axle 
loads in excess of 18,000 pounds 
per axle, there is no question but 
that heavy haulers in that area 
will feel that highway transporta- 
tion is receiving a blow in Com- 
missioner MacDonald’s statement. 

MacDonald has for many years 
been a staunch friend of trucking 
interests and a foe of rail attempts 
to throttle truck transportation, and 
is an advocate of the AASHO stand- 
ards by which trucking interests 
hope some day to gain equal weight 
and load legislation in every state 
based on the proper basis of gross 
vehicle weight. 

+ * + 

HESE INTERESTS may fear 

that MacDonald’s address, scor- 

ing the addition of more states to 
the above-18,000-pounds - per - axle 
group, may have an adverse effect 
on proposed legislation in those 
other “bottleneck” states which 
have not adopted the AASHO stand- 
ards as yet. 

While these standards do not 
recommend an axle carrying ca- 
pacity of above 18,000 pounds, 
they do provide for a maximum 
load of 32,000 pounds on dual 
axles, spaced four feet apart. In 
the public interest, it is felt by 
the manufacturers and most haul- 
ing interests that trucking as a 
whole would gain immeasurably 
by the universal adoption of the 


Sales Will Be 
First Job for 
William Ford 


DEARBORN.—W illiam Clay 
Ford will join Ford Motor Co. early 
next month, President Henry Ford 
II announced last week. 

“In order to become acquainted 
with the company, my brother will 
spend considerable time in each 
of the staff and operating divisions 
before becoming assigned perma- 
nently,” Ford said. 

He added that William Ford’s 
first assignment will be in the sales 
and advertising department. 

The younger Ford, who is 24, 
received his Bachelor of Arts de- 
gree from Yale University last 





Comm. MacDorald 







week. He has been a director of 
the company since June, 1948. 





SECOND HONEYMOON—Before assuming 
his new post at Ford Motor, William Clay 
Ford and his wife are vacationing in Bermuda 
following his graduation from Yale last week. 
Mrs. Ford is former Martha Firestone 


AASHO standards, even at the ex- 
pense of single load limits in a 
few states. 

Adequate time, however, should 
be given for the retirement of pres- 
ent equipment in these states, if 
their standards should be Icwered 
as a result of the commissioner’s 
suggestion, it is pointed out. 

* *. * 

T= NINE. states along the east- 

ern seaboard which permit axle 
loads in excess of what MacDonald 
asks are Delaware, Pennsylvania 
and South Carolina, 20,000 pounds; 
Maine and Massachusetts, 22,000, 
and Rhode Island, New York and 
Maryland, 22,400. Vermont has no 
limit. In addition, the District of 
Columbia has a 22,000 pound limit, 
as does West Virginia in metro- 
politan areas. Wisconsin has a 19,- 
000 pound limit. 


MacDonald said bills to authorize 
axle loads heavier than the AASHO 


standards would be presented to)! 


state legislatures within the next 

few weeks and urged their defeat. 

MacDonald said he was “com- 

ing to believe” that the Western- 

type commercial vehicle, using 

three load axles of 14,000 pounds 
(See SIZES, Page 77, Col. 1) 


Used Cars: 


Detroit Auction 
Reports More 


Active Bidding 


DETROIT.—A slight improve- 
ment in used-car wholesale activity 
was noted here last week as out- 
of-town buyers began showing up 
in Detroit. Mild weather accounted 
for most of the improved sales, ac- 
cording to Sam Goodman, operator 
of Aptco Auto Auction here. 


Goodman declared that auction 
bidding at last Wednesday's sale 
was more spirited than previous 
weeks and that buyers and sellers 
generally differed on price by only 
$20 to $50 on the average. Goodman 
expects that with continued weather 
improvements and the approach of 
spring, out-of-town buyers will clean 
out Detroit stocks rapidly. 


Prices, he believes, will show im- 
provements also as volume acceler- 
ates. 

Here is a partial list of sales at 
last Wednesday’s auction: 

’48 Chevrolet FL aerosedan, $1,775, 
$1,700; ’47 Pontiac club sedan, $1,- 
300; ’49 Frazer Manhattan sedan, 
$2,400; '47 Chrysler Windsor 4-door, 
$1,490; '47 Ford SD club coupe, $1,- 
350; ’48 Pontiac (8) sedan coupe, 
$1,910; ’47 Buick RM 4-door, $1,525; 
’46 Super sedan, $1,535; ’46 Chevrolet 
FL aerosedan, $1,150. 

’41 Pontiac (8) club coupe, $720; 
40 Pontiac sedan, $520; ’40 Ford 2- 
door, $765; ’40 Buick sedan, $585; 
37 Ford 2-door, $550; ’40 Mercury 
2-door, $805; ’40 Chevrolet club 
coupe, $860, 

Goodman reports that his auction 
sold 21 cars out of 52 offerings, 








Potter Manages 


Hudson Service 


DETROIT.—Appointment of Glen 
S. Potter as service manager of 
Hudson Motor Car Co. has been an- 
nounced by Wal- 
ter S. Milton, di- 
rector of service. 

Potter, who has 
been prominent in 
merchandising, 
sales and service 
Phases of auto- 
mobile work in 
the Southwest for 
a number of years, 
has _ represented 
Hudson as a re- 
gional manager, Glen 6, Potter 
zone manager and divisional sales 
manager. 

In his new post Potter will be re- 
sponsible for Hudson’s field techni- 
cal information and publications, 
mechanical training programs, deal- 
er’s service department facilities 
= equipment and service promo- 

on, 








AUTOMOTIVE NEWS, FEBRUARY 14, 1949 


In the Auto News 





THE ‘49 CHRYSLER (VISIBLE BETWEEN Sgr ag OE ee Chrysler staged a preview of its 


new models for dealers in Detroit last week, they . 
first photograph of the new car shows more dealers than it does automobile. 


locked around the car so thickly that this 
The cars aren't 


scheduled for public introduction until March II. 





PONTIAC'S "“HARDTOP''—Pontiac's version of the “hardtop convertible’’ is called The 


Catalina. 


Although shown at the Waldorf, the Catalina will not be seen by the general 


public until later this year when production is begun, Pontiac officials said. 





‘ = 
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SPEAKING OF THE NEW DODGE—L. L. (Tex) Colbert, — president, is shown as he 


addressed a luncheon of 65 business and industrial leaders in 
Harold Prehn, president of Harold Prehn, Inc. ( 


was given 7 


shown in back of Colbert. 


ringfield ill. The luncheon 
Bodge), Springfield, who is 





NEW HIGHWAY LIGHTS TESTED—A row of eight-foot fluorescent lamps mounted five feet 


above the roadway on a fence rail alon 


highway lighting being tested by Sylvania Electric Products, Inc., on the Kernwood 
he light is thrown across the 32-foot road to illuminate 


between Salem and Beverly, Mass. 


one side of the bridge comprises a new type of 


ridge 


the sidewalk and curbing, and produces sufficient illumination to enable motorists to drive 
through the area without the use of headlights, the company said. 








Price-Fixing Charge Denied 


By GM, AC, Auto-Lite 


WASHINGTON.—Denying that}! 
their sales and pricing practices | 
violate the Clayton and Federal | 
Trade acts, General Motors Corp., 
AC Spark Plug Co. and Electric 
Auto-Lite Co. last week filed an- 
swers to complaints entered by the 
FTC. 

The FTC complaint charged 
price discrimination, exclusive deal- 
er arrangements and unlawful fix- 
ing of resale prices in connection 
with the sale of spark plugs, oil 
filters, fuel pumps and other auto- 
mobile parts and accessories by 
GM and AC. 


Auto-Lite was charged with dis-| 


criminating in the pricing of Auto- 
Lite spark plugs and restraining 
trade by fixing the resale prices of 
the product. 

Auto-Lite asked dismissal of the 
complaint, denying its guilt. 

According to the complaint 
against the first two, the respon- 
dents have sold spark plugs to 
automobile manufacturers and 





Biggest Issue 


Today’s issue—88 pages—is the 
largest regular issue in Automo- 
tive News’ 24-year history. 

There have been larger ones 
in two sections (notably those in- 
cluding the annual Almanacs and 
the prewar auto show supple- 
ments), but today’s issue tops all 





other single-section regular edi- 
tions. 





others for original equipment at 
prices ranging from 6 to 15 cents 
per plug while charging purchas- 
ers for replacement use prices 
ranging from 20 to 40 cents per 
plug. In addition, the complaint 
alleged the corporations discrim- 
inated among competing custom- 
ers in the replacement field. 
Denying the price discrimination 
charges, the corporations set up the 
defense that their challenged prices 
were established in good faith to 
meet the equally low prices of com- 
petitors. In addition, AC asserts 
that any price differences to differ- 
ent accounts were not discrimina- 
tory but reflected allowances for 
differences in the cost of manufac- 
ture, sale or delivery resulting from 


the different methods or quanti-| 
in which AC products were | 


ties 
sold and delivered. 

With particular reference to al- 
legations concerning the price of 


plugs sold for original equipment | 
use, the answers of both corpora-| 


tions admit that the cost of AC 
regular brand spark plugs is more 
than six cents per plug. 

General Motors, in its answer, 
admits that it sells spark plugs to 
automobile manufacturers and 
others for original equipment at 


prices ranging from 6 to 15 cents | 


per plug but alleges that the price 


of six cents per plug for its regular | 


brand spark plugs “was established 


by GM in good faith to meet the 
(See DENIALS, Page 82, Col, 4) 


‘Outlook Called 
Bright for °49 


Economist Hits 
Undue Pessimism 


WASHINGTON. — The economic 
outlook for 1949 is still “bright” de- 
spite some fundamental maladjust- 
ments in the nation’s economy, Leon 
Keyserling, vice-chairman of the 
president’s Council of Economic Ad- 
visors, last week told a hearing of 
House-Senate Economic Committee. 


However, Keyserling maintained 
immediate action on the Truman 
long-range economic program is 
necessary to ward off the possibili- 
ties of an $800 billion depression in 
the next decade. The need for ac- 
tion is more urgent now than it 
was six months ago, he added. 


Keyserling cited the high cost of 
living in relation to personal in- 
comes and a “growing disparity” 
between the farm and industrial 
parts of the economy as “elements 
of increasing danger.” 

He warned against “sensational 
mugnification of a few soft spots 
in the economy” and of some 
recent increases in unemploy- 
ment. Undue pessimism, he said, 
could generate a fear that would 
be as bad as too much optimism. 


Keyserling said that since mid- 
1946, industrial prices of farm items 
have risen only 22 percent while 
industrial commodities rose 45 per- 
cent. In 1948, he noted wholesale 
prices of farm commodities dropped 
nearly 14 percent while industrial 
prices climbed. y 

If maximum employment is main- 
tained this year, Keyserling said, 
the cost of living will not drop 
substantially from its present level. 
A much lower cost of living scale 
would result only from a big drop 
in demand brought on by unemploy- 
ment resulting from “ present mal- 
adjustments,” he added. 

Other factors discussed by Key- 
serling included continued in- 
creases in prices of some vital 
industrial materials, drops in con- 
sumer demand and _ corporate 
profits running “higher than 
needed to maintain current or 
even somewhat increased levels 
of business investment.” 

In addition, Keyserling said, some 
basic industries are not increasing 
their capacities sufficently to attain 
production levels required for steady 
growth of employment. Instead they 
are gearing their capacities to the 
assumption that in the future as 
in the past there will be very sharp 
fluctuations in the business cycle, 
he said. F 

He added that this belief tends 
to increase the likelihood “of the 
very evil it is designed to insure 
against.” He specifically mentioned 
steel, aluminum, and electric powe: 
in this connection. 

Regarding business policy, Key- 
|serling declared that business should 
|realize that some profit sacrifices 
|should be preferred to cost re- 
|ductions through lay-offs or low- 
| ered output. Reduction of employ- 
|}ment and production cannot help 
| business in the long run, he said, 
boron J that some price and profit 
adjustments would be helpful in 
| stabilizing the long-run outlook. 
| ees a 

Style Note 

Fashion Academy Award 

Goes to Ford 


NEW YORK.—Selection of the 
| 1949 Ford to receive the Fashion 
Academy award as America’s 
“Fashion Car of the Year” was an- 
nounced officially last week by 
Emil Alvin Hartman, director of 
the Fashion Academy. The acad- 
emy has become noted through the 
years for its annual selection of 
|“America’s best dressed women.” 
These awards have been made for 
the last 20 years. 

Ford was chosen to receive the 
Fashion Academy gold medal after 
11949 automobile models of all 
|makes and in all price fields had 
| been carefully studied from the 
standpoint of excellence in design, 
simplicity and feminine style ap- 
peal, according to Hartman, who 
said: 

“This recognition of Ford leader- 
ship in the modern trend of auto- 
mobile design stands as a tribute 
|to the work of Ford’s styling de- 
partment and of George Walker 
of Detroit, design consultant.” 
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T IS CUSTOMARY for a writer! a help in making service opera- 


to invite a celebrity to conduct 
his column during periods of vaca- 
tion or sickness. Age is creeping up 
on me, and I knocked myself out 
receiving entertainment from my 
hospitable friends on the Pacific 
coast. 

I am asking my readers, there- 
fore, not to bear with me, but to 
listen to a gentleman who has 
had years of practical experience 
in this field, and who has always 
been a strong, good influence in it. 
I refer to H. Bertram Lewis, of 

Litchfield, Conn. He is a public re- 
lations counsel to many finance 
companies. I quote below a bulletin 
edited by him and issued by the 
Maryland Credit Finance Corp. of 
Easton, Md., because it is on the 
subject of paramount interest to all 
dealers: 
Here’s the Key to Profit in 
Your Shop 


“The art of Service Management 
can be summed up as that of keep- 
ing owners satisfied. A short phrase 
—but a job with a thousand impli- 
cations. 

“A Topnotch Service Manager 
Can Handle Any Job—It always has 
been our contention that a man 
who could run a good sized service 
station in such as way as thorough- 
ly to satisfy its customers had most 
of what it takes to run the biggest 
job on earth. He must be an able 
organizer, with an eye continually 
on numerous departments and a 
host of minor details. He must be 
the best mechanic on the premises 
—a man whose knowledge of the 
product and how to service it has 
the respect of every employe. 

He must be alert and resource- 
ful—able to cope promptly with 
the many unexpected situations 
that arise in every shop from 
time to time. He must know the 
product — past and present, 
through and through, so that, no 
matter what model comes in for 
service he can supply the answer 
to any baffling situation if his 
mechanics cannot diagnose it. 

“He must know how to order 
parts as well as his parts depart- 
ment manager, and how to buy, dis- 
play and sell accessories. He must 
understand the job of keeping in- 
ventories in balance without a top- 
heavy investment. 

” * > 


He Must Be 
A Wizard Organizer 


“He must know how to handle 
mechanics, clerks and salesmen— 
and how to coordinate their efforts 
for the very best results. He must 
understand the work that all of 
them are doing and be able to in- 
struct them in any phases of it in 
which they may be having trouble. 
He must have sound ideas on how 
to advertise the shop and its serv- 
ice and must give the service sales 
campaign a lot of his personal at- 
tention. He must know exactly how 
to handle customers, when called 
upon to deal with them in any cir- 
cumstances. 

“He must be a salesman and a 
diplomat. He must know how to 
get and hold the goodwill of his 
boss and of every fellow employe, 
He must have a gift for making 
friends of new and used-car sales- 
men, accountants, and all other 
groups whose cooperation can be 
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Sealers tell me 


By John 0. Munn 








tions run smoothly and keeping | 
the morale of the shop’s person- | 
nel at a peak, 

“And he is the rarest bird on 
earth—some citizen—this ideal serv- 


|ice manager. We've never seen one 
|who met all these specifications— 
jand neither, we fancy, have you. 


We have seen men in charge of 
small shops with no such responsi- 
bilities as those that we have listed 


who seemed complete masters of | © 


their jobs—but oniy one or two. If | 
we ever meet one who could handle 
a big shop after the manner we've 
described, we'll nominate him for 
World President and send his rec- 
ord to the U.N. 


“Meanwhile, to find him should be 
every dealer’s ambition. We strong- 
ly advise every member of the trade 
to keep these qualifications in mind 
when he is looking for a man to 
place at the head of his service de- 


the service manager falis short of 
this description adds just so much 
to the dealer’s worries. All of these 
functions must be handled right if 
the shop is to be the asset that it 
should be—and if the service man- 


them fully, the dealer must see that 
he is somehow reinforced—or he 
will pay in dollars for its deficien- 
cles. 

+ * + 
Good Service Pleases 


Public at a Profit 


“The two-fold measuring stick of | 
every service institution is: (1) 
does it satisfy its customers and 
bring them back again, and (2) 
does it earn a satisfactory profit? 
We put the public’s satisfaction first | 
because a satisfactory profit de- 
pends more upon it than upon any 


it, a profit—satisfactory or other- | 
wise—is likely in time to turn into 
a loss. 

“It Has to Satisfy the Owner— 

It cannot satisfy its customers 

unless they receive friendly, in- 

terested treatment, have their 
orders put through correctly and 
on time and are charged WHAT 

SEEMS TO THEM an equitable 

price. 

These things cannot happen un- 
less the shop is run and staffed by 
sales-minded people, is equipped 
and stocked for quick, efficient serv- 
ice, and does its work so smoothly 
that its costs and prices come with- 
in a limit that the owner will regard 
as wholly fair. 


How to Make 
A Service Profit 


“It cannot show a satisfactory 
profit unless it gives good service at 
low cost. For, as we have indicated, 
owner-satisfaction is the factor that 
builds volume, and unless the costs | 
are right, either the prices will be 
high enough to create sales resist- 
ance or the profit per job will not 
be adequate. Low costs are the 
product of efficiency which, in turn, | 
is the result of able management. | 
And, as his service is the one func- | 
tion of the car dealer’s business 
that is wholly within his own con- 
trol, a man who can run it as it 
must be run to achieve this two- 
fold result is by all odds his most 
important employe. 

“How to Find an Able Service | 
Manager — Service managers can 
either be hired or advanced from 
service personnel. Where one is| 
needed in a hurry and no well qual- 
ified material is to be found in the | 
shop he has to be sought on the) 
outside. But in a well-run shop, one | 
of the functions of its manager is 
to train his subordinates so thor- 
oughly that one of them will be able 
to take over if -he is advanced or 
transferred. That is a detail that no 
dealer should neglect no matter 
how smoothly the service depart- 
ment is being run or how probable 
it seems that no change will soon 
occur in its management... 

“Able service management is the 
dealer’s surest guarantee of long- 
term profit.” 


* * 
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AUTO DEALERS HAWAII-BOUND—After attending the San Francisco convention of the 
NADA, a group of dealers made a flying trip to Hawaii by Pan American Airways. Boarding 


their 
Kans.; O. Bruce Goffe (Dodge), Pueblo, 


Lower row: James Mason (Dodge), Ferndale 


Clipper are (upper row, left to right): Herbert W. Price (Chevrolet), Baxter Springs, 


lo.; Laurence W. 


‘Mich., 


rice, Baxter ee Kans. 
and new NADA treasurer; James P. 


McManus (Chevrolet), Chicago, and Albert S. Albertsen, San Francisco tour director who 


arranged the trip. 





N. Y. Bills Ask Defrosters, 
Direction Signals by ’52 


ALBANY.—Safety measures in- 
troduced in the state legislature 
last week include a bill requiring 
mechanical directional signals on 
all autos built after 1952 and oper- 
ated in New York. 


An Arectie Deal 


* 





Dealer Lhamon and Eskimo 


FAIRBANKS, Alaska.— Dan 
Lhamon, Ford dealer here, fre- 
quently finds himself the judge 
of all sorts of things which Es- 
kimos wish to apply on the price 
of a car. Above, he samples 
“squaw candy” by taste to de- 
cide how much he can allow for 
the smoked salmon strips. 

Other proposed “tradeins” 
make him sharpen his pencil on 
the value of furs brought in by 
trappers and prospectors’ gold 
dust. 










* * * 


Left without cars during the 
recent longshoreman’s strike on 
the Pacific Coast, he flew a new 
car in from the Pacific Coast 
when a sourdough decided he 
wanted a new model right then 
and now. 

Money was secondary, even 
though it cost the purchaser an 
additional $1,000 for DC-4 
freight. In several instances, he 
flew buyers to the coast and 
they drove the autos back over 
the Alcan highway. 

* oo * 

Fairbanks is 100 miles south 
of the Arctic circle and experi- 
ences temperatures that fall to 
60 below. Lhamon has been sell- 
ing cars for 20 years. 





















Eugene (Ore.) Dealers 


Elect Parmeter President 
EUGENE, Ore.—H. L. Parmeter 


(Pontiac) has been elected presi- 
dent of the Eugene New Car and 
New Truck Dealers Assn. A, C. 
May (Chrysler) was elected vice- 
president. 

The retiring president is Elmer 
Gilbertson of Bailey Gilbertson Mo- 
tor Co. (Hudson). 














Another bipartisan proposal 
would make mandatory the use of 
windshield defrosters on all cars 
manufactured after 1952. 

Flashing red signals on the front 
and rear of snow plows would be 
a necessity in a third measure sub- 
mitted by the joint legislative com- 
mittee on motor vehicles. 

A bill was also offered to require 
illumination of stop signs at night. 
It provided an alternative to light- 
ing by the use of reflector material. 


Press Relations 
Buick Dealer’s Newspaper 
A Promotion Aid 


CRAFTON, Pa.—A spare-time en- 
terprise is turning into a nice side- 
line for Frank A. Ogilvie, Crafton 
Motor Co. (Buick), 136 Bradford 
Ave. 

The promotion is being handled 
so well it is tying directly into Ogil- 
vie’s auto dealership. 

Ogilvie, who is community-mind- 
ed, got together with some Crafton 
business men and last March 
founded the Crafton-Ingram Times. 

Recently, an editorial in the paper 
— lessen a traffic hazard in the 
city. 


Kansas City Dealers 
Hold Inaugural Ball 


KANSAS CITY.—More than 375 
members attended the annual in- 
augural ball of the Automotive 
Trades Assn. of Greater Kansas 
City to honor the installing of asso- 
ciation officers for the coming year. 

Robert Corriston was reelected 
president. Ray Lloyd was named 
association secretary. 








Men to Guide 
Dealer Projects 


Listed by NADA 


Leaders: Cavanaugh, 
FitzHenry, Abernathy, 
Freed, Lentz, Mallon 


SAN FRANCISCO. — The follow- 
ing standing committees were elect- 
ed here by NADA directors to serve 
the association during the ensuing 
year: 

Auditing: E. G. FitzHenry, 
Worcester, Mass., chairman; Joe 
Mitchell, Waco, Tex., and F. L. 
Hastings, Santa Monica, Calif. 

Membership: Charles C. Freed, 
Salt Lake City, chairman; Han- 
ford A. Crockard, Roseville, Calif.; 
A. A. Martin, Philadelphia; R. D. 
McKay, Wichita, Kans.; Frederick 
M. Sutter, Columbus, Ind., and Walt 
R. Hamer, Columbus, O. 

Nominating: Paul L. Abernathy, 
Charlotte, N. C., chairman; H. O. 
Bell, Missoula, Mont.; Daniel B. 
Brooks, Baltimore; B. B. Burns, 
Decatur, Ill, and T. T. Penrose, 
Burlington, Vt. 

Public Affairs: W. L. Mallon, 
Newark, N. J., chairman; L. C. Gar- 
gile, Texarkana, Ark.; Fred Deaton, 
Statesville, N.C.; D. G. Kelly, Grand 
Forks, N.D., and Turner A. Sum- 
mers, Louisville. 

Resolutions: Russell B. Lentz, 
Spartanburg, S. C., chairman; E. 
Jack Beatty, Denver; E. A. Bogert, 
Pocatello, Ida.; E. S. Dowd, Cleve- 
land, and Carl Fribley, Norwich, 
Mi es 

Truck: J. H. Cavanaugh, Man- 
chester, N. H., chairman; S. T. At- 
kinson, Charlotte, N. C.; W. C. 
Qubeedaux, Phoenix, Ariz.; H. W. 
Roberts, Portland, Ore., and Turner 
A. Summers, Louisville. 


Brooklyn Parley 
Set March 8 — 


BROOKLYN, N. Y.—The annual 
dinner meeting of the Brooklyn 
and Long Island Automobile Deal- 
ers Assn. will be held March 8 in 
the grand ballroom of the Hotel 
Granada here. 

DeLoss Walker will speak on 
“The Sales Picture.” Attendance of 
600 is expected. 


Vet Record? 


Dealer Reports His Staff 


85% Ex-Gls 


EL DORADO, Ark.—Bighty-five 
percent of the employes of Kava- 
naugh Motors, Inc. (Lincoln-Mer- 
cury), here are veterans of World 
War II, the dealership reports. 

The check was made by the firm 
following disclosure that a dealer- 
ship in Evanston, Ind., had 61 per- 
cent ex-GI employes. 

Total accumulated time in serv- 
ice of Kavanaugh employes is 33 
years and six months, it was add- 
ed, representing all branches of 
service. 





On the House . 





¢ 


Pete Wemhoff 





All of the Chrysler Corp. bigwigs attended Chrysler division’s 
Detroit dealer preview last week. 
Fred Zeder, B. E. Hutchinson, Herman Weckler and A. vanderZee. 
Also spotted Jack Linforth, Goodyear’s v.-p. .. . 
Among the props for dealer showings of the new 
Chryslers will be a silver-hued job for each dealer- 
ship, and silver keys for presentation to big shots. 
...T’ll bet a lot of dealers would like to show the 
first Chrysler (1924) along with the new ones.... 

Sales Chief Joe O’Malley got off a nifty de- 
scription of the new Chryslers at the preview: 

“They’re wider, yet narrower; higher yet lower, 

longer yet shorter.” ... 

managers are going back to Mackinac for their 

1949 summer meeting; the way the weather’s 

been in Michigan this winter, they could have 

had their summer session now... 


including President K. T. Keller, 


The trade association 


Johnny Raine reports that, through cooperation of the Virginia 
association and field men of the factories involved, two dealer fran- 


chises were saved reeently. . 


. . John Jewell (Montana) notes that 


hardware dealers have their sales-pressure problems, too, and quotes 


a Montana hardware bulletin which ends up with this: 


“Certainly 


volume is desirable, but only to the extent that it can show a profit 


to your operations.” . 


. . The dealer committee handling the Henry 


Ford Memorial fund will meet early in May at Louisville to discuss 


projects. 


—Prtre WeMHorr, 
Editor 
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OUR PLATFORM: |. 
and dealers in motor vehicles, perts and accessories. 
™ the dealer on every used vehicie accepted in partial payment for a new 
A car or truck. 4 3, Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
9 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Fair and equitable contracts between manufacturers 
§ 2. A fair profit to 
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Capsule Comment 


Cars and trucks now on America’s highways total 36,573,- 
009, up three million from 1947, according to statisticians 
of R. L. Polk & Co. 

Fifty million by ’60? 
* * * 

Packard has adopted three-year contracts for its dealers, 
two-thirds of whom should be able to qualify, according to 
Sales Chief Karl Greiner. 

Hats off, Packard. 
* oo * 

Industry Warming to Revival of National Auto Shows, 

an AUTOMOTIVE NEws headline reads. 


Getting hot? 
* » * 

New York and Minnesota legislatures have received meas- 
ures regulating auto sales, barring dealers from requiring 
tradeins and accessory purchases. 

Locking the barn after .... 
* * * 

The AFL Teamsters union is planning to add new-car 
salesmen to the list of targets during its newly opened 
membership drive. 


* After the AFL finds ’em, maybe they'll let dealers 
know. 
* * * 
arenes new governor has asked the state legislature 
to sla 30,500,000 tax on corporation profits, estimated 
to yield “$69, 000 a year. 


Certainly not an aid to lower car prices. 
* © 


Agitation for high-octane gasoline to power high-com- 
pression engines is premature and poses a problem for the 
nation’s refineries, says Standard Oil’s research coordinator, 
adding that availability depends on volume use factors. 


Like which comes first, the hen or the egg. 
* * * 


Daily newspapers continue to play up comparatively small 
increases in the nation’s unemployment, when the total is 
still nowhere near normal, even according to prewar stand- 


ards. 
We'll talk ourselves into 2 depression yet. 


Virginia tossed 2,735 vehicles off its highways last year 
because of defects. Leading the list were defective head- 
lights, 28.7 percent; unsafe brakes, 21.1 percent, and faulty 
steering mechanism, 9.9 percent. 


And we wonder why accidents occur. 








IF YOU GET the jitters trying 
to follow the stock market and 
wonder perhaps if things are really 
headed for the bow-wows, listen: 
“Personal savings of the American 
people showed an upward trend 


last year for the 
I SEE BY first time since 
THE PAPERS the war.” In 1944, 
Mr. and Mrs. John 
Q. Public put 32 billion, or nearly 
a quarter of their entire spendable 
income, into their savings accounts. 
From that year on there has been 
a continuous decline in money de- 
posited for future needs until, in 
1947, we reached a low of $8,800,- 
000,000, or only about 5 percent of 
the amount we received. 

Last year there was a sharp re- 
versal in the trend. In the nine 
months from January through Sep- 
tember, personal savings were at 
an annual rate of 13 billion, or 
nearly 7 percent of spendable in- 
come, and for the last quarter of 
last year equal to an estimated 8 
percent of $15 billion. 

¥* * +. 

THEN THE trend of retail and 
department store sales since the 
first of the year has, to the sur- 
prise of most of the prognostica- 
tors, been upward. In some sec- 
tions as high as 15 percent, with 
a national average of about half 
that figure. With prices for most 
staples on the down-grade, this 
trend of consumer buying takes on 
even greater significance, because 
it means a larger volume of mer- 
chandise purchased. 

It is no secret that in many lines 
the retail outlets are well supplied, 
in some instances even glutted 
with merchandise which has been 
short for years. Experience proves, 
however, that the public is quick 
to take advantage of price reduc- 
tions. Many are reporting that they 
were amazed to find how keen buy- 
ers have become in recognizing a 
genuine bargain. Storekeepers, who 
thought the bottom had dropped 
out of the demand for some lines 
of merchandise, found lines wait- 
ing at their doors the morning 
their sales advertisements ap- 
peared. 

* * * 

THERE IS STILL plenty of gold 
“in them thar hills” for the alert 
manufacturer or retailer who can 
readily adapt himself to the chang- 
ing conditions in his particular line. 
As someone said recently, “Maybe 
no boom is shockproof, but this 
one comes pretty close to that, 
Here we are three years and six 
months after the war with things 
still going strong.” 

There has been a gradual eas- 
ing-off in buying, in producing 
and in selling. The conditions are 
very near to being perfect. How 
long will this happy state of af- 
fairs continue? Well, if you or I 
knew the final answer to that we 
could win national recognition. 
There are, however, as we must 
always remember, many factors 
of control which were present at 
the outset of the dozens of reces- 
sions, depressions or genuine 
“busts” which this country has 
survived in its history. 

For example: The protection of 
the people’s savings through guar- 
anteed bank deposits. It was al- 
ways the collapse of either big city 
or little rural banks which touched 
off the first bomb. Then we have 
support of farm prices, a debatable 
policy to be sure, but one which 
prevents the overnight deflation of 
the great farm market. Also un- 
employment payments and social 
security. If you think I am talking 
like a New Dealer, look up the 
history of some of these laws, 
which you may be surprised to 
learn, were either initiated or fos- 
tered by conservative Republicans. 

” - + 

YOU WILL agree that so far we 
are making a very sane and order- 
ly conversion to normalcy. Perhaps 
it will get a little bumpy as we 
approach the landing field. Each 
of us is at the controls of our own 
ship, whether it be a tiny Cub or 
a six-motored Constellation. The 
ground rules are the same: Watch 
the signals, take it easy. Come in 
slowly. And it will be a happy 
landing.—G.M.S. 








/ NOW, TRY 
THIS TUNEZ , 
YouULL LOVE IT) : 
; Gj 








‘Weekly Textbook .... ’ 


This is an open forum for the discussion of any subject of interest to our 


readers 


and your letters are welcomed. No attention is given to 


unsigned 
letters ‘but you may sign your name with the assurance that it will not be 


used, 


Likes Munn | 

This is my first opportunity to 
compliment John O. Munn on his 
consistently fine columns. AUTOMo- 
Tive News is my textbook for a 
weekly get-together with myself, a 
newcomer in the business (2% 
years).—JoseprH CassetTti, West Main 
Motors, Inc. (Kaiser-Frazer), Roch- 
ester, N. Y. 


* * * 


On Credit 

We are enclosing a copy of a let- 
ter sent recently to the following 
members of Congress and the gov- 
ernor of the Federal Reserve Board: 
Congressman William L., Pfeiffer; 
R. M. Evans, governor of Federal 
Reserve Board; Anthony F. Tauri- 
elli; Chester Gorski; Wright Pat- 
man. 

Dear Sir: 

The Buffalo Used Car Board 
of Trade, Inc., respectfully re- 
quests that you take the follow- 
ing matter concerning the modi- 
fication of Regulation W under 
advisement and hopefully request 
that you will, in your capacity 
of representative of the voters, 
direct any effort possible toward 
eliminating the unfair credit re- 
strictions which are proving a 
great burden to buyers and sell- 
ers of used cars. 

Throughout the city of Buffalo 
the 250 new and used car dealers 
alike all are suffering a major 
curtailment of automobile sales 
as a direct result of the high 
minimum monthly payment and 
the required one-third down pay- 
ment. Prospective auto buyers 
are being forced into cars they 
do not really want while others 


if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





are prohibited completely from 
buying much needed transporta- 
tion. Our customers need 24 
months on late model used cars. 

Since the economy of our coun- 
try is geared to the majority of 
consumers, all regulations should 

(Continued on Page 77, Col. 1) 


Coming Events 


FEBRUARY 
Feb. 23—Baltimore (Sheraton-Belvedere ho- 
tel). Annual meeting, Automobile Trade 
Assn. of Maryland. 





March 8—Brooklyn, N. ¥Y, (Hotel Granada). 
Annual meeting, Brooklyn and Long 
Islanc:. Automobile Dealers Assn. 

March 17-27—Geneva, Switzerland, 
national Automobile Salon. 

1 (Fontenelle hotel). An- 
= meeting, Nebraska New Car Dealers 


march "25-26 — Chehalis-Centralia, Wash. 
Annual convention, Washington State Au- 
tomobile Dealers Assn. 

March 25-28—Toronte (King Edward ho- 
tel). Annual convention, Canadian Auto- 
motive Wholesalers Assn. 

March 29- Apr. 1—Toronto (National Ex- 
hibition grounds). Canadian automotive 
service show, 

APRIL 


Apr. 7-10—Dallas (Fair park). Seventh 
annual Southwest Automotive Show. 
Apr. 28—New York (Hotel Roosevelt). 7th 
annual luncheon, Metropolitan Council of 
Automobile Old Timers. 
MAY 
May 15-18—Pinehurst, N. ©. (Carolina ho- 
tel). Annual convention, North Carolina 
Automobile Dealers Assn. 
May 30-June ae Ont. (Exhibition 
ees. Canadian International Trade 


Inter- 


JULY 
July 17-19—Mackinac Island, Mich, (Grand 
hotel). Midsummer meeting, Automotive 
Trade Assn. Managers. 
SEPTEMBER 
Sept. 7-10—Detroit (Book-Cadillac hotel 
and Masonic Temple). Third annual con- 
vention, National Used Car Dealers Agsn. 


OOTOBER 
Oct. 9-11 — Cincinnati (Netherlands Plaza 
hotel). Annual convention of Ohie Auto- 
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ANNOUNCING THE NEW ANOTHER FUTURAMIC 


WITH NEW AOCKET ENGINE! 





7 


JL 





White sidewall tires optional at extra cost. Hydra- 
Matic Drive standard equipment on Series 98” 
and "88"" models, optional at extra cost on ‘76.” 


Look what’s winging your way! A third new Futuramic line for 1949 . . . the Oldsmobile “88” . . . bringing the spectacular new “Rocket” engine to 
a lower price range! Watch that dashing style and flashing action... you'll see the newest, most exciting car on the road! The new Oldsmobile “88” 
has Hydra-Matic Drive with Whirlaway as standard equipment. It features Futuramic styling at its finest, in a brand new 1949 Body by Fisher. 
And in the “88,” you'll find Oldsmobile’s revolutionary new high-octane, eight-cylinder engine . . . the “Rocket!” Here’s performance that 


. : : > ‘ > > ° sGarla. ° ee oe . 
couples incredible smoothness with true high-compression power. As Oldsmobile steps out ahead of the field . . . in style... in “drives”... in 


ee 7 . ee é . 7 . ° 
power, too, it’s not surprising that dealers everywhere are saying, “Forty-nine will be a Futuramic year . 


. « It’s SMART to be with Olds!” 
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N. Y. Show Draws 60,000 .. . 





Foreign Makers Eye 
Voids in U.S. Market 


EW YORK.—Foreign car makers 
served notice here last week 
that they are seeking to exploit the 
price and styling openings in the 


American market. 


Intentions toward the U.S. mar- 
ket were spotlighted through the 
six days of the first International 
closed 


Automobile Show, which 
Thursday night. 

A total show attendance of 
about 60,000 was reported by 
Gottfried Neuburger, executive 
director of Automobile Exposi- 
tions, sponsor of the event. 

Five European countries were 
represented if passenger-car and 
and motorcycle displays, which were 
assigned a total value of about 
$1,000,000 and covered 35,000 square 
feet of floor space at the 25th St. 
armory. 

pd * > + 
| eer cl industry spokesmen 

said they expected to ship be- 
tween 40,000 and 60,000 units to the 

U.S, this year, compared to less 
than 30,000 during 1948. Countries 
represented at the show and in- 
cluded in these estimates were 
Great Britain, France, Italy, Aus- 
tria and Czechoslovakia. 

Numerous sales, together with 
thousands of inquiries and re- 
quests for demonstrations, were re- 
ported by show officials. 

Although some of the exhibitors 
of the close to 100 automobiles and 
mctorcycles on display did not ac- 
tually take orders, all “serious in- 


Mason Heads Up 
New Listing of 


Auto Salaries 


WASHINGTON.—George W. Ma- 
son, president of Nash-Kelvinator, 
earned $250,000 to top the U. S. tax 
collector’s latest listing of salaries 
paid in the auto industry during 
the calendar year of 1946 and fiscal 
years ended in 1947, 

Salaries paid by other large auto- 
motive firms were on an earlier 
and longer listing, which included 
a number of General Motors Corp. 
officers earning more than $200,000 
a year. 

The latest report listed three 
Monroe Auto Equipment Co. offi- 
cials after Mason as follows: B. D. 
McIntyre, $158,836; W. D. McIntyre, 
$158,836, and C. S. McIntyre, $158,- 
576. 


Other automotive figures were on 
the list as follows: Rensslaer W. 
Clark, president of Hayes Mfg. 
Corp., $134,754; F. L. Riggin, Muel- 
ler Brass Co., $91,955; R. A. De- 
Vlieg, Nash manufacturing vice- 
president, $90,000; H. C. Doss, Nash 
sales vice-president, $75,000; C. T. 
Lawson, Kelvinator sales vice-pres- 
ident, $75,000; A. M. Wibel, Nash 
purchasing vice-president, $90,000, 
and Russell E. Jarvis, Winters & 
Crampton Corp., $114,046. 


Top Trucks 


New truck registrations for 11 
months, plus 40 states for De- 
cember: 


1948 Pos. Make 1947 Pos. 
1—296,424 Chev. 228,679— 1 
2—222,736 Ford 184,858— 2 
3—123,568 Inter’l 111,124— 4 
4—112,165 Dodge 124,647— 3 
5— 75,257 Willys 48,734— 5 
6— 73,381 GMC 47,770— 6 
J— 49,519 Stude. 40,950 7 
8— 11,461 White 12,890— 8 
9— 10,683 Reo 12,691— 9 
10— 10,542 Diam.T  10,304—11 
ll— 9,634 Mack 10,660—10 
12— 5,569 Divco 4,798—13 
18— 4,005 Federal 5,949-—-12 
14— 2,888 Brockway 4,158—15 
15— 2,700 Autocar 4,234—14 
16— 2,384 Crosley 
1j— 302 FWD 1,170—17 
1s— 437 Kenworth 169—21 
i 398 Sterling 559—18 
20— 265 W.L’France 494—19 
21— 165 Oshkosh 234—20 
22— 117 Hudson 2,522—16 
Total All Makes 
1,017,752 861,459 


For further details see page 
38, today’s issue. 








quiries” were passed along to deal- 
ers, with visitors requesting oppor- 
tunity to inspect cars more closely 
and to take trial drives. 


Particular attention was paid by 
show visitors to the lower-priced 
“economy” cars, such as the French 
Renault and the British Hillman 
and Austin lines. The New York 
delivered price tag on the rear- 
engined Renault was the lowest at 
the show—$1,295. 

For custom car buyers and de- 
sign enthusiasts, there was a bevy 
of flashy roadsters and high- 
powered limousines — ranging up 
to the $22,500 Rolls-Royce. 

Conviction that the overseas car 
producers can fill a void in the 
American market was voiced by Sir 
William Rootes, chairman of the 
British Motor Manufacturers Assn. 
and head of Rootes Group, builder 
of the Hillman Minx and Sunbeam- 
Talbot car lines. 

+ > o 

PEAKING at the ceremonies 

opening the show, Sir William 

declared that British and American 
auto products are not in competi- 
tion. .. 

“We in Britain have mastered the 
art of building the smaller car,” he 
said. “It has its place as a ‘second’ 
car for many families who prefer a 
small car of high quality for coun- 
try living, and to those who find 


‘parking a problem in congested 


areas. 

“Sale of British goods in this 
country, including automobiles 
and motorcycles, will increase 
British buying power for Ameri- 
can goods. At the same time it 


_|* decreases the American taxpay- 
» @Ps liability for Marshall plan aid 


to Britain.” 

British government regulations 
call for export of 75 percent of all 
motor vehicle production in 1949, 
Sir William revealed. If fulfilled, he 
said this might send 40,000 British 
vehicles to'the U.S, this year. 


A™= STARK, New York City com- 
merce commissioner, also spoke 
at the show opening. 

Stark, representing Mayor 
O’Dwyer, welcomed such notable 
guests as Sir William Welsh, air 
marshal of Great Britain in World 
War II and now assigned to this 
country as trade representative for 
the British automotive industry; 
Dr. Frantz Matsch, Austrian consul- 
general, and Dr. Karel Fink, Czecho- 
slovakian commercial attache. 

Objective of the automotive in- 
dustries of all five countries repre- 
sented in the first International 
Automobile Show is to provide dol- 
lar exchange for their national 
economies, to finance necessary pur- 
chases in this country, spokesmen 
said. 

* 7 . 

As A PART of this program, the 

British Morris cars made by 
Viscount Nuffield, whose mass-pro- 
duction factories have turned out 
more than 2,000,000 vehicles, were 
shown the American public for the 
first time. 

Also in the mass sales categories 
from England were Austins and the 
Ford of England. In the luxury 
classification were the Jaguar, the 
three-ton Daimler limousine priced 
at $22,000 and Rolls-Royce models 
including vehicles with imported 
motor and chassis and custom- 
made bodies produced at a plant in 
the New York area. 

In the French exhibit, the rear- 
motor Renault was said to have 
achieved a sale of 3,000 to 4,000 
units in the U.S. since the war, and 
will be available in a volume of up 
to 8,000 cars in 1949, according to 
John L. Green Operations, Ameri- 
can distributor. 


ATAM to Meet 
July 17-19 


CHICAGO. — Edward L. Cleary, 
secretary-treasurer of the Automo- 
tive Trade Assn. Managers, an- 
nounced last week that July 17-19 
have been set as the dates for the 
ATAM midsummer meeting. 

Sessions will be held in the Grand 
hotel at Mackinac Island, Mich. 


Hail to the Chieftain .. . 





proaching St. Valentine's day inspired Manhattan Pontiac Co., 
New York, to show the new 1949 Pontiac Silver Streak line piercing a huge red paper heart. 


VALENTINE FOR '49—Ap 


WORK OF ART—Main Line Pontiac, Inc., Ardmore, Pa. yn the new Pontiacs as a 
gold picture frame, with the 


master work of art, complete with artist standing by, addin 
eg Be touches. The theme of his announcement day display was ''The Masterpiece of ' 
Y jac." 


TRAFFIC JAM—Floridale Motors, of Ft. Lauderdale, Fla., caused the greatest traffic jam 
and drew the largest crowd in Ft. Lauderdale history when the new Pontiacs were announced 
there, the company states. A 1948 Pontiac was given away. 





staff in traditional Indian head dress and covered local streets in a sound car to introduce 
the 1949 models. 





JUNE IN JANUARY—Snow was piled high outdoors on announcement day, but Chieftain 
Pontiac Co., Inc., of Oklahoma City, achieved a breath of spring with hundreds of daffodils, 
ferns and artificial grass carpeting to introduce the 1949 cars. 











Polls Indicate 
. 
ASIS Will Be 
ce . 9 
Skipped in 49 

HERE was definite reason to 

believe last week that the Auto- 
motive Service Industries show 
would not be held this year, but 
confirmation was still lacking. 

Such a confirmation will have to 
come from the Joint Operating 
Committee of the show, composed 
of members of each sponsoring or- 
ganization. The JOC was sched- 
uled to meet for final decision late 
this month. 

The Motor & Equipment Man- 
ufacturers Assn. has already an- 

nounced that a recent poll of its 
members shows a desire to elim- 
inate the show this year, with 
preference for a resumption of 
the show in 1950 and the liberal- 
izing of invitations to the ASIS. 

It was learned on good authority 
that the National Standard Parts 
Assn. had taken a similar poll of 
its members with similar results. 
However, neither confirmation of 
the results of this poll nor any 
decision of NSPA not to sponsor 
a 1949 show had become available 
as yet. 

. o + 

ie IS understood that promotion 

by a group of the larger service 
shop equipment makers for an 
ASIS every other year and the 
sponsoring of regional shows in the 
off years have been the influences 
that affected the polls of the two 
sponsoring organizations. 

It is also reported that the 
MEWA, being strictly a jobbers 
association, is in favor of the 
show but no definite action will 
be taken by its directorate until 
the May 15 meeting. 

Four regional shows — starting 
with that at Los Angeles, March 
16; Dallas, April 8; Atlanta, May 
10, and Philadelphia, May 23—are 
already receiving the blessings of 
the manufacturing members of the 
MEWA and NSPA. 

It thus appears almost certain 
that there will be no ASIS this 
year and that the NADA Equip- 
ment exposition to be held in At- 
lantic City next February will be 
the only national aftermarket show 


for the winter circuit. 
* os 7 


MEWA to Hold Meetings 


At Regional Shows 

CHICAGO.—As a leadoff in a 
series of MEWA sponsored busi- 
ness conferences throughout the 
country in 1949, as a special serv- 
ice to those attending regional 
shows at Atlanta, Los Angeles and 
Dallas, the association has sched- 
uled meetings as follows: 

Los Angeles, March 16, Mayfair 
hotel; Dallas, April 6, Baker hotel; 
Atlanta, May 9, Atlanta Biltmore 
hotel. 

These dates in each instance are 
the days before the opening of the 
respective shows. The meetings will 
start at 10 a.m. and continue to 
4 p.m. 

No meeting is contemplated in 
connection with the Middle Atlan- 
tic show at Philadelphia, which 
opens on May 23, since the preced- 
ing day is Sunday and because of 
plans for a meeting in that area 
at a later date. However, MEWA 
representatives will attend the 


show at Philadelphia. 
. * . 


NSPA Appoints Barron 


Convention Chairman 

CHICAGO. — By appointment of 
C. R. Crowder, president, William 
J. Barron of Barron Motor, Cedar 
Rapids, Ia., is the new chairman of 
the National Standard Parts Assn 
1949 convention program committee 

Other members of the group are 
T. L. Ford, Kopper Co., Inc., Balti- 
more; Morrill Palmer, Trackman 
Auto Supply Co., Joliet, Ill.; E, F 
Todd, Imperial Brass Co., Chicago, 
and George W. Stout, NSPA whole- 
saler advertiser council. 


Pup Forbidden to Sell 


Franchises in Wisconsin 

MILWAUKEE. — Pup Motor 
Co., Spencer, Wis., was recently 
licensed to do business in Wis- 
consin, but not to sell franchises 
in that state, according to B. L. 
Marcus, commissioner of the 
Wisconsin motor vehicle depart- 
ment. 
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The only car you step 


















~——q down into | 





Luxurious interior of Hudson Commodore Sedan. Inset view—generous “two-person” rear seat arm rest in down 
position, full sixteen inches wide. Photographed by Vogue. Gown and mink stole by Henri Bendel, New York. 


Take an entirely new way to build motor cars— 
the “step-down” way—add beautiful tailoring and 
a dash or more of the jeweller’s most exquisite art 
—there is the New Hudson Commodore interior 
—the modern design for ’49! 


And what an interior! Nothing quite like it in 
elegance and roominess has ever before come off 
an assembly line! 


There is luxury all around—deep, billowy, foam 
rubber cushions upholstered in rich broadcloth, 
doeskin-finish cloth for sides and top, blended car- 


peting, and a continuous ’round-the-car valance : 


in an exciting two-tone combination of walnut and 
modern blond finish to set it all off gloriously! 





Moreover, there is something entirely new—a 
beautiful recessed panel inside each door, where 
chrome door handles, window regulators, ash re- 
ceivers, and generous arm rests are set in, out of 


the way, but easily available when needed. 


But what really stops the crowds is Hudson’s fab- 
ulous roominess—more head room and roomier 
seats than in any mass-produced car built today 
—Jargely because of the “step-down” principle, 
perfected and used only by Hudson.* 


You see, as designers have sought the ideal in low- 
built motor cars without lowering interior floors, 
they’ve had to keep top lines high to preserve 
inside head room, or reduce inside room to get top 
lines down—an unhappy compromise either way. 


There’s no compromise in Hudson, however. This 
car has an exclusive, all steel Monobilt body-and- 
frame** which provides recessed floors—you step 
down when entering. This permits lounge-size seats 
to be lowered to harmonize with the new, lower 
top. That’s why Hudson gives all this luxurious 
room in a car with a truly low silhouette! 


Hudson dealers are in an enviable position with 
a car that is plainly out in front with important 
and exclusive advantages. And that position is 
being constantly improved by aggressive factory- 
planned advertising and merchandising support. 


*Hudson’s new “step down” design is such an important story 
it is best told and illustrated in a booklet available at any 
Hudson dealer’s. 


**Trade-mark and patents pending. 


Eight body styles in Super Series and Commodore Custom Series, 
121 hp. all-new, high-compression, Super-Six or 128 h.p. Super- 
Eight engine. Super-Cushion tires. Ten rich body colors. 





8 * - naa 
Detroit Police 
Crack $300,000 

Auto Theft Ring 


DETROIT.—Police here claim to 


have broken up the operations of | 


a $300,000 auto-theft ring which 
has allegedly been disposing of 
stolen cars to used-car lots in Ohio, 
Michigan and West Virginia. 

Arrested as principals were Hir- 
am Campbell, Park (W. Va.) oper- 
ator of a wholesale grocery truck 
delivery service; his brother, Jack 
Campbell, Wayne (Mich.) me- 
chanic, and William P. Ball, Gar- 
den City (Mich.) former garage 
owner. 

Police said the ring operated by 
purchasing wrecked cars, together 
with their titles. The cars were 
dismantled in Ball’s garage and 
usable parts were sold. Titles were 
then sent to Hiram Campbell in 
West Virginia, police said. 

Late model cars were stolen by 
other members of the ring in West 
Virginia, Ohio and Maryland and 
driven to West Virginia, it was 
charged. There, engine and serial 
numbers were altered to corres- 
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INTERNATIONAL FLAVOR—Two dealer representatives from India and one from Denmark 
registered at the opening of the 23rd session of the Chevrolet Post-Graduate School of 
Modern Merchandising and Management in Detroit. They are shown being greeted by |. X. 


Sarvis, assistant 
mark; Rajam R. 
Indore, India. 


pond with the Michigan titles and| J-H Dealership Opens 


the cars were sold, police allege. 

The FBI was reported to be try- 
ing to trace to their present pos- 
sessors some 150 automobiles stolen 
by the ring. 


To feel the pulse of the auto industry, 
consistent reading of AUTOMOTIVE NEWS 
is necessary. 


Mes 


@ Automobile dealers from coast to coast have 


eneral sales manager. Left to right: Borge O. Rasmussen, Helsingor, Den- 
atnam, Madura, Madras, India; 


arvis, and Noshir Godrej, Madhya Bharat, 


Remodeled Kansas Home 


Formal opening of Eskridge 
Implement Co, (International), 
Eskridge, Kans., was held Jan. 
22. The location has been com- 
pletely remodeled and modern- 
ized, 


GM Employes Face 
Pay Cut March 1 


By Mac Gordon 
Associate Editor 

OME March 1, a glimmer of 

hope will emerge for car deal- 

ers and buyers looking for lower 
vehicle * prices. 

For on that day, General Motors 
is expected to make effective the 
industry’s first mass wage cut since 
well before the war. 

Just how many pennies an hour 
will be lopped off GM workers’ 
paychecks will not be known tun- 
til late next week, when the gov- 
ernment’s Bureau of Labor Sta- 
tistics issues its Jan. 15 index of 
consumer prices, 


Indications last week, based on 
the downward trend in wholesale 
prices a month ago, were that the 
278,000 hourly-rated workers at GM 
would be docked either one or two 
cents an hour. 

* + + 
—— the amount of pay 
cut appears to be trifling, it is 





“Coad 


including illustrations and descriptions of remodel- 








A REAL INVESTMENT in the 
future of your business—that 
is what remodeling your show- 
room with Pittsburgh Products 
will mean to you. Here is an 
excellent example of the mod- 
ernization of a showroom in 
Kansas City, Kansas, with 
Pittsburgh Products. An open- 
vision design has been utilized 
which makes the entire in- 
terior an eye-catching, sales- 
producing display. Plan now 
to do an adequate moderniza- 
tion job on your showroom. 
It’s the proven way to greater 
success. 

Architects: Bloomgarten & 

Frohwerk, Kansas City, Mo. 


“PITTSBURGH” 


G 


-———— 
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proved that the showroom that is “tailored” with 
Pittsburgh Products is the one that is always well- 
dressed. And where a thorough remodeling job 
has been done (not a half-way measure! )—both in- 
side and out—they have been rewarded with the 
immediate attraction of more customers, and their 
sales and profits have increased. Equally important, 
they have found that this has been a sound invest- 
ment in the future of their businesses—not an ex- 
pense. 

These same rewards can come to you. And now 
is the time for you to give serious thought to the 
remodeling of your showroom with Pittsburgh 
Glass and Pittco Store Front Metal. 

Ask your architect for his ideas on the best possi- 
ble application of Pittsburgh Products to your par- 
ticular needs. He knows all about these materials 
and will see to it that you get a design that is well- 
planned and economical. Both of you can count on 
our fullest cooperation. And should you prefer it, the 
Pittsburgh Time Payment Plan is available to you 
for arranging payments to suit your convenience. 

Right now, though, why not send for a free copy 
of our store modernization book, “Modern Ways 
for Modern Days”? It contains a wealth of material, 


PAINTS - GLASS - 


PLease 


CHEMICALS 


GLASS 


ed stores, projected designs by some of the world’s 
foremost architects . . . with many other valuable 
features of interest to retailers. Simply fill in and re- 
turn the coupon below and your copy will be sent 
immediately. 


Pittsburgh Plate Glass Company 
2102-9 Grant Building, Pittsburgh 19, Pa. 


! Without obligation on my part, please send me a Free copy of 
| your book on store modernization, “‘Modern Ways for Modern 
| Days.” 

Name 

| 


Address 


City . State 









BRUSHES - PLASTICS 
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| significant in that it is indicative of 
|a trend which might spread to 
other big auto makers and sup- 
pliers, 

That explains why the UAW-CIO 
has shuffled its 1949 line of eco- 
| nomic assault to emphasize pension 
and social security demands and 
only incidentally promote hourly 
wage raises geared to the cost of 
living. 

If the GM pay cut is one cent 
an hour, the corporation will save 
an estimated $1,500,000 in hourly- 
rated labor costs during the 
March-May quarterly accounting 





under its 1948 UAW contract. 
Further savings will result if the 
$40 quarterly cost-of-living al- 
lowance paid GM salaried work- 
ers is reduced. 

A special guarantee clause in the 
GM-UAW contract rules out the 
possibility that hourly pay rates 
will continue to be lowered during 
the June-August quarter, however, 
even should consumer prices sus- 
tain their tailspin. 

+ * + 

— corporation has bound itself 

to grant its hourly-rated em- 
ployes a pay increase of three cents 
an hour on June 1, in what the 
corporation describes as a move to 
bolster employe standards of liv- 
ing. GM made this proposal to the 
union at last year’s negotiations in 
the expectation it would become an 
annual contract feature. 

The raise granted GM workers at 
the conclusion of 1948 negotiations 
totaled 11 cents, eight cents of 
which stemmed from higher living 
costs, with the remainder the first 


“standard-of-living” Three 


raise. 





months later, on Sept. 1, hot weath- 
er price spurts brought GM work- 
ers another three-cent hourly pay 
hike, 

On Dec. 1, the last adjustment 
date, there was neither an in- 
crease nor a decrease, since the 
consumer price index had leveled 
off for the previous adjustment 
base period. 

At General Motors’ Waldorf-As- 
toria show of 1949 models recently, 
President C. E. Wilson .emphasized 
the importance of the annual stand- 
ard-of-living improvement factor to 
GM workers. However, he warned 
that pension and social security 
funds would raise auto producing 
costs just as steeply as the last 
three rounds of flat wage increases. 

* * ” 

CONSUMER prices continue 

dropping, it is likely that the pay 
rates of GM workers will be re- 
stored to present levels June 1. 
This prospect is pinned on the like- 
lihood that the three-cent stand- 
ard-of-living raise will offset both 
the March 1 cost-of-living cut and 
any further cost-of-living reduction 
in the March-May quarter. 





Industry observers point out, 
however, that even if the March 
1 cut at GM is eventually nulli- 
fied, a precedent will have been 
established of major import to 
future economic relations between 
the industry and the UAW. The 
union shows it recognizes what’s 
in store by turning the spotlight 
away from straight pay boost de- 
mands to issues generally classi- 
fied as long-range in nature. 

In other developments last week, 
UAW President Walter P. Reuther 
disclosed that the wage demand 
drive against Canadian auto mak- 
ers would be coordinated with that 
in the U. S. Ford of Canada nego- 
tiations are slated to get underway 
shortly, but Ford talks in this coun- 
try are not scheduled to open until 
May 15. 

Reuther also revealed that the 
union would ask that pensions be 
made payable to workers at the 
age of 60. Previously, he had called 





for $100-a-month pensions for re- 
tiring auto workers. 

While the union has called for 
an employer contribution of 5 per- 
cent of its payroll to a social se- 
curity fund, no public mention had 
as yet been made of what specific 
pension levy will be asked at the 
Ford and Chrysler negotiations, 

The national council of Ford lo- 
cal unions will meet in Detroit Feb. 
19 to formulate specific demands— 
and more information is expected 
to be made known then. 
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The Spotlight’s 
on the place 


| 
} 
} 


re buttoned up! 


where sales « 


Hh pam selling cars a with Airfoam — 


in seats and backs will tell you few features 
swing the sales as fast — and that goes even under 


} 


What's more, millions already know and want 
Airfoam cushioning as a result of their experi- 
ence with Airfoam’s super-comfort in de luxe 
trains, in buses and in planes. 


today’s conditions. j i 


For when your line has Airfoam cushioned seats The answer to the modern look in today’s cars is 
you’re not selling an intangible — you can prove the modern comfort of Airfoam cushioning. If 
it right in the showroom. Prospects can feel your line has not yet installed Airfoam, ask for 
Airfoam’s buoyant upward comeback by pressing it in your next year’s models, Remember, it is one 
their hands on an Airfoam cushioned seat. They of the most-wanted features in today’s cars! 
can see Airfoam’s super-comfort and anticipate Goodyear, Manufacturers’ Sales Dept., Akron 16, 
the perfect relaxation it gives to the ride. | Ohio. 


| 








WHY CAR BUYERS WANT AIRFOAM 


Glorious Comfort — its live buoyancy soaks up bumps 
and jolts; like riding on air. Longer Wear — lasts far 
longer than other types of cushioning; protects upholstery, 
too. Good-as-new looks always — doesn’t sag or pack 


AIRFOAM GIVES YOU 
SUPER-CUSHIONING 


down with usage; holds its shape for the life of the car. 
Cool — air circulates through millions of interconnecting 
cells. 

Note to Manufacturers: Let us show you how 
recently developed techniques in building Airfoam cush- 
ioned seats and backs provide extra riding space, more leg 
room. Write Goodyear, Manufacturers’ Sales Dept., Akron 
16, Ohio. 


SUPER-CUSHIONING BY 






Airfoam—T.M 





Press down on Airfoam and you'll feel a buoyant upward 
comeback. Airfoam’s millions of resilient air cells breathe 
to balance body pressure with equal support — a uniform, 
self-adjusting support that insures super-comfort and perfect 
relaxation. Raise your hand and Airfoam instantly rounds 
back into shape — never looks crushed and saggy like 
conventional cushionings. 


The Goodyear Tire & Rubber Company 


GOODFYEAR 
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Nine days after its sensationally successful world premiere 
at the General Motors New York Show, the 1949 Pontiac 
made its bow in dealers’ showrooms across the country. 
That it scored the greatest triumph in Pontiac’s long 


and successful history is revealed not only in reports 


E R A L M OO T O 


nttac best! 





The smart, new 1949 Pontiac convertible proved to be of especial interest 
to the throngs who visited the showrooms of Boston Pontiac dealers. 


2 
ad 


oe 


“Slightly more than terrific” is the report of public 
interest in the new 1949 Pontiac, as reported from Cali- 
fornia, and borne out by crowds acrass the nation. 


from dealers, but in the observations of America’s 
leading automobile editors published on the opposite 
page. Here, from the nation’s acknowledged experts, 
is an authoritative tribute to a great car headed for a 


reat year in the hands of a great dealer organization! 
£ : £ a 
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Dealer Chorus Beseeches Smaller Downpayments . . ._ 


Regulation W Stirs Minneapolis Blues 





MINNEAPOLIS. — Automobile 


dealers here, 


to effects of Regulation W on car 
sales and pointing up other factors 
at that time, have changed their 
tune since the turn of the year and 
are starting to sing the Regula- 
tion W blues. 


Tumbling sales here, especially | 


among used cars, have dealers talk- 
ing about less stringent credit con- 
trols from all corners. Smaller 
downpayments and extension of 
time period to complete payments 
would boost sales, they were con- 
vinced now. 

Some dealers differ, however, as 
to which part of “W” hurts the 
most—the time length or high 
initial payment required. Gener- 
ally, the fatter is hurting the 
most, dealers say. 

None of the dealers wants all 
credit control completely relaxed, it 
is pointed out. A no-downpayment 
policy would be risky for them, 
they feel, and not too healthy for 
the nation’s economy. Relaxation 


a few weeks ago} 
rather indifferent for the most part | 


of downpayments to around 10, or 
even 15 percent, would be welcomed 
by many—plus extension of pay- 
ment time to two years. 


Perry Dean, president of the Min- 
neapolis Automobile Dealers Assn., 
declared that a return to prewar 
credit policies “would be to the 
|advantage of a lot of persons.” 

The average factory or white col- 
lar worker with a good average 
job—unless he has a “kitty” saved 
up—cannot handle the purchase of 
an automobile on the present one- 
third down, 15 to 18 months to pay 
basis, Dean observed. 

The prewar basis was generally 
one-third down and 24 months to 
pay, he added. But the low-priced 
car which today costs $1,800-$2,000 
cost $800-$900 before the war, he 
noted. 

Dean said that most new-car 
dealers don’t need the relaxation of 
credit as much as the consumer 
right now, although it is becoming 
easier and easier to get delivery 
of a new car. 

Used-car dealers, however, 





are 





painting a gloomy picture of the‘r 
sales situation. One dealer said: 
“We're not doing very well. Ever 
since last fall, with the election 
and return of controls, our sales 
have fallen flat.” 

He pointed to the bad weather 
west of Minneapolis as another 
harmful factor. 

“There are usually a lot of 
sales, nearly all cash, during this | 

winter period, in the Dakotas and 
other western states,” the dealer 
noted, 

But farmers are taking losses and 
they can’t get in to buy the cars 
even if they wanted to, he pointed 
out. Another dealer said that sales 
were at a “standstill.” 

“People can’t afford the high 
downpayments nor the high month- 
ly payments required under the 
present controls,” he said. 

Most dealers are hopeful NADA’s 
program will be successful and 
that the picture will brighten 
after June 30, when the present 
regulation expires, if Congress eases 





CENTRAL ALABAMA STUDEBAKER MEN—Studebaker dealers in the central Alabama area 
were guests of dealer Rush Stallings at a service clinic held in Montgomery. Clockwise 
around the table are (left to right) William Hodo and J. W. Hodnett, Alexander City: 


W. H. Kilgore, C. H. 
Howell and E. E. King, Andalusia; A. J. 


Etheridge and D. R. > 
Bedsole, Montgomery; W. K. Erdman, Studebaker 


Wood, Montgomery; James Bowers, H. W 


regional manager, who presided over the sessions; Stallings and Allen Sellers, Montgomery; 


district manager R. D. Smith 


. A. Capps, James Kinney and Floyd Shirley, Troy; Henry 


: F 
Lowe and H. L. Amos, Opelika; service representatives M. L. Weaver and L. M. McDonald, 


Alexander City. 


the situation with new legislation 
before then. 


Meanwhile, most new-car models 
have made their appearance in this 
area in dealer showrooms with most 
dealers reporting “tremendous” pub- 
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lic interest and good attendance at 
showings. However, the sales pic- 
ture is expected to tell the story 
before very long and most dealers 
would not venture opinions as to 
the future, especially beyond mid- 
year. 


New Ford Buyers 
Get Portfolio 
For Car Papers 


DEARBORN.—Ford Motor Co. is 
equipping its dealers to present to 
new-car owners a striking “owner’s 
portfolio” that will hold all of the 
important papers and other items 
incident to the delivery of a new 
motor vehicle. 

The portfolio is 54% by 9% inches 
with a cover that has a snap 
fastener. The back is spiral bound 
allowing for ease of access to each 
of the eight compartments. 

On the inside page as the port- 
folio is opened is a place for the 
dealer to write in the name of the 
new owner, a message to the owner 
over the dealer’s signature and a 
“thank you.” 

Each succeeding page contaiins a 
compartment on the right and an 
operating message on the left. The 
compartments, in order, are for the 
spare keys, the owner’s guide, the 
service policy and new-car inspec- 
tion report, lubrication and main- 
tenance coupon booklet, car title 
and owner’s invoice, car insurance 
policy, a car log and expense record 
book and a place for a map of the 
state in which the owner lives. 

The entire portfolio is made up 
much like the portfolios used by 
banks and insurance companies. 








Suit Asks Refund 
On 1948 Lincoln 


AKRON. — Folland Hall Motor 
Co., Lima, O., and the Ford Motor 
Co. were named defendants in a 
$5,322 damage suit filed in common 
pleas court here by Mack Lowry, 
342 Kenilworth drive. 

Lowry’s petition charges that he 
purchased a 1948 Lincoln con- 
vertible from the Lima dealership 
Feb. 26, 1948 for $5,322. He claims 
that the car was faulty, that re- 
placement parts furnished him by 
Akron dealers on instructions from 
the manufacturer failed to correct 
these conditions. 

Lowry also charges that the paint 
peeled off the body. He asks that 
the purchase price be refunded, 
plus interest from the date of sale. 
No date has been set for the 
hearing. 


NW Electric Men 
Meet March 3-5 


MINNEAPOLIS. — The annual 
spring convention of the Northwest 
Automotive Electric Assn. will be 
held at the Nicollet hotel here 
March 3-5, according to Paul 
Weber, president of the group. 

Annual banquet of the group is 
scheduled for March 4, while the 
NAEA business session will be held 
March 5. Manufacturers signed to 
participate in the March school 
sessions include Electric Auto-Lite, 
Delco- Remy, Carter, Stromberg, 
Zenith, American-Bosch, Leece- 
‘Neville and Trico. 
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the easiest 
“extra sale 


you ever 


made... 


Firestone 


*TRADE MARK 
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seat covers 


It’s easy to sell a woman Velon seat covers hecause 
they combine real beauty with rugged practicality. 
She’s accustomed to buying slip-covers for her fur- 
niture—seat covers are a “natural” sale for the car. 

Velon attracts your beauty-conscious customers 
with stunning light, bright colors, interesting plaid 
and stripe weaves, its “living room” smartness. And 
as if that weren’t enough, Velon offers durable advan- 
tages that make the seat covers outlive the car itself. 








als 
*,~» 


Velon cannot be stained by food, alcohol, mud or 
grease. Dirt simply wipes off with a damp, soapy 
cloth. The through-and-through, non-porous Velon 
threads resist abrasion, scuffing, sun and salt water. 

Whether you're selling a new car—or a Car acces- 
sory, you'll find Velon seat covers the fastest, easiest 
“extra sale” you ever made. Seat covers woven of 
Velon are backed by the Firestone name. Feature that 
Firestone Velon label proudly—it clinches the sale! 
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Off 


the Hook 


Convention Cleanup 

Overlooked in the NADA con- 
vention rush was the prediction by 
Rep. Clifford Davis, Tennessee 
Democrat, that there would be no 
revival of the so-called Macy com- 
mittee. 

But the stigma that investiga- 
tion on most dealers, good 
and lingers on. 

Seems to us that it made a con- 
tribution to the present auto slump 
by giving public concern over the 
sins of a few a focal point. 

* + * 


Verne Orr 


A veteran of the auto business, 
Verne Orr took a sharp look at 
the auto business for the benefit of 
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Bob Finlay 


dealers. Orr, now a Chrysler-Plym- 
outh dealer in Pasadena, Calif., 
has seen the business from both 
sides of the fence, having spent 
many years with the Willys and 
Chrysler factories. 


field man’s mouth may be sab 
ly different from the decisions 
made at the top. 

Turning to dealer sins, Orr told 
of spending eight weeks traveling 
away from his business and talk- 
ing with all sorts of people. 

There was almost universal criti- 





cism of dealers, Orr said, with most 
people asking: 

“Why don’t the factories do 
something about it?” 

And the basis for criticism? 
Orr said he believes that about 
two out of 100 dealers were 
downright dishonest—and that’s 
not a bad percentage for any 
business. 


But, he said, there was a bigger 
percentage of 
dealers who were 
sharp—too sharp 
for the good of 
the general deal- 
er body. 

It’s never too 
late to get on the 
right path, Orr 
said. Who re- 
members yester- 
day’s headlines? 
he asked. So, if 
your house isn’t 
in order, get out the broom. 

* + +. 


Orr emphasized the value of a 
dealers’ employes as goodwill build- 
ers in the community. But you 
can’t just tell ’em to go out and 
spread goodwill. They will do it 
effectively only through inner con- 
os that their boss is a right 


Verne Orr 


oe. 
Orr told of working toward this 








HOW DO YOU MEASURE GYCCESS > 


Only a few years ago 6 out of 10 car sales were made on the dealer’s 
finance plan. Dealers in those days, working with the old-line 
finance companies, controlled their own finance business and car 
buyers relied on their dealers to handle their finance needs. At that 
time dealer success was measured in terms of complete buyer 
confidence which led to sales and repeat sales. 


Today, more than ever, the extent to which you control your 
finance business is the true measure of the success of your i 


dealership. There’s a reason for this—because out of 
financing flow the additional profits you must have 


to maintain a healthy competitive position in an 


increasingly hazardous market. From it come parts 


. and service department income (a potential 


$25,000 or more a year in added income for your 
repair department alone). Customer goodwill and 
confidence, and the opportunity for repeat sales are 
derived directly from control of your finance business. 


For proof of the importance of finance control to your 
business future see the two-year continuing study made by 
Universal C.1.T. of dealer problems and opportunities. It is 

available to dealers in presentation form—your Universal C. I.T. 


representative will gladly show it to you. 


Vhewd moe Te fo TONEY 
UNIVERSAL €.1.T.( 


UNIVERSAL C.1.T. CREDIT CORPORATION - 


eq) hatte 


OVER 300 LOCAL OFFICES 
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KEEPING POSTED ON SEP—To discover what are the editorial requirements that attract 


nearly 4,000,000 readers who buy the 
& Dorrance, Inc., 
week! 
are Charlies Field, mana 
Ayers, enbenttes vice-president “7"tsfao 


end through staff meetings; 


Saturday Evening Post every week, 
invited Robert Fuoss, managing editor, to participate in its regular bi- 
creative clinic at the =, Detroit headquarters Feb. 3. 
aa Publishing Co. Detroit offices; 
an 


Brooke, Smith, French 


Above (left to rot) 
Walter C. 


H. W. Post, also of Curtis’ Detroit office 





50. Of what was left, so much went 


through expressing pride in the} for overhead, so much for taxes, 
employes and hope that they would|so much for profit. The employes 
keep the customers happy for their| got a better perspective of their 


benefit as well as for the boss. 

The problem of getting the 
facts over to the employes was 
discussed by Orr, who told of an 
effective demonstration with 100 
silver dollars. 

Out of every 100 taken in, it was 
shown that the employes got about 
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PRINCIPAL CITIES 


role and the dealer’s role. 
+ * > 

OTHER DEALER facts and fig- 
ures were dramatized. Each em- 
ploye represented an investment of 
$6,090 by the dealer. It cost the 
business $602 to open the door each 
morning. Materials used by me- 
chanics—little incidentals like rags 
and whatnot—ran up to $530 a 
month. The profit made on each 
mechanic was only $39 a month 
over a three-year period. Last year 
it dropped to $28.03. 

Orr found that the more the 
employes knew about the busi- 
ness, the more they felt a part 
of it and the more effective pub- 
lic relations builders they be- 
came. 

The facts of American business 
are good, and Orr deserves a bou- 
quet for his help in getting them 
across. But, we suspect, Orr wasn’t 
iooking for posies. He wanted a 


real team, and he appears to 
nave it. 

os * € 
Talk of Town 


One of the hits of the convention 
was the ad, “What kind of a fel- 
low is an automobile dealer,” writ- 
ten by Ross Roy, and placed in 
San Francisco papers as well as 
AUTOMOTIVE News, 

* ¢ @ 


Power of Press 


Got to talking about the power 
of the press with a public rela- 
tions expert for a big.-auto maker, 
while riding home on a plane high 
over the snowbound Rockies. 

Maybe that 20,000-foot altitude 
gave us a philosophical bent. The 
mighty Rockies looxed like anthills 
with frosting. 

The PR man offered the opinion 
that the recent election, in which 
nearly every newspaper in the 
country was more or less on the 
Republican side, indicated that auto 
makers should lower their big pub- 
lic relations guns to get deeper 
into community relations. 

Reminded me of the days when 
I used to read newspapers a hun- 
dred years or so old for a column 
called “Turning Back the Pages.” 


Must have read nearly a cen- 
tury of papers on that job and, 
all through the years that par- 
ticular newspaper went on losing 
elections and building up increas- 
ing readership in the community. 

The answer is that in most cases 
a newspaper is an institution, and 
the publisher’s political convictions 
weigh little. 

Many think of newspapers as big 
business, with big business failings 
(the business merits are ignored). 


Actually, on most effective news- 
papers, the real workings of a 
newspaper is remote from big busi- 
ness, and is often the gadfly of big 
business and small. 

The publisher himself can’t get 
and edit the news. That is left 
to the reporters and editors, 
whose pay isn’t much more than 
the community level. 

Most newspapermen could earn 
more in other lines, but somehow 
are devoted to their work. They’d 
like to have more moola, all right, 
but when it is a choice between 
more money and another line of 
business, they stick to newspaper- 
ing. 

And so most newspapers main- 
tain their public-service roles, and 
are vital to a free community. 

Don’t underestimate the power 
of the press, or the power of the 
people, either. 
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Here’s what some of 
ABC's 852 “local- 
network’”’ sponsors say: 


‘‘In one day... enough 
merchandise was sold to 
peoplewhoasked forradio- 
advertised items to pay for 
... the 13-week contract.’’ 
Peoria, Iil. 
‘*Very often. .. merchan- 
dise that arrives in the 
morning is advertised at 
noon and is sold out be- 
fore the store closes.’’ 
Jamestown, N. Y. 
‘It has done a fine job for 
us and we are delighted 
to be associated with the 
program. I recommend it 
highly to dealers any- 


where.’’ 
Waterville, Me. 


*“... many compliments 
from our customers on 
this program... it has 
benefited us in the terri- 
tory... beyond the circu- 
lation of the local paper.’’ 


Charlottesville, Va. 


That’s the kind of job “‘local- 
network” programs do for 
their sponsors. Let them start 
selling for you, NOW! 


LOOK WHAT YOU GET: 


> A big-name, well-known show, with top production. 


> The prestige of identifying yourself with a full national network 
program. 


> Choice evening time. 
> A program carefully designed for effective delivery of commercials. 


> Strong merchandising and promotion assistance from ABC. 


--. all at an amazingly low “‘local-network” cost! 


Here's how it works: The cost of producing the show is pro-rated over the 
whole ABC network. That way, each advertiser pays only his local station’s share 
of the talent charges. 

Bud and Lou have a big audience ready-made for you, an audience their 
rollicking show keeps in a happy, receptive mood. It’s a perfect time to send 
those listeners your sales message. And low “local-network” rates make it an 


opportunity you can’t afford to pass up. 


Let these 
Super- powered 
salesmen 

sell for you 


You can sponsor Abbott & Costello and other top- 
talent network shows on your local ABC station 


and pay only your local share—only a small 





fraction of the total cost! 


The Abbott & Costello show is just one of the popular, big-name coast-to-coast 
programs available on ABC’s “‘local-network” list. You can sponsor almost any 
kind of program you want—news, forum, mystery, sports, drama, music. You’re 
sure of reaching a big, regular audience, for radio—the most efficient method of 
selling—reaches practically every single home in your entire trading area. For all 
this, you pay only your local costs. Ask your local ABC station representative 


for complete details on effective “‘local-network” programs, 


Or write direct to... 


CO-OPERATIVE PROGRAM DEPT. 
7 West 66th Street, New York 


American Broadcasting Company 
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HARRISBURG, Pa. (UTPS).— 
Gov. James H, Duff has officially 
launched a road safety patrol spon- 
sored by the accident prevention 
division of the Pennsylvania Motor 
Truck Assn. 


The patrol is part of the truck- 
ing association’s expanded safety 
program in cooperation with the 
governor’s highway safety advis- 
ory committee. Purposes of the 
patrol are: 

1. To observe driving practices 
and attitudes of truck drivers on 
the highways. 

2. To recognize and promote good 
driving practices. 

3. To observe and reduce in- 
stances of unsafe driving practices. 

4. To render assistance to motor- 


Three official PMTA patrol cars, 
manned by the association’s safety 
director, Harold R. Roberts, and 
two field representatives, Edward N. 
Stimson and Thomas F. Robertson, 
are now on the road. Plans are 


Safety Watchdogs 


PMTA-Sponsored Road Patrol Launched 
With Governor’s Official Blessing 
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ice to include other PMTA staff 
members, members of the accident 
prevention division and other fleet 
safety men, 

Special observation report form 
pads have been prepared in tripli- 
cate for use by the patrols. One 
copy goes to the employer, one is 
kept by the observer and the 
third goes to PMTA’s accident 
prevention division, 

Analysis will be made by the divi- 
sion of causes of accidents, and bul- 
letins will be sent to operators on 
how to avoid them. 

Each patrol is equipped with first- 
aid kits, blankets, tow chains, flares 
and fuses, wood blocks, fire extin- 
guishers, red warning reflectors, red 
flags, maps of Pennsylvania and 
observation report forms. 


Butzer Appointed 


S. Frank Butzer has been ap- 
pointed sales manager of W. C. 
Warburton & Co., Ltd. (Ford-Mon- 


underway for extension of the serv- | arch), Toronto. 
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When your customer is a BEAR 
for power... 





of the high antiknock quality of 
“ETHYL” Gasoline... 


ETHYL CORPORATION, New York 17, N.Y. 


Products sold under the “ETHYL” trade-mark — Antiknock Compound . . . Salt Cake. . . Ethylene Wichioride . . . Sodium Metallic . . . Chlorine (liquid) . . . Oli Soluble Dye 
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A_BAR SCENE IN KANSAS CITY—A modern parts bar is a feature of the showroom of 

Inc. eae. 2537 Grand Ave., a newly appointed distributor. 
J. A. McClendon, for 28 years a Kansas City auto dealer, the new company has 
square feet with a used-car ‘'stadium" directly across 


McClendon Motors, 
Headed b 
@ new building of approximately 17, 


the street. Forty-six employes are on the McClendon payroll. 
John L. Ried, K-F parts and accessories traveler; 
parts manager, and Quinton R. Kuhn, inventory clerk. 


Lamb jr., 





McCune Sells Pontiac Deal 


In Middletown, Ohio 

E, E. McCune, automobile deal- 
er at Middletown, O., for 35 years, 
has sold his Pontiac dealership to 
McCarthy Motor Sales, Inc., of 
Cincinnati. He will retire. The 


set the timing 


and keep him happy 


cE A. 


ms iy 





to take full advantage Sac 





with you and your service. 






Toll Expressway 
Proposed for 


Southern R.I. 


PROVIDENCE, R. I.—Pending in 
the Rhode Island legislature is a 
bill proposing creation of a south- 
ern Rhode Island parkway authori- 
ty to build a privately-financed tol! 
highway across the southern part 
of the state. 

The bill was introduced jointly 
by Reps. W. Ward Harvey and Wil- 
liam F, Alger of Newport and Wil- 
liam I. Shepley of Middletown, all 
Republicans. 

Intended to handle through traf- 
fic, the proposed toll road project 
would be contingent upon construc- 
tion of the Newport-Jamestown 
bridge, which the Rhode Island 
legislature approved last year when 
it enacted the Narragansett bay 
bridge authority act. 

Revenue for the proposed park- 
way would be raised by the issu- 
ance of 5 percent revenue bonds 
maturing in not more than 40 years 
and sold by the five-member au- 
thority at public or private sale. 

The projected toll road would run 
from the Connecticut border in the 
vicinity of Westerly to the western 
approach to the Jamestown bridge, 
then would pick up again at the 
easterly terminal of the proposed 
Newport bridge and thence to the 
Massachusetts line in the vicinity of 
Tiverton. Exact location of the road 
would be designated by the authori- 
ty with approval of the state public 
works director. 

The authority, whose members 
would be named by the governor, 
would have broad condemnation 
powers to take privately-owned 
land for its facilities. It could also 
take over, without charge, any 
state-owned forests or parks in the 
path of the proposed project. 

Representative Harvey said he 
understood that Connecticut high- 
way officials had advised the New- 
port chamber of commerce that if 
the Rhode Island parkway plan 
goes through, Connecticut would 
give serious consideration to ex- 
tending the Merritt parkway toll 
road to Rhode Island as a tie-in. 

Although designating the pro- 
posed toll road authority as an 
agency of the state, the bill stipu- 
lates that it shall not have the 
power to pledge the credit of the 
state or any of its municipalities. 
Its holdings would be tax free, and 
so would interest payments on its 
bonds. 


New-Car Wait 
Averages 6 Mos. 
In South Bend 


SOUTH BEND. — Prospective 
buyers for new automobiles here 
have to wait from “right now” to 
1% years for the delivery of their 
cars, according to a survey of local 
dealers. 

The 10 dealers interviewed showed 
an average wait of six months for 
the delivery of a car. In general the 
higher-priced models could be prom- 
ised sooner. 

Of the 14 makes of autos repre- 
sented in the survey, four could be 
delivered within 30 days, according 
to their sellers. Seven other makes 
could be obtained in periods up to 
six months. 

However, of these seven, six 
months in some cases was the mini- 
mum estimate of a period which 
ranged to a year. 

Several of the dealers are now 
endeavoring to bring their waiting 
list up to date by removing those 
not now actively in the market for 
a new car even if they could get it. 






Left to right in the photo are 


Cari E. Berner, parts counter man; Lester J. 


purchaser will operate the busi- 
ness under its name. 

McCune will move to Big Platte 
Lake, near Frankfort, Mich. In 
the course of his automobile busi- 
ness McCune handled vi 
every make of automobile except 
Chevrolet and Ford. 





Registry Continues Rise 


In British Columbia 

VANCOUVER, B. C.—According 
to figures compiled to Nov. 30, 1948, 
the total number of automobiles 
registered in British Columbia is 
still climbing, as is also consump- 
tion of gas. 

To Nov. 30, the motor vehicle 
branch reported there were 192,183 
motor vehicles licensed, an increase 
of 24,000, or 14 percent over 1947. 
Meanwhile, gasoline sales figures 
for October reached a total of 11,- 
711,582 gallons, an increase of 7 per- 
cent over 1947, Of this total, 7,578,- 
300 gallons went through resellers, 
mainly to the automobile trade, 
another 3,067,320 to commercial ac- 
counts, 639,436 gallons for marine 
use and 426,518 gallons for aviation. 
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WHAT YOU SELL AS A DEALER FOR 


(_Spslin— 


GH ENGELAN ep 


YOU SELL the brilliant new Austin’s 35- 
mile-per-gallon economy ...plus the power and 
efficiency of its high compression valve-in-head 
engine... You sell the Austin’s easy parking and 


smooth maneuverability in traffic ... 


YOU SELL the Austin’s Continental smart- 
ness that makes it a style standout . . . its roomi- 
ness to match high price cars... its impressive 
list of fine features ...These are among many 


plus values you sell as an Austin dealer. 


AUSTIN is permanently established in the 
American market, the leader in imported cars. 
There is a growing nationwide network of Amer- 
ican dealers. A complete stock of replacement 


parts in this country. 


A LIMITED NUMBER of protected dealer 
franchises are still available. This is an unusual 
opportunity for a valuable franchise in the pop- 


ular price field. 


YOU are invited to write for full information. 


AUSTIN FEATURES 


Standard on all Austin motor cars—no extra cost 


@ Up to 35 miles per gallon 
@ Continental styling 
@ Leather upholstery 


@ Independent front wheel suspension 
@ Interior jacking 
@ Heater and defrosters 


@ Valve-in-head high compression engine 


THE AUSTIN MOTOR COMPANY,- LTD. (ENGLAND) 
250 West 57th Street, New York 19, N. Y. 
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Austin models include: A-40 Devon 4-door Sedan; Dorset 2-door Sedan; “Sheerline” Custom Sedan; “Atlantic” Club Convertible; 
“Countryman” Station Wagon and commercial models, 














AUTOMOTIVE WASHINGTON 
Truman’s Tax Plans 


Delayed Till Spring 


By William Ullman 


Washington Correspondent 


eee tax leaders have indicated it may be 
late spring before hearings start on an Administration 
tax program. This word was passed out as Treasury Secre- 
tary Snyder told a press conference that thus far he had had 
no word from the capitol as to when he will be invited to 
present the Treasury’s tax” ee Pee eTye 
suggestions. | te xes” because 
Meanwhile, the House mi- ey were im- 
f in. intro- posed at OPA’s re- 
praees | ato” Sodaee enlteae to | quest to discour- 
prewar levels—indicating one prob- 


age buying in 
able battleground in the coming wartime — would 
contest over federal revenues. 


cost the Treasury 
b 1,000,000, - 

Secretary Snyder declined to com- about $ 
ment on Martin’s tax proposal ex- 












000 in revenues. 
Chairman 
cept to state that the Treasury “is 
studying” the subject of excises, 
Congressional tax experts esti- 
mate that revisions of the wartime 
excise rates—frequently called the 





Doughton of the 
House Ways and 
Means committee, 
which must originate tax legisla- 
tion, has several times stated pub- 





William Uliman 


licly that he has no wish to launch 
into a new tax quest until March 15 
tax returns are in and appropria- 
tions committees begin to give an 
idea of probable spending. 

Two items—reciprocal trade 
and social security—already have 
drawn priority over taxes. Hear- 
ings on the former have been 
concluded, but no date for the 
latter has been fixed. 

Meantime, there have been moves 
to postpone the date of the legisla- 
tive budget to April 1. It is the 
understanding among members that 
this spending ceiling should be fixed 
before a new tax program is 
launched. 

In asking for a return of excise 
tax rates to prewar level, Rep. Mar- 
tin asserted that maintaining such 
rates in peacetime “is bad for busi- 
ness, bad for the thousands of em- 
ployes of the affected industries.” 

* * 


Economy Hearing 
AS INFLATION about run its 
course with deflation soon to 
begin, or is more inflation ahead? 
That question formed the major 
issue at public hearings here last 
week before the Congressional Joint 
Committee on the Economic Report. 
On its answer—and many related 
questions—will depend largely what 
the banking committees of both 
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TABLE RESERVED FOR GRADS—Seven Ford merchandising school graduates of the Houston 
district had a table of their own at the mid-January car preference luncheon for Houston 
district dealers. District sales manager E. S. Alexander, assistant Southwest regional sales 
manager David R. Crandall jr. and other speakers appear in background. The graduates 
{rom left): Mark M. Garnett, Johnston Motor Co., Houston; Roy Hohi jr., Hohl Motor Co., 
omball, Tex.; W. V. Brown, Hargis Motor Co., Houston; W. P. Hogan, Gaither Motor Co., 
Rockdale, Tex.; W. P. Cade, Bryan Motor Co., Bryan, Tex.; Fred Horner jr., Horners’, Uvaide, 
Tex.; J. L. Boggus jr., Boggus Motor Co., Harlingen, Tex. 


houses will do about President Tru- , mittee is such that a thorough ex- 
man’s requests for standby price | amination of the nation’s economy 
and wage controls, mandatory allo-|can be expected. If it turns out 
cation and priority authority. there is no need for new controls, 


At the same time, the touchy 
problems of higher taxes and 
farm-price supports also will be 
under consideration. 

Happily, personnel of the com- 








Attention! Dodge Dealers 


Grill Guards and Rear Bumpers 


Practically every Dodge Truck that 
goes into service will be equipped 
with a Grill Guard of some sort 
sooner or later. : 


Our “Protector” Grill Guard is de- 
signed and built in one piece of 
solid steel to fit any size Dodge 
Truck, from %-Ton to 3-Ton models. 


You, as a Dodge Truck Dealer, can 
sell this product so easily when you 
sell trucks. You will be doing your 
customers a real service and at the 
same time can make an attractive 
profit! 


“PROTECTOR” 
GRILL GUARDS 


$35.00 





PROTECTOR GRILL GUARD 


Protector Grill Guards are easy to install as they BOLT ON to the channel type bumper, and to the Truck frame. 


Your net cost, per unit, is:— 


“Full freight allowed in U.S.A.” 25 Units 





“GENERAL PURPOSE” REAR BUMPER 


The “General 


1 Unit $26.25 
5 Units 24.50 
10 Units 22.75 


21.00 


50 Units 19.25 


The new “General ” Rear 
Bumper, built to fit the Dodge 
Express Truck. 


“GENERAL PURPOSE” 
REAR BUMPER ° 


Your net cost, per unit, is:— 


$1 9 50 BRIM bos ccesesse: $14.65 
. SS ROMNE . ioccsckne 13.65 
10 Units .......... 12.65 

“Full freight allowed in U.S.A." 25 Units .......... 11.70 
50 Units .... 10.75 


” Rear Bumpers are designed to serve as a PROTECTOR FOR FENDERS, as a 


TRAILER-HITCH for towing, and as a convenient STEP for loading and unloading. 


Easy to install and adds to the appearance. 
Your orders will be filled promptly. Remember—this business will mean profit to you and a service to your 


customers they will appreciate. 


j. M. MITOHELA P. B MITCHELE - 


CENTRAL Motor LoMPANY 


906 AUSTIN AVE. 


“34 Years Dependable” 
WACO, TEXAS 


the committee can be expected to 
say so. 

The joint group will be able to 
take an over-all look at the econ- 
omy, something not possible in leg- 
islative committees which must, of 
necessity, look only at pieces. The 
joint committee has no legislative 
authority, but it does have consider- 
able weight from the publicity given 
its hearings. In addition, three sen- 
ators and three representatives on 
the joint committee are also on the 
banking committees which will con- 
sider the anti-inflation legislation. 

According to what happened a 
week earlier in the Senate and 
House on one economic measure, 
the Administration program is go- 
ing to have some rough sailing, es- 
pecially if the consumer price index 
keeps declining. 

The first anti-inflation measure to 
go through Congress was the seven- 
month extension of the voluntary 
allocation program, a measure orig- 
inated by the Republican-controlled 
80th Congress, which denied Presi- 
dent Truman any mandatory 
powers. 

There was, however, much more 
to the opposition than mere party 
politics. Sen. Bricker, Republican 
of Ohio, let it be known his move 
to extend the act for 13 months in- 
stead of seven was simply to take 
the steam out of the Administration 
request for mandatory powers. 

The Democrats stuck together 
and voted down the Bricker 
amendments. But it has been 
clear to observers on capitol hill, 
since the new Congress met, that 
the apparent reaching of an infla- 
tion peak and the possibility of a 
decline has caused much hesita- 
tion among Democrats on the 
need for stringent inflation con- 
trol. 

This was especially apparent in 
recent Senate Banking committee 
hearings on both the voluntary 
measure and on the extension of 
export controls. A lot of Democrats 
would be very happy to find a way 
out of voting for any new controls, 
and above all for voting to extend 
old ones. 

Thus the joint committee’s hear- 
ings are much needed, from the Ad- 
ministration’s point of view, to 
make it clear that the points in the 
President’s program really are 
needed. 

Right now it appears that Presi- 
dent Truman will win passage of 
little more of his current eight- 
point anti-inflation program from 
this Democratic-controlled Congress 
than he did of his 10-point program 
from the preceding Congress. 

+ * 


Outlook: Lower Prices? 


ISCUSSING the 1949 economic 

outlook, Dr. Emerson P. 
Schmidt, noted director of U.S 
Chamber of Commerce economic re- 
search, has made the following ob- 
servations that may be of interest 
to automobile dealers: 

“We might end up this next year 
with a general wholesale and retail 
price level actually a little below 
what it is at the present time. 
Wholesale and retail prices on the 
average have been showing signs of 
some softness —not any ‘vigorous’ 
softness, not any recession-minded 
softness. 

“We have a growing increase in 
what we call soft spots in the 
economy, where supply has caught 
up with demand at current prices- 

(Continued on Page 75, Col. 1) 
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SAVE TIME—MAKE MORE—ON WHEEL WORK 


My UC ea BALANCER 








SEAL LINE “BANTAM” MODEL: 
For passenger car wheels; ideal 
for auxiliary use. 


Takes static and dynamic balance with unsurpassed accuracy— 
even on low-pressure tires! Handles any car or truck wheel—with 
or without drum assembly. Balances statically and dynamically, in a 
hurry! Powerful, internal, 2 hp motor brings wheel up to 100 mph 
fast .. . most nearly duplicates normal tire stretch. Whips problems 


of new, low-pressure tires. Sensitive, tamperproof instruments 





measure electrically in ounces... show exactly where to put weights. 
Result: you can balance more wheels more accurately—in less time, f* a. A 
with fewer weights. Machine is built for a lifetime of service. fy 8 


Standard parts used throughout. Thousands in use. 


Ba; oO 


Se 


SEAL LINE PASSENGER CAR MODEL: 
Handles all car wheels; 1 hp motor. 













The only wheel balancer now approved 


SEAL LINE HYDRAULIC PRESS 


Straightens wheels — even with tires on— hubs, brake drums, 
axles, drive shafts, bumpers. The only patented wheel straighten- 
ing machine on the market! 30-ton overhead jack— powerful enough 
to straighten rims cold. Available with all wheel, hub and axle tools 


as pictured, including exclusive hub-trueing jig. 


Tee ea RL te 


Opportunity for Qualified Jobbers! 


Seal Line has a proved record of profit- 
able sales in all ports of the U. S. 
A number of choice jobbing territories 
are now open. Qualified jobbers are 
invited to write. 


Lifts, tilts, rolls freely —makes light work 





of heaviest wheels. Handles single or dual 
wheels, up to 3,000 lbs. Lifts wheels 39” to 


lathe, tilts easily. Holds load in any position. 
Z Gentlemen: 
Can be rolled anyplace. Complete with safety Stenen:-send: sen: déentatiee Marenne en C}: feat 
Line Wheel Balancers [_] Hydraulic Press [_] Hydraulic 


Tire Lift. 


chain, as shown. 


For details, clip coupon and send to 


H, C, SCHILDMEIER COMPANY © 312 N. SENATE AVE. © INDIANAPOLIS, IND. 
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Motor Stocks Show 
Wide Distribution 


By George Deery 
Associate Editor 

(CpYERLCOKED in the widely 
varying views on the difficul- 
ties of raising corporate funds 
through stock flotations is the pos- 
sible effect of stock split-ups on a 

firm’s future fiscal plans. 

While it is true that many new 
offerings have found it hard go- 
ing, several others of better sit- 
uated companies have been greet- 
ed with open arms. 

If the so-called little fellow is to 
bear a greater part of the brunt 
of new offerings, then those at a 
more moderate price per share will 
get his attention. 

A case in point is the proposed 
split of U. S. Steel. The split-up 
price will appeal to many more of 
the smaller investors than the cur- 
rent price, although actually the 
value is practically the same. This, 
however, is not a new issue but 


shows the possibilities of wider 
distribution. 
o a * 

N THE automotive industry, Gen- 

eral Motors leads in the distri- 
bution of its shares with about 
433,000 stockholders. Other latest 
available estimates are: Chrysler, 

58,000; Packard, 117,000; Nash, 44,- 
300; Kaiser-Frazer, 32,400, and 
Hudson, 10,000. 

A Hudson spokesman ex- 
plained the wide spread between 
that firm and the others as a re- 
sult of concentration of large 
blocks in the hands of a few, and 
a relatively smaller amount of 
shares outstanding. 

The psychological factor is that 
many stay away from higher 
stocks because of the price and 
the premium involved in odd-lot 
purchases, There seems to be some 
thrill for many in owning 100 
shares of a stock selling for $10 








Auto Stocks 

Feb.7 Jan. 31 

Chrysler ......... 53% 55 
Oreshey. ovccccecss 6% 6% 
General Motors 60% 60% 
ee ee 10 12% 
Kaiser-Frazer . 6 6% 
Nash-Kelvinator . 13% 14% 

POG ov cccveves 4 4 
Studebaker ...... 17% 18% 
WEEE, s.cvctegeuee 1% 1% 

Willys-Overland 6% 7 
Average for —_— 
10 Stocks ...... 17.85 18.66 





instead of having 10 shares of a 


$100 stock, for example. 

With the increasing importance 
of the wage earner in the eco- 
nomic picture and his increased 
knowledge of business and the se- 
curities markets, the little fellow 
can become a more important link 
in the financing of the nation’s in- 
dustries. 

a + * 
IKE THE shrewder buyers of 
more substantial holdings, he 
will learn to evaluate the merits 
of an issue rather than buy it be- 
cause of its low price alone, or 
because of a tip. 

That new offerings are not a 

drug on the market is indicated 





ost modu newspaper plant 
in all yO Sr “ ready soon to serve the 


UAL 







* The great Northeast 
Texas area .. where more 





people make more money 
and spend more to 

buy more things than 

in any like area in 

the entire Southwest! 
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A MAGNIFICENT EDITION, “TEXAS UNLIMITED” . . will mark the open- 
ing of the new six million dollar Dallas News building on May 22. 
it will set an inspiring example in newspaper publishing . . and of 
a magnitude typically Texas! Advertisers can be sure that the “Texas 
Unlimited” edition will offer a rare opportunity to get a message 
before Texans in a manner that will live and live . . because “Texas 
Unlimited” edition of The News will be read and retained as a 
historic document of the Lone Star State. 


CRESMER & WOODWARD, INC., Representatives: New York, Chicago, Detroit, San Francisco, Los Angeles 


Che Dallas Morning News 


TEXAS’ OLDEST 


RADIO STATIONS 
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BUSINESS INSTITUTION 
aw ete ew ed | 


TEXAS ALMANAC 


HONORED FOR REPRESENTING yn het don: ‘. 
Ford dealership, is honored by 


Motor Sales, Inc., Schenectady (N 


service as a member of the 1948 ‘Nailonal Ford Dealers’ Council. 


Annis-Patterson, Inc., of Paterson, 
(right), is shown presentin 
the New York district dealers. C. J. Seyffer, 





head of Webster 
‘ellow dealers for his 
George W. Patterson, of 
. J., president of the New York District Ford Dealers Assn. 


Webster caster). 


a soa’ wrist watch to Webster during a recent sales meeting of 


manager of the company's Northeast region, 


looks en. Webster was one of two delegates who represented dealers in the Ford Northeast 


region on the 12-member national council which met in Dearborn. 


He has been active since 


then in reporting back to dealers on results of the meeting. 


in the public’s recent acceptance 
of the Koppers, Bethlehem Steel 
and several other issues. The Big 
Steel issue was for $20,000,000 in 
common stock and Koppers ob- 
tained $12,000,000. 

The year got off to an auspicious 
start in new stock offerings. Jan- 
uary’s six new issues totaling $38,- 
536,000 was the best since January, 
1946, when 19 issues raised $121,- 
350,000. 

Oil companies this year are ex- 
pected by some observers to bor- 
row less, because supply has caught 
up with demand and good progress 
has been made in expansion pro- 
grams. Outstanding oil company 
stock sale of the past year was 
Gulf’s 2,269,050 shares for $113,- 
000,000. 


* + * 


A View of Dana Corp. 


AVORABLE mention of Dana 

Corp. by several investment ad- 
visory services during the past 
year makes timely the description 
of the firm in a recent issue of 
Investor’s Reader, published by 
Merrill Lynch, Pierce, Fenner & 
Beane, members of the New York 
Stock Exchange. 

“In the stupendous flow of do- 
mestic and world-wide news, the 
activities of many important 
companies are often inundated,” 
the “Reader” states. 

“Good example is the $67,000,000 
Dana Corp., which has been a ma- 
jor automobile supplier for 44 years 
but is almost unknown to the aver- 
age citizen. 

” * 

“PRIME reason is Dana’s busi- 

ness—its auto parts go direct 
to manufacturers so it rarely deals 
directly with the public. Dana’s 
frames, universal joints, propeller 
shafts and rear axles are vital to 
Buicks, Oldsmobiles, Pontiacs, Stu- 
debakers, Fords and others but 
most riders know only the name 
on the grill. 

“Another reason is the com- 
pany’s name, which comes from 
founder Charles Anderson Dana 
(until 1947 the company was 
called Spicer Mfg., which did not 
identify the business either). 

“Regardless of post-election jit- 
ters about business, Charlie Dana 
is quietly confident. To be sure, 
parts orders from commercial ve- 
hicle makers have declined; output 


Continental Ups 
Net for Year 


Continental Motors and consoli- 
dated subsidiaries, including Wis- 
consin Motor Corp., had net earn- 
ings of $3,378,123 in the fiscal year 
ended Oct. 31, C. J. Reese, president, 
reported last week. This was equal 
to $1.02 per share on outstanding 
common stock. It compared with 
net loss of $1,292,874 for the same 
companies in the preceding fiscal 
year. 

Consolidated net sales last year 
were $108,157,527 against $91,505,042 
in 1947, Net working capital at Oct. 
31, was $20,486,835 against $19,053,117 
a year earlier. “Engine prices were 
raised moderately in 1948 to offset 
advancing costs of materials, parts 
and labor, but manufacturing econo- 
mies resulting from larger produc- 
tion, and reductions in abnormal ex- 
penses such as were incurred in 
1946 and 1947, contributed even 
more to improvement in earnings,” 
Reese stated. 


of once scarce items has caught up 
with demand. 

“But after half a century in bus- 
iness, lawyer-trained Dana recalls 
good profits were made when every- 
one could expect immediate deliv- 
ery on almost anything.” 

. 


Best Since '29 
GM Places Stock 
On $5 Basis 


General Motors is now on an an- 
nual dividend rate of $5 a share 
as a result of action by the board 
of directors last week. This will 
be the highest yearly disbursement 
in 20 years. 

Last year, holders of the com- 
mon received $4.50 in 75-cent pay- 
ments in March and June, $1 in 
September and $2 in December. 
These payments were not desig- 
nated as regular by the corpora- 
— The $5 basis was termed reg- 
ular. 

The initial payment on the new 
basis will be payable March 10 to 
stockholders of record Feb. 17. 

. a ° 
Earnings 

McCord Corp.—Quarter to Nov. 
30: Net profit, $760,638 or $1.92 each 
on 383,956 common shares, against 
$745,838 or $2.67 each on 270,253 
shares for quarter to Nov. 30, 1947; 
sales, $9,157,535 against $9,000,460. 
Company acquired and canceled 
78,275 shares in June from dissolu- 
tion of McCord Mfg. Co. Remain- 
ing stock of 191,978 shares was 
split two-for-one effective after 
close on Dec. 13. A. C. McCord, 
board chairman, reported sales in 
December of $3,194,331 and unfilled 
orders of $11,039,490 on Jan. 17, 
“exclusive of our replacement busi- 
ness on radiators, gaskets and 
mufflers.” 

Sparks-Withington and Subsidi- 
aries—Six months to Dec. 31: Net 
profit, $339,469, equal to 36 cents a 
common share, compared with 
$457,416 or 49 cents a share in 1947 
period. 

Motor Products—Six months to 
Dec. 31: Net profit, $1,896,041 or 
$4.86 a share, against $1,460,670 or 
$3.74 a share for similar period of 
prior year. December quarter: Net 
profit, $935,612 or $2.40 a share, 
against $827,321 or $2.12 a share 
for December quarter of 1947. 

Dayton Rubber—Year to Oct. 31: 
Net profit, $743,870, or $1.44 a com- 
mon share on net sales of $27,327,- 
674, compared with $1,815,624 or 
$3.80 a share on sales of $34,163,450 
for preceding year. 

Monroe Auto Equipment.— Six 
months to Dec. 31: Net income, 
$532,177, equal to $1.27 a common 
share, against $320,899, or 72 cents 
a share in the 1947 period; sales, 
$8,971,751 against $6,367,925. 

Black & Decker Mfg. Co.—De- 
cember quarter: Net profit, $677,- 
045, or $1.73 a share on net sales 
of $6,168,816, compared with $487,- 
682, or $1.25 a share on sales of 
$5,463,013 for similar three months 
of 1947. 

Western Auto Supply—For 1948: 
Net earnings $5,750,418, or $7.65 a 
common share, against $4,205,014. 
or $5.60 a common share for 1947: 
sales, $125,987,662, increased from 
$121,395,031. 


‘Griffis Motors 


Indian River Motors (Dodge), In- 
dian River, Fla., announces it has 
changed its name to Griffis Motors 
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Add to the enthusiasm your new cars are 
ereating by featuring them 
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¢ Your promotion will win greater enthusiasm for your new models in the 
E pe ee eee eres: Bare? key Chicago territory when you feature them in full pages 
. in each Chicago newspaper by ; ; ; . 
chansilled: ehdabiatiie advertoors. in Chicago Tribune newsprint color. 
: Year 1948 Dominant in size and effect, Chicago Tribune newsprint color pages 
; get maximum attention and response from the audience that accounts for 
0 § the bulk of the new car buying in Chicago and suburbs. 
x In addition, Chicago Tribune newsprint color will add power to your promotion 
in hundreds of midwest cities and towns in which Tribune circulation 
is a known factor in building consumer favor and dealer support. 
59.2% 20.9% 11.5% 8.4% To vitalize your promotion with the extra appeal that develops full-market 
. CHICAGO PAPER PAPER PAPER response, get the facts about Chicago Tribune newsprint color 
5 . . 
and how you can use it to increase your consumer 
f . ‘ ‘ ‘ ‘. 
3 Chicago Tribune Representatives: W. E. Bates, Penobscot Bidg., franchise in the important Chicago market. 
Detroit 26; A. W. Dreier, 810 Tribune Tower, Chicago 11; E. P. Struhsacker, 
220 E. 42nd St., New York City 17; Fitzpatrick & Chamberlin, 
\ 155 Montgomery St., San Francisco 4; also 448 S. Hill St., Los Angeles 13. H ICAGO iS Ww fd 
MEMBER: AMERICAN NEWSPAPER ADVERTISING NETWORK, INC., 
"= & ae AND METROPOLITAN SUNDAY THE WORLD'S GREATEST NEWSPAPER 


Average net paid total circulation for the year 1948: Daily, Over 975,000—Sunday, Over 1,625,000 
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By Leo T. Parker 
Attorney at Law 
PERSON who purchases a 
stolen automobile gets no good 
title. According to a recent higher 
court the purchaser may recover 
back the money paid for the stolen 
car although the seller had no 
knowledge of the theft, provided 
the purchaser had no actual knowl- 
edge of the theft. 

For example, in Lanham vy. 
Felts, 209 S. W. (2d) 472, it was 
shown that a used car dealer 
stole an automobile from its 
owner, Willie Baldwin. The deal- 
er drove it to his home and 
turned it over to his wife. She 
never inquired where her hus- 
band got it, since he dealt in cars. 
Later the wife sold the car to 
one Felts, who witnessed the 
used-car dealer sign the name of 
Willie Baldwin (the true owner 
of the car) to the bill of sale. 

A few weeks later the police 
arrested the used car dealer and 
the car was delivered back to its 
true owner. Then Felts sued the 
wife to recover $650 paid on the 
car. The wife testified that she had 
no knowledge that the car was 
stolen, and that Felts was negli- 
gent since he had witnessed her 
husband forge the name of Willie 
Baldwin to the bill of sale. 

Nevertheless, the higher court or- 
dered the wife to return $650, with 
interest to Felts, saying: 

“If appellee (Felts) had knowl- 
edge that the car was stolen, or 
was in possession of facts which 
would put a man of ordinary pru- 
dence on guard and he failed to 
make inquiry into the title of the 









Lawsuits Affecting Dealers ... 
Court Decisions 


MANLEY 


8-ton Wrecking Crane WC-8 


Booms operated individually or as a unit. 
Automatic drag brake when reeling—spe- 
cial drag brake when hauling. Controls are 
at side or in the rear. Machine cut gears 
—worm drive—ball bearings on gear shafts 
—multiple disc clutches. Out-riggers avail- 
able as an accessory. Many other features. 
Here is the first really new and improved 
Wrecking Crane offered in the past ten 
years—completely redesigned in accord- 
ance with modern engineering practices. 


York, Pa. + Chicago + New York + Portiond + San Francisco + Bridgeport, Conn. 


7 AMERICAN CHAIN & CABLE | 
y) The Best Equipped Shop Gets the Profitable Business 
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“BROTHER CAN YOU SPARE 21,000,000. 
MORE IN GASOLINE TAXES?” __, 


car, then he cannot recover... . 

“Felts inquired of Lanham (deal- 
er) as to the regularity of the bill 
of sale, and he was assured by 
Lanham it was done to prevent 
executing two bills of sale and it 
was ‘all right to sell it that way.’ 

“The undisputed testimony is 
that appellee (Felts) had no inti- 
mation that the car was stolen 
property, or that Lanham had 
forged Baldwin’s name to the bill 
of sale until after he had parted 
with his money.” 

: * * 


Not Theft 


ACCORDING to a recent higher 
court one who purchases an 
automobile on credit and signs a 
conditional contract or mortgage to 
secure the balance due, cannot be 
guilty of theft although he takes 
the car out of the state and sells 
it to an innocent purchaser. 

For illustration, in Eline v. Com- 
mercial Credit Corp., 209 S. W. (2d) 
846, it was shown that one Ward 
purchased from an automobile 
dealer in Evansville, Ind., an auto- 
mobile. As part of the purchase 
price Ward executed and delivered 
to the dealer his installment note 
for $610.08, secured by his condi- 
tional sales contract. Prior to the 
consummation of the sale the auto- 
mobile dealer submitted to the 
Commercial Credit Corp. the mat- 
ter of sale to Ward and secured an 
agreement of Commercial Credit 
that it would purchase Ward’s note 
and contract if the deal was con- 
summated. 

The note and conditional sales 
contract were duly sold, assigned 
and transferred by the automo- 


bile dealer to the Commercial 
Credit Corp. 

As per the requirements of the 
Indiana law, the dealer delivered 
to Ward a certificate of title prop- 
erly endorsed and assigned show- 
ing the unpaid lien to Commercial 
Credit Corp., which was in the face 
amount as shown on the note. 

* * * 


Ward Leaves State 


Lp ne knowledge or consent 
of the Commercial Credit Corp., 
Ward removed the automobile to 
Kentucky, where he obtained a 
Kentucky license for the car. He 
filed with the clerk of the Jeffer- 
son county court his Indiana cer- 
tificate of title, and after making 
proper affidavit as required, the 
clerk then issued to Ward a Ken- 
tucky license covering the auto- 
mobile and issued to Ward, as re- 
quired by Kentucky law, a license 
receipt in which it was recited that 
the automobile was last registered 
at Evansville, Ind. 

Then Ward sold and delivered 
the automobile to Eline Motor 
Co., which later sold the auto- 
mobile. The lien debt not having 
been paid, the Commercial Credit 
Corp. sued the Eline Motor Co. 
for conversion, and asked the 
court to order the motor com- 
pany to pay the balance due, $600, 
on the car. In the meantime 
Ward was convicted of stealing 
and given a sentence. 

The counsel for the motor com- 
pany contended that the credit cor- 
poration could not receive a favor- 
able verdict because a state law 
provides that a suit involving theft 
of an automobile must be filed 
within one year from date of the 
theft, and this suit was filed more 
than one year thereafter. 

The higher court refused to agree 
with this argument and said: 

“It will be readily noted that 
under the conditional sales con- 
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tract the title remained with the 
vendor (seller) while possession was 
placed with the vendee. In no way 
can it be construed that one who 
has right to possession can steal 
the thing that he possesses. It 
could be nothing more nor less 
than a conversion by Ward.” 

Also, the Eline Motor Co.’s 
counsel argued that the credit 
corporation could not recover 
$600 because there was no way 
of knowing how much the auto- 
mobile was worth. The higher 

court held: 

“Appellants (motor company) 
contend there was no proof of 
value as of the date of demand, 
which was the date of the filing of 
the petition. Appellants are obvi- 
ously wrong in this contention. The 
stipulation fixed the market value 
of the car at $600 as of the date of 
the purchase of the car by appel- 
lants. Appellee is entitled to re- 
cover the reasonable value of the 
car at the time it was taken.” 


Eaton Completes 
Heater Test Lab 


CLEVELAND. — C. C. Bradford, 
vice-president and general manager 
of the Heater division of Eaton 
Mfg. Co, here, announces comple- 
tion of the remodeled engineering 
laboratory which provides this divi- 
sion with modern equipment for 
testing automotive heater and de- 
froster units. 


In addition to design and fabri- 
cation rooms, the engineering lab- 
oratory contains three Eaton - de- 
signed wind tunnels in addition to 
two benches on which component 
parts are given breakdown tests. 
The completed experimental auto- 
motive heater is tested at the major 
wind tunnel where heating and de- 
frosting characteristics can be test- 
ed simultaneously. 


Tinnerman ’48 Output 


Tops 1% Billion Items 

CLEVELAND.— More than one 
and one-quarter billion nuts, clips 
and clamps were produced in 1948 
by Tinnerman Products, Inc., 
George A. Tinnerman, general man- 
ager, disclosed last week, 

For the first time since the com- 
pany’s Speed Nut was put into pro- 
duction, Tinnerman output aver- 
aged more than 100,000,000 units per 
month, he said. The billion mark 
was passed in October, with pro- 
duction moving at a rate of ap- 
proximately 150,000 units for every 
hour of the year. 


Etheredge Motor 


Etheredge Motor Co., North, S.C., 
has been organized with capital 
stock of $5,000 to deal in autos, re- 
pairs and in used cars. V. C. Eth- 
eredge is president. 
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Our Way Best 


U. S. Service Survey Pleases 


GM British Dealer 


DALLAS, Tex.—J. C. Lovelace, 
distributor in England of General 
Motors products, heartily endorsed 
service operations in this country 
= _—— with those in Eng- 
and. 


“We don’t have such things as 
chassis straighteners, wheel align- 
ment equipment, overhead doors, 
disappearing lifts and all the rest,” 
Lovelace said. 


Lovelace is studying the repair 
and service methods employed in 
this country. “My eyes really 
popped open in Dallas,” Lovelace 
commented. He had already stud- 
ied operations in Buffalo, Toronto, 
New York and Chicago. 





Read A. H. Allen’s ‘‘FOB Factory’’ in 
AUTOMOTIVE NEWS each week for the 
latest on manufacturing trends. 
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HOW A 10,000 MAN 
CAN BE SMART 
ABOUT HIS MONEY 


in the next 17 weeks — 


What you do with your money in the 
next 17 weeks can have a serious effect 
on your whole financial future. The 
next 17 weeks will bring changes— 
th political and economic—which 
can mean crippling losses if you are'un- 
wary. Or these weeks can put you 
ahead financially, if you act wisely and 
in time. Let Barron’s National Busi- 
ness Financial Weekly give you 
the information and guidance you need. 

You will see in Barron’s how the 
values of your stocks and bonds, real 
estate, commodities, insurance or other 
a are rising or falling as the re- 
sult of changing conditions—political 

economic—from week to week. 

_ , You will get clear, well-founded 
information each week—not only on 
industrial and market trends, but on 
the condition and prospects (the chang 
ing fortunes) of individual corporations. 
_ Barron’s never attempts to tell you 
which stocks or bonds to buy or sell. It 
does tell you the facts that affect securi 
ties—the underlying trends, immediate 
outlook, vital news and statistics that 
te the intrinsic values. 

If you are worth over $10,000... 
or save $1,000 or more a year... you 
will welcome Barron’s reliable guid 
ance, as you build your financial future. 
* Barron’s for dependable aid 
in making your investment decisions 
17 weeks’ trial, only $5. Or full year, 
$15. Just send this ad with your k 
today. Or tell us to bill you. AN-2-14 


BARRON’S 


NATIONAL BUSINESS AND FINANCIAL WEEKLY 
40 New Street, New York 4, N. Y. 
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’ With these Two Books at his elbow— 
even a Sahara Peddler 

could move into 
American Business — 
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UST AS all-revealing as a map and as coldly factual as a street address, ©0000 OOHHOHHHHHHHOHHHOHOSOSO 
they present an economic blueprint of American retail trading. TYPICAL UP 10 DATE 


Which are the markets where people, money and sales are greatest? 
How do you reach them most effectively? How much 1s sold there? 


INFORMATION IN THESE BOOKS 


CIRCULATIONS AND FAMILY COVERAGE BY 
LEADING PERIODICALS 


LEADING COUNTIES AND KEY RETAIL CITIES 
FAMILIES IN THESE COUNTIES 

TOTAL RETAIL SALES 

TOTAL FOOD STORE SALES Rag 
TOTAL DRUG STORE SALES 
NEW CAR SALES 

WIRED HOMES 

EFFECTIVE BUYING INCOMES 


The answers to these questions anywhere, any place, any time are part of 
the structure of all trading. American business was built to mighty proportions 
on that structure. 


Now, as selling gets tougher, with high taxes on the one hand and high 
overhead on the other, twin jaws of a vise squeezing the profit margin to a 
minimum, American business is turning back to first principles. 


The two books, “The Target of Opportunity” and “Key City Costs”, are important 
guides to these principles. Their text concerns itself, realistically, with that 
portion of the United States which contains 77% of all the families and which 
produces 83% of America’s retail sales...an area which is certainly the most 
important interest of anyone who makes and sells a consumer product. 


t 
If you are responsible for the sale or distribution of a consumer product, or, 
more significantly, if you are responsible for the efficient allocation of advertising 
effort related to sales potential, these books are yours for the asking, by 
addressing your request to Puck, The Comic Weekly. 

mee 





THE COMIC WEEKLY 


The Only NATIONAL Comic Weekly—A Hearst Publication— 63 Vesey Street, New York, N. Y.—Hearst Building, Chicago, Ill. 
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AS THE “FASHION CAR OF THE YEAR” 


i “The 1949 Ford embodies all the 


essential qualities of good taste, modern design and 
subtle harmony in line and color. It is indeed a 












compliment to the style-conscious woman who will 
recognize and appreciate the flattering background 
it provides for her best dressed appearance” 


ee 


President, The Fashion Academy of New York 
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Note: The Fashion Academy of New York has been 
noted for the past 20 years for its annual 
selection of ‘“‘America’s best dressed women.” 
The °49 Ford was chosen to receive the Fashion 
Academy Gold Medal after 1949 automobile 
models of all makes and in all price classes had been 
carefully studied from the standpoint of 
excellence in design, simplicity and feminine style 
appeal. This recognition of Ford leadership in the 
modern trend of automobile design stands as a 
unique tribute to the work of Ford’s Styling Department 
and of Design Consultant George Walker of Detroit. 


Ford’s out Front with the new Ford “FEEL” 


“Drivers everywhere are enthusiastic over the 1949 Ford's remarkable 
ease of handling . . . its smooth and eager response . . . its solid and 
reassuring roadability. These all add up to the new Ford “feel”—a 
definite advantage to all Ford Dealers.” 


FOR D MOTOR COMPAN Y 
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as an ample surplus. More coverage 
and higher premiums would be re- 


In the Hopper 


Oklahoma House Passes 


License Fee Increases 


Oklahoma’s House has passed 
without debate a new driver’s li- 
cense bill which raises the driver’s 
license fee from 50 cents to $1 and 
chauffeur’s licenses from $1.50 to 
$2 and $3. 

The original bill had asked a 
driver’s license fee of $1.50 and 
chauffeur’s license fees of $3 to $4. 
Revenue derived from the increased 
rates will reportedly be used to 
hire 59 new patrolmen. 

* 


Mont. Weighs Higher Taxes 


On Firms, Individuals 


Doubling of Montana’s income 
tax, to produce an estimated $14,- 
000,000 in additional annual reve- 
nue, is proposed in a bill intro- 
duced in the legislature by Rep. 
Paul Harlow, Sanders Democrat. 

The measure would lower indi- 
vidual exemptions from $1,000 to 
$600, and raise the income tax 
rates, now ranging from 1 to 4 
percent, to from 2 to 8 percent. 
Rep. Harlow also proposed an in- 





crease in state corporation license 
taxes from 8 to 5 percent, to- 
gether with a prohibition against 
deduction of federal taxes in com- 
puting the state tax. 

& 


State-Controlled 
Bill Would Put North Dakota 


In Insurance Business 

A measure calling for a state- 
operated compulsory automobile 
liability insurance program has 
been introduced in the North Da- 
kota legislature. The bill proposes 
a $500,000 appropriation to get the 
project underway. 

Drivers would be insured for 
$5,000 to $20,000 bodily injury, up 
to $5,000 property damage, and 
from $10,000 to $40,000 for each 
accident. Under the bill, state pre- 
miums would not exceed 80 percent 
of those charged by regular insur- 
ance companies for like coverage. 

Premiums would be lowered when 
the insurance fund reached $3,000,- 
000, which the measure designated 


quired on commercial vehicles. 
+ + * 


Indiana Legislators File Bill 


To Increase Gasoline Tax 


A bill to increase Indiana’s 
gasoline tax rate from four to 
six cents a gallon, to provide an 
estimated $18,000,000 in additional 
annual revenue, has been intro- 
duced in the legislature by Reps. 
Harry T. Latham jr., Indianapolis 
Democrat, and Russell I. Rich- 
ardson, Lebanon Republican. 

Rep. Latham said a companion 
bill would be subsequently intro- 
duced to provide distribution of 
the added revenue for repair of 
streets and highways. 

+ * 


Nevada Considers Bill 


To Ban Closed Shop 


Bills introduced in the Nevada 
legislature would guarantee the 
worker’s right to a job irrespec- 
tive of his status in organized la- 
bor and would prohibit the closed 
shop, secondary strikes, secondary 
pickets or secondary boycotts, and 
ban mass picketing. 

Also pending in the legislature 
is a bill which would repeal the 


Comey with Hvyatts 


ARS, trucks and buses with Hyatt 
Roller Bearings designed into im- 


portant positions have, through many 


years, delivered Hyatt-quiet quality and 


satisfaction to builders and buyers. 


You naturally expect the Hyatt folks 


who created the first roller bearing to 


acquire special skills and develop 


manufacturing methods enabling them 
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state’s present prohibition against 

the closed shop. 
* * * 

Automotive Excises Offered 


| As Oregon Tax Alternative 


Imposition of Oregon state ex- 
cise taxes on new motor vehicles 
and parts, lubricating oils and 
grease has been suggested to the 
state legislature by Secretary of 
State Earl T. Newbry, who op- 
poses proposed doubling of auto- 
mobile registration fees to raise 
more highway revenue. 

Newbry declared that excise 
taxes, added to a proposed one- 
cent gasoline tax increase, would 
produce sufficient revenue to 





For smoother Wow wliritas 


to produce the finest roller bearings. 


We have done just that. 


Millions of Hyatt-equipped motor 


vehicles are giving smoother perform- 


ance because of quiet Hyatts. 


Hyatt Bearings Division General 


Motors Corporation, Harrison, New 


Jersey, and Detroit, Michigan. 


BRYATT ROLLER BEARINGS 
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STRESSES SERVICE FACILITIES—Southside Motor Co. (Chrysler), in Wakefield, Va., occu- 
pies this building. J. Ernest Pittman is the owner. 


finance the proposed new high- 
way construction program. The 
excise levies proposed by Newbry 
are similar to those imposed by 
the federal government. He ad- 
vocates abolition of the federal 
excise taxes in order that that 
field might be left open to the 
states. 


Pennsylvania Bills Propose 


Stricter Driver Policing 


Two measures ont he controver- 
sial question of re-examination of 
drivers have been introduced in the 
Pennsylvania legislature. 

Senator John W. Lord jr., Phila- 
delphia Republican, introduced a 
bill which would require re-exami- 
nation of licensed operators every 
five years and prescribed a fee of $1 
for every examination. Drivers in- 
volved in reportable accidents would 
also be required to take an exami- 
nation under provisions of a bill in- 
troduced by Senator Israel Stiefel, 
Philadelphia Democrat. In addition 
to prohibiting the renewal of an 
operator’s license to any person in- 
volved in a reportable accident, 
Stiefel’s measure would also pro- 
hibit a license to a person convicted 
of reckless driving unless the driver 
passed examiantion. The measure 
would further prohibit the issuance 
of an operator’s license to persons 
under 18 years of age. 

s - s 


North Carolina Bill Contains 


$2,100,000 School Bus Grant 


A bill to appropriate $2,100,000 
for state purchases of school buses 
in North Carolina during the next 
biennium has been introduced in 
the legislature by Rep. Ronald Ho- 
cutt of Johnston county and seven 
other representatives. 

Under the bill, $1,400,000 would 
be set aside for bus purchases in 
the 1949-50 fiscal year and $700,000 
for 1950-51. Rep. Hocutt said the 
amount would provide approxi- 
mately 400 buses the first year and 
200 more the second—all in addi- 
tion to those now operating. The 
bill proposes that for the first time 
the state buy new school buses for 
counties. At present, counties buy 
the original buses and the state re- 
places them as they wear out. 

* * 


. 
Equal Suffrage 
A bill putting women on an equal 

employment pay basis with men 
has been introduced in the Minne- 
sota house of representatives by 
Rep. Joseph Prifrel of St. Paul. 
The measure would bar any em- 
ployer from paying a female em- 
ploye less money than a male work- 
er for the same type of work. En- 
forcement of the act would be in 
the hands of an industrial com- 
mission. 

7 * * 

Free Vet Licenses 


Free motor vehicle licenses for 


| disabled Arkansas veterans are pro- 


vided in one of the first pieces of 
legislation signed by Gov. Sidney 
S. McMath during the current ses- 
sion. Only those eligible for special 
automobiles provided through the 
Veterans Administration will re- 
ceive free licenses. Those who have 
already paid license fees may 


obtain a refund. 


* + * 
Civil Rights Measure 
Discrimination against Negroes 
in obtaining public liability auto- 
mobile insurance would be out- 
lawed under bills introduced in the 
California legislature by Assembly- 
men Sherwin and Hawkins. Ne- 
groes now are subject to higher 
rates for such insurance, it was 
said. 
o * 7 
Montana Bill Killed 
Adoption of an adverse report 
killed a bill in the Montana House 
which would have made automobile 
license plates available Dec. 15 of 
the year prior to the date of the 


plates. 
(Continued on Page 27, Col. 1) 
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In the Hopper 


(Continued from Page 26) 


Bill to Increase Gas Tax 
Introduced in Montana 


Bills to increase Montana’s gaso- 
line and Diesel fuel taxes, to pro- 
duce $1,466,700 in additional annual 
revenue, were introduced in the 
Montana House by the highways 
and transportation committee, 
headed by Richard Nixon, Blaine 
Democrat. 

The proposed measures would 
raise the gasoline tax one cent a 
gallon, from five to six cents, and 
the Diesel fuel tax two cents, from 
six to eight cents a gallon. 

a * os 
Two Pro-Labor Measures 
Up in Pennsylvania 

Two bills which would establish 
minimum wage and hour laws in 
Pennsylvania and drastically re- 
vise present labor laws have been 
introduced in the Pennsylvania 
legislature. 

Present labor laws would be 
amended to prevent courts from 
issuing restraining orders or tem- 
porary injunctions in most labor 
disputes under the provisions of 
one measure. 

The second measure would es- 
tablish a minimum wage of 175 
cents an hour during the first 
year from the effective date, 80 
cents during the second year and 
85 cents after two years. The bill 
also provides for overtime pay of 
time and a half in excess of eight 
hours a day and 44 hours a week. 

. 


Idaho Legislature Ponders 
Restrictive Labor Bill 


A bill to outlaw the closed shop, 
curtail picketing, prohibit any 
phase of secondary boycott and 
permit courts to grant injunctions 
against “unfair labor practice” has 
been introduced in the Idaho legis- 
lature. 

Under the proposed legislation, a 
union found guilty of unfair labor 
practices could be disqualified from 
representing any group of employes 
in collective bargaining. 

« > 7 


New Driver Liability Bill 
Before Texas Lawmakers 


A drivers’ financial responsibil- | 
ity law for Texas, similar to | 
regulations in other states, is 
proposed in a bill pending in the 
Texas legislature. A similar pro- 
posal died for lack of action at | 
the 1947 session of the legisla- | 
ture. 

The proposed law, like those in | 
other states, would require a 
driver involved in an accident 
to either deposit a liability in- 
surance policy or file cash, bond 
or securities totaling $11,000. 
Drivers’ licenses would be sus- | 
pended until either of these re- 
quirements was met. 

a +. . 


N.Y. Proposal Asks Drivers 
Be Tested Every 5 Years 


A bill to require ré-examination 
vf motor vehicle drivers every five 
years has been introduced in the 
New York state legislature by As- 
semblyman Nathan Lashin, Bronx 
Democrat. 

In offering the measure, Lashin 
said that “among 5,000,000 licensed 
drivers there are thousands whose 
physical and operational capabili- 
ties have not been questioned in 
20 years or more.” 


Vermont Bill Would Hike 


Gas Levy to 5 Cents 


A bill providing for a %-cent | 
increase in Vermont’s gasoline tax 
rate, with the added revenue ear- 
marked for state aid and town 
roads, has been proposed in the| 
legislature by Rep. Jaques of Hunt- | 
ington, chairman of a committee 
on highways and bridges. 

Vermont’s gasoline tax rate was | 
boosted two years ago from 4 to 
4% cents a gallon. 

ee es 


Driver’s License Relief 


A bill to let the Connecticut mo- | 
tor vehicles department issue driv- 
ers’ licenses throughout the year, 








| 
| 





rather than eontend with an an- 
nual rush, has been introduced in 
the Connecticut legislature. The 
measure calls for issuing licenses 
according to the month of a driv- 
er’s birth. The bill would go into 
effect in 1950, and calls for issu- 
ance of a one year’s license in 1951, 
and on renewal, a two-year license, 
- o * 


Ohio Licenses 


Bills will be introduced in the 
Ohio general assembly to increase 
the terms of automobile drivers’ 


and to have licenses expire on the 
birthdays of the licensees, it was 
reported in Columbus. 


* * * 


Little Rock Parking Plan 


Creation of a five-member mu- 
nicipal parking authority for the 
city of Little Rock, Ark., with 
authority to issue revenue bonds 





farming on rented land and borrowed money—bottom of 
the ladder... by hand and horse, without running water, 
highline power, current conveniences ...met bad years 
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MORIN OLDSMOBILE IN LIMA, O.—It Is a typical, moderate-sized Olds dealership. 
licenses from one to three years H. D. Morin is a former service promotion manager for Oldsmobile. 


and construct off-street parking fa- 
cilities, is the objective of a bill 
introduced in the Arkansas legis- 
lature by Senator Ellis Fagan of 
Little Rock. The bill, which is the 
result of studies made by a special 
citizens’ committee, is intended to 
solve the city’s rapidly increasing 
downtown traffic problems. 


New look...at a new market! 


Thirty-one years ago, the Herb Schneckloths started 


of drought, flood, pests, 12-cent corn, 3-cent hogs... 


But they knew what they wanted, planned for a better _ 
farm home, and better life for their children. /h aw 
Three years ago, with sons and daughters 
married and settled on farms, Herb decided to a 
retire. Neither he nor his wife wanted to live 
in the city, so they called in architect and 
contractor, put up the house they wanted on 
their own farm outside Davenport, Ia... with 
help from a Davenport store furnished a home that 
will open advertising eyes to today’s farm market 


... See SuccessFuUL FARMING, February, page 37, 


—‘*‘We Think Our Farm Is the Best Place on Earth!’’ 


Most missed market... by national advertisers 
are the farm families in the 15 Heart States. With the best 


soils, highest yields, largest investment in property and 
equipment, most advanced methods and techniques, these 


modern farmers are smart business men, live better than 


their urban income equivalents. 


Of SucceEssFuL FARMING’s 1,200,000 subscribers... 


the million plus in the Heart States, average around $10,000 
gross income ($4,000 above the national farm average), 
represent one of the best car markets in the world today! 
And a market largely missed by general 
magazines ... adequately covered only by 
SuccessFUL FARMING! Market and medium 
merit preferred position on national lists... 
to make national advertising really national, 
and fully productive! . 
SuccessFUL FARMING, Des Moines, 
New York, Chicago, Detroit, Cleveland, 
Atlanta, San Francisco, Los Angeles, 







Seek Ark. Tax Board 


Establishment of a powerful state 
tax commission is proposed in a 
bill introduced in the Arkansas leg- 
islature under sponsorship of Gov- 
ernor Sidney S. McMath and the 
state administration. The bill seeks 
to set up an agency independent 
of the Arkansas public service 
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if without overcoats .. . new hull-less 
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commission, which now handles 
tax matters on a somewhat limited 
scale, and advocates of the plan 
claim that it will equalize tax as- 
sessments, lower assessment rates 
and yet improve the ratio of tax 
collections. 
+ * 


* 
Passenger Safety 

All motor vehicles used for the 
transportation of passengers, in- 
cluding taxicabs, would be required 
to carry and use danger and cau- 
tion signals under the provisions 
of a bill introduced in the Penn- 
sylvania legislature by Rep. Albert 
W. Johnson of McKean county. 


* * * 


Move Ohio Registrar 


A bill has been introduced in the 
Ohio general assembly which would 
move the office of registrar of mo- 
tor vehicles from the highway de- 
partment to the office of secretary 
of state. 

* * + 


Minimum Wage Rise 


California’s assembly has passed 
and sent to the state senate a joint 
resolution memorializing Congress 
to raise the minimum wage under 
the federal wage-hour act from 40 
to 75 cents an hour. 
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varieties, exceptionally hearty... 


Straightening creek courses adds tillable 


raising 300 hogs. ee 


history accounts in the February issue 
material that saves labor, cuts cost and makes 


acreage, cuts washout waste... 
Self-service on food and water cuts costs on 


Winter rye followed by Sudan and soy beans 
gives green pastures twelve months a year... 
New type housing for hens 1 0c per hen per year... 


Feeding 8,000 broilers in thirty minutes. . . are 
some of the proven, practicable and usable case 


typicalSF 


money for the country’s best farmers... makes 
SuccessFuL FARMING the indispensable manual 
and medium for the best farmers in the country! 


And farm living and the farm home, treated 
just as comprehensively and sensibly, give 
SuccessFuL FARMING major status as a major 
medium to the farm family. 
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In the Hopper 


(Continued from Page 27) 


Pennsylvania Governor Wants 
Freedom From Toll Bridges 


Gov. James H. Duff has expressed 
his opposition to collection of tolls 
on any bridge in Pennsylvania and 
said he would favor any well- 
thought-out plan to free present toll 
bridges in the state. 

Efforts to free toll bridges are ex- 
pected to be made at the present 
session of the legislature, but con- 
stitutional amendments require sub- 
mission at two separate regular ses- 
sions of the legislature and ap- 
proval by the public in a general 
election. . 

* 


‘Little Wagner Act’ Filed 


In South Carolina 

A “little Wagner Act” for South 
Carolina is proposed by a bill intro- 
duced in the legislature by Rep. 
Eubanks of Spartanburg. 

The bill would create a _ three- 
member state labor relations board 
which would work with the state 
labor department to guarantee col- 


lective bargaining and other rights 
to organized labor. Members of the 
board would receive $3,600 a year 
each. 

* * + 
Arizona Governor Asks 


Uniform Traffic Code 


In his message to the Arizona 
legislature, Gov. Garvey called 
for enactment of a uniform mo- 
tor vehicle traffic code to help 
reduce the number of accidents 
and providing for removal of 
magistrates who do not conform 
to the law in assessing penalties 
for violations. 

* + ae 


Permanent Tags 


A bill providing for permanent 
motor vehicle license plates in Ore- 
gon has been passed by the lower 
branch of the state legislature and 
sent to the senate. The new plates 
would be renewed on a staggered 
system with insert plates to be 
fastened on the original license 





GARRETT'’S DESIGN FOR YUMA, ARIZ.—Garrett Motors (Nash) has more than 6,000 square 


feet of floor space available for service. 
lot with 3,500 square feet of space. 


would have a prefix indicating in 
what month it should be renewed. 
am > 7 


Would Up Chain-Store Tax 


Increased taxation of chain stores 
is proposed in a bill introduced in 
the Georgia legislature by Rep. 


Elmer Garrett, proprietor, says he has a used-car 


mating that the proposed legisla- 
tion would raise $2,000,000 a year, 
Holloway said the present Georgia 
chain store tax brings the state 
less than $200,000 a year. 


* * * 


Overhead Traffic Lights 
Legislation to throw out a pre- 


Herman Holloway of Schley county | war law which has never been en- 
from year to year. Each number! and five other representatives. Esti-'forced, requiring traffic lights to 








' Truck Insurance that pays its own Premiums! 


Who says so? Truck operators say so. Truckers just like you—hard working 
businessmen hauling everything from logs to lettuce. Insurance? You bet — ™ 
good brakes give vital protection you can get no other way —guaranteeing 










quicker, safer stops. But more than that, these truck owners can prove from 
\ their own records that good brakes pay off in hard cash savings. How? Good 
\ brakes stay that way! Trucks aren’t laid up for expensive brake overhauls. 


Trip speeds are faster—slow downs are unneces- 


Ci eat 


ENDIX-WESTINGHOUS 





sary because you know youcan stop. That’s why these 
experienced truckers install Air Brakes. They know 
that the proven superiority of Bendix-W estinghouse 
Air Brakes pays its own way, all the way, with the / 
world’s largest premiums of safety and savings. 


A 
MOTIVE AIR BRAKE COMPANY 


ELYRIA, OHIO 





be of the pedestal type on curbs 
has been introduced in Pennsy)- 
vania by Rep. J. Calvin Frank, 
Dauphin county. The bill would aj- 
low use of overhead traffic signals 
suspended at least 15 feet above 
the street intersection, and the 
curb type would be optional. 
a * > 


Lifetime Drivers’ Licenses 


Proposed in Texas 

Rep. J. F. Gray of Three Rivers 
announced he plans to introduce 
a bill in the Texas legislature 
which would authorize the issu- 
ance of lifetime automobile driv- 
ers’ licenses in Texas, that would 
be forfeited only for cause. 

Present regulations require re- 
newal every two years. A bill has 
already been introduced in the 
Texas Senate which would extend 
the expiration period on a license 


from two to five years. 
. - * 


Fair Trade Repeal Measures 
Before Idaho Legislature 


Bills to repeal Idaho’s 1937 fair 
trade law and the 1939 unfair sales 
act have been introduced in the 
Idaho legislature by Rep. George 
Barrett, Canyon Republican. 

The fair trade act permits man- 
ufacturers to establish minimum 
resale prices for their products, 
while the unfair sales act outlaws 
sales below cost by either whole- 
salers or retailers. The latter is 
aimed at “loss leader” merchan- 
dising. 

* * * 


Ark. House Passes Bill 


Barring Sub-Cost Sales 


An unfair sales act, outlawing 
sales below cost, was by 
the Arkansas House and sent to 
the Senate. 

Introduced by Rep. Davis of 
Washington county, the bill 
would make it illegal to sell mer- 
chandise at a loss and defines 
cost as the wholesale price plus 
freight and other transportation 
charges and a 6 percent markup. 


* * * 
New Hampshire Truckers 


Back Higher Load Limit 


A bill to increase New Hamp- 
shire’s gross weight limit for trailer 
and semi-trailer trucks from 47,500 
to 50,000 pounds is supported by 
truck operators and the state motor 
vehicle department. 

State Motor Vehicle Commis- 
sioner Frederick N. Clarke pointed 
out that other New England states 
all have the 50,000-pound limit or 





higher, Opposition to the bill was 
expressed by Basil French of Con- 
cord, business agent for the Inter- 
national Brotherhood of Teamsters 
in New Hampshire. 


. * * 


Liability Proposal Killed 
In Nebraska Committee 

A bill proposing a compulsory 
motor vehicle liability insurance 
law was unani killed by 
the Nebraska legislature’s judi- 
ciary committee. 

The measure would have speci- 
fled that a motor vehicle owner 
could not be issued a registra- 
tion certificate unless he offered 
proof of ability to pay damages 
| which might be caused by the 
| vehicle, 


Mass. Insurance Bill Puts 
Annual Rate Below $30 


A Massachusetts legislator is 
sponsoring a statewide automobile 
insurance rate bill which would 
cost the motorist less than $30 a 
year for compulsory protection. 

The compulsory rates now are 
fixed by the insurance department 
|for each city and town on the ba- 
sis of claims which are paid be- 
cause of accidents in which resi- 
dent drivers are involved. 

. o = 


Registration Fee Increase 





| Approved by N. H. House 


The New Hampshire house has 
| approved a bill to boost regis- 
tration fees of automobiles. It 
would impose a flat rate of $11! 
on pleasure cars up to 3,000 
pounds; $15 from 3,000 to 4,500 
pounds, and $22 for heavier cars. 
The measure now goes to the 
senate for action. 
(Continued on Page 36, Col. 1) 
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Bids Down $400-$500, 
Says K. C. Auction 


KANSAS CITY.--Dealers here 
are bidding from $400 to $500 un- 
der last September’s prices for late 
model stocks at the weekly sale 
of the Kansas City Auction Co., 
according to Ira Hamilton and R. 
E. Covin, owners of the firm. 

They added that the 1949 Chev- 
rolet is currently bringing well 
over the list price but that the 
premium will shortly wear down 
as the units become more plentiful. 

* af * 


$540,000 Pay Tax Claim 
Filed Against Levitske 


LIBRARY, Pa.— John Levitske, 
whose extensive used-car advertis- 
-ng in at least one metropolitan 
Pittsburgh newspaper in 1947 cre- 
ated wide comment among the 
auto trade, recently had a heavy 
income tax claim filed against him. 


The tax claim of $540,520.11 was 
filed by Stanley Granger, collector 







Used-Car Notes 
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of internal revenue for the west- 
ern district of Pennsylvania. Le- 
vitske made no comment regarding 
the claim. 

John Levitske, “the buyer,” and 
Andrew Levitske, “the seller,” at 
one time advertised themselves as 
the “largest used-car dealers in the 
United States.” 

* * * 
Buffalo Group Advocates 
Easing of Credit Bans 


BUFFALO. — Buffalo area used- 
car dealers have joined the move 
for relaxation of the installment- 
buying controls. Modification of 
Regulation W was asked in a letter 
sent by President Earl Palmer of 
the Buffalo Used Car Board of 
Trade, Inc., to Rep. Wright Patman, 
Texas Democrat. 


The used-car dealers urged Pat- 
man to act to “eliminate the unfair 
credit restrictions which are prov- 
ing a great burden to buyers and 
sellers of used cars.” Meanwhile, 
many Buffalo area used-car dealers 





are polishing up sales organizations 
to bolster lagging sales. 


* * * 


Dallas Group Elects 
Wilson as President 


DALLAS.—Walter Wilson of Wil- 


son Motors was elected president 
of the Dallas Used Car Dealers 
Assn. at the fifth annual dinner 
meeting of the organization. Wil- 
son succeeds D, M. Williams, during 
whose administration membership 
increased to 110. 

Other officers are: Herbert Stal- 
cup, vice-president, and Tom Blun- 
dell, reelected secretary-treasurer 
for a fourth consecutive term. B. 
P. Fulfer was added to the board 
of directors to fill a vacancy. 

The association went on record 
as favoring modification of Regula- 
tion W. 


Milwaukee Assn. Fights 
Plan to Ban New Lots 


MILWAUKEE.—The zoning 
board of Milwaukee has proposed 
an amendment to present ordi- 
nances covering the operation of 
used-car businesses. The new pro- 
posal would compel all used-car 
dealers going into business hence- 





| Galin, 





OPENING PLANNED FOR MARCH—Central Cadillac Co. of Cleveland will have a front 
age of 332 feet on Carnegie, and extending back 376 feet to Prospect Ave., the building 
covering 65,000 square feet on one floor. An asphalt-paved lot of 32,000 square feet will be 


used for service customers’ parking and used-car display. 
long with plate glass windows, arranged saw-tooth, to facilitate car display. 


The showroom will be 120 feet 
There'll be 20 


twin-post hydraulic lifts in the service department. 


forth to have their used cars under 
a roof, instead of offering them for 
sale on open lots as is now done 
in many instances. 

Another proposal would prohibit 
the operation of an auto body shop 
in certain specified districts. 

A preliminary meeting for the 
discussion of the two proposed 
changes was held Feb. 1, argu- 
ments for the used-car dealer’s side 
of the argument being presented 
by Robert M. Blanding, executive 
secretary of the Milwaukee County 
Auto Dealers Assn., and Benjamin 
attorney, showing the in- 
equities of the proposals, which 
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you can do it 


BETTER- 


NO MATTER WHAT THE 
TYPE OF STARTING... 


RE ECONOMICALLY 


with the 





“Bendix 
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There isn't a better proven, more simply designed, or more 
easily mounted starter drive than the Bendix* Drive. Over 


79,000,000 have been installed. It has fewer parts than any 
other starter drive system. Its compactness lets you mount 
starting motors almost anywhere. These are the basic 
reasons why Bendix Starter Drives are preferred by most 


manufacturers. 


Cost-wise and performance-wise—from 


installation to service—it's the most economical starter drive 
you can buy! Look into Bendix Starter Drive cost savings. 
Your inquiries -will receive immediate attention. 


ECLIPSE MACHINE DIVISION of 


ELMIRA, NEW YORK 


*REG. U.S. PAT. OFF. 





aviation ConPoRation 


Detroit Office: 8-212 General Motors Bidg. 


bonded. 








are opposed by the dealers as pro- 
hibitive restrictions. 

Thus far no decision has been 
reached by the zoning board re- 
garding the proposals. The Mil- 
waukee County Auto Dealers Assn. 
offered full cooperation to the zon- 
ing board in an effort to adjust 
the differences. 

+ 7 . 


Dealer Sues Finance Firm 


For $400 Worth of Trouble 


LITTLE ROCK, Ark.—Fred Pet- 
tit, a Corning used-car dealer, has 
sued Murdock Acceptance Corp. in 
circuit court here for $400 for al- 
legedly denying him possession of 
a car for which he said he had 
paid in full. 

Pettit said he purchased the car 
from a Little Rcck dealer but left 
the car on the dealer’s lot until 
repairs could be made. Later, he 
said, the finance firm took posses- 
sion of all cars on the lot, includ- 
ing the one he purchased. 

Before the car was finally re- 
leased to him, Pettit charged, the 
market on it dropped $200. He also 
said he spent an additional $200 on 
special trips here to conclude the 


matter. 
7 * . 


Milwaukee U. C. Dealers 


Oppose Zoning Changes 


MILWAUKEE, — Proposed 
changes in Milwaukee’s zoning or- 
dinances which would prohibit 
scores of businesses from expand- 
ing their present locations have 
come under the fire of the city’s 
used-car dealers, it was reported 
here. 

Dealers voiced their disapproval 
at a hearing conducted by the 
board of land commissioners. The 
proposed changes are said to be 
aimed at “nuisance uses” of land 


in business zones. 
+ * * 


Maryland Assn. Names 


Byrnes as Field Man 


BALTIMORE.—Vincent J. Byrnes, 
a former field representaive for the 
San Antonio (Tex.) chamber of 
cammerce, has joined the Associ- 
ated Used Car Dealers of Maryland, 
Inc., in the same capacity, it is 
announced by G. Alfred Peters, ex- 
ecutive director. 

Byrnes’ duties, Peters said, will 
be to keep in contact with the 
association’s members and to ex- 
pand the group’s activities through- 
out the state. 

7 


. 7 
Tex. Auction Owners Face 


Proposals for Control 


AUSTIN, Tex.—A bill before the 
Texas legislature would regulate 
the operation of automobile auc- 
tions. It is sponsored by Rep. 
Wayne Wagonseller. 

Wagonseller’s bill would require 
that auction operators be residents 
of Texas for at least two years, be 
required to obtain a license and be 
subject to a fine of $1,000 to $5,000 
per day for failure to obtain such a 
license. In addition, all auction 
operators would be required to be 


* * 


* 
‘All in Favor Say...’ 
NEW YORK.—Approximately 90 


| percent of the members of the New 
York Used Car Dealers Assn. want 


a state title law, an association 
questionnaire poll disclosed. Th¢ 
association said 90 percent of its 
members returned questionnaires. 


Two Auto Companies 


Chartered in Texas 


Two Texas automobile firms have 
filed incorporation papers with the 
secretary of state at Austin: 

They are: Johnson Chevrolet Co 
Temple, with J. E, Johnson, Ruth 
Johnson and Nina Vivian Johnson 
as incorporators, and Kinsey Motor 
Co., Hereford, with J. A. Rogers, 
Doris A. Rogers and D. C, Kinsey 
as incorporators. 
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of statistics—reaped from a year- 
long study of the traffic problem 
in Arizona—was compiled for state 
highway engineers in 1948. 

The information, obtained from 
the first statewide origin-destina- 
tion survey believed to have been 
conducted in the U. S., places at 
the finger tips of highway design- 
ers detailed knowledge of where 
automobile drivers are going. 


Conducted by the division of 
economics and statistics in the 
state highway department, the 
investigation revealed that of a 
daily average of 3,999 cars enter- 
ing Arizona, 871 are destined for 
points in the state. 


Of the overall total, 2,368 trav- 
eled to Arizona over U.S. 66, at 
least 297 over U.S. 60 and 1,334 
over U.S. 70-St. 86, it was learned. 


These facts were obtained by es- 
tablishing two screen lines—one on 
the west side of the state and one 
on the east—to check motorists 
entering and leaving Arizona. 


Details of the study revealed 
that of the total cars crossing 


ATA to Set Up 
Committee on 


Road Planning 


WASHINGTON. — The American 
Trucking Assns. last week began 
formation of a highway planning 
committee to deal with the prob- 
lems of highway construction, taxa- 
tion, and motor vehicle size and 
weight regulations, The action was 
in line with a recent decision by 
the association’s executive commit- 
tee to create the new committee in 
place of the former separate com- 
mittees on taxation and on sizes 
and weights. 

At the same time, the associa- 
tion’s legal department drafted a 
resolution urging President Tru- 
man to fill an existing vacancy on 
the Interstate Commerce Commis- 
sion by naming a man fully con- 
versant with motor carrier prob- 
lems. The vacancy was created by 
the recent death of Commissioner 
George M. Barnard. 

The executive committee consid- 
ered a long list of subjects at its 
two-day meeting and, among other 
things, deferred action on a pro- 
posal under which the association 
would set up its own motor carrier 
insurance company. The committee 
directed the Trucking Industry In- 
surance Advisory committee to de- 
velop a program calling far in- 
creased use by motor carriers of 
deductible policies. 


In this connection, the committee 
urged development of highway pa- 
trols by the state associations 
affiliated with ATA and by the 10 
natural-division conferences of ATA 
which represent the different types | 
of carriers, with a view to eventual | 
coordination of the patrols on a 
national basis. 

In effect, the committee declined 
to give an immediate answer to 
a request from the Transportation 
Assn, of America that a joint TAA- 
ATA panel be formed to bring 
about a liaison between the two 
organizations, which have long been 
at odds as to whether their policies 
clash or follow the same lines. 


1949 Canada Fair 
Opens May 30 


OTTAWA, Ont.—The second Ca- | 
nadian International Trade Fair, | 
which features motor vehicle ex- 
hibits on a large scale, will be held 
in Toronto again this year from 
May 30-June 10, the Canadian gov- 
ernment announced last week, The 
government will sponsor the affair 
for the promotion of international 
trade, 


Primarily a businessman’s exhi- 
bition, the first fair was held during 
May and June in 1948 and displayed 
1400 products from 28 different 
countries. It attracted businessmen 
from more than 70 countries, The 
Public is admitted only on one 
Saturday and two Wednesdays dur- 
ing the fair. 








Aid in Road Planning 


Arizona Conducts First Origin-Destination Check 
Of Motorists Crossing State Lines 


PHOENIX, Ariz.—A vast wealth| Arizona, 2,895 either were going 
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Anglo Branch Bank Open 


On Frisco’s Auto Row 

SAN FRANCISCO.—tThe first 
branch bank on San Francisco’s 
famed “auto row” has been opened 
by Anglo-California National Bank 
at 1414 Van Ness Ave., midway be- 
tween Bush and Pine Sts. 


A historical sidelight to Anglo’s 
opening is the bank’s return to Van 
Ness avenue after an absence of 
over 40 years. Anglo established a 
temporary branch on the avenue for 
a time for the convenience of its 
customers during the period of re- 
construction after the fire of 1906. 


The Van Ness office is Anglo’s 
llth office in San Francisco and 


ON THE MARK, READY—Anderson Motor Co. (Chevrolet), Baltimore, claims to have brings the total number of its 


can states of Sonora and Chihua- 
hua offered 14 to 15 cars daily. “delivered the first 1949 Chevrolet in the U. S.," ding to Edgar Hasenk i ; 
elivere e rs’ evroier in ie ’ accor “gy By’. Wears Gu to © tclally branches in Northern and Central 


The knowledge obtained, said W. | ™#"@ger. At the wheel is Edward Pearce, owner, waiting ‘ . ; 
' ’ ;'| place the car in his custody. A. D. Anderson is president of the dealership. The gun was | California to 26, 
C. Lefebvre, state highway De fired at 12:01 a.m. Jan. 26, The firm is 25 years old. ’ 
neer, will guide the state in plan- |———-———— a : a a AUTOMOTIVE NEWS production and 


ning highways to fit the — AUTOMOTIVE NEWS, the Newspaper of the Industry, read by everyone who counts | registration figures tell the story of output 
of the motoring public. in America’s No, 1 Industry . . . an estimated more than 100,000 readers weekly! and sales every week. 








to or coming from California. 

The traffic, checked during all 
four seasons of the year, originated 
in virtually every state of the 
union and even tapped British Co- 
lumbia, Ontario and Quebec in 
Canada. 

Even Florida contributed 79 mo- 
torists to the flood, and the Mexi- 


























Get your 
mechanics off 
the floor 


—and you cut shop costs 
up to 50% 
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ROTARY 
TRUCK LIFT 


ROTARY 
ROLL-ON LIFT 








ROTARY 
FREE-WHEEL LIFT 






Write for complete story and name of distributor near you. 


ROTARY LIFT COMPANY, 1037 KANSAS, MEMPHIS, TENN. 
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Used Car Auction Prices 





(Eprror’s Nore: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. So if the price is abnormally 
low, the car is probably damaged. If the price is abnormally high, 
the car is probably loaded with extras). 


INDIANAPOLIS 


(Ken Schaefer’s Auction. Sale every 
Thursday. Prices are partial listing for 
sale of Feb. 3.) 

BUICK—'49 Super 2-dr., $2,490, $2,430. 
'48 RM 4-dr., $1,850; Super 4-dr., $1,830; 
2-dr., $1,700. ‘47 Super 4-dr., $1,690; 
RM 2-dr., $1,500. ‘°46 Super 2-dr., $1,- 
480; conv., $1,425; RM 4-dr., $1,400. ‘39 
4-dr., $460, $375. 


CADILLAC—'47 (62) 2-dr., $2,290; 4-dr., 
$1,900. °41 4-dr., $1,025, 

CHEVROLET—'49 Deluxe conv., $2,335; 
Deluxe FL 4-dr., $2,325; SL 4-dr., $2,250. 
‘48 FL 2-dr., $1,695; FM conv., $1,670; 
station wagon, $1,670; FL 2-dr., $1,650; 
SM 4-dr., $1,525; 2-dr., $1,380. ‘47 FL 
2-dr., $1,520, $1,355; SM 4-dr., $1,265; 
FM conv., $1,350; FL 2-dr., $1,310; SM 


4-dr., $1,060. ‘41 4-dr., $980; 2-dr., 
$740, $640. ‘40 2-dr., $750, $680; club 
coupe, $580. ‘39 2-dr., $525, $230. ‘38 
2-dr., $500. ‘37 coupe, $360; 2-dr., $130. 


CHRYSLER — '48 Windsor 4-dr., $1,700. 
‘47 8-passenger, $1,600. ‘41 club coupe, 


$350. 
DeSOTO—’'48 4-dr., $1,625. 


DODGE—’'48 2-dr., $1,550. ‘46 4-dr., $1,- 


250, $1,195; half-ton pickup, $900. ‘41 
4-dr., $325. 
FORD — '49 Custom (8) conv., $1,940; 


4-dr., $1,880; club coupe, $1,750. ‘48 SD 
club coupe, $1,420; station wagon, $1,340; 
half-ton pickup, $1,325; 2-dr., $1,300; %- 


ton pickup, $1,260, $1,200; (6) 2-dr., 
$1,100. ‘47 4-dr., $1,340, $1,200; club 
coupe, $1,310. ‘46 4-dr., $1,070. ‘41 
2-dr., $800, $575. 

FRAZER—’48 4-dr., $1,500. ‘47 «4-dr., 
$850. 

HUDSON—'46 4-dr., $950. 

MERCURY—’'49 4-dr., $2,190. ‘40 2-dr., 


$450. 
NASH—’'46 4-dr., $1,065. 
OLDSMOBILE—'49 (76) 4-dr., $2,425; (98) 
conv., $2,280; (76) 2-dr., $1,725; (98) 
4-dr., $2,300. ‘47 (98) 2-dr., $1,570; 
(76) 2-dr., $1,330. ‘41 4-dr., $700; club 
coupe, $425. 
PLYMOUTH—'48 4-dr., $1,400. ‘47 2-dr., 
$1,150; (taxi), $1,000. ‘46 2-dr., $1,050. 
‘41 4-dr., $830, . °40 2-dr., $540. 
'39 2-dr., $405. ‘38 2-dr., $325. ‘37 
4-dr., $400; 2-dr., $205. ‘35 4-dr., $100. 
PONTIAC—’'46 2-dr., $1,450, $1,315. 
STUDEBAKER—’48 half-ton pickup, $1,- 
000. °47 Champion 4-dr., $1,260, $1,200. 
WILLYS — '48 Jeepster, $1,400; station 
wagon, $1,105. 


MASON CITY, IA. 


(Lapiner’s Used Car Auction. Sale every 
-Wednesday. Prices are for sale of Feb. 2.) 
(Market shows 36 units sold out of 73 

offerings.) 

BUICK — '49 Super sedan, $2,705. "48 
Super sedan, $1,990, $1,890. ‘46 Super 
sedan, $1,505, $1,490. 

CHEVROLET—'48 FL aerosedan, $1,830, 
$1,740; FM club coupe, $1,710, $1,700. 
'47 FL aerosedan, $1,600. ‘46 FM club 
coupe, $1,305; FL aerosedan, $1,450. 

DeSOTO—'48 Custom sedan, $2,105. 

DODGE—’'48 Custom sedan, $2,025, $1,930. 
‘47 Custom sedan, $1,455. 40 Deluxe 
sedan, $430. 

FORD—’'49 Custom (8) 4-dr., $2,005, $1,- 
950, $1,890; 2-dr., $1,870, $1,840. ‘'48 
SD 2-dr., $1,585. 

— Commodore (8) sedan, $1,- 


135, 
OLDSMOBILE—’'48 (98 sedan, $2,195. 
PLYMOUTH—'48 SD club coupe, $1,960, 
$1,650. ‘47 SD 2-dr., $1,210, 
PONTIAC—’48 SL (8) sedan, $2,225. 
STUDEBAKER—'48 Champion sedan, §$1,- 


645. 

MISCELLANEOUS—’48 Dodge 1-ton truck, 
$1,605. ‘49 Diamond T 2-ton truck, 
$2,225. 


MINNEAPOLIS 


(Minneapolis (Minn.) Auto Auction. Sale 
every Tuesday. Prices are for sale of 
Feb. 1.) 

(Market shows cold weather has re- 

duced buyer activity.) 

BUICK—’'49 Super sedan, $2,785; RM 4-dr., 
$2,905; Special 4-dr., $2,465. 

CADILLAC—’48 (62) 4-dr., $3,185, $3,210. 

CHEVROLET—'48 FL aerosedan, $1,825, 
$1,850, $1,865, $1,880. ‘47 FM 2-dr., 
$1,465, $1,420; SM 2-dr., $1,270, $1,365, 


$1,380. °46 FM 2-dr., | $1,265, $1,270, 
$1,310. ‘41 Special 2-dr., $770; 4-dr.. 
$780. 


DODGE—’'37 Deluxe 2-dr., $110. 
FORD—'49 Custom (8) 2-dr., $1,740, $1,- 
870, $1,895. 


OLDSMOBILE—'49 (76) sedanette, $2,635, 
$2,625, $2,710. ‘46 4-dr., $710, $645. 

PLYMOUTH—’48 SD 4-dr., $1,845, $1,830, 
$1,710, $1,670. ‘41 SD 2-dr., $750. 

PONTIAC—’48 (6) coupe sedan, $2,245. 


STUDEBAKER—'47 Champion 2-dr., 
595, $1,550, $1,490. 
VALDOSTA, GA. 
(Tom Hewitt Auto Auction. Sale every 


Friday. Prices are for sale of Jan. 28.) 
(Market shows greater action than pre- 
vious week. Offerings increasing. Sold 
140 units out of 325 cars.) 

BUICK—'48 Super sedan, $2,000, $2,100, 
$2,125. ‘47 Super sedanette, $1,375. ‘46 
Super sedanette, $1,375. 

CADILLAC—-'48 (62) conv., $3,700; 
coupe, $3,300. ‘46 (62) sedan, $2,000. 


’47 SD 2-dr., $1,335, $1,360. | 


$1,- | 





club | 


CHEVROLET—'49 half-ton pickup, $1,525, 


$1,500, $1,575; %-ton pickup, $1,600. ‘45 


FL sedan, $1,625; FM sedan, $1,720. ‘47 | 


FL sedan, $1,510; FM sedan, $1,500, 
$1,475. ‘46 FM sedan, $1,137. °39 SD 
nee” $625, $550. ‘36 MD sedan, $600, 

CHRYSLER—'48 Windsor sedan, $1,850. 

DeSOTO——'49 Custom sedan, $2,280. "46 
Deluxe sedan, $1,260, $1,250. 

DODGE—'46 half-ton pickup, $550. "42 
Deluxe sedan, $675. 

FORD—'49 Custom (8) sedan, $1,900, $1,- 
825, $1,800, $1,700, $1,525; (6) half-ton 
pickup, $1,510. ‘48 SD sedan, 
‘47 SD sedan, $1,155, $1,070. '46 SD se- 
dan, $1,190, $1,150. ‘42 Deluxe sedan, 
$500. ‘41 Deluxe sedan, $700, $600. ‘40 
ca sedan, $750. ‘39 Standard sedan, 

HUDSON—’48 (6) club coupe, $1,600; (8) 
sedan, $1,625, $1,600. 





$1,410. | 


MERCURY—'49 sedan, $2,200, $2,070, $1,- 


950; club coupe, $2,350. ‘47 sedan, §$1,- 
400. ‘46 sedan, $1,000. 
OLDSMOBILE — '48 (98) sedan, $2,400; 


(68) club coupe, $1,675. ‘46 (76) sedan- 


ette, $1,575. 
PLYMOUTH—’'49 SD sedan, $1,770. ‘47 
SD sedan, $1,040; club coupe, $1,500, 


'46 SD sedan, $930. 

PONTIAC—’48 (8) sedan, $2,100. ‘47 (8) 
sedanette, $1,150. ‘46 (6) sedan, $1,050; 
(8) sedan, $1,290. ‘'39 (8) sedan, $660. 

STUDEBAKER—'47 LC sedan, $1,430. ‘41 
Champion sedan, $550. 

WILLYS—'48 station wagon, 
Jeep, $580, $500. 


ALBANY 


Dealer Auto Auction. 
Prices are for sale of 


$1,220. ‘47 


(Tim Anspach's 
Sale every Monday. 
Jan. 31.) 

(Market shows many buyers looking 

for cars. Could have sold 100 cars if 

weather permitted dealers to bring 
them in. Prices are remaining about 
the same. More new car dealers are 
sending in 1948 models and train-ins. 

Sold 25 cars out of 34 offerings.) 

BUICK—’49 Super 2-dr., $2,575. ‘48 RM 


4-dr., $2,200. ‘47 Super 4-dr., $1,550. 
'46 Super 4-dr., $1,530, $1,550; 2-dr., 
$1,450. 
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CHEVROLET—'48 FL aerosedan, $1,650. 


FL 4-dr., $1,500. 

DODGE—’46 Custom 4-dr., $1,290. 

FORD—’49 Custom (8) 2-dr., $1,760. ‘48 
SD 4-dr., $1,470; %-ton pickup, $1,060. 
"47 Deluxe 2-dr., $1,200; SD club coupe, 
$1,330. °46 SD 2-dr., $950, $990. ‘°42 
Deluxe 4-dr., $700. 

KAISER—’'48 4-dr., $1,510. 

MERCURY—'49 4-dr., $2,050, $2,040, $2,- 
175. 

OLDSMOBILE—'40 (60) 4-dr., $660. 

PLYMOUTH—'47 SD 4-dr., $1,330. 

STU DEBAKER—’47 Champion club coupe, 
$1,360; business coupe, $1,190. 


CONCORD 
(Concord (Mass.) Auto Auction, Ine. 
Sale every Monday and Friday. Prices are 


for sales of Jan, 28-31.) 
(Market shows 74 units sold out of 160 


offerings.) 

BUICK—'47 Super sedanette, $1,600. ‘'41)| 
Special club coupe, $825; sedan, $850, | 
$725. ‘37, $535. 

CHEVROLET —'49 half-ton pickup, $1,550, 
2 at $1,400. ‘48 FM sedan, $1,525; SM | 
sedan, $1,425. ‘47 %-ton pickup, $910. 
'46 FM sedan, $890, $910, $1,185; half- 
ton pickup, $725. ‘42 SD sedan, $635. 
‘41 SD sedan, $730, $660; conv., $705. 
'39 MD sedan, $675, $660. ‘38 sedan, 
$325. 

CROSLEY —'47 sedan, $325. 


DODGE—'46 sedan, $1,250, $1,225, $1,125. | 


FORD—’'49 Custom (8) sedan, $1,730, $1,- 
675. ‘47 SD (8) sedan, $1,265, $1,235, 
$1,340; (6) sedan, $1,000; (6) half-ton 
pickup, $600. 
conv., $800. 
sedan, $300. 


LINCOLN—’'41 Continental club coupe, $1,- 
175, $1,200. 

MERCURY—'49 sedan, $1,905, $1,930. ‘41 
sedan, $500. 


OLDSMOBILE—’40 sedan, $475. 





C. Robert Bohn is partner with his father 
in the progressive Bohn Motor Company 
of New Orleans, one of the largest Ford 
dealerships in the section. Only 25, Mr. 
Bohn is young in years but wise in the 
ways of the automobile business, having 
worked in the dealership ever since he was 
“small enough to look up a tail pipe with- 
out stooping.” He is an alumnus of Tulane 
University and, as an active participant in 
civic and trade affairs, holds membership 
in the Kiwanis, the New Orleans Associa- 


tion of Commerce, 


Junior Chamber of 


Commerce; and Louisiana Motor Trans- 
portation Association. 





'41 club coupe, $510. '40| 
'39 sedan, $350, $575. °36 | 














makes and models, carried regularly in Automotive News.) 





2-dr., $755, $705, $750. 
DeSOTO—'46 Custom 4-dr., $1,350. 
DODGE—’46 Deluxe 2-dr., $1,110. 


‘42 sedan, $575, $650. 
‘46 SD business coupe, $1,- 


PACKARD 
PLYMOUTH 


| oh Gemma” 42 sedan, | pORD—'49 SD (8) 4-dr., $1,810. '42 SD 
a eee ' 4-dr., $825. '41 SD club coupe, $360; 
PONTIAC—'47 Torpedo (6) sedan, $1,200. 2-dr., $540. ‘40 sedan delivery, $350. 
42 (6) sedan, 2 at $925. HUDSON—’41 (6) 2-dr., $440. 
| | OLDSMOBILE—’35 (8) 4-dr., $85; business 
| TOLEDO | coupe, $100. 
a pour on ry Th | PLYMOUTH—’41 SD 2-dr., $500. ‘40 De- 
| (Doe Greiner Auction. e eve urs- | ro. 
day. Prices are for sale of Feb. 3.) penmaso. te te Fe “a 
(Market shows prewars holding firm it (6 *0*** -” ) al - 
| elean. Postwars still showing down- | ™ 
| ward trend. No retail demand.) | AKRON 
| BUICK—'46 Super sedanette, $1,660. a1) (Akron (0O.) Auto Auction. Sale every 


| Special sedanette, $830, $840. 
| CHEVROLET—’'48 FL aerosedan, 
club coupe, $1,510. °41 club coupe, $755; 


$1,690: | Thursday. Prices are for Feb. 3.) 
(Continued on Page 33) 


Says C. Robert Bohn 


Bohn Motor Company, New Orleans 


“We have had outstanding success with Vent- 
shades. Our customers have nothing but the 
highest praise for this fine accessory; and since 
customer satisfaction is our most valued asset, 
we expect to sell Ventshades in ever-increas- 


ing volume—to the profit of ourselves and the 


benefit of our customers.” 










Average Used Car Prices 
(Compiled by Automotive News) 
Feb. 1949 Jan. Dec. 
Model (to date) 1949 1948 
ees $1,823 $1,928 $2,121 
i paccievictcnee 1,429 1,453 1,566 
ae 1,236 1,300 1,361 
a 782 792 
Be ividicettumne 720 749 
PP kintsntonese 597 600 
Feb. (todate) Jan. Overal oa aes ae 
Average $1,098 $1,137 $1,228 


(The above figures are averages of used car auction prices, all 








AUTOMOTIVE NEWS, FEBRUARY 14, 1949 





























in aaa - 175. °40 4-dr., $655. '38 4-dr., $465, | 
o CHRYSLER—'46 New Yorker 4-dr., $1,405. 
: : DODGE—'39 4-dr., $445. a 
r uc ion rices FORD—’'48 SD (8) club coupe, $1,510. ‘47 | 
se SD 4-dr., $1,195; 1-ton pickup, $1,195. 
’41 Deluxe club coupe, $805, $730; 2-dr., 
$725. '39 4-dr., $435. 
i (Continued from Page 32) MERCURY—’39 conv., $640. 
y of 103 tion. Sale every Tuesday. Prices are for | oy ngmoBILE—’49 (76) 4-dri, $2,560, °'47 
ee sale of Feb. 1.) (66) club coupe, $1,425. ‘39 (6) 4-dr., 
ee Super sedan, $2,600. ‘48 (Market shows better cuerehandice be- $355. '36 (6) 2-dr., $370. °35 (6) 4-ar., | 
a ~- r sedan $2,025, $2,000. ‘47 Super ing offered. Greater a of hast $80, 
l soa. $1,775. '46 Super sedan, $1,525, = eee ae = 2 a PLYMOUTH "48 SD, club coupe, $1,925. 
; = hing that will revive wholesale here. '40 Deluxe 4-dr.. $630. tis 
CADILLAC— e > sedan, $1,925. ‘40 ba enits cut of 86 offerings.) wwe) ade, GL eue club coupe, $1,895, ‘42 | 
; CHEVROLET—"4s FM club coupe, $1,600. BUICK — 46 Super 4-dr., $1,620. '41 Super | (0) ee eR il LC 4-dr., $600. 
7 7 375 -dr., $860. 
. 47 FL sedan, $1,450; FM sedan, $1, y sy 61 danette, $1,425 
, 260, $1,225, | CADILLAC—’41 (61) se , $1,425. 
‘ $1,275 ye $775, | CHEVROLET—'48 FM 4-dr., $1,545. °47 | CHARLOTTE, N. C. 
$ts0, $725, $710. '40 SD sedan, $450. FL, aerosedan, $1,650.41 SD sedan, 5 w¢ staqtord, Inc. Sale every Wednes- | 
: oe , le vo , . - b. 2. ) ; 
(a, Gee enn ete, | CHRYSLER — '39 (6) Royal 4-dr., $450, | day. Prices are for sale of Feb. 2.) | 
, DODGE—'s7 Custom sedan, $1,400. "41 | 37 (9) 46 Custom’ 4dr., $1,425 cars bringing list price. Older models IN THE HEART OF VIRGINIA COAL FIELDS—Wolf Creek Motor Co. (Chrysler), at Nar- 
| sedan, £700, S500. $1,850; FORD 47 SD (8) club coupe, $1,375. '46| seem to be a _— ay Sold | rows, has increased and renovated its facilities. 
FORD—’49 Custom club coupe, $1,590; se- 8D (8) o-ae $1,160. ‘41 SD’ business 220 units out of 3 offerings. pithdtligaite ala 2 mained io + atciatide an 
1650; business coupe, $1,.-| 5) Co) on 30 } BUICK—'49 Super 2-dr., $2,625, $2,630; . ? 
gam 87 sedan, $1,050, $1,190, $1,115, | _ coupe, $675. "39 remy epg Special 2-dr., $2,110. "48 Super 4-dr.,| 655; 2-dr., $1,860, $1,710, $1,560; busi- | PONTIAC—'49 (6) 2-dr., $2,675. ‘48 (8) 
$1,100. '46 SD club coupe, $1,150; SD | FRAZER '47 Manvattan ere 580. ’46| $2,180. ‘47 Super conv., $1,775. '46| ness coupe, $1,500. 48 SD (6) 4-dr.,|  2-dr., $2,000; (6) 2-dr., $1,600. "42 (6) 
(6) sedan, $1,025. °'42 sedan, $820, $525. LINCOLN—'4§ . . . Super 4-dr., $1,485; RM 4-dr., $1,400, $1,370; 2-dr., $1,490, $1,330. ‘47 club 2-dr., $775. 41 (8) 2-dr., $825, 
a s , D sedan 4-dr., $1,350. , 825, $800 STUDEBAKER—'49 Commander Regal se- 
} ‘41 SD sedan, $715, $625. °40 SD sedan, | MOBILE—'47 (98) club sedan, $1,850. 41 4-dr., $825, $800. 147 | coupe, $1,370; conv., $1,380; 2-dr., $1,- | "Gan so \sop, Champion ate sl eie as 
$575, $370. d $210 "41 (66) coupe, $875. CADILLAC—'48 (62) conv., $3,200. 47| 375, $1,225. °46 2-dr., $1,130, $1,125, LC sedan, $1,775: Champion 2-dr., $1,575, 
D HUDSON — "39 Super coupe, $1,550. 39 | PLYMOUTH—'4G Deluxe 4-dr., $1,125. °36| (82) 4-dr., $2,475. '39 4-dr., $850, $1,000, "°42 2-ar., $860." *41 conv., $315. | 14 Sedan, $1,775; Champion 2-dr., $1 
. a | 4-dr., $130, eee FL ae in 100, ai TED nn, | MUDSON—'48 (6) 4-dr., 92,025. 47 (8) | WILLYB—'48 station wagon, 41440, 
ome. ce me d PONTIAC—'46 Torpedo sedanette, $1,425. $2,375. ‘48 FL 2-dr., $1,760, $1,750, $1,- 4-dr., $1,200 oe eee 
NASH—’47 (600) sedan, $1,085. ‘46 sedan, ral (6) satanetie. OaaD ’ 680; 4-dr., $1,725: FM 4-dr.. $1,605, §1.- ., $1,200, 3 
8s gent. 2 (16) sedan, $800. °41 Reem 525; SM 4-dr., $1,610. 47 FL 2-dr., | KAISER—'48 Special 4-dr., $1,420. OKLAHOMA CITY 
4 SS as > $1,410, $1,395; FM conv., $1,350; 2-dr., | wERCURY—'49 4-dr., $2,205; club coupe, 
; COUTH '48'SD club coupe, $1,575. | DENVER SS, SE Fe, CS Te] ete, “at C-ar,, U010. “66 4-de., Sl,- | pcicch smmtaer, Gale ome Wednuiaa 
PLY! ee ee n $675. | , I Sale every 2-dr., ,300; SM 2-dr., ,025. 205, $1,075, ; a Ps Fg 
"i Seon? ) sedan, $675. (Denver Auto Auction, Inc. y ’ 810: Prices are for sale of Feb. 2.) 
FON TEBAKER-—'4? Champion sedan, $1,- | Tuesday. Prices are for sale of Feb. 1.) eg Soe, eotn “jase ab oa’ eo. | NASH—'49 Ambassador 4-dr., $2,200. (Market shows new strength on all 
‘ 310. °'41 Champion sedan, $435. (Market shows a, Bad weather $050, $610." ’ OLDSMOBILE—'49 (76) 4-dr., $2,655. 48 ee aa eee es oe 
WILLYS—'48 station wagon, $1,210. SHOWS CSC OR HERERSD. 2.320: y,, | DeSOTO—'49 Custom club coupe, $2,150, (98) 4-dr., $2,100. '47 (98) conv., $1,450, | mod — o 
BUICK—'48 Super 2-dr., $2,320; conv., | HonGE—'48 Custom club coupe, $1,875,| '42 (6) 4-dr., $730, pte. 0at-hae,. eae. ste hale 
" LOS ANGELES CHEVROLET—'49 FL acrosedan, $2,700. | $1,700; 4-dr., $1,750, PLYMOUTH — '48 club coupe, $1,535; 2-dr., | 2-dr., $2,340; station wagon, $1,750, °46 
i y 46 1,340; FM 2-dr., $1,- ' FORD—’'49 Custom club coupe, $1,705, $1,- $1,600, $1,340, $1,300. °'41 2-dr., $700, Super 4-dr., $1,460. 42 ‘Super 2-dr., 
(California Auto Dealers Wholesale Auc- 46 FL aerosedan, $1,340; , $1, ; " ; 5 oe 






















@ Rigid — Rattle-Proof — Rust-Proof 
Made of Heavy Chrome-Plated Brass 
Quickly and Easily Installed 
Approved by Leading Car Manufacturers 
Now Available for Latest Models 


Coupe Sets — List price $9.00; Dealer's cost $5.40 
Sedan Sets — List price $17.50; Dealer's cost $10.50 


Sold Through New Car Dealers Only 






Send for full information today! 


AUTO VENTSHADE COMPANY 
Box 1402 
Atlanta 1, Georgia , 


ler. 
lama a ie ee ua oi _____dea 





MAKE OF CAR 


Please send me complete information about Ventshades. 


Nome__ cee ie Ta 


ER al 


i cpcsigrstteneescamionaien ee canta — iheiehiaiensemaianadienetaicatintn 





$880. ‘'41 sedan, $790, $915. ‘39 coupe, 
$640. 

CHEVROLET—’49 FL 2-dr., $2,620. ‘48 
FL aerosedan, $1,800, $2,040. °'47 SM 
2-dr., $1,375, $1,430; FM 4-dr., $1,330. 
‘46 FL 2-dr., $1,425, $1,440. ‘42 coupe, 
$825, $1,065. ‘41 sedan, $790, $690; 
2-dr., $800, $985. 

CHRYSLER — ’48 Windsor 4-dr., $2,510. 





"49 Chevrolet Premium 


Skids From $800 High 

The $700-$800 premium level 
enjoyed by Chevrolet during the 

first week following its premiere 
appears to be falling with each 
passing day, according to a 
checkup of auctions by Automo- 
tive News last week. 

Here are the latest prices on 
both lines: 

Kansas City: Fleetline DeLuxe 
4-door, $2,555; Fleetline DeLuxe 
2-door (bid refused), $2,500. 
Buffalo: Styleline DeLuxe 4- 
door, $2,435. Indianapolis: Style- 
line DeLuxe convertible, $2,335; 
Fleetline DeLuxe 4-door, $2,325; 
Styleline Special 4-door, $2,250. 





‘42 Royal club coupe, $705. 

FORD—'49 Custom (8) 2-dr., $1,935, $1,- 
915, $1,875; Special 4-dr., $1,920; %-ton 
pickup, $1,485. °'48 SD (8) 2-dr., $1,500, 
$1,535, $1,500. ‘47 SD (8) club coupe, 
$1,310. °46 SD (8) 2-dr., $1,300. 

FRAZER—'48 Manhattan sedan, $1,590. 

HUDSON—’48 club coupe, $1,890. 

LINCOLN—’39 Zephyr sedan, $405, 

MERCURY—’41 sedan, $845. 

OLDSMOBILE—'48 club sedan, $1,870. ’42 
club coupe, $600. ‘40 2-dr., $570. 

PLYMOUTH — '47 business coupe, $1,140. 
°46 4-dr., $1,240. 

PONTIAC—’46 club coupe, $1,500. 

STUDEBAKER—’49 1-ton pickup, $1,610, 
$1,500. ‘48 Champion 2-dr., $1,790; club 
coupe, $1,630. 

WILLYS—’47 station wagon, $1,240. 

MISCELLANEOUS—'46 International half- 


ton pickup, $825. 


Trailer Output 
Gains Slightly 


During October 


WASHINGTON. — Truck-trailer 
production during October amount- 
ed to 3,725 units, the Department 
|;of Commerce reported last week. 
|This represented an increase of 4 
percent from the 3,594 units pro- 
| duced in September and was 6 per- 
|cent below the October, 1947, out- 
| put of 3,962 units. 


Of the total complete trailers pro- 
| duced during October, vans, it was 
| stated, accounted for 55 percent and 
platforms for 21 percent. 


October shipments totaled 3,853 
junits with a value of $12,000,000. 
| Of these, the report said, 3,712 were 
|shipped as complete trailers while 
| 141 were shipped as trailer chassis. 

The October shipments, it was 
pointed out, showed a slight in- 
crease both in number and value 
from the 3,746 units valued at $11,- 
300,000 during the previous month. 

October figures, it was said, are 
based on reports received from 94 
companies manufacturing truck 
trailers. These include all known 
producers manufacturing trailers 
with a rated capacity of five tons 
or more during the month. 





Linn Motor Addition 
A $22,000 building permit has 
been issued to Linn Motor Co., Port 
Arthur, Tex., for an addition to its 
present sales and service building 
\at 802 Proctor St. 
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NHUC Presents Case 
Against Toll Roads 


HE CONTROVERSY over toll 
roads continues to rage. Propo- 
nents of the movement point to 
the success of the Pennsylvania 


Turnpike and endeavor to keep all 
concerned informed of the start or 
consideration of such projects in 


the various 
states. 

Opponents are 
just as busy and 
keep up just as 
great a barrage 
to show why the 
toll road system 
is unsound, 


The Highways & Safety page of 
Automotive News takes no side in 
the squabble but attempts to give 
equal hearings to both sides. 


Since toll road proponents have 
had their innings, this week’s of- 
fering is the case against toll 
roads as prepared by one of the 
most vehement critics of the sys- 
tem, the National Highway Us- 
ers Conference, 

As a leadoff, the NHUC presents 
the statements of five leaders of 
national groups of highway users 
(all members of the NHUC). 





The conference opposes toll roads 
“basically wrong because the | 
highway user already is taxed to| 


as 


provide revenue to build roads, and 

he should not be compelled to pay 

a further tax.” 
> * * 

HE STATEMENTS of the five 

men: 

Albert S. Goss, master of the 
National Grange: “Farmers have 
the same compelling reasons for 
opposing toll roads as the general 
public. But toll roads also pose a 
particular threat to agriculture. 
Farmers forced to use toll roads 


in reaching their markets would | 


pay a double tax on each trip, 
when the special highway taxes 
they already pay should buy ade- 
quate free roads, Transportation is 
an important part of the cost of 


what the farmer buys as well as ! 


what he sells. Toll roads would 
unnecessarily increase these costs.” 
Arthur M. Hill, president of the 

National Assn. of Motor Bus 
Operators: “The motor bus pro- 
vides the residents of thousands 
of communities with their only 
available means of public passen- 
ger transportation. If the inter- 
city bus has to pay tolls, it must 
pass that charge on to its cus- 
tomers. Because of the inherent 
economy of motor bus travel it 
is used by many who cannot af- 
ford more expensive modes of 
transportation. Thus, this double 
taxation would be levied by toll 
roads against those least able to 
pay.” 

Allan B. Kline, president of the 
American Farm Bureau Federa- 
tion: “To the American farmer, 
farm-to-market roads are not only 
the roads that pass his particular 
farm; they are also the main roads 
leading to the cities where he must 
bwy and sell. When farmers are 
denied better free roads because of 
the building of toll roads, they are 
confronted with an unnecessary 
barrier between them and their 
markets.” 

John V. Lawrence, managing di- 
rector, American Trucking Assns., 
Inc.: “Fees from truck operators 
are relied on by toll roads for much 
of their revenue. Yet trucks must 
keep their costs down if truck serv- 
ice is to remain available to the 
public at a reasonable price and 
so they would be impelled to use 
toll roads only when good free 
roads were not available. What 


Mich. Safety Meeting 
Mey 17-20 at Detrois 
Safety Conference will be held in 
president, has ’ 








does this mean? It plainly means 
that a state hoping to attract truck 
traffic to its toll roads will have to 
restrict improvement of its parallel 
free roads. Yet it is for good free 
roads that all highway users al- 

ready pay enormous taxes.” 
Russell E. Singer, executive vice- 
president of the American Automo- 
bile Assn.: “A return to toll financ- 
ing of needed highways is a return 
to 18th century thinking. Tolls 
failed then as a highway financing 
method, and they will fail again. 
America’s millions of private driv- 
ers should not be doubly taxed for 
the high-capacity roads they badly 
need, They are already paying for 
those needed roads through gaso- 
line taxes and registration fees. 
They should not have to pay out 
of both pockets.” 
+ * 


Ts NHUC gets into high gear 
with a booklet entitled “Toll 
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NEEDS NO PIT—A new Weaver twin-floor lift that is portable and easily 
type floor has been announced by Weaver Mfg. Co., Springfield, Ill. 


chassis points. 


Roads Are Not the Answer.” The 
question-and-answer booklet is de- 
signed to bring out the facts on 
toll roads “which spell real danger 
to America’s free highway system,” 
the NHUC said. 

The following is a list of ques- 
tions and answers in the booklet: 


When it comes to magazines, there’s one 
first place: The Saturday Evening Post! 


As a matter of fact, the Post is really one of your salesmen. 

Every time it carries an advertisement for the car you sell, 
it gets right in there and pitches. It makes a lot of calls in 
your territory—and at every home it’s received like an old 
and trusted friend. 

And it calls on the very folks who are your most valuable 
prospects .. . people others admire and imitate. Professional 
men, shop foremen, skilled mechanics— whatever their busi- 
ness—they’re people you especially want to see driving 


Most important, the Post is a mighty convincing salesman. 
Look at how the Post rates in Joplin, Missouri. It’s just one 
of five typical cities where a research firm asked key pros- 
pects—hand-picked by leading new car dealers—where they 
paid most attention to advertising. As in every other city, 
the Post was way out front—with no close second! 


The twin-floor lift is electrically operated 
wheelbase length, and handles all passenger cars and lig 
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installed on any 
It is simple and safe 
to operate, the company points out, with all working mechanism above the floor. There are 
no rails in the way, and ample headroom enables mechanic complete access to all under- 


full hydraulic). It is adjustable to 


trucks. 

Q. Can we build toll roads more 
quickly than free roads? 

A. No. Actual construction time 
for both would of course be about 
the same. But a toll road, by com- 
peting for scarce men and mate- 
rials at a time of critical shortages, 
might actually retard progress on 


3 Eo 
























the rest of a state’s highway pro- 
gram. And even though its con- 
struction is conducted by an inde. 
pendent state authority, there are 
certain definite demands imposed 
upon the state highway department 
which the latter must meet at the 
expense of time and personne] 
taken from its normal responsibili- 
ties on the free road field. 

Q. Will toll roads mean economy 
for highway users? 


A. If the toll is one cent a mile 
(the usual rate) you would pay the 
equivalent of about 15 cents per 
gallon in gas tax when using a toll 
road, and this is on top of the 
regular gas tax you pay. 

Q. Are toll roads necessary to 
serve the long-distance driver? 

A. No. Wherever there is enough 
traffic to make a toll road seem 
desirable, there is also enough traf- 
fic to merit a free road of high 
standards, Highway users should 
see that such needed free roads 
are built from the motor vehicle 
taxes they already pay. 

Q. What happens if a toll road 
fails to pay its way? 

A. You, the taxpayer, may be 
saddled with its debt, which may 
be considerably more than the cost 


of building a good free road now 
(Continued on Page 35, Col. 3) 
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ysiiS TOP SALESMAN IN JOPLIN, MISSOURI! 


Of the people who read both the POST and LIFE—and who named one 
or the other as the place where they pay most attention to advertising: 


Ca MOR OM! 
21.4% 


Of those who read both the POST and COLLIER’S—and who picked one 
or the other as the place where they pay most attention to advertising: 


ERE Ane aaa eR 
Ss eee 271.1% 


Of those who read both the POST and TIME—and who named one or 
_ the other as the place where they pay most attention to advertising: 


14people who mean 
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SHOWROOM WALLS ARE GREEN—Cochran-Shanks Motors (Studebaker) is in Gainesville, 
Tex. The exterior is of tan brick construction. Building is 100 by 70 feet. 





Title Bill Is Opposed 


By New York AAA 

NEW YORK.— Opposition to a 
proposed compulsory certificate of 
title law for motor vehicles on the 
grounds that passenger-car owners 
would be forced to bear an unnec- 
essary expense of $2,000,000 was 
voiced last week by the New York 
State Automobile Assn. 

“No real necessity for such a law 
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|has yet been shown,” said John R. 
|Crossley, association legislative 
|chairman. “Purchasers of motor ve- 
hicles who deal with reputable deal- 
}ers are amply protected from loss. 
|While it is true that there are 
thefts of motor vehicles in this 
state and transfer of such stolen 





vehicles, the number of such thefts. 


does not, in our opinion, warrant 
the passage of a title law.” 
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= _NHUC Presents Case 


Against Toll Roads 


(Continued from Page 34) 


in its place. Even if the state has 
not guaranteed the bonds, it prob- 
ably would take over the road and 
its obligations. One state has its 
own funds invested in these bonds. 

Q. What will happen to toll roads 
under recession conditions? 


A. No modern turnpike has been 
operated under poor economic con- 
ditions. But the Pennsylvania Turn- 
pike only began to earn its charges 
in the current boom period, Before 
that it failed to earn its charges. 
People who might not mind a toll, 
when personal incomes are high, 
may choose to save money on tolls 
when their incomes are lower. It 
also undoubtedly will be harder to 
interest investors in a toll road’s 
bones in any period of financial 
strin yency. 

Q If a toll road is built, will 
thers be good parallel free roads 
to serve the short-distance driver 
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business 


(who is vastly in the majority), or 
those who object to a toll road’s 
double taxation? 

A. The answer apparently is no. 
When a state officially encourages 
the building of a toll road, it will 
hardly court bankruptcy for that 
road by building good competing 
roads to take traffic away. (In fact, 
the Pennsylvania Turnpike pros- 
pectus to investors assumes that 
existing parallel routes will not be 
improved as free routes to the ex- 
tent of providing travel conditions 
that are competitive with the turn- 
pike!) 

Q. Are toll roads necessary “for 
safety’s sake”? 

A. No. Putting a toll on any road 
will not make it safer, except pos- 
sibly by cutting down its potential 
traffic volume. But when traffic vol- 
ume is cut by diverting traffic to 
inadequate parallel roads, these 
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Trans-Canada Highway . 


May Start This Year 

The Trans-Canada highway, 
which is expected to be started 
this year, may cost approximate- 
ly $266,000,000 to complete, it 
was reported in Ottawa. 

Reports are that it has been 
suggested the government should 
contribute about 50 percent of 
the total cost. The government 
has stated that it would like to 
see the project started as soon 
as poasible. 





other roads become more danger- 
ous unless they too are improved. 
(See previous answer as to this 
possibility.) 

Q. Doesn’t the toll method have 
the advantage of forcing those who 
use the road to pay for it, instead 
of making other people who may 
not use it pay? 

A. This question sounds plaus- 
ible, but isn’t, Everyone in a state 
benefits from good free roads. Al- 
most from the beginning of the 
automotive era, we have all helped 
pay for some roads we personally 
may never have used. But other 
people have helped pay for the 
roads we do use. Everyone in a 
state—farmers, industrialists, mer- 
chants, workers—benefits from ade- 
quate free roads. Everyone in a 
state will suffer if an epidemic of 
toll roads upsets our highway prog- 
ress, 

(Actually, the construction of a 
toll road may force up the taxes 
of a highway user who is injured 
instead of benefited by a toll road. 
In one state, a rise in the gasoline 
tax has been proposed partly in 
order to build “feeder” roads to a 
toll highway. Citizens, ironically, 
would thus be taxed to make a toll 
road more attractive financially to 
its backers!) 


Q. Are toll roads convenient? 


A. Sometimes, But because their 
toll gates are often many miles 
apart, you may have to drive many 
miles out of your way to use one. 


Q. Will the federal government 
help to pay the costs of building 
a toll road, as it helps with many 
free roads? 


A. Absolutely not. Congress for 
many years has taken a strong 
position against toll roads. So has 
the Public Roads Administration. 

Q. Will toll roads help to relieve 
city traffic congestion, which is one 
of America’s great traffic prob- 
lems? 

A. No. Generally, toll roads 
through cities have been found 
thoroughly impracticable from a 
financing standpoint. Not only that, 
but toll roads, unlike good free 
roads, end before the city limits 
are reached. This means concen- 
trated traffic is dumped where 
there are no facilities to handle it, 
thus increasing congestion. 


Q. What is the greatest single 
objection to the building of toll 
roads? 


A. Building of toll roads prevents 
sound and logical development of 
a free road system to be used by 
all of the people. The issue is Toll 
Roads vs. Free Roads. Our free 
road system has helped make 
America economically and militar- 
ily strong; has given us the world’s 
highest standard of living. It is re- 
sponsible, with the motor vehicle 
industry, for one out of every seven 
jobs in the nation. 


British Columbia Begins 
Student Driver Courses 


Automobile driving courses are 
now being proposed by the British 
Columbia department of education 
and the Vancouver traffic and safety 
council in conjunction with school 
boards in 11 schools in the lower 
mainland of British Columbia, it 
was reported in Vancouver, 


A $6,000 grant from the depart- 
ment provided for instruction in 15 
schools. Demand for registration is 
keen, J. Plaskett, executive secre- 
tary of the council, reports. Class- 
room instruction claims 20 hours, 
and driving practice 32 hours, in- 
cluding six hours behind the wheel 
for each student‘. 


Charter Granted 

A charter has been granted Hol- 
man-Sheffield Motor Co., Russell- 
ville, Ky., with a capital stock of 
$50,000 authorized. Incorporators 
are Raymond and Wallace Holman, 
Kenneth M. Sheffield and Leslie 
Engler. 





In the Hopper 


(Continued from Page 28) 


50-Cent Minimum Wage 
Before S. C. Legislature 


State wage-hour regulations for 
intrastate workers, similar to those 
provided by federal law for work- | 
ers in interstate commerce, are | 
proposed by a bill introduced in 
the South Carolina Legislature by 
Rep. Poliakoff of Spartanburg. 

It would require minimum wages 
of 50 cents an hour with time and 
a half beyond an eight-hour day 
or 40-hour week. 


+ * 


Tennessee Bill Would Kill 


State Closed-Shop Ban 


A bill to repeal Tennessee’s 
anti-closed shop law has been in- 
troduced in the state legislature 
by Sen. J. B, Ragon, Rep. Paul A. 
Phillips and others. 


* * * 


Liability File 
Rhode Island’s registrar of motor 
vehicles would be required to main- 





tain public files of the names and 
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Y | 
| 80 percent of such income resulted 
| from the owner’s personal services. 
|The new tax would bring in an 
|estimated $4,250,000 in additional 
| revenue. 
| oa * * 

addresses of automobile owners | Utah Fair Tr ade Bill Aimed 

with liability insurance, under | At Gas Price Cutting 

terms of a bill introduced in the A bill to make it illegal to sell 

state legislature by Rep. Joseph F. gasoline at less than the posted 

Prete, Providence Democrat. price has been introduced in the 

ee | ty Shee Utah legislature by Rep. Merrill 


Stiffer Drunk-Driver Fine | K. Davis, Salt Lake City Repub- 


e _ . lican. 
Asked in Connecticut The proposed legislation is 
Under the terms of a bill filed | aimed against the practice of 
with the Connecticut general as- | some gasoline retailers to give 
sembly, the penalty for convic- | motorists a rebate on gas pur- 
tions on charges of drunken | chased at the posted price. Such 
driving would be raised to $200 | a practice would become a mis- 
for the first offense. demeanor under the bill. 
+ * ” 


* * * | 

~ ° ° |each owner to carry a policy, has 
Mass. Governor Urges Tax Five-Year Driver Test _| been killed by the unicameral legis. 
On Unincorporated Business 


Motor vehicle operators would |!ature. Owners who can now qual- 
An excise tax on unincorporated | have to take an examination every a ee oo 
| five years under a bill introduced in | 





licies. 
business has been recommended to lthe New York assembly by Nathan ae * * * 


the Massachusetts legislature by | 4 
Gov. Paul A. Dever. The tax would | A. Lashin, ate 


be measured by net income, at the 

same rate applied to business cor- | Neb. Liability Law | Pennsylvania legislature which 

porations. | A bill to compel Nebraska auto-.-| would declare operator’s licenses 
Exempted would be up to $10,000 | mobile owners to carry increased | issued to minors under 18 to be 

of gross annual income, and where! liability insurance, and to require | restricted and prohibit such minors 


Limited License 










Parking Lots . . . Auto Dealers 


Cottage Camps... Truck Lines . . . Utility Com- 


panies . . . Industrial Plants. . 


Highway Departments . . . and many other busi- 


nesses. 


The versatile MINUTE SNOW AND DIRT 
BLADE incorporates many features that make it 
possible to remove snow and dirt quickly, easily 
and more economically. It has been tested and 
proved sturdy and efficient. The size and weight 
for Pick-Up and Panel Delivery trucks: 6 ft. x 22”, 
wgt. 300 Ibs.; for 142 Ton and Power Wagons: 


7) ft. x 28”, wgt. 400 Ibs. 


LOW PRICED! 
EASY TO INSTALL! 


ONE OF THE 
STURDIEST BLADES 
ON THE MARKET! 
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FOR EVERY TRUCK OWNER 


Here is a handy implement that is valuable to. 
the owners of Pick-Up trucks, Panel Delivery 
trucks, 142 Ton trucks, Power Wagons, Military 
trucks, and other standard trucks. The MINUTE 
SNOW AND DIRT BLADE is useful on farms 
and ranches, and in the city . . . Filling Stations. . . 


A Product of 
K & K Manufacturing Co. 
Denver, Colo. 




























CHEV. TRUCKS 


K&K MINUTE SNOW AND 
DIRT BLADES fit Chevrolet 
Pick-Ups, Panel Delivery, and 
14 Ton trucks. Snow and dirt 
can be removed speedily and 
without effort, while control- 
ling blade from inside cab. The 
MINUTE SNOW AND DIRT 
BLADE is fool-proof and sim- 
ple, and the only tool needed to 
install and remove is a wrench. 


... Air Fields... 


. Chain Stores .. .« 


FORD TRUCKS 


K&K MINUTE SNOW AND 
DIRT BLADES fit Ford Pick- 
Ups, Panel Delivery, and 114 
Ton trucks. Blade takes only a 
few minutes to install and re- 
move. This includes attaching 
and removing entire blade and 
supporting frame—nothing re- 
mains on truck. To install blade 
you tighten only 6 nuts. 


DODGE TRUCKS 


K & K MINUTE SNOW AND 
DIRT BLADES fit Dodge Pick- 
Ups, Panel Delivery, 14% Ton 
trucks, and the Dodge Power- 
wagon. The design of the 
MINUTE SNOW AND DIRT 
BLADE is a lighter version of 
the bulldozer blade. It’s cutting 
blade is made of tough carbon 
steel, and the supporting frame 
is of light, strong tubular con- 
struction to resist hard treat- 
ment. 
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Also for “JEEPS” : K _ — Co. : 
1134 Broadway 
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| Two measures are reported in the | 








SET IN THE MOUNTAINS—The $45,000 home of Craig-Frederick Motor Co., Arvada, Colo 
Building is modern in architecture and has an attractive appearance through the use of 
glass brick. Fred Craig, Steve Frederick, Ruben Craig and Max Manheim are the owners 
and managers of the company 


|from operating vehicles at night 
|unless accompanied by a parent 
}or guardian. 

| * * * 


Propose $16.50 Fee in Pa. 
| For Small Pickups 


Registration fees for pickup 
trucks with cab and chassis weight 
less than 2,400 pounds, would be 
| fixed at $16.50 under a bill intro- 





j}duced in the Pennsylvania legis- 
lature. 
Also introduced was another 


measure which would require an 
annual registration fee of $1 for 
trailers and semi-trailers used in 
farming. 


* * * 


Calif. Wrecker Rules 


A bill which would require auto- 
mobile wreckers to determine that 
all fees are paid and licenses in or- 
der before dismantling a car has 
been introduced in the California 
legislature. 

” + 


Vt. Speed Ban Asked 


Pending in the Vermont legisla- 
ture is a bill to reduce the speed 
limit on highways from 50 miles 
an hour for passenger cars and 45 
miles for trucks to 40 miles for 
cars and 35 miles for trucks. 

a + * 


Share Shrinkage 


Sharing of the 3 percent shrink- 
age allowance granted under Indi- 
ana’s gasoline tax law by the dis- 
tributor and dealer is proposed by 
a bill introduced in the state legis- 
jlature. The distributor now gets 
it all. 


* * * 


School Bus Colors 


A bill to require all school buses 
|to be painted red, white and blue 
has been introduced in the Indiana 
legislature by Senators Jack 
O’Grady, Terre Haute Democrat, 
and Leslie T. Thompson, Evans- 
ville Republican. 
* 


$10 Million Issue 


A state constitutional amendment 
to authorize a $10,000,000 bond issue 
for state acquisition of property for 
toll bridges was proposed in a 
measure introduced in the Pennsyl- 
vania Senate. 

* + 


Seek Full Coverage 


A bill has been introduced in the 
| Texas Senate which would allow in- 
| surance companies to write policies 

carrying full coverage on hail and 
|windstorm damage to houses and 
| vehicles, 


* * 





* 


* * * 


Free Tags for Amputees 


| Free license tags will be provided 
|for automobiles of veterans who 
have been awarded automobiles un- 
der the Veterans Administration 
program for amputees, if a bill 
| introduced in the Arkansas legisla- 
;}ture is enacted into law. 
+ +n * 


More Police in Pa.? 


| Pennsylvania’s state police force 
would be increased from 1,600 to 
2,000 men at an annual cost of 
$2,000,000 under provisions of a 
pending bill. 


* * * 


Extra Registry Time 


Nebraska automobile owners 
would have an extra 15 days to 
renew license plates under a bill 
introduced in the state legislature 
by Sen. Thomas H. Adams of Lin- 
coln. The annual deadline would be 
advanced to Feb. 15, 
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Maine Turnpike Report 


Highway Head Reports Road $462,000 in Black 
After First Year of Operation 


PORTLAND, Me. — Announcing 
that the Maine turnpike had $462,- 
287.55 in the bank clear of mainte- 
nance costs and interest payments 
on a $20,000,000 bonded debt, Execu- 
tive Director William B. Getchell jr. 
said the figure is less imposing than 
it looks on first sight. 

Getchell made public statistics 
on 1948 traffic and revenue for 
the new 47-mile toll superhighway 
between Portland and Kittery. He 
explained that previous figures 
were merely rough estimates and 
predictions of total income and 
expenses. 

Pointing out that interest on the 
$20,000,000 bonded indebtedness was 
paid out of principal up to the start 
of 1949, he said that from now on 
the superhighway must pay its own 
way. 

That means, he said, the Maine 
turnpike authority must: Meet op- 
erating expenses— which totaled 
$220,498 for the first calendar year 
of operation; pay a yearly total of 
$512,000 in interest charges; and 
pay off the loan’s principal—$20,- 
000,000—over a 30-year period retro- 
active to Feb. 1, 1946. 

Getchell said that no date had yet 
been set for the first payment to- 
ward reducing the debt. He ex- 
plained that no definite time limit, 
outside the overall 30-year period, 
is set for debt reduction payments. 

The turnpike authority will pay 
off the bonded debt out of surplus 
funds after maintenance, operation 
and interest costs are taken care 
of, Getchell said, but observed that 
“we'll have to do a lot better.” Be- 
yond that observation he made no 
other comment as to whether the 
first year’s record put the super- 
highway in a good light or bad. 

“The figures speak for them- 
selves,” he said. 

A breakdown of revenue figures 
indicated that: 

1. If operating and maintenancé 
costs in future years average about 
the same as 1948’s $220,498, then the 
turnpike must bring in $732,498 total 
annual revenue to cover operating 
and maintenance expenses and in- 
terest charges alone. 

2. If interest charges thus far 


a 
Insurance Firm 
. 
Held Negligent 
° . 7 o 
In Liability Suit 

HARTFORD, Conn.—In a verdict 
which, if sustained by the Connec- 
ticut supreme court of errors, will 
establish new law on the subject 
in the state, an insurance company 
has been held negligent by a court 
of common pleas jury for failing to 
settle a suit within the limits of an 
auto liability policy carried by a 
Hartford business firm. 

The jury awarded damages of 
$3,240 to Capitol Fuel Co., against 
New York Casualty Co., handing up 
the verdict to Judge Abraham S. 
Bordon after deliberating nearly 
five hours. 

The insurance company immedi- 
ately announced its intention to 
carry an appeal to the supreme 
court of errors. 

Capitol Fuel carried a $20,000 au- 
tomobile policy with the New York 
insurance company. On Dec. 24, 
1945, one of the firm’s employes 
struck and injured two women— 
Agnes and Catharine McGowan. 
_In May, 1947, a superior court 
jury returned a verdict for $25,900 
in their favor, The insurance com- 
pany filed an appeal and the Misses 
McGowan brought suit against the 
fuel company to recover the 
amount awarded them in excess of 
the policy coverage. 

During the common pleas court 
trial, evidence showed that the Mc- 
Gowan suit against the fuel com- 
pany had been settled for $3,000, 
and in connection with this com- 
promise New York Casualty Co. 
dropped its appeal. It was to re- 
cover the sum it spent in settle- 
ment, plus interest, that the fuel 
company sued the insurance firm. 


Prishel Motor Sales 


_ A business name has been filed 
in the Erie county clerk’s office 
for Prishel Motor Sales, 1135 Main 
St., Buffalo, N. Y., by Elmer J. 
Prishel and Alfred A. Greene. 








had not been paid out of the loan | 


principal, used to construct the 
highway itself, the turnpike would 
have been about $62,703 in the hole 
for 1948, 


The turnpike’s 1948 total income 
of $669,795.78 came from 1,516,171 
vehicles, Getchell said. Of these, 
“about 75 percent” were out-of-state 
vehicles, he estimated on the basis 
of spot checks of traffic flow made 
throughout the year. 

The exact unexpended balance 
for 1948 was $449,297.28, to which 
Getchell added revenue for two 
weeks in December, 1947, when 
the pike was first opened, to 
bring the total for the year and 
two weeks to $462,287.55. 

Two factors were cited as indi- 
cating that the toll road is getting 
off to a good start in 1949. Excep- 
tionally mild weather, Getchell said, 
would allow substantial savings in 








OPENS SECOND SHOWROOM—George C. Stickel, president of Stickel Auto Sales Corp. 
(Austin-Crosley), has named his son, George C. jr., sales manager of the company's branch 


showroom at 


3-79 Millburn Ave., Millburn, N. J. The new outlet contains 15,000 square feet 
of floor space. Jack Cuneo is service manager. 





| noted that fare revenues from Dec, 


13 to Jan. 9 exceeded the corre- 
sponding period a year ago by 36 
percent. 

Getchell’s figures showed that 
during the calendar year of 1948 
a total of 919,301 or 60.5 percent of 
the vehicles on the pike were on 
through trips between Kittery and 
Portland. 

Of the total vehicles using the 
road during the year, 1,390,669 were 
passenger cars; 2,453 motorcycles; 
119,863 trucks, and 3,186 buses, In 





winter maintenance costs. He also 
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Wolf’s Head motor oil and lubes have always had 
that extra something that makes for success. The 
Wolf’s Head signs mark the dealers who sell the ‘‘fin- 
est of the fine’’ motor oil and lubes—the dealers who 
have proven that Wolf’s Head makes more satisfied 
customers—and satisfied customers are essential to 
continued business success. Wolf’s Head Oil Refining 





addition to toll-paying vehicles, 
there were 27,483 non-paying ve- 
hicles — military, police, mainte- 
nance and contractors’ vehicles. 


The average trip for toll-paying 
vehicles was 35.5 miles, based on 
a vehicle-miles total of 53,860,252, 

Peak month for use of the super- 
highway by out-of-state motorists 
was August, when sample counts 
indicated 86 percent “foreign” reg- 
istrations with approximately three 
and a third occupants to each ve- 
hicle, 


37 
* . 
British Rule Out 
. * . 
Auto Socializing 

LONDON.—Britain’s auto makers 
were assured their factories would 
be untouched when the government 
nationalizes the iron and steel in- 
dustry, Supply Minister George 
Strauss testified here before a 
House of Commons committee 
hearing on the steel bill. 

“Maybe some day some govern- 
ment may want to nationalize the 
motor car industry,” he said. “But 
it would be unwise and wrong to 
use a bill for the nationalization of 
steel as a method of nationalizing 
an important part of the motor car 
industry. The right way to do it 
would be by nationalizing the whole 
industry in one clean measure.” 

Strauss’ remarks were made in 
replying to criticism that the gov- 
ernment had exempted the mills 
and furnaces of Ford Motor Co. 
from national ownership because 
the company was owned mostly by 
Americans. He said the company’s 
steel-making facilities were exclud- 
ed because the output is used “pri- 
marily for the purpose of making 
vehicles.” 





SIGNS OF SUCCESS 


Co., Inc., Oil City, Pa., New York 10, N. Y. 
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Wolf’s Head, motor oil is refined three steps 
further than ordinary oils 


f EXPERTLY CONTROLLED DEWAXING — Keeps 
Wolf’s Head free-flowing. 


DOUBLE DISTILLING — 
richer, tougher, more heat-resistant. 


Makes Wolf’s Head 


TRIPLE FILTERING — Removes all free car- 
bon and other troublesome impurities, 


100% Pure Pennsylvania ED) P.G.C.O.A. Permit No. 6 





Says It’s Harder 
To Park Cars 


Garage Owner’s Story 


Blames Wider Models 


PHILADELPHIA.—The new auto 
models are adding to the parking- 
space operators’ already numerous 
problems, according to Hank Bor- 
den, manager of the Capital Ga- 
rage in Washington. His 10-story 
parking garage, probably the 
world’s largest, parks everything 
from Guy Lombardo’s speedboat to 
John Doe’s baby, gives customers 
piped-in music and maid service 
while they wait, and holds cars for 
owners who forget where they left 
them. 

Borden tells his story, in collab- 
oration with Stacy V. Jones, in “I 
Park a Thousand Cars a Day,” in 
the Jan. 22 Saturday Evening Post. 

“Every year the (parking) prob- 
lem gets worse,” says Borden, a 
member of the parking committee 
of the Washington board of trade. 

“For one thing, the cars get 
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longer and wider and closer to the 


ground with each new model... . 
The bigger they get, the more floor 
space they take, and the harder 
it is to park them without scrap- 
ing fenders. The lower they get, 
the more care is needed in driving 
them up ramps. 

“To be sure that no paint will 
be scratched, I would say seven 
feet by 15 is a minimum floor space 
needed to park a modern car.” 


Tool Engineers 
Meet March 10-12 


DETROIT.—Members of the 
American Society of Tool Engi- 
neers will hear L. E. Osborne, sen- 
ior executive vice-president of 
Westinghouse Electric Corp., as the 
featured speaker at their national 
banquet March 12 in the Hotel 
William Penn, Pittsburgh, accord- 
ing to L. F. Holland, president of 
the society. 

The banquet will be the climax 
of the society's 17th annual meet- 
ing, scheduled March 10-12 in Pitts- 
burgh. 











Selectivity Called 
Market Keynote 
In Philadelphia 


PHILADELPHIA.—Selective buy- 
ing is the key to the auto market 
situation in Philadelphia, according 
to a survey of dealers in this area 
by Automotive News. 

While demand is piling up for 
lower-priced cars, more expensive 
automobiles are moving at a slower 
pace. 

Dealers of Chevrolets, Plymouths 
and Fords report that they still en- 
joy a seller's market. However, 
most other dealers admit they are 


MINNEAPOLIS DEALER PARTS OFFICIALS—Executives of Automobile Dealers Parts Assn.,| meeting more buyer rs and 


Minneapolis, formed in that city in April, 1947, met recently with officers of the Minne- must do a better selling job. A 


apolis and St. Paul automobile dealers associations to cement relationships and discuss 
expansion of the organization across the country. Parts association officials asked the dealers, 
who are their employers, for moral support. = plans to enroll every dealer in the 
area in a school for parts trainees it is sponsoring with the on furnishing instructors. 
Officers of the parts group include Clarence Beauvais, president, St. Paul ae George 
Pitschka, vice-president, St. Anthony Motors; Vincent Abramson, secretary T. Hansord 
Pontiac, and Wallace Fisette, Slawik Motors (DeSoto), treasurer. Clark ‘enitiy, snes 
Scheefe Buick, is chairman of ‘the advertising committee. Left to right: Dill Clements, pres 
dent, Associated Automobile Dealers of St. Paul; Beauvais, and Perry Dean, president, Min- 
neapolis Automobile Dealers Assn. 





AUTOMOTIVE NEWS, the Newspaper of the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an estimated more than 100,000 readers weekly! 


few 
dealers are already lining up pros- 
pective customers by using the tele- 
phone liberally. 

Most dealers believe that profits 
will continue at a good rate in 1949. 
However, they agree that the day 
of premium prices is over. 

The darkest outlook seems to be 
taken by dealers in used-cars and 
trucks. 


New Passenger Car Registrations, 39 States for December, 1948-1947 


Car registrations by states 
are released weekly, 
as completed by R. 
Polk representatives in state 
capitals. 


: 
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Miscellaneous 


Car registrations by states 
are released here week! 
as completed t 
Polk representatives in state 
capitals. 
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New Commercial Car Registrations, 0 States for December, 1948-1947 
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The following advertised delivered prices pecial ll 
are based on factory retail prices at the oes = Si, cuss: %. a 2 
factories, They include dealer delivery 486.25; club cpe., $1,518; conv., $1,872; 


and handling charges and federal taxes. 


They do NOT include transportation 
charges, state sales taxes, or optional 
equipment. 


BUICK—Special Series 40—4-dr. sed., 


$1,861; 2-dr. sed., $1,787; Super Series 50 
—4-dr, sed., $2,192; 2-dr. sed., $2,092; 
conv., $2,624; stat. wag., $3,229; Road- 


master Series 70—(Dynafiow standard)— 
4-dr. sed., $2,782; 2-dr. sed., $2,661; conv., 
$3,203; stat. wag., $3,797. 

CADILLAC—Series 61-——4-dr. sed., §$2,- 
945; club cpe., $2,840; Series 62——4-dr. sed., 
$3,103; club cpe., $3,019; conv., $3,549; 
Series 60 Special—4-dr. sed., $3,891; Series 
15—4-dr. sed. (5-pass.), $4,833; 7-pass. 
sed., $5,053; 7-pass. Imperial, $5,253; 
9-pass. bus. cpe., $4,733; 9-pass. bus, Im- 
perial, $4,922. 

CHEVROLET — Fieetiine Special — 4-dr. 
, $1,481; 2-dr. sed., $1,434; Fieetline 
Deluxe—4-dr. sed., $1,560; 2-dr. sed., $1,- 
|\—4-dr. sed., $1,481; 
2-dr. sed., $1,434; club cpe., $1,439; a 
cpe., $1, 360; St: Deluxe—4-dr. sed. 
$1, 560; 2-dr. sed., $1,513; club cpe., $1,529: 
conv., $1,878; stat, wag., $2,288. 


CHRYSLER-—Royal ‘‘6’"—-4-dr. sed., $1,- 
980.25; 2-dr. sed., $1,932.75; 7-pass. sed., 


$2,404.50; lim., $2,530.75; club cpe., $1,- 
958.25; bus. cpe., $1,843.50; Windsor ‘‘6’’— 
4-dr, sed., $2,045.50; 2-dr. sed., $2,014; 


Current Prices on New Automobiles 





am, one $2,459; lim., $2,585.50; club, 4-dr. sed., $1,591.50 (V-8, $1,665.50); 2-dr. , Special—4-dr. sed., $2,348; 2-dr. sed., $2,- 

$2,024.50; conv., $2, 439. 25; bus. cpe., | sed., $1,538 (V-8, $1,617); club cpe., $1,529 | 323; club cpe., $2,344; Ambassador Custom 
$1, 908. 75; Traveler 4-dr. sed., $2,187.75; | (V-8, $1,613.50); conv., $1,886 (V-8, $1,-|—4-dr., sed., $2,489; 2-dr. sed., $2,464; 
be gg fA i. = $2,321.26; 2-dr. aoa’ stat. wag., $2,119.50 (V-8, §$2,- | club cpe., $2,485. 

x : -25; club cpe., . .75; bus. 64.50). ILE—Se pe 
cpe., $2,194.75; New Yorker ‘‘8’’—4-dr. FRAZER—4-dr. sed., $2,482.77; Manhat- at ae (deluner $2,008); ands ome 
sed., $2,446.25; 2-dr. sed., $2,409.25; club | tan—4-dr. sed., $2,746.11. sed., $1,853 (deluxe, $1,995): 2-dr. sed 
cpe., $2,419.75; conv., $2,850.25; bus. cpe.,| HUDSON—Super ‘‘6’—4-dr. sed., $2,-| $1,790 (deluxe, $1,932): club cpe., $1,764 
$2,319.75; Town & Country conv., $3,430.25; | 222.25 (8-cyl., $2,343); 2-dr. sed., $2,- (deluxe $1 905: conv " $2 180: Series 88 
Crown I 8"” — 7-pass. sed., $4,- | 171.25; club cpe., $2,219 (8-cyl., $2,339.75); | Standard——(Hydra-Matic standard) — 4-dr 
711.75; lim., $4,816.75. bus. cpe., $2,069; conv., $2,835; Commo-| seq. $2,286 (deluxe, $2,417); 4-dr town 

OROSLEY — 2-dr. deluxe sed., $959;|@ore “‘6"—4-dr. sed., $2,398.50 (8-cyl.,| sed. $2,275 (deluxe, $2,406): 2-dr. sed. 

V., $959; stat, wag., $991. $3,824); club epe., $2,374.25 (8-cyl., $2,-| $2,912. (deluxe, $2,343); club cpe., $2,185 

DeSOTO—Deluxe—4-dr. sed., $1,345; 2- | 88-75): conv. $3,056.75 (8-cy1., $3,137.75). | (deluxe, $2,316); conv.,” $2,601; stat. wag. 
dr. sed., $1,808.25; club cpe., $1,834.50; 244.37; | deluxe, | $3,338; ‘Series 98 Standard—(Hy- 


pecial—4 
Deluxe—4-dr. sed., $2,407.11. 


bus. epe., $1,718.75: Oustem—4-dr. sed., : dra-Matic standard)—4-dr. sed., $2,542 
$1,911.50; 2-dr. ‘sed., $1,879.75; 7-pass. | ope “grase; cone, “ar. oo. 82,880.50; Spt. | (deluxe, $2,636); 2-dr. sed., $2,468 (deluxe, 
sed., $2,335; lim., $2,461.50; club cpe.,| {rar’ ‘spt. sed. $3,944; d-dh. town sed,, | #27082); Conv. deluxe, $3,015. 
$1. s00g: conv., $2,315.75; Suburban, | $3 344: spt. cpe., $3,291.50; conv., $4,054. y fen. =; a — ser sed. $2,275 
) uxe, . ; 2-dr. ., $2, (deluxe, 
- Botan Daan. -dr, sed., $1,738.25; PP getty -dr. Ssshbe; ci spt. Cbe., | $2,517); stat. wag., $3,245; Super Eight— 
= $1,696; bus. cpe., $1,606.50: : conv., $ stat. W&8-,| 4-dr, sed., $2,827; 2-dr. sed., $2,802; conv., 
Custom—4-dr. sed., $1,807.75; town sed., | $2,820.50. $3,250; 7-pass. sed., $3,500 (deluxe, e: 
$1,892; 7-pass. sed., $2,199; club cpe., $1,- NASH—600 Super—4-dr. sed., $1,832; | 850); 7-pass. lim., £3,850 (deluxe, ct 000 
794; conv., $2,209. 2-dr. sed., $1,807; club cpe., $1,829; 600 Custom Eight—4-dr sed., $3,750; 2dr: 
FORD—Six-_4-dr. sed., $1,473.50 (V-8, — Special —4- -ar. sed., $1,880; 2-dr. | sed., $3,700; conv., & 295; 7-pass. sed., 
$1,560); , $1, 885; chub cpe., $1,877; 


2-dr, sed., $1,425 (V- 8, $1,511.50); 
— cpe., $1, 416.50 (V-8, si, 524); bus. 
, $1,252 (V- 8, $1,433. 50); Custom Six—- 


$4,704: 7-pass. lim., 
PLYMOUTH — Ta — 4-dr, sed., $1,- 
455.50; 2-dr. sed., $1,397.50; club cpe., 


$2,279; 2-ar, $2,- 


254; ae cpe., ras 275; Rabuender ‘Super 





bus. cpe., $1,454.75; stat. wag., $2,082.75. 
PONTIAC — Streamliner Six Standard — 
4-dr. sed., $1,771 (deluxe, $1,866); sed. 
cpe., $1, 721 (deluxe, $1,815); Streamliner 
t Standard—4-dr, sed., $1,839 (deluxe, 

$1, O34): sed, cpe., $1,789 (deluxe, $1,883) ; 
Chieftain Six Standard—4-dr. sed., $1,792 
(deluxe, $1,887); 2-dr. sed., $1,742 (deluxe, 
$1,836); sed. cpe., $1,742 (deluxe, $1,836); 


bus. cpe., $1,618; conv. deluxe, $2,169; 
Chieftain t 8 —4-dr. sed., $1,- 
860 (deluxe, $1,955); 2-dr. sed., $1,810 


(deluxe, $1,904); sed. cpe., $1,810 (deulxe, 
$1,904); bus. cpe., $1,686; conv. deluxe, 
$2,237. 

STUDEBAKER — Champion Deluxe — 
4-dr. sed., $1,688.50; 2-dr. sed., $1,656.75; 
club cpe., $1,683; bus. $1,588.25; 

Regal Deluxe—4-dr. sed., $1,- 
762; 2-dr. sed., $1,730.50; club cpe., $1,- 
756.75; bus. cpe., $1,662; conv., $2,086.25; 
Deluxe—2-dr. sed., $2,019.25; 
$1,987.75; $2,014; 
$1,919.25; 
Deluxe—4-dr. sed., $2,140.50; 2-dr. sed., 
$2,108.75; club cpe., $2,135; bus, cpe., $2,- 
040.50; Land Cruiser 4-dr, sed., $2,327.75; 
conv., $2,467.50. 

WILLYS-OVERLAND — Jeep stat. wag. 
(4-cyl), $1,856.71; 6-cyl. stat. wag., $1,- 
951.43; Jeep stat. sed., $2,008.78; Jeepster 
conv., $1,875 77. 


2-dr, sed., 


club cpe., 
bus. cpe., Commander 








buy- 
ket 
ding 
area 


for 
sive 
wer 


uths 
| en- 
Ver, 
are 
and 
few 
TOS - 
tele- 


ofits 
1949. 
day 


9 be 
and 











Tax Increases Urged .. . 


Study Financial Plan 
For Wash. Roads 


OLYMPIA, Wash. — Means for 
financing a highway program rec- 
ommended for this state in an en- 
gineering survey are analyzed in a 
150-page report, “Financing Wash- 


ington’s Highways, Roads and 
Streets,” submitted by Dr. James 
Cc. Nelson. 


The financial study proposes two 
plans for tax increases to meet 
reported revenue deficiencies of 
$237,826,000 for the 15-year long- 
range program considered the opti- 
mum in the report. 

The reported average annual 
deficiency will be $15,855,000, The 
largest expected deficit will exist 
in the state primary and second- 

ary highway programs, including 
co links through cities, 
amounting to $217,368,000 for the 
15-year period. 

An estimated deficit of $21,684,000 
will exist with respect to city 


a surplus of $1,226,000 if anticipated 
revenues are measured against 
county road requirements found by 
the engineering staff. 

Almost all of the additional reve- 
nues will go to the state govern- 
ment for state highways with sub- 


stantial increases in highway user 


taxes contemplated by the report. 


The first alternative revenue 
plan would invoke a uniform in- 
crease of 40 percent in the vari- 
ous highway user taxes, While 
the report states such a blanket 
increase would have the advan- 
tage of simplicity, it adds it 
would have the disadvantage of 
continuing or increasing existing 
inequities, “particularly the dis- 
crimination against passenger 
cars inherent in gallonage tax on 
motor vehicle fuels, and it would 
involve a greater increase in the 
gasoline tax than many people 
would think desirable or depend- 
able from a revenue yield stand- 
point,” 

The proposed alternative tax in- 
crease program (using the gross 
ton-mile theory) involves the fol- 
lowing: 

1. Increases in gross weight fees 
for privately-owned trucks and 
tractors ranging between $1 and 
$93 per vehicle. 

2. Increases in gross weight fees 
for privately-owned trailers and 
semi-trailers ranging between $3 
and $295 per vehicle to make effec- 
tive a differential of 50 percent over 
the weight fees paid by trucks and 
tractors. 

8. Increases in seating capacity 
fees of intra-city buses from $2 
to $4 per seat and of inter-ocity 
buses from $4.50 to $9 per seat. 

4. A 1.5 cents per gallon increase 
in the state motor vehicle fuels tax, 
or from 5 cents to 6.5 cents per 
gallon. 

5. A $1 increase in the basic reg- 
istration fee for privately-owned 
vehicles to $4 per vehicle if the 
50 percent differential in gross 
weight fees granted trucks owned 
by farmers is eliminated, or a $2 


Every Cent Counts 


Hollywood Nash Dealer Uses | 


‘Copper’ Sales Twist 


LOS ANGELES.—J. F. O’Connor 
& Son, Nash dealer in Hollywood, 
has developed a novel twist to pro- 
vide customers with a demonstra- 
tion of the economy of Nash cars. 


Salesmen ask the prospect how 
many miles a month he drives a 
car. If, for example, he answers 
1,000 miles, the salesman hands the 
customer a sack of 750 pennies, 
claiming that this is the amount 
the driver will save a month from 
gasoline consumption. 


O’Connor & Son have sacks con- 
taining pennies to illustrate any 
mileage from 500 to 10,000 a month 
and the result is an easy to under- 
stand concept of the benefits of 
the Nash claim of more than 25 
miles per gallon at average high- 


| 
| 





way speed. 


Hudson Deal to Brauchi 
Brauchi Bros., Marysville, Kans., 
has taken the franchise for Hud- 
8on. Oscar Brauchi is co-owner. 


increase in the basic registration 
fee to $5 per vehicle if the farm 
truck differential were retained. In 
case the trailer differential were 
not provided and no greater in- 
crease than 1.5 cents per gallon in 
the fuel tax were enacted, it would 
be necessary to raise the basic 
registration by $3 to $6 per vehicle. 
While financial estimates for 10 
and 20-year programs are pre- 
sented, primary consideration is 
given to the 15-year program. 


Citing the limited time and data 
available, the report states: “It 
was not possible to reach a de- 
finitive conclusion regarding the 
equity of the present assignment 
of financial responsibility for 
highway construction and main- 
tenance by the highway users, 
property owners and general tax- 
payers.” 
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the state’s gasoline tax, highway 
users might be required to defray 
too large a share of the estimated 
added cost for county roads, 

Recoupment of $10,500,000 of gas- 
oline taxes spent for non-highway 
purposes in retiring the Emergency 
Relief Bond Issue of 1933 is men- 
tioned as one of the potential 
sources of funds, 


Noting the feeling of many or- 
ganizations that the legislature 
has an obligation to return these 
“borrowed funds,” the report 
points out that such action would 
accelerate the program by ap- 
proximately $5,000,000 per annum 
during the next biennium or 
could postpone for two years one 
cent of the proposed gasoline tax 
increase. The report also dis- 
cusses the merits and demerits 
of bond financing, 


The special problem of financing 
county roads in the Columbia basin 
is pointed out with the observation 
that the state may be called upon 
to advance funds necessary to build 
land access and community service 
roads in the area, 

In view of the complexity of this 
problem, the report suggests a spe- 
cial investigation to work out a 


However, the report suggests that | cooperative plan for financing the 
streets. while the counties will have|Under existing apportionment of ' needed local roads. 





SERVICE CONTROL—Weber Implement & 
Automobile Co. (DeSoto-Plymouth), St. Louis 
says it is reaping benefits from operation of 
its service control tower. 


Bus Fares Rise 


OWENSBORO, Ky.—A wage in- 
crease for bus drivers here has 
forced passenger fares up two 
cents, it is announced by the 
Owensboro Rapid Transit Co., own- 
er of the bus lines. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No, 1 Industry . . an esti- 
mated more than 100,000 readers weekly! 
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Continental Gets 


|| Al-Fin Process 


NEW YORK.—Fairchild Engine 


—|and Airplane Corp. has announced 


the signing of a license agreement 
covering use of its Al-Fin bonding 


process by Continental Motors 
Corp. of Detroit. 
J. Carlton Ward jr., Fairchild 


board chairman, said Continental 
will use the process in manufactur- 
ing a new series of light-weight, 
air-cooled gasoline engines designed 
to power U. S. Army tanks, gun 
carriers, trucks, and other ordnance 
vehicles. The Al-Fin process, which 
chemically bonds aluminum or 
aluminum alloys to steel or iron, 


—____-| will be used to attach aluminum 
| cooling fins to the cylinder barrels. 


AP Parts Purchases 


Larger Frisco Depot 
TOLEDO. — AP Parts Corp. has 
negotiated a 10-year lease for a 
larger warehouse in San Francisco. 
It covers 30,000 square feet of 
floor space at 1616 16th St. The 
firm took possession about Feb. 1. 





In Seattle 


ONE DOES IT! 


You Can’t Sell Seattle without The TIMES. You Will Sell 
Seattle with The TIMES alone, because it goes into near- 
ly 8 out of 10 Seattle homes! These facts for 1948 show 


that scores of advertisers are using the “One Does It” 


formula for concentration and success in Seattle! 


Advertising Leadership, 12 months, 1948, 


as reported by Media Records: 


FIRST. i toro! vy .......... 5,258,915 
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in national by 


in retail by .. . 


in classified by 


in retail food by 


in retail drug by 


in City Zone circulation by . . 


.. 4,191,812 


in department store by . . . 2,020,652 


870,870 
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144,251 
. 44,411 


in City and Retail Trading Zone by 47,764 
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More Worker Benefits 


Survey of States Finds 


Growing Trend Toward 


Improved Worker Compensation Laws 


NEW YORK.—A continued trend 
toward liberalization of workmen’s 
compensation laws, which in the 
past two years has seen such meas- 
ures enacted by more than half the 
states, is forecast by a survey of 
state capitals throughout the na- 
tion. 

Various forms of liberalization, 
such as higher benefits, new occu- 
pational disease laws and broad- 
ened coverage to include employes 
of small firms now exempt, have 
been recommended by the gov- 
ernors of at least 19 states—Cali- 
fornia, Colorado, Connecticut, Del- 
aware, Illinois, Idaho, Maine, Mas- 
sachusetts, Michigan, Minnesota, 
Montana, Nevada, New Jersey, 
New Mexico, Ohio, Oklahoma, 
Pennsylvania, Vermont and Wis- 
consin. A gubernatorial recom- 
mendation for study of the sub- 
ject was made in South Carolina. 

Gov, Frank J. Lausche asked the 


veloped 


iow hav 


Tt Mate 


— ¢ ial 
o —— 
= 
— od 
Te 
~ 
_ 
- | 
ae 
TTT or . N rey Youna 
noothly knotted 
illy shaped ends. Nois 


Ohio legislature to boost benefits 
from $25 to $29 per week, and elimi- 
nate obstacles which prevent the 
payment of benefits to those suffer- 
ing from silicosis. 

Praising labor and management 
for working together in liberaliza- 
tion of Wisconsin’s workmen’s com- 
pensation law, Gov. Oscar Renne- 


| bohm recommended the act’s exten- 
|sion to cover farm 


laborers and 
employes of small firms. 

Gov. John W: Bonner recom- 
mended that weekly payments un- 
der Montana’s compensation act be 
“increased substantially” and that 
“the waiting period for a single per- 
son be reduced to one week, as is 
the case with a married person.” 
He also urged “a 25 percent increase 
in the number of weeks for specific 
injury,” and “that in case of an in- 
jury causing death, the beneficiary 
be paid for 500 weeks, as is the case 
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with those who sustain permanent | 


i 


disability.” 

Besides urging that benefits be 
“substantially increased” and cov- 
erage “expanded to assure all in- 
dustrial workers equal protection,” 
Gov. G. Mennen Williams called 
for expansion of Michigan’s in- 
dustrial safety program. 

Bills pending in the Michigan leg- 
islature at this writing included a 
measure to increase disability al- 
lowances under the workmen’s com- | 
pensation law by 25 percent. 

California’s Gov. Earl Warren has | 
recommended that maximum death | 
benefits under the state compensa- | 


tion law (now $7,500) be reviewed | 


to make better provision for widows | — 


during the period of their children’s 
dependency. 

Among bills introduced in the} 
California legislature relating to} 
workmen’s compensation were pro- | 
posals to: Increase death benefits 
payable to widows from $7,500 to 
$15,000, with a new dependency al- 
lowance of $20 a week for surviving 
minor children under the age of 18 
years; allow disability benefits up 
to six weeks in pregnancy cases; 


increase maximum weekly benefits | 
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FEATURES 100-FOOT FRONT—Lake Street Pontiac, Inc., 


Minneapolis. 

from $30 to $40 and the minimum 
from $9.75 to $15; enable payment 
of benefits the first day after in- 
jury; and others. 

Extension of compensation to 
employes of small firms now ex- 
empt was recommended in Con- 
necticut by Gov. Chester Bowles, 
who also called for an increase in 
maximum weekly benefits from 
$32 to $36, 

Gov. Ernest W. Gibson has asked 
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is at Columbus and E. Lake St., 


the Vermont legislature to author- 
ize an interim study to recommend 
revision of Vermont’s workmen’s 
compensation law to bring it “te a 
parity with other New England 
states.” He added, however, that 
the proposed interim study should 
not prevent the current legislature 
from liberalizing certain parts of 
the act. 

“Specifically,” he said, “amend- 
ments are needed now for these 
parts: The medical and hospital 
provisions of our act, maximum 
percentage of wages which estab- 
lishes the weekly compensation pay- 
able to injured workmen and the 
weekly compensation rate, and the 
matter of reducing the present ex- 
emption from seven employes to five 
or three employes, or even lower.” 

In Massachusetts, where the leg- 
islature was flooded with bills to 
liberalize workmen’s compensation, 
Gov. Paul A, Dever said he was in 
favor of such action “to the extent 
that they will not impair the com- 
petitive position of our Massachu- 
setts industry and to the degree that 
they are consistent with sound ac- 
tuarial experience.” 

Full coverage of occupational dis- 
eases under the New Jersey com- 
pensation act was urged by Gov. 
Alfred E. Driscoll, who also recom- 
mended that the act be extended to 
all employers instead of to firms 
employing four or more persons. 

Besides the proposals by the 
above-mentioned and other gov- 
ernors for various forms of lib- 
eralization of workmen’s compen- 
sation, bills with similar intent 
are being introduced in other 
states. 

Bills introduced in the Utah leg- 
islature would: Increase maximum 
weekly payments from $22.50 to $35 
(plus 5 percent for each dependent 
up to five); extend coverage to em- 
ployers of one or more persons in- 
stead of three or more; require 
payment of benefits for life in total 
permanent disability cases, instead 
of for six years; and liberalize the 
definition of disability. 

West Virginia bills would: Raise 
widows’ benefits from $30 to $50 
monthly; increase temporary total 
disability benefits from $18 to $25 
weekly and the minimum from $10 
to $15; increase benefits to silicosis 
victims; and otherwise liberalize 
the act. 

Bills in Idaho included proposals 
to: Increase death benefits from $12 
weekly to a maximum of $25, with 
a widow with one or more children 
getting an additional $8 weekly for 
each child; increase from $14 to $25 
maximum benefits paid single work- 
ers under disability clauses, from 
$16 to $30 for married disabled 
workers and $8 instead of $1 for 
each child; eliminate present 400- 
week limitation for payment of dis- 
ability benefits; increase from one 
to four years the time limit on ap- 
plying for accident benefits; and 
include in coverage accidents to and 
from work. 

Iowa proposals would increase 
maximum payments and extend 
their duration, and would require 
employers to pay attorney fees in 
workmen’s compensation cases 
where the company is found liable. 

Bills in Indiana would: Increase 
payments from $36.50 maximum to 
$40; extend benefits to dependent 
children; raise total maximum com- 
pensation from $7,500 to $10,000; 
and create a “second injury fund.’ 

Similar proposals have also been 
introduced in other state legisla- 
tures. 


Central Truck, Ocala, Fla., 
Holds Formal Opening 

Grand opening of Central Truck 
& Tractor Co. (IHC), Ocala, Fla., 
has been announced by Frank 
Bowen, manager. 

The firm is located on N. Mag- 
nolia St., at the intersection of U.S. 
Highway 441 and Jacksonville high. 
way. 
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For Nationalized 


I ONDON (UTPS).—Britain’s min- 
4 istry of transport is believed to 
be toying with the idea of national- 
izing “automobile testing” by the 
creation of publicly owned testing 
stations. 

Idea, promulgated in a Ministry 
of Transport departmental commit- 
tee on road safety, has aroused an- 
tagonism from many organizations, 
not the least being the auto and 
service station trades. ‘ 

Opposing the intention, a joint in- 
dustry committee has reported to 
the ministry: 

“The first recommendation in 
the final report of the depart- 
mental committee is that a mis- 
sion should be sent to Canada 
and the U.S, to examine traffic 
problems and their solution. 

“The standing joint committee 
supports that proposal emphatically, 
but finds it difficult to understand 
how it is that, before such a mis- 
sion has been formed, the depart- 
mental committee is able so confi- 
dently to recommend the introduc- 
tion in Great Britain of a vast and 
expensive state organization for the 
compulsory inspection of motor 
vehicles, 

“The standing joint committee 


Chevrolet Leads 
"48 Registrations 


In N. Carolina 


RALEIGH, N. C.—Chevrolet took 
first place in both new-car and 
new-truck sales in this state last | 
year, it is reported here by the 
North Carolina Automobile Dealers 
Assn. 

New-car registrations for the 
year totaled 60,730 while new-truck 
sales numbered 28,610. Chevrolet 
recorded 14,015 new-car sales and 
9,803 new-truck registrations. 

Ford, in second place in both | 
categories, was credited with 10,595 | 
cars and 6,807 trucks. Plymouth | 
sold 5,648 cars to Pontiac’s fourth- | 
place total of 4,011. Dodge’s third- 
place truck total was 3,049 to in-| 
ternational’s 2,381. 

December new-car registrations | 
numbered 5,518, below the 1947 fig- | 
ure of 6,793. Truck registrations in | 
December also dropped below ’47 
totals, 2,184 to 2,781. 

In the final month of the year, 
Ford sold 1,215 cars to Chevrolet’s | 
1,138. Chevrolet truck sales were | 
929 for December to Ford’s 426. 








Nash Buyers Can 
Order Bed Setup 


DETROIT.— Minor changes in 
current production will permit 
owners of new 1949 Nash Airflyte 
brougham models to order twin 
convertible beds, according to H. 
C. Doss, sales vice-president. 

In addition, the factory said, the | 
beds can be made in _ existing | 
broughams by following certain | 
steps. Nash recommended that 
owners see their dealers for fur- 
ther information. 


Polio Parade 
Hartford Dealers Help 


March of Dimes 


HARTFORD, Conn. — Combining 
to stage a mammoth automotive 
parade through the heart of the | 
city, the automotive trade here do- 
nated a total of $582 to this city’s 
1949 March of Dimes campaign. 

The idea originated with Sam 
Leavitt, a service station operator, 
who conceived the notion that the | 
local automotive dealers make a 
joint contribution to the fight 
against polio. 

So the parade was staged—with a 
donation of at least $10 required for 
getting in line. A total of 57 new 
and used cars, wreckers, service 
cars, jeeps and other service ve- | 
hicles turned up for the parade. 


R. M. Coleman Is Awarded 


Chevrolet Franchise in Ga. 

A franchise was recently granted | 
to the R. M. Coleman Motor Co. | 
‘Chevrolet), Warrenton, Ga. Owner | 
is Be M. Coleman. | 








Auto News from Britain 


Transport Ministry Draws Fire on Reported Plan 





Testing Stations 


observes that this proposal is based 
upon inconclusive evidence from 
the U.S. where three-quarters of 
the vehicles on the roads are not 
subject to such examination. 

“It is not proposed, in this 
memorandum, to indulge in a bat- 
tle of figures, but an extensive 
study of American practice re- 
veals ample statistics which throw 
a@ very real doubt upon the case 
for the introduction of such meas- 
ures in Great Britain. 

“In fact, the figures appear to 
indicate that there is no real differ- 
ence between the accident expe- 
rience in those states which adopt 
compulsory inspection as compared 
with the rest of the country.” 

* * * 


Resale Contracts 

1 fpomeneil BRITISH car manufac- 
turers worked out a system of 

priority delivery of cars to special 

users in the home market, doctors, 

nurses, business, etc., they also 
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IN A FLORIDA RESORT CITY—The new home of the Price-Collins Motors, Inc. (Stude 
baker), Orlando, makes a striking appearance at night and the large windows provide a 
perfect setting for car and truck displays. 





stipulated that these cars should 
not be resold within a stated period. 
This move was dictated by the pb- 
vious desire to avoid profiteering on 
cars in a period of acute scarcity 
in the home market. 

Now, after winning the first 
court action for a breach of the 
signed covenant not to sell within 
the period, the British Motor 
Trade Assn. announced it is going 
to fight no fewer than 7,500 cases 
of such illegal sale. 


the association was reportedly be- 
tween 10,000 and 15,000 pounds ster- 
ling. The association, it has been 
stated, will not be inhuman in its 
investigations and actions. 

* * * 


26,000 in Month 


[FPoRING OCTOBER, nearly 19,000 
cars and almost 7,000 commer- 
cial vehicles were exported from 
Britain, according to the Society. of 
Motor Manufacturers, 


Cost of the first court action for The largest buyer of British cars 
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BUILDS PROFITS FOR YOu! 


Car owners want and need accurate tire inflation 
service—important with higher pressure tires, doubly 
important with the new low pressure tires. Eco automatic 
Tireflators, with their precision calibration, factory- 

sealed, tamper-proof housings and other exclusive 
features, assure accurate tire inflation from 5 to 
110 pounds. The Eco Tireflator 1s a Master 

Gauge in itself with which you can easily check the 
accuracy of pressure testing equipment. 
Eco’s unparalleled accuracy plus Eco’s showmanship- 
packed Balanced Inflation program provide 
your Number One opportunity to build profits 
and customer good will 


WS ee lg 


f & 


SERVICE STATION EQUIPMENT COMPAR 


MUSKEGON, MICHIGAN 





SOS SOS OC SSO OO ODE DD © 
BES SOOO SOC SOS OS OCS 
Cx<s <> SPDR OD 

eS SOSSRSO <S HON RRR 


ACCURATE 


» 


@ 


Ss 41 


was again the U. S., with a total 
of 2,700 units, while exports to 
South American countries showed 
an increase over the previous 
month, 

Average weekly production of 
cars in October in Britain was 6,500, 
and of commercial vehicles, 4,000. 


Oh, Mr. Macy! 
Only 3 Tradeins Involved 


In 479 Deliveries 


CLEVELAND.—Another case dis- 
puting the Macy congressional 
probe has been turned up here, 
where King & Lambert, Inc, (De- 
Soto) reports that more than 99 
percent of its postwar new cars 
have been sold without tradeins. 


Since January, 1946, the firm sold 
479 new cars and only three in- 
volved tradeins, officials state. 

“Maybe we've been suckers, but I 
don’t think so,” R. F. Lambert, 
owner, says. “We found out that 
some of our customers resold their 
new cars within a couple of weeks 
for big profits. That’s on their con- 
science, not ours. We've tried to 
play fair.” 

J. J. King maintains that this pol- 
icy will pay off in the future 
through top customer relationships. 























= 

cS Sots 

SacsoosocsS 
rS2 
SS 
ss ae 
Boo 
bos 
MEETS oS 
GRADE A S 
SPECIFICATIONS bc 

LS 
AMERICAN STANDARDS © 


ASSOCIATION 












42 


Dealer Doings 


door in the center, combine with 
two similar windows on either 
side of the building to give the 
display room an abundance of 
light. 





K-F Dealer Spends $4,000 
To Expand Shop Volume 


Placing particular emphasis on 
service, Service Motor Sales, Inc. 
(Kaiser-Frazer), Albany, Ga., has 
installed new shop equipment at a 
cost of more than $4,000. 

Noel Whittemore, general man- 
ager, disclosed that the shop is 
drawing customers from a wide 
area. He attributes the service de- 
partment’s drawing power more to 
the “satisfied customer” angle than 
to formal advertising. Service Mo- 
tor Sales also has a parts man- 
ager, Russell Holland. 

> 


Money Back 
Fuller Offers Deal 
To Dissatisfied Buyers 


A newspaper ad published by 
George Fuller Chevrolet Co., Okla- 
homa City, contains an offer to re- 
purchase the automobile of any dis- 
satisfied customer for the original 
price “less one cent per mile de- 
preciation.” 

The ad states that the company 
received hundreds of ccmpliment- 
ary letters from customers in an- 
swer to the question: “Do you feel 
that you were treated fairly in the 
purchase of your new car from the 
George Fuller Chevrolet Co.?” 

In case anyone is dissatisfied, the 
ad states, they have only to re- 
turn the car they purchased during 
1946, 1947 or 1948, and they will be 
refunded the purchase price less 
the cent-a-mile depreciation. 

The cnly conditions applying, the 
company said, were: “Your Chev- 
rolet must show reasonable wear 
based on speedometer mileage. This 
offer does not cover wrecked or 
burned automobiles, or commercial 
units such as suburban, sedan de- 
liveries and station wagons.” 

7 o * 


Two New Corporations 
Formed in Wisconsin 


The following new auto corpora- 
tions were formed in Wisconsin in 
November: 

A.A.A. Motors, Inc., West Allis, 
with a capital stock of 60 shares of 
common at no par value, to deal in 
used cars and automotive equip- 
ment and accessories. Incorpora- 
tors: Orrie and Carl H. Anderson 
and Donald A, Acker. Minimum 
capital, $3,000. 

Markgraf Motors, Inc., Lodi, with 
capital stock of 500 shares of com- 
mon at par value of $100 per share, 
to deal in new and used cars. Mini- 
mum capital to be $500. Incorpora- 
tors: E. C. and C. H. Markgraf and 
W. E. Steele. Pe ce 


‘Wild Bil? Fergus Heads 


DeSoto Deal at Chicago 

Formal opening of the new 
$150,000 building of Skokie Motor 
Sales, Inc., in nearby Chicago 
coincided with announcement 
that the firm has been appointed 
dealer for DeSoto and 

Heading the firm is W. D. (Wild 
Bill) Fergus, Chicago business- 
man formerly identified with the 
insurance field. Fergus got his 
nickname of Wild Bill during his 
years of stardom in both indoor 
and outdoor polo. 

























Local Story 
Newspaper Cooperates in 
Advertising Stunt 


Parks Truck and Equipment Co., 
Knoxville, Tenn., distributor in east 
Tennessee, nine counties in south- 
west Virginia and eight counties in 
southeast Kentucky for White 
trucks, recently utilized an adver- 
tising idea initiated some time ago 
through mutual cooperation of local 
businesses and the Knoxville News- 
Sentinel. 

The idea, to use a paid space in 
the newspaper to tell the story of 
a local business—the story in both 
style and layout indistinguishable 
from a legitimate newspaper fea- 
ture article unless carefully studied 
—was utilized by Parks to an- 


Glen Campbell Chevrolet 


Opens New Building 


Glen Campbell Chevrolet, Inc., 
has formally opened its new show- 
room and service building at 5110 
Main St., Williamsville, N. Y., 
marking completion of an exten- 
sive expansion p 

Containing 12,000 square feet, the 
new structure is a one-story build- 
ing. The deal was formed three 
years ago by President Glen Camp- 
bell. Before that he was city zone 
manager in Buffalo for Che?rolet. 
His son, James Campbell, is vice- 
president. 

& 


Palmer Moves Hudson Firm 


Into Newly Built Home 
Palmer Auto Sales 


Richard Palmer is owner and 
general manager. Four large dis- 
play windows at the front, with a 
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oh SHOWROOM—The new home of Vee Motor Sales, Inc., 


os idietown, 


nounce the 
W C series Super Power trucks. 

Planned by the company and the 
newspaper staff, the article ap- 
peared under the heading, “W C 
Super Power White Trucks at 
Parks Truck & Equipment Co.” 

+ * 


Hagan Motors Moves 


In Lake City, Fla. 


Murray Hagan, owner of Murray 
Hagan Motors (Packard-Crosley), 
Lake City, Fla., announces his deal- 
ership has moved from 18 W. Hills- 
boro St. to 1208 S. Marion St. 

Hagan also revealed that Foster 


SA 


Oe " isft~ 
“ 
‘2 
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Ford dealership at 
. Y. Building has complete departmentalized service and overhaul facilities. 
. & Rerebalt is the principal. 


introduction ‘of the| McElroy has joined the company as 


a bookkeeper and parts department 
clerk. 
* * * 


Blair Motor Celebrates 
40th Anniversary 


An eight-page special section of 
the Park Couniy News, Livingston, 
Mont., was used to herald the 40th 
anniversary of H. B. Blair Motor 
Co. (Dodge). 

Founded by the late H. B. Blair 
in 1909, the firm has been a Dodge 
outlet for 35 years. Halsey Blair, 


HAPPY (no-fish-story) HOLIDAY says: 


( 
Ne \ 


INCREASE 


IN ADVERTISING 
REVENUE 


son of the founder, heads the con- 


cern. 
* + = 


Barrick-Garey (Mercury) 
Opened in Buffalo 


Barrick-Garey Motors, Inc. (Mer- 
cury), has been opened at 919 Ken- 
sington Ave., Buffalo. L. H. Bar- 
rick is president and secretary and 
Martin P. Garey is vice-president 
and treasurer. 

* + 


* 
Horgan Aids Charity 


Ralph Horgan, president of Ralph 
Horgan, Inc., New York, for the 
second successive year has accept- 
ed the chairmanship of the auto- 
motive section of the New York 
Heart campaign, it is announced 
by Ford C. Frick, general chair- 
man of the campaign. Horgan will 
be in charge of organizing automo- 
tive dealers throughout the city in 
an effort to raise $1,000,000. 

> * + 


H. B. Auto Sales, Ltd. 


H. B. Auto Sales, Ltd., Vancouver, 
B. C., has been incorporated with 
authorized capitalization of $20,000, 
2,000 preferred shares and 5,000 
common shares. Registered offices 
are located at 421 Rogers Bldg. 


Look 
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Charter Three Texas Firms 
To Deal in Automobiles 


Records in the office of the secre- 
tary of state in Austin, Tex., show 
the recent incorporation of three 


automobile companies in Texas. 


They are: 

Frenzel Motors, Inc., chartered in 
Victoria by C, E. Frenzel, Odessa 
R. Frenzel and Joseph Alma Robins 
with $50,000 capital stock. 

Culpepper Chevrolet Co., Inc., 
chartered in Hearne by George L. 
Clark, R. B. Mayes and H, P. Cul- 
pepper with $40,000 capital stock. 

Public Chevrolet Co., chartered in 
Groveton by J. R. Holloman, J. B. 
Edens and W. F., Edens with $45,000 
capital stock. 


« * * 
Russell Buys Equipment 
For Upholstery Service 


Russell Motor Co. (Ford), Junc- 
tion City, Kan., has added up- 
holstery facilities to its services, 
according to Howard L. Goad, 
secretary - treasurer. Equipment 
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The shop will fabricate custom- 
made seat covers, head linings for 
car eo and convertible tops, 
Goad The facilities were 
pen yr by the purchase of the 
former H. and S. upholstery shop 
in Junction City. Harry B, Rus- 
sell is president. 

* * * 


Bement Opens Packard Deal 
In New Rochelle, N. Y. 


Austin F, Bement, veteran auto- 
motive advertising man, has been 
awarded a Packard dealership in 
New Rochelle, Westchester county, 
N. Y. He has already opened sales 
and service facilities at 162 E, Main 
St. with a reception and house- 
warming. 


Associated with Bement as vice- 
president of the firm is Marshall 
T. Gorton of Detroit, who also has 
had long experience in national au- 
tomotive sales-promotional and ad- 
vertising campaigns for Packard 
and other manufacturers. Both 


men will make their homes in 


New Rochelle. 
* . 


Rich in Memories 
Pensacola Firm Observes 


25 Years With Ford 


Celebration of the 25th anniver- 
sary of Muldon Motor Co. (Ford), 
Pensacola, Fla., was observed re- 
cently by personnel of the organ- 
ization and townspeople of Pensa- 
cola. 

Jack Shoemaker, president of the 
firm, pointed out that the 25 years 
were “rich in memories and friend- 
ship resulting from close contact 
with that outstanding American, 
Henry Ford.” 

He also noted that since 1945, his 
firm has made new-car deliveries 
with only 21 percent involving 
tradein deals. ‘ 


Thomas out Tentnend Given 
Logansport (Ind.) Nash Deal 


T & T Nash Sales, 635-7 Bur- 
lington Ave., has been named the 
Nash dealer for the Logansport, 
Ind., area. Roger W. Thomas and 
Virgil H. Townsend are partners 
in the firm. 

Thomas has been associated 


43 





IN THE LAND OF COTTON—The new building of Dearing Chevrolet Co., Savannah, Ga., 
contains approximately 30,000 square feet on a lot of 60,000 square feet, according to presi- 
dent A. K. Dearing. 


with various automobile dealer- 
ships for the past six years, while 
Townsend has been associated 
with the automobile business for 
” 7 * * * 


Breadmore a Partner 


Raymond R. Breadmore, for 3% 
years office manager for the Sam 
Miller Auto Exchange, Inc., Man- 
hattan, Kans., is now an active 
associate in the business at 306 
Houston, according to Earl Miller, 
owner, This firm handles Pontiac, 
Packard and GMC trucks. Miller 





what we just landed !” 


The 1948 catch is in: Publishers are having their annual whing-ding figuring up 
_ what happened. Some are sad. Some are happy. HOLIDAY is very happy. 


For in 1948 HOLIDAY, advertising revenue increase over 1947 was a whop- 


ping 80.9%. 


For the data-minded, here’s 


1948 Total Advertising Revenue .. . 
1948 Revenue Gaim ..... ++ es. 


the way that breaks down: 


1948 Limage Gaim ......++-s+e-s. 


The secret? Not one thing. Many things. HOLIDAY has more of the elements 


that advertisers look for... and has them in combination. 
Its audience is unique. HOLIDAY reaches a mass market of over 800,000 


families of a very special type. They have imagination, zest, wide horizons. 


They're alert, intelligent, eager for new experiences. 


At the same time, HOLIDAY reader families have a higher average income 


than those of any mass magazine. . . and more $10,000-and-over incomes than 


any class magazine. That’s class. 


And as everybody knows, when you multiply mass by class you get the kind 
of response that breaks the records . . . 
results. That’s what more and more advertisers are looking for today. 


and we've got another BIG ONE at gaff right now! 


First quarter figures show HOLIDAY’s 
advertising revenue up 65% over the record 
set in °48. This represents a further gain of 


$288,781 and a space increase of 17,680 land Amory...check up on post-war Algiers. 
lines for the first quarter alone! They'll have a good time. And they'll 

This month HOLIDAY’s readers will sit respond to editorial and advertising pages 
down to 134 colorful pages of words and alike. Will you be there? 
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story of Reno... 





83,089,136 
81,381,253 


the kind of response that brings sales 


pictures. They'll cruise with A. J. Liebling 
to the West Indies... 


visit Harvard with Cleve- 





OVER 800,000 CIRCULATION 


HOLIDAY, selling at fifty cents a 
copy, has reached its present size 
faster than any magazine selling at 
thirty-five cents a copy or over. 


53,754 





Continuous readership studiesshow 
HOLIDAY is read by all members of 


the family as well as by friends. 
Total readership runs into millions, 





HIGH-INCOME READER FAMILIES 


HOLIDAY reader families have more 
$10,000-and-over incomes than any 


class magazine and a higher average 
income than any mass magazine. 





MOST RESPONSIVE MARKET 


HOLIDAY’s mass audience of high- 


learn the whole gaudy 


income families pays off for ad- 
vertisers in low cost inquiries and 
increased sales at the dealer level. 





1,566 RETAIL PROMOTIONS 
Retailers everywhere have been 
quick to use this basic, new selling 
tool. They know that HOLIDAY sells 
the idea that sells the goods, 





999 ADVERTISERS 

400 agencies placed 80 different 
major classifications of advertising 
in HOLIDAY in 1948 and cashed in 
on HOLIDAY’s selling power. 


and Breadmore have announced 
that they will carry on the dealer- 
ship established by the late Sam 
Miller 34 years ago. Earl Miller 
is a son of — Miller. 


Full Recognition 


Valley Cadillac Adds 
Pontiac to Name 


A full page of a daily newspaper 
was used to announce the change 
of the name of the former Valley 
Cadillac Corp. to Valley Cadillac- 
Pontiac Corp., Rochester, N. Y, 


Daniel G. Meagher, president of 
the firm, used the ad to explain 
that the firm handles Pontiac in 
addition to Cadillac but had neg- 
lected for several years to change 
the original name to _ include 
Pontiac. 

The remainder of the ad was 
devoted to illustrative material and 
copy describing service features 
and personnel of the firm. 

* * 


Halvorsen Opens Deal 


In Bremerton, Wash. 


Halvorsen Motors (DeSoto), 
Bremerton, Wash., has opened a 
new building at 602 Burwell St. 
H. R. (Herb) Halvorsen is presi- 
dent. 

Office space, showroom and 
service facilities are on the first 
floor of the 12,300-square foot 
building. A repair shop is on the 
upper floor. Harold McPherson is 
service manager, Jim Briggs is 
parts manager, E. D. Edwards 
and William Kepler head the 
sales force. 

7 


Packard Dealer Observes 
Anniversary in New Home 


Newman & Altman, Inc. (Pack- 
ard), South Bend, Ind., celebrated 
its 10th anniversary with the formal 
opening of a new building at 613- 
615 S. Michigan. 

The front of the building is of 
black Carrara glass with luminite 
trim, and an all-glass entrance door. 
The interior of the showroom has 
black walls, white acoustical ceil- 
ings and recessed lighting. The 
service department has the latest 
type of equipment, 

- * * 


Commonwealth Motors 
Opens for Ford, Richmond 


Commonwealth Motors, Ine. 
(Ford), has opened at 2024 W. 
Broad St., Richmond, Va., as the 
successor to J. B. Hughes Motor 
Co., Inc. 

W. 8S. Snead is president; Harvey 
F. Dean, general manager; Horace 
Sharpe, sales manager; Parker 
Snead, assistant general manager; 
L. M. Tapp, service manager; R. 
M. Howard, parts manager; G. W. 
Conrad, paint and body foreman, 
and L. C. Harding, office manager. 

» s a 


Padrick Barbecue Marks 


20 Chevrolet Years 


W. G. Padrick was host for a 
barbecue at his Pinewood home 
a prelude to the gala celebration 
of the 20th anniversary of the com- 
pany, Padrick Chevrolet, Fort 
Pierce, Fla. 

Guests included employes, their 


families and other friends. 
+ 2 


Childs Heads Dealer Group 


In Hutchinson, Kans. 

Jack Childs, Hutchinson, Kan., 
has been elected president of the 
| Hutchinson Automobile Dealers 
Assn. 

He succeeds Jim O’Mara. Other 
officers elected were Will‘'am Kirk, 
vice-president, and Gordon Ray, 
secretary-treasurer. 
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| Ask any youngster you meet to spot a Nash 
| Airflyte. 
| He'll tell you that’s the easiest one in the book 


| —the one new car that’s completely stream- 
lined, slick as a whistle and hot as a pistol. 





4 


Ask Junior what car has the Uniscope, and 
! Twin Beds and Weather Eye Conditioned Air. aan 


Ask him the tough ones, about the Unitized 





} Body-and-Frame, and Uniflo-Jet carburetion. 
| Chances are you'll get answers that would do Jp 
\ credit to a veteran car salesman. 
.  That’s why the lad in this month’s poster and GREAT CARS SINCE 1902 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigan 


youngsters like him all over America are in 
there pitching for the Airflyte. 


And it’s great to have them on our side! 
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NE didn’t have to do more than 

attend any one of the sym- 
posium clinics at the NADA con- 
vention to realize that dealers as a 
body are back at work—at least 
they are facing the immediate fu- 
ture with a full realizatien that if 
they are not in a competitive situa- 
tion in their own town or line, the 
time is not far away. 

Over 1,500 dealers attended the 
Service symposium, it was esti- 
mated, and nearly that many 
showed up for the Used Car clinic. 
Dealers asked questions from the 
floor avidly in each clinic and, by 
their questions, emphasized that 
they felt they were on the verge 
of having to fight for service busi- 
ness and that they were in the 
retailing of used cars this spring. 

While I am talking about these 
symposiums, I want to doff my 
chapeau to every dealer on each of 
these two clinics—they not only put 
a lot of thought and effort into the 
development of their papers, but 
showed up two days for two rehear- 
sals on each symposium to make 
sure their delivery was clear and 
unhurried and that their particular 
speech did not overrun the time 
allowed. I sat in on their trials and 
know the work it entailed. 


Both Spencer Honig (Nash), Los 
Angeles, and Ralph Nichols (Cadil- 
lac-Olds), Nashville, are also to be 
congratulated on the way they 
steered these clinics. They worked 
with the boys who actually did the 
speaking, held the stop-watch on 
them and gave them much good 
advice. 

o ” 

SUNDAY IN sunny California 
the various state association man- 
agers who attended the ATAM 
meeting were nearly frozen out of 
their lunch. The lady managers 
had to put on their fur coats and 
more than one stately manager 
either went for his overcoat or 
turned up his coat collar. Evidently 
the hotel wasn’t accustomed to 
heating their banquet room and 
even I, immune to cold as I am, 
wagh’t at all comfortable during 
the lunch. 

Of course Ed Cleary, Paul Graves 
and prexy, who were “hosting” the 
affair, felt very much put out by 
the lack of heat, but there wasn’t 
much they could do about it. 

They weren’t any redder in the 
face than Ray Chamberlain and the 
officials of NADA, however, in a 
city that had a taxicab strike on— 
with delegates housed in a hundred 
hotels (more or less) around the 
city and the talks being given at 

(See BACKSHOP, Page 71, Col. 1) 
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Reconditioning 
Is Urged for 
All Used Cars 


NADA Clinic Provides 
Data on Appraisals, 
Advertising Expenses 


RETAILING of used cars, 
plus problems of conditioning, 
displaying, appraising and adver- 
tising them, are very much in the 
forefront of dealers’ minds if the 
near-capacity crowds that attend- 
ed the used-car symposium during 
the NADA convention can be used 
as a criterion. 

At least 1,500 dealers attended 
the session, and many participated 
in the question-and-answer period 
that followed the reading of papers. 

Highlighting the many points 
of information which dealers 
seemed anxious to acquire were 
the amount of advertising that 
should be used, how to appraise 
cars this year and the extent to 
which reconditioning may prove 


necessary. 

Dealers were told that they 
should spend at least 3 percent of 
their average used-car sales each 
month on advertising. In metropoli- 
tan areas, it was pointed out, this 
expenditure might go much higher. 

* * * 


ONDITIONING from both a me- 

chanical and appearance view- 
point was strongly urged, even to 
include lower-priced cars which 
might normally be sold “as is.” This 
stand was taken because, it was 
pointed out, many cars that would 
normally sell for $250 now have 
price tags as high as $600 on them, 
and a buyer is entitled to get good 
transportation for that kind of 
money. 

Considered opinion was that a 
buyer spending over $500 for a 
car should get one that would 
give him good dependable trans- 
portation without his having to 
immediately begin making re- 
pairs on it. 


The buyer also, it was added, 
should be able to have a pride of 
ownership in the car’s appearance 
as if he had paid the same amount 
for transportation prewar. 

Dealers seemed acutely conscious 
of the fact that reconditioning is 
going to cost them more money 
due to the average age of used 
vehicles, plus the obligation on 
them as merchants of transporta- 
tion. 

* * * 
Her WERE also plainly cog- 
nizant of the difficult public re- 
lations problem before them in 
buying cars at a price that will 
enable proper recondition and re- 
sale without a loss. 

There was speculation too that 
dealers may never have to do busi- 
ness again in a market that may 
fluctuate as fast as the one loom- 
ing for this year. 

Opinion was unanimous that 
the public relations job will prove 
a difficult one, coming as it does 
when the public is not too well 


sold on the idea that dealers as 
(Continued on Page 60, Col. 1) 
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Dealers Waking Up, NADA Clinic Shows .. . 





More Service-Minded 


Clear Service Records 
Of Misplaced Items 


It’s time for all franchised dealers to quit “kidding” 


themselves. 


The high attendance at NADA’s service, used car and 
truck clinics demonstrated that a high proportion of deal- 
ers are beginning to think in terms of security for the 
future. But many dealers are now “kidding” themselves 


in their own books. 


With those dealers, whose books are set up to show 
it, absorption—100 percent absorption—is what they 
are looking for. To dhe it is the s same, but differently 


exp 
ing gross fixed expense. 


ross customer labor and parts sales cover- 


Many are “loading” the service department with “Cous- 


in Joe’s”’ 


and other expenses that have no rightful 


place in that department. They may soon “load” service 
with used-car conditioning expenses, which will be even 


worse. 


Now is the time—if the dealer’s own books don’t pre- 
sent a true picture of his business operation—to get those 
books so that they do show a true picture. 

Make the new-vehicle departments carry the burden 
of over-allowances and discounts—the used-vehicle de- 
partment carry the expense of conditioning. Credit serv- 
ice, if customer mechanics do the work, with at least an 
adequate labor cost for this conditioning work. 

There is an adage to the effect that the man who tries 
to fool the man he sees in his own mirror, is the biggest 


fool of all. 





Pa. Tends to Shorter Week, 
More Employe Benefits 


HARRISBURG, Pa.—Trend to- 
ward a shorter work week in serv- 
ice departments, an increase in the 
number of dealers paying overtime 
in the metropolitan areas, a jump in 
paid vacations, and an upward 
trend in the percentage of dealers 
granting pay on the recognized six 
national holidays were among the 
highlights shown in a survey of 
wages, hours and working condi- 
tions in service departments con- 
ducted during 1948 by the Pennsyl- 
vania Automotive Assn. 

Claude S. Klugh, general manager 
of PAA, reported that 1,775 of the 
more than 3,000 new-car dealers af- 
filiated with PAA in the state co- 
= in the survey 

“The analysis actos existing 
conditions in not only the larger 
metropolitan centers of Pitts- 
burgh and Philadelphia, but prac- 
tically every town in the common- 
wealth,” Klugh said. “Where pos- 
sible, a comparison of 1947 and 
1948 conditions is shown in the 
survey to give the trend in just 
one short year.” 

Under section one of the survey 
on working conditions it is noted 
that the trend continues to show a 
leaning toward a shorter work 
week, at least in cities of 25,000 
population and over. 

A 44-hour work week existed dur- 
ing 1948 in 55 percent of the service 
departments in Philadelphia and 
Pittsburgh as compared to 50 per- 
cent in 1947; 42 percent in cities 
over 25,000 population in 1948 as 
compared to 37 percent the previous 
year, and 28 percerit in areas under 
25,000 population last year as com- 
pared to 29 percent the previous 


year. 


cent of the Philadelphia and Pitts- 
burgh dealers pay overtime, which 
compares with 72 percent for Phila- 
delphia and 67 percent for Pitts- 





The survey reveals that 75 per- 


burgh in 1947, while in the balance 
of the state the figure is reduced. 
In cities over 25,000 population, 
the figure dropped from 58 per- 
cent in 1947 to 52 percent last 
year, while in other communities 
it decreased from 48 percent in 

1947 to 45 percent in 1948. 

The majority of the reporting 
dealers begin overtime after eight 
hours on a daily basis, or 44 hours 
on a weekly basis, practically the 
same as in 1947. The analysis fur- 
ther shows that most dealers’ shops 
are open a half day on Saturday 
(comparable to 1947), although 40 


percent of the dealers from the 
(Continued on Page 58, Col. 4) 


MINNEAPOLIS. — Automobile 
service and repair business is on the 
downgrade in this area, according 
to a survey of dealer service shops. 
A definite trend toward smaller vol- 
umes is indicated by dealer reports. 

The situation already has be- 

come so acute in a few instances 
that some dealers are being forced 
to lay off mechanics and other 
service personnel. Some complain 
that there are “days-at-a-time” 
when stalls are empty of cars to 
repair. 

Even a dealer in the low price 
field reported plans to dismiss some 
of his service help because of a 
slump in business. Another dealer 
said he was embarking on a stag- 
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Downtrend in Service 


Minneapolis Dealers Report Business Volume 
Taking Definite Downward Spiral 


HE seriousness of present eco- 

nomics in the automobile busi- 
ness was partially evidenced at the 
NADA convention in the attend- 
ance and interest shown in the 
service symposium, held under the 
moderatorship of Ralph Nichols 
(Cadillac-Oldsmobile), Nashville. 

With approximately 4,000 dealers 
in attendance at the convention, it 
was estimated that at least 1,500 
attended this discussion of service 
problems. Questions from the floor 
particularly pointed up dealers’ in- 
terest in increasing service revenue 
to create a more advantageous 
absorption condition as the industry 
enters the competitive era. 

The three phases of service op- 
eration that seemed to be upper- 
most in every dealers mind 
hinged around ability to get more 
and better mechanics, how to bet- 
ter merchandise service facilities 
and parts and how to operate 
budget selling s' 

Dealers seem to realize that the 
days are numbered when customers 
will come in and buy new cars off 
the floor. Those who attended the 
service symposium appeared by 
their questions to realize that they 
hadn’t given the subject of service 
selling—and the providing of sound, 
customer-pleasing service—as much 
attention as they should have dur- 
ing the past few years and all of 
a sudden had awakened to the fact 
that they had better get as much 
data on the subject as they could, 
for their own good. 

ee ae 
ONE of those things that indi- 
cated a considerable divergence 
of opinion—as well as a keen inter- 
est in the subject—was the advis- 
ability of giving insurance com- 
panies a discount on parts. 

When one of the speakers on 
the program was asked if he 
thought it advisable to tender this 
sop to the insurance companies 
as an aid to getting their busi- 
ness, a large proportion of the 
dealers in attendance applauded 
the panel member who said his 
firm did not give such discounts 
and was still able to live with his 
insurance companies without dif- 
ficulty. 

Parts selling wholesale also came 
in for some discussion, since the 
dealer who talked on parts mer- 
chandising was known as one of 
the outstanding parts distributors 
of the West. In answer to whether 

(Continued on Page 53, Col. 1) 








gered shift basis, having employes 
take extra days off each week. 

Dealers attribute the drop, which 
they say has become more pro- 
nounced in the past few months, to 
tighter strings on consumers’ pock- 
etbooks. They also note that more 
new cars are on the road which 
need less repair than the prewar 
models that have accounted for a 
major share of repair business since 
the end of the war. 

Many dealers are reportedly do- 
ing an excellent business in selling 
rebuilt motors. Customers, they say, 
prefer the cheaper rebuilts rather 
than a new motor if another motor 
instead of major repairs is real! 
needed. 

A growth in service station 
business on minor repairs is also 
having some effect on dealer busi- 
ness. Although most owners would 
rather take their cars “back 

(Continued on Page 59, Col. 3) 
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New AAA Safety Foundation Plans .. . 
Probe Human Factor in Accidents 


WASHINGTON.—Basic research 

into the many unknown causes of 
traffic accidents and intensive con- 
centration on the human factor will 
be among the major objectives of 
the newly-created AAA Foundation 
for Traffic Safety, according to R. 
J. Schmunk, president of the AAA 
and also president of the new safety 
foundation. 
““The short-range plan of the 
foundation,” Schmunk said, “is to 
raise a substantial fund through 
contributions from within and 
from without the AAA to start 
during 1949 a highly specialized 
four-year program.” 

The AAA head stressed several 
features of the new setup. He 
pointed out that it would be en- 
tirely separated from the AAA from 
the standpoint of government; that 
its funds would be used in the 
intensification of established activi- 
ties and in the launching of new 
ones, and that current safety pro- 
grams of the AAA and affiliated 
clubs would continue their present 
activities to the full extent of their 
resources. 

“Too much of our accident-pre- 
vention work at the present time is 
based on guesswork and hunches,” 
Schmunk believes. “Accordingly,” 
he said, “down-to-earth and funda- 
mental research into causes of ac- 
cidents will be a primary goal of 
the foundation. 


“There is particular need for 
studies of the human factors con- 
tributing to traffic crashes, in- 
cluding the physical and psycho- 
logical causes. Other matters on 
which basic information is vitally 
needed include: vision and night 
driving; the most effective meas- 
ures for influencing driver be- 
havior; improved driver licensing 
standards and methods; best 
driver training methods and test- 
ing devices, and the relationship 
of vehicle condition to accidents. 

“The foundation also will give 
particular attention to the problem 
of adult behavior in traffic. Better | 
traffic education of adults is badly 
needed, but such educational pro- 





grams cannot be fully effective un- 


New Dallas Depot 
For United Motors 


DALLAS. — Joe B. Salmon jr., | 
president of National Industries 
Corp., has announced here that his 
firm is building a new $575,000) 
warehouse and office plant which 
will be leased upon completion by 
the United Motors Service division 
of General Motors. 

The one-story building will cover 
80,640 feet of floor space. It is 
scheduled for completion by Sep- | 
tember of this year, The GM divi- | 
sion will use it to increase its | 
facilities here for servicing whole- 
sale automotive parts and acces- | 
sory distributors in the Dallas zone. | 


Wiper-Birds 


Novel Ad Sells Accessories 


For Nash Dealer 


JAMESTOWN, N. Y.— Buskist | 
Nash went after windshield wiper 
replacement business with a news- | 
paper ad showing a large bird us- | 
ing its wings to wipe a windshield 
clean in a snowstorm. 

“Those ‘Wiper Birds’ are sure 
hard to train. Play it safe. Don’t 
wish for a trained bird when your 
windshield wiper goes bad. Come 
to Buskist Nash before it happens,” 
the ad stated. 

“De-froster service is important, 
too. We specialize in making win- 
ter driving as comfortable as pos- | 
sible and you will like our prices 
as well as our prompt service,” the 
ad concluded. 











Lubke Expansion Program 


Underway at Elden, Tex. 


Otto Lubke, owner of Lubke 
Chevrolet Co., Elden, Tex., has 
Started on an estimated $60,000 to 
$70,000 expansion of his firm. 

Work is underway for a body, 
paint and greasing shop which is 
being constructed adjoining the 
firm’s present display room. When 
this new wing is completed, a new 
display room and offices will be 
added to replace the old ones, 
Lubke said. 





til a great deal more has been 
learned about the nature of, and 
the reasons for, the types of traffic 
errors that lead to accidents,” 
Schmunk continued. 

“A highly important objective of 
the foundation is to work toward 
institution of driver education and 
training programs in all the na- 
tion’s 26,000 high schools. Studies 
show that properly-trained drivers 
have only half as many accidents 
as drivers without such training, 
but at the present time less than 
one-sixth of the students graduat- 
ing from high school _ receive 
behind-the-wheel training. 

“Expansion of safety education 
in the grade schools together with 
a tripling in the strength of the 
school safety patrols—now 350,- 
000 strong—are other important 
goals in the foundation’s pro- 
gram, The pedestrian problem, 
which accounts for two out of 
every three traffic fatalities in 
urban areas, also will be given 
major attention,” Schmunk con- 
cluded. 

In addition to President Schmunk, 


officers and members of the foun- 
dation’s board of trustees are: vice- 
president, Dr. Henry H. Hill, presi- 
dent of George Peabody College for 
Teachers, Nashville, and past presi- 
dent of the American Assn. of 
School Administrators; secretary, 
Lou E. Holland, senior vice-presi- 
dent of AAA, president of Holland 
Engraving Co., Kansas City, and 
past president of the Advertising 
Clubs of the World; treasurer, Cor- 
coran Thom, chairman of the 
board, American Security and Trust 
Co., and president of Corcoran Gal- 
lery of Art, Washington. 

Also H. J. Brunnier, structural 
engineer, San Francisco, past presi- 
dent of AAA and past-president of 
Rotary International; Charles M. 
Hayes, president of Chicago Motor 
Club, and nationally-known traffic 
safety pioneer; Christian A. Herter, 
Boston, member of U. 8S, House of 
Representatives and trustee of 
many philanthropic and charitable 
organizations; Roy M. Hood, mem- 
ber of the board of directors, Auto- 
mobile Club of Michigan, Detroit; 
Dr. Daniel L. Marsh, president of 
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DEALERS INSPECT ATTENTION GETTER—in its national premiere showing at the NADA 
convention in San Francisco, the Electric Salesman drew plenty of attention at the Van Hou- 
ten-Rankins point of sale exhibit. Employing special service message posters physically adapt- 
ed for the designed fluorescent illumination, the new poster display device is magnetic in eye 
attraction with effectiveness increasing at distant ranges. R. D. Van Houten, executive of 
Van Houten-Rankins, Detroit, is shown at the San Francisco exhibit explaining its features to 
John H. Bale (left) and W. R. Yazell (center), visiting Chevrolet dealers from Little Rock, 
Ark., and Kilgore, Tex. 





Boston university, Boston, author | drew J. Sordoni, president, Sordoni 
and educator; Russell E. Singer,| Construction Co,, Wilkes - Barre, 
executive vice-president of AAA,/|Pa., and president of Pennsylvania 
Washington. Motor Federation, and L, S, Wes- 

Also Alfred P. Sloan jr., chair-| coat, president of Pure Oil Co., 
man of the board, General Motors | Chicago, industry leader in high- 
Corp., New York, and President of | way transportation and _ traffic 
Alfred P. Sloan foundation; An-'! safety. 





This smart new line of ARO Portable Lubricators means 


business and profits for you—with faster, better lube 
service! Just what you need if you buy lubricants in 
containers of 50 Ib. or less...if your lube business 
requires extra capacity for rush hours ... or if you need 


@ separate service department. 


Aro units for chassis and gear lubrication, oil drain, 
spring packing and gun filling make these operations 


@ USE FOR REGULAR SERVICE 
@ USE FOR RUSH HOURS 


@ USE FOR A SEPARATE 
SERVICE DEPARTMENT 


fast and convenient. Their efficiency rates with the 
highest Aro standards of performance... with long- 


life dependability. 
Jobber! The Aro Equipment Corpora- 
tion, Bryan, Ohio. 






ARO NOZZLES and ADAPTERS 


of FF 


A FULL LINE TO MEET YOUR REQUIREMENTS 


See your Aro 













LUBRICATING EQUIPMENT 


ALSO...AIR TOOLS... HYDRAULIC EQUIPMENT 


com Wwweweawenm Saw ee oe ee ow = 


THE ARO EQUIPMENT CORP., Bryan, Obie 

Send us your new catalog with complete information on 1 
ARO Portable Lubricators and ARO Nozzles and Adapters. i 
DI SUIS vinvicae sakes vexed annem padhesapeneawes date) 
i 

MOEA. vi sivnteaeanaus coseccvece rs | 
Cai ica pacers ceceketeas cantar States. 6 cccsccce covesece . f 
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CHICAGO, — The Motor and 
Equipment Wholesalers Assn. is cur- 
rently presenting to its members a 
new 186-page volume bearing the 
title, “MEWA Tire, Battery and 
Accessory Sales and Service Man- 
ual. ” 


Back of the project, reportedly 
one of the largest of its kind, is 
said to be a great deal of study 
and discussion by three of the as- 
sociation’s executive staff—B. W. 
Ruark, general manager, John E. 
Peters, his assistant, and Howard 
Reed, legal and merchandising 


Studies of these staff executives 
and board directors convinced them, 
it is said, that the billion-dollar an- 
nual tire, battery and accessory 
market represented one of the rich- 
est opportunities available to mem- 
bers; that in a highly competitive 
field greatest success would go to 
those companies that did the best 
job of serving and guiding the re- 
tailer; and that if members and 
their salesmen were to serve as 
guides and counsellors, they must 
have access to the knowledge upon 
which intelligent automotive service 
is founded. 

Out of these convictions, MEWA 
officials say, came the decision to 
supply members with a manual that 
would contain all of the specifica- 
tions and other data required to 
plan, establish and maintain an effi- 
cient tire, battery and accessory de- 
partment. Details of the manual 
were then worked out in coopera- 
tion with the Chexall division of 
Chek-Chart Corp. 

The MEWA Manual is a compila- 
tion containing four divisions and 
20 sections, each marked by tabbed 
divider sheets for quick reference. 
The first division explains use of 
the manual and outlines merchan- 
dising and sales-promotion ideas. 

The second covers anti-freeze 
service, lists the cooling system 
capacities of all makes and mod- 
els of cars and popular trucks and 
includes proportion tables apply- 
ing to all types of anti-freeze. 

The third division is devoted to 
specifications, with individual 
tabbed sections on cables, gas tank 
and radiator caps, chains, fan belts 
and hose, fittings, fuel pumps and 
fuel lines, fuses and lamp bulbs, 
mufflers and tail pipes, oil filters, 
seat covers, shock absorbers, spark 
plugs, tires and tubes, thermostats, 
front wheel bearings and grease re- 
tainers, windshield wipers and 
blades, and miscellaneous items. 

Each section lists all car makes 
and models in general use and gives 
the specifications of the required 
accessory or replacement part, and 
the parts number of the size and 
style recommended by leading 
manufacturers, 

The fourth division is on tire; bat- 
tery and accessory inspection and 
installation service. Specially drawn 
illustrations and simple text, picture | 
and describe every operation in- 
volved in the inspection, service and 
installation of tires, batteries and 
accessories. 

Along with the contents de- 








Credit Division | 
Of MEMA Sets 
Alltime Record | 


NEW YORK.—Last year marked | 
the heaviest volume handled and | 
the most subscribers served by the | 
credit department of the Motor & 
Equipment Manufacturers Assn., ac- 
cording to Arthur H. Fagan, man- 
ager of the credit department. 

Everything indicates that 1949 | 
will see heavy reporting capacity 
maintained, Fagan said. However, 
a sharper lookout for poor credit 
risks must be required, he added. 

The credit department executive 
committee this year includes: R. L. 
Smi chairman; E. F. Johnson, 
vice rman; R, D. Pippen, F. W. 
Beier, L. G. Matthews, R. E. Tan- 
ner, G. O. Wherley, S. R. Eller, 
A, M. Goetz, Saul Dershwin, L. W. 
McBride and T. M. Sherman. 





Rutland Heads Hodo Shop 


Hodo Motor Co., Montgomery, 
Ala., reports promotion of W. J. 
Rutland 


to director of service. 


MEWA Manual Out 


Jobber Members Offered 186-Page Volume 
On Tire, Battery and Accessory Sales 


scribed above, plus divider sheets 
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and indexes, the association is 
offering to its members a loose- 
leaf, two-screw, post-type binder 
with 1%-inch reserve capacity for 
advertising and catalogs, price 
lists, etc. 

In presenting the manual, the 
association is stressing its multiple 
uses. In main offices and branch 
stores, MEWA says, it serves as 


a master reference in answering | 
questions, investigating complaints, | 


filling orders, planning stock re- 
quirements and setting sales quotas, 
as well as a means of adding force 
and authority to sales meetings and 
training programs. 

In the hands of wholesalers’ sales- 
men, it is claimed, the manual stim- 
ulates interest in a major sales op- 
portunity, spotlights its potentials 
and provides access to the authori- 
tative data required to speak with 
authority and guide dealers to higher 
standards of tire, battery and acces- 
sory sales and service. 


Finally, it is claimed, the plan 






Again this year the Lyon program can point to 
a type of profit-making endorsement unmatched 
in the wheel accessory field. National tire and 
oil companies—experts in evaluating merchan- 
dise potential—again give exclusive endorse- 
ment to the entire Lyon line! They know Lyon 
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STUDEBAKER DEALERS SERVICE CLINIC—From the Cincinnati region, they turn to hear a 


question raised by dealer Shelb 


was conducted by the trio standing at the front of the room: 
John Lane, truck representative, and D. Mason, service representative. 


permits members to make the 
manual and all its advantages 
available to dealers at nominal 
cost, or wrapped up in a mer- 
chandise package deal. 

This project of the Motor and 
Equipment Wholesalers Assn. is re- 


ported noteworthy from many 


standpoints, It demonstrates in dra- 


matic fashion an industry’s recog- 
nition of the problems and respon- 


ae 
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Perkins (hand extended) of Charleston, W. Va. 


J. Avery, district manager; 





sibilities of competitive selling, and 
its determination to meet the prob- 
lems by living up to their responsi- 
bilities. It provides an example of 
|the economies and effectiveness of 
| Conpenensve association effort. 

| Commitments already received in- 
dicate a print order that will make 
the manual available to members at 
approximately one-tenth the single- 
copy cost of a comparable manual, 
MEWA officials report. 








The clinic | 


Pretty Soon Now 


Chek-Chart Data Awaits 
Last of ’49 Models 


CHICAGO.—The 1949 Chek-Chart 
wall chart of motor oil and gea: 
lubrication recommendations, along 
with other information on passen- 
ger cars and trucks, will be ready 
shortly after the last 1949 car is 
introduced, Chek-Chart Corp. re- 
ports. 

This annual publication is now 
being used by over 200,000 service 
stations, garages and automobile 
dealers throughout the U. S. and 
Canada, the company claims. It is 
compiled by Chek-Chart engineers 
|}and approved by manufacturers, 

Features promised in the 1949 
edition include: smaller size; the 
addition of columns giving capaci- 
ties and recommendations for auto- 
matic and semi-automatic trans- 
missions; motor oil recommenda- 
tions for outboard motors, and 
motor oil and gear lubricant 
recommendations for bus and mo- 
tor coach crankcases, transmissions 
and differentials. 





William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 





Jcading National 


ful 


wheel accessories represent the ultimate in 


THE NEW STANDARD 
MODEL WHEEL COVER 


Dresses the entire wheel in highly 
polished stainless steel. Easy to 
keep looking bright and clean. 


Snaps on. Held to the rim by power- 


steel fingers. Priced for the 


mass-market and loaded with good 
looks, this Standard model wheel 


cover is bound to be a big seller. 


appearance and construction, are always priced 
right for big volume. Get ready for Spring busi- 
ness now! Order any or all of the illustrated 
products from your regular supplier for early 
delivery. All products shown are Fair Traded 
where such laws apply. 





ro anna 


Endorsement to this 1949 Line of — 
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Parts Warehouse 


Open for Jobbers 
In Memphis Area 


MEMPHIS. — A factory ware- 
house available to jobbers and dis- 
tributors who must carry rounded 
inventories with which to service 
the independent retailer has been 
introduced here by Factory Ware- 
house Co., 320 Piomingo St. 

The general objective of the com- 
pany is to establish a factory ware- 
house stock of automotive parts 
here, with overnight trucking serv- 
ice to connecting areas. S, Tate 
Pease jr. is general manager of the 
firm, 

Insurance rates of the company 
have been quoted at 39 cents per 
$100 on a 90 percent co-insurance 
basis. Warehouse facilities include 
24,000 square feet of floor space on 
one floor, Fox-Pelletier Watchman 
Service with two-way radio cars, 
warning bell and automatic sprin- 
kler system, and two truck entrance 
doors on two separate streets. 

At the Memphis depot, overnight 
trucking service is available to 
Dallas, Kansas City, New Orleans, 
Texarkana, St. Louis and other 
points. 















“AMERICA’S FAVORITE WHITEWALL” 


Now on nearly 4,000,000 cars and going strong! The 
most popular wheel accessory in motor car history. A 
new and better method of achieving whitewall beauty 
with none of the traditional disadvantages. Standard 
model shown $7.95 per set of four. Deluxe model with 


stainless steel trim-band $11.45. 





Merchandisers Give: Full 


— 








SHOWS GRACO JOBS IN ACTION—Gray Co., Inc., Minneapolis, has opened a new dis- 


trict office and showroom at 1134 S. Michigan Ave., Chicago. Each unit of lubricating service 
equipment is functionally installed and operating, making an ideal retail selling medium for | 
the company's wholesalers in the Chicago area. The latest sypes of hydraulic lifts and other 
related service equipment have been installed in the new Chicago headquarters, suggesting 
to the dealer an up-to-the-minute lube room layout for his own service floor. 


, nd Appointments |ment of Richard E. Wentwork as 
Clevela PP |director of sales, and B. W. Blau- 


Two promotions in the Greater| shijd Motor Co. the appointment of 
Cleveland area: Smith-Neff Mo-| Sam T. Katz to the company’s sales 


tors, Inc., announces the appoint-| force. 


Wheel Accessories! 


on a red circular background. It is aimed 


wheel styling. $19.95 per set of four. 


COMBINATION WHEEL COVER 


Here is the Whitewall center-dressed with stainless ste 
and the distinctive two-color crest. One of the mo 
beautiful wheel accessories ever designed by Lyon, th 


stainless steel wheel cover. $17.95 per set of four 


LYON INCORPORATED 


13881 WEST CHICAGO BLVD. ° 


DETROIT 28, MIC 
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Odds-on 


Favorite 


American Magazine Survey Shows Vacationists 
Plan Greater Use of Cars This Year 


NEW YORK.—The average mid- 
dle-income American family taking 
a vacation away from home this 
year will travel a greater distance 
than ever before, nearly 1,700 miles, 
spending an estimated $325 on gaso- 
line, oil, food, as well as overall gen- 
eral vacation expenses, it is indi- 
cated by results of a nationwide 
survey conducted by American 
magazine. 

Once again, the automobile is the 
odds-on favorite mode of transpor- 
tation among all groups except 
those likely to make a transconti- 
nental or European trip. More than 
four out of five, 82 percent, expect 
to use cars for their vacation trav- 
els, compared to 18 percent for 
railroads, seven percent for buses, 
six percent for airlines, two percent 
for steamships and one percent 
each for trailer coach and other 
transportation. Some vacationists 
plan to use more than one type of 
transportation, it was added. 


In a report on the national 
study made last fall, Ray Robin- 









DELUXE MODEL WHEEL COVER 


In addition to distinctive design, this stainless steel 
cover carries a silver and black colored crest mounted 


at that part of 


the market that demands individual and ultra-deluxe 





el 


st 
is 


item combines the best features of the Whitewall and 


HIGAN 


son, director of research for 
Crowell-Collier Publishing Co., re- 
vealed that the average vacation- 
ing family going away this year 
expects to travel 1,671 miles, 
which is 275 more than the 1948 
average. Moreover, 34 percent in- 
cated they would travel 2,500 or 
more miles, 


Here by percentages are preferred 
methods of travel on trips up to 
1,000 miles: 

Auto Train Plane Bus 
Less than 200 miles 84 7 2 7 
200 to 500 miles........ 7 20 18 6 
500 to 1,000 miles....50 27 20 3 
1,000 miles or more 43 22 33 2 


Also, 62 percent of the tourists in 
1948 took advantage of assistance 
offered by such organizations a3 gas 
and oil companies, auto clubs, rail- 
roads, magazines and tourist agen- 
cies in arranging trips. As a help- 
mate, gas and oil companies topped 
the list, offering assistance to 34 
percent of the tourists. 


Next in order came automobile 
clubs 24 percent, railroads 16 per- 
cent, magazines 14 percent, news- 
papers 11 percent, bus companies 
seven percent, tourist agencies 
seven percent, chambers of com- 
merce five percent, airlines five per- 
cent, state bureaus three percent, 
department stores two _ percent, 
steamship companies one percent 
and other organizations five percent. 


If they were to take a trans- 
continental trip or go to Europe, 
the majority of men and women 
responding to the questionnaire— 
55 percent of the males and 53 
percent of the women — stated 
they would fly, but the inclination 
to travel by air seems to decrease 
in proportion to the increase in 
one’s age. 

The study determined that more 
than two out of five, 43 percent, of 
the men took overnight business 
trips during the preceding 12 
months and that in 73 percent of 
the cases traveling was done by 
auto. Trains were used in 43 per- 
cent of the cases, airplanes 25 per- 
cent, buses in 12 percent and 
steamer as well as other methods 
one percent each. 


NSPA Publishes 
46-Page Manual 


On Accounting 


CHICAGO.—The National Stand- 
ard Parts Assn. last week an- 
nounced publication of a new 
manual entitled “Standard General 
Ledger Account Classification,” 
compiled and edited by Walter C. 
Hale, NSPA accounting counsel, 
under the supervision of the asso- 
ciation’s marketing research com- 
mittee. 

Nearly a year of research pre- 
ceded issuing of the manual, J. L. 
Wiggins, executive vice-president, 
said, adding: 

“More than ever before, whole- 
salers want to know exactly how 
their expenses and profits compare 
with other wholesalers, and the only 
way this can be accomplished is 
through percentage performance 
records.” 

The 46-page manual is divided 
into chapters on standard classi- 
fication; assets, liabilities and capi- 
tal; income, costs and expense; 
accrued and cash basis; allocation 
of expense; comparative perform- 
ance; condensing for comparative 
performance; turnover and capital; 
percentage comparative perform- 
ance record, and “Some Do’s and 
Do Not’s in Dealing With the In- 
ternal Revenue Department.” 








Rebuilders Preparing 


Supplier Directory 


LOS ANGELES.—A directory of 
suppliers showing the trade group 
served and the class of items fur- 
nished is being prepared by the 
Automotive Parts Rebuilders Assn., 
it was announced here by R. A. Van 
Alen, secretary. 

Van Alen said that listings will 
not be restricted to supplier-mem- 
bers but that APRA members will 
be indicated in the listings. Asso- 
| ciation’s address is 1965 S. Los An- 
| geles St., Los Angeles 11. 








By James D. Woolf 


RACTICALLY nobody, man or 

woman, buys merchandise sole- 
ly for reasons of technical supe- 
riority. 

Or purely for reasons of cold 
logic. 

Buyers do want facts. Never 
doubt that. I have said it before: 
I say it again. You cannot go wrong 
when you talk about your mer- 
chandise—what it is, what it is 

made of, what it 

Wants Prove does and how it 

Stronger Than does it, what it 

Basic Needs costs and why it 

is worth what it 
costs, and how it meets the needs, 
the problems and the hankerings 
of the prospective buyer. 

This last item—the hankerings— 
is a consideration of vast impor- 
tance. If man were suddenly to be 
emptied of his hankerings, he 
would soon revert back to the cave. 

Actual human needs are few. 
















PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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Salesense in Advertising 
Tested Ideas for Small Business 








Our survival, our comfort, and our| buy worthless concoctions to re- 


general well-being are simple 
enough needs. A few basic foods 
will nourish us, a few homely gar- 
ments will warm and a few 
blocks of adobe mud will shelter 
us from heat and cold. 

Dr. Donald A. Laird, famed 


psychologist, distinguishes sharp- 
ly between needs and wants. Man 


F 


It is important for 
to be keenly aware at a 


human wants. 
* * * 


Cosme. for example the van- 
ity of man. Writing in Review 
of Reviews some years ago, Dr. 
Laird commented on this as fol- 
lows: 

“Men desire to be more mascu- 
line than they think they are. So 
they join gymnastic classes, and 
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your customers the advantages of always using 
100% Pure Pennsylvania Motor Oil 





store vitality. They dread baldness 
because that makes their head re- 
semble a baby’s. 

“They keep their collar closed in 
hot weather, unless there are at 





least a few black hairs that will 
show on their chest. Their coats 
must have padding in the shoul- 
ders to give them a masculine 
breadth. They drive hard bargains, 
not so much to save money, as to 


q-------------0---------- 
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. 
Here’s one of a series of advertise- ‘ 
' 
ments telling car and truck owners ; 
‘ 

why 100% pure Pennsylvania motor 


oil is their best buy. 


This year, 90,000,000 of these ’ 





od le 


Display, Tell and Sell 


Oil City, Pennsylvania 


advertisements will appear in 


SATURDAY EVENING POST 
LIFE 
HOLIDAY 
COUNTRY GENTLEMAN 
PROGRESSIVE FARMER 





For your protection, only oils made 
from 100% Pure Pennsylvania 
Grade Crude which meet our rigid 
quality requirements are entitled to 
carry this emblem, the registered 
badge of source, quality and 
membership in our Association. 
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prove themselves better men than 

their opponents.” 
Charles B. Roth, national sales- 
manship authority, believes that it 
was Ralph Hitz’s 


Motivation him so spectacu- 
larly successful 
as a hotel r. He was given 


manage 
the job of building up business for 
the largest hotel in New York 
City, at that time a pretty sick 
elephant. 

The basic needs of the hotel 
guest posed no problem; every ho- 
tel manager knows what they are. 
Ralph Hitz was interested in wants, 
and he set about making an in-| 5 
tensive study of them, down to the | ~ 
kind of soap guests preferred for; « time ts, Mr. 
their baths. wee ees 

“He spent months studying peo- 
ple,” writes Roth, “what they liked, 
what they disliked. 

When he began giving them what 
they wanted in hotel service, his 
business skyrocketed, and his ho- 
tel became the most successful of 
all time. 

“What did Ralph Hitz discover 
his guests wanted above all else? 
The feeling of personal importance! 





lots, bellboys, and headwaiters. 
They wanted to be called by 
name. They wanted to have their 
little wishes and whims gratified. 
“And when one man was intelli- 
gent enough to see through the 
guests’ eyes, they rewarded him 
handsomely. . 
* 


AVERAGE customer wants 
power,” wrote Dr. Laird, “lots 
of it, to let him forget his weak- 
nesses. He may buy expensive 
things, not merely to impress his 
friends, but, strangely, to impress 
the salesperson. This is the cause 
of so much returned merchandise, 
which averages around 15 percent 
of total retail sales. 

“The average person has in his 
unconscious, the impression that he 
may not be quite so bright, or so 
strong, or so rich, or so beautiful, 


fe 





or so good a conversationalist as 
other persons. He feels inwardly 
inadequate. So he may buy a larger 
car than he can afford, or a more 
expensive radio.” 


but his sales talk doesn’t 
there. 


He sells—often very subtly, to be 
sure—such intangible things as the 
prestige that comes to a man who 
owns a fine car, the envy it will 
create among his stuck-up neigh- 
bors, the fancy figure he will cut 
with the gals and the favorable 
impression his appearance of pros- 
perity will make on his customers. 


* * * 


a DESIRE for romance, wrote 
Dr. Laird, is the impelling force 
behind our purchase of many com- 
modities. With this I agree. In an- 
other place I wrote that the good 
old biological urge affects, big or 
little, soon or late, the whole range 
of human activities. 


Joe will buy a Packard instead 
of a flivver to impress his lady 
friend. Jane will 

Prestige Proves pore over recipe 

Powerful as advertising and 

Selling Factor cookbooks, and 

singe her hair 
over a hot kitchen stove, to get or 
hold her man. She will urge her 
husband to buy an oil burner, for 
when she tends the coal furnace 
it makes her look weary and hag- 
gard. 

When Harry takes a flier in 
doubtful oil stock, or cribs money 
out of the till, or borrows from 
a loan shark, there is sure to be a 
woman at the bottom of it. There 
is seemingly no end to the lengths 
human beings will go in response 
to the insistent call of the mating 
instinct. 

Study the wants of your custom- 
ers all the time. Don’t be misled 
by their “rationalizations.” When 
people buy this or that or the other 
thing they will explain that “they 
needed it.” The truthful explanation 
is that they wanted it. Wants 
move merchandise! 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, mame expensive 
method of reaching the 
what you have or have what you went! 
See the back pages of this issue. 
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BUTTE, Mont.—The parts depart- 
ment of Murray Motor Co. (Buick- 
Chevrolet) here has completed ex- 
tension of its merchandising front. 
Restocking of a larger inventory is 
complete. Junction of these mer- 
chandising forces is now in satis- 
factory operation, according to 
President Roy Murray. 


Purpose of the alterations was: 
(1) te imerease and handle a 
larger inventory; (2) to penetrate 
to the person really interested in 
his car owner who 
follows his car into the service or 


y & 
procedure, and (4) to add to the 
company’s stock of goodwill. 

In the service and light repair 
sections of the company’s plant, a 
former 20-foot counter has been ex- 
tended to 47 feet. An additional 20 
feet is allocated for employe use in 
procuring parts for in-shop jobs. 


Parts department bins extend 
through and beyond a partition wall 
from the service shop into the sales 
room. 

Visible-front counters have been 
removed from the sales department 
side, increasing accessibility to the 
parts room and office from the 
salesroom. Parts tables and display 
counters have been cleared out of 
the display room. 

Office and cashier’s booth lies 
between the sales and service sec- 
tions in a widened partition sepa- 
rating the two departments, 

An additional 14,500 square feet of 
bins, shelves and accessible parts 
storage space has been added with- 
out robbing work space from other 
departments. 

In the renovation, the office was 
enlarged and departmentalized to 
correlate with the new wholesale 
and retail parts operation. A new 
cashier’s office, directly connected 
with the main accounting office, was 
constructed for service and parts 
customers. 

Extension of merchandising fa- 
cilities links up with main floor lay- 
out: Service manager’s office near 
entrance; service salesman’s desk; 
communication systems to all de- 
partments and the dispatch system. 

Parts department is large spa- 
cious, customer-inviting and well- 
lighted. This department is the 
“firing line” for sales initiated on 
the main floor. Main floor is 
staffed by three men for customer 
reception. 

Service is improved by new parts 
addition; stocking of small parts 
and all fast-moving, bulky Chev- 
rolet or Buick parts within easy 
reach of the sales counter, sales 
crew—and the customer. 

Second line of accessibility for 
service is a recently installed bulky- 


Clean Welcome 
Rug Cleaners Offer Advice 


To Auto Dealers 


CHICAGO.—Pointing that “sell- 
ing begits at the front door,” the 
National Institute of Rug Cleaners 
last week stated that the impor- 
tance of clean rugs in offices and 
on dealer showroom floors can not 
be over-emphasized. 

“Whatever else there may be of 
beauty—walls, color schemes and 
furniture—it is the luster of color- 
ful, well-kept rugs that points up 
all the rest of the decor,” a release 
said. “A good impression can easily 
be dissipated if the rugs are al- 
lowed to become, through oversight 
or carelessness, dreary and dull in 
appearance.” 

It is a mistake to allow company 


porters to try rug cleaning, it was | 


further explained. 


$30,000 Home Is Opened 
By Frank Chevrolet 


The new Frank Chevrolet, Inc., 
plant has been opened in Elkland, 
N. Y. Members of the firm include 
B. F. Frank; his son, DeForrest 
Frank, and son-in-law, Charles 
Cashdollar jr. 

The new structure covers 5,600 
Square feet and cost $30,000. A 
large showroom, a shop and parts 
room are included. The Frank firm 
also is the local dealer for Olds- 
mobile. B. L. Frank has been in 
the automotive business for the 
Past.25 years. 


Parts Dept. 


Murray in Butte Enlarges Merchandising Setup, 
Speeds Service, Boosts Inventory 














Renovated 





parts addition in the basement, near 
the heavy repair and mechanical 
department. 


To extend service beyond the 
shop, Murray has put into service 
the latest type Holmes wrecker 
equipment on a new cab-over- 
engine truck, It is especially geared 
to rugged Rocky Mountain area re- 
quirements, Murray said. Two pick- 
up trucks give additional service to 
car owners. 


A fourth goodwill and mer- 
chandising unit for the conven- 
jience of all independent shop 
owners in Butte and vicinity is a 
new one-ton panel truck equipped 
with parts bins. 

An experienced parts man oper- 
ates the unit—not only as salesman 
—but as an emissary of know-how. 
Solutions to mechanical or technical 
problems concerning Chevrolet and 
Buick operation are part of this 
mobile service. 

New additions complement the 
present Murray physical plant: 
parking lot; warehouse and new- 





ices and watch ° 
ca ° * 
how it pays off in * 
: good will and new . and one-hal 
. business. Vacuum clean the car ; 
e —polish the hub caps—clean the 6 many mi 


instrument panel or give a coat 
of clear lacquer to the steering 





MURRAY MOTOR'S NEW PARTS SETUP IN BUTTE, MONT.—This Buick-Chevrolet dealership 
stresses parts contacts with independent operators as well in its own expanded and mod- 


ernized department. 


car assembly; used-car lot; body| town main plant provides parking 


and major overhaul shop (with new- 
car and truck equipment stocks), 
and general repair shop. 

Recent off-premise operation is 
the new truck display and car 
make-ready in rail and terminal 
district. New car get-ready has 
washing, porcelainizing, undercoat- 
ing, lubricating, tool-supplying and 
load-docking facilities. 

Large used-car lot opposite up- 


PAINT SHOP 
PROFIT POINTERS . 


When you paint a cus- 
tomer’s car, include 
a few courtesy serv- 


space for repaired cars and for 
cars in-work. 


Full manning of the physical mer- 
chandising plant with designated 
specialty men is part of the service 
plan. 

For example: one man handles 
in-shop parts at the special counter. 
One office clerk keeps a complete 
record of all Buick and Chevrolet 


51 


owners in the Murray merchandis- 


' | ing zone, 


The records show interval service 


_|as needed, repairs needed, and the 


follow-up. Mailings are recorded, 
and a complete case history of 
every owner is available. 


21 Service Heads 
Attend L-M Clinic 


DETROIT. — Service managers 
from the 21 Lincoln-Mercury sales 
districts were in Detroit recently 
attending a service clinic conducted 
by Glenn H. Schricker, national 
service manager of the L-M division, 

Attending the meeting at the 
Lincoln plant were: A. M, Brown, 
Boston; R. J. Limburg, Buffalo; 
J. R. Alphin, Chester, Pa.; J. M. 
Miller, Chicago; H. M. Suess, Cin- 
cinnati; N. A. Wick, Cleveland; 
E. A. Brown, Dallas; C. G, Knudson, 
Dearborn; Louis Hargis, Denver; 
T. A. Young, Des Moines; O. L. Carl- 
son, Jacksonville, Fla.; W. H. Fitz- 
simmons, Kansas City; A. H. John- 
son, Los Angeles; J. O. Grizzell, 
Memphis; W. J. Metzdorf, New 
York; G. E. White, Oakland, Calif.; 
B. E. Markley, Pittsburgh; J. H. 
Bryson, St. Louis; L. Goodell, Seat- 
tle; H. L. Lucht, St. Paul, and G. A. 
Swartz, Washington. 


REPAINTING PAYS 
BIG PROFITS 


COMPLETE PAINT 


SHOPS MAKE “FACTORY-QUALITY” 


° FINISHING — FAST — INEXPENSIVE 


@ More than one and three quarter million cars 
were compne repainted in 1948. Almost seven 


million more received major and minor 


re Again in 1949 auto repainting will run into 
i 


ons of dollars. You can put a large piece of this 
potential profit in your pocket... if you're properly equipped 
to handle the business. 


‘ wheel. These little services With a DeVilbiss Complete Paint Shop you get production line 

7 performed without charge will speed coupled with “Factory-Quality” finishes. fou can handle 

° send customers away happy - more of all pes 0 — jobs—from minor touchup work to complete 
--. and happy customers refinishing. You’l set up to get new and bigger profits from the 

4 are your best advertisement. : underbody Coating business, too. And you'll peal from every single 
- painting operation because this paint shop includes the finest equipment 

" e obtainable for handling each job with greater ease, more speed, better 





De VILBISS 


by 


in a big way. 


ad 


“ THE 





DeVILBISS COMPANY = 


Canadian Plant: WINDSOR, ONTARIO 


SPRAY EQUI 


Toledo 1, 


° workmanship and at lower cost. Your DeVilbiss distributor will gladly ex- 
plain the many features of this shop that will put you in the painting business 


Ohio 





means Quality in all four.. 
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EXHAUST SYSTEMS 


AIR COMPRESSORS 
HOSE & CONNECTIONS 
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Conformity Trend Grows . . . 


Uniform-Code Laws 
Up in Z States 


WASHINGTON. — Progress to- 
wards adoption of uniform motor 
vehicle laws in 1949 legislative ses- 
sions is evidenced by the introduc- 
tion of conforming legislation in 
Seven states and studies leading to 
the drafting of proposals initiated 
in two additional states, a study by 
the National Highway Users Con- 
ference reveals. 

Pending bills in Arizona provide 
for the adoption of the uniform 
operators and chauffeurs law as 


well as uniform size and weight 

provisions, as found in act 5 regu- |" @ road that has a 24-hour traffic 

lating traffic on highways. count in excess of 3,500 vehicles 

- : 4 must pull to the shoulder of the 
Adoption of act 1 of the uniform | road and let faster traffic pass. 

code covering vehicle registration, | Other Oklahoma bills embrace hand 

certificate of title and anti-theft 'signals, brake, lights and other 


provisions is under consideration in 
Arkansas. 


A Georgia bill provides that 
truck and bus lighting be in con- 
formity with the uniform code. 
Nebraska legislation includes a 
bill substantially in conformity 
with the operators and chauffeurs 
license act (act 2) of the uniform 
code. 


An Oklahoma proposal similar to 
act 5 of the uniform code has been 
introduced with an amendment re- 
quiring that slow-moving vehicles 


WOLFE'S ANNUAL CONFERENCE—Entire sales crew of John E. Wolfe Co., Oklahoma City, 
publisher of service followup information and mailings attended the affair at the home office 
recently. Left to right: Harrison Snow, ‘Red’ Hoffer, Bill Spencer, Orvie Kruse, Stuart Bell, 
Jerry Heim, Abe Randall, Jack Geary, J. C. Holman, ‘J. E. Wolfe, Cap Conner, Gus Schuer- 
nen. ne Wooley, Bill Miller, Perry Buchner, Ray Cline, Herb Lamborn, Ed Ooelhafen and 

» Bradshaw. 





s | removed in all but two of the nine 

N, D. Court Sustains \North Dakota cities where they 
Parking Meter Ban were installed prior to last spring. 

BISMARCK, N. D. — A 4-to-1|The two cities— Wahpeton and 
opinion handed down by the North|Grand Forks—have not been en- 
Dakota supreme court has upheld | forcing their meter laws. 
the constitutionality of a ban - = 
against the use of parking meters 
in the state. 
Parking meters have already been 








William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week, 


This longer lasting cure realy 








“We wore out the seat covers, Joe—but those Ramco 10-Up Rings 
you installed at the same time are still working like a charm!” 
That’s the kind of lasting customer good will Ramco 10-Up Rings are 
building for tens of thousands of shops all over America! It’s good will that 
is convertible into BIG CONTINUOUS PROFITS from sales of other services, 
parts and accessories, like Joe’s seat covers! 





There is a difference in rings . . . in methods . . . and it shows up 
in the long run! That’s why the Ramco 10-Up (one year) 10,000 
Mile guarantee is only the beginning for Ramco 10-Up per- 
formance. Reports of 30,000: miles and more with Ramco 
10-Up are common. It’s this kind of performance that proves 
Ramco’s exclusive features such as Spiro-Seal (the continuous 
steel ring) do make a difference! 


AE-PowsEn wit RAMCO te | 


BUILT TO EXCEED 10,000 MILE (1 YEAR) GUARANTEE BY ensattlita MILES! 


Call for RAMCO 10-Up Piston Rings . . . for Re-Bore and Re-Ring, Car or Truck . . . 

Other products of Ramsey Corporotion, 3737 Forest Park Bivd., St. Lovis 8, Missouri: RAMCO Piston Skirt Stabilizers + + * Seal-Tite Piston Rings + + + Oil-Tyte Piston Rings + + « 
Spirolox Retaining Rings, Spiro-Seal Grease Seals & Dust Seals +++ Famous RAMCOnizer Machine for reshaping collapsed piston skirts + ** Ramco 3-Up Parts Cleaner. 
Factories: St. Louis and Sullivan, Missouri; Fruitport, Michigan; Toronto 8, Ontario, Canada. Copyright 1949 by Ramsey Corporation. R-3126 AN. 













__ SERVICE SECTION 


equipment provisions of act 5 of the 
uniform code. 

Introduction of a bill in Utah in 
conformity with act 5 of the uni- 
form code embraces regulations 
governing the operation, parking, 
use and equipment of motor ve- 
hicles. Traffic signs, signals and ac- 
cident report requirements are also 
set forth in this bill. 

In Michigan the advisory com- 
mittee of the state safety commis- 
sion recently met to study a pro- 

posed draft of a complete vehicle 
code adhering closely to the uni- 
form code and embracing driver 
licensing, vehicle inspection, 
drunken driving tests and penal- 
ties, as well as school bus regula- 
tions. 

A Massachusetts measure has 
been introduced providing for a re- 
cess investigation and study by the 
committee on highways and motor 
vehicles for revision of existing 
laws so as to conform with the uni- 
form code. 

In other developments, the New 
York State Conference of Mayors 
and Other Municipal Officials pre- 
sented to the governor of New York 
and the legislature the following 
recommendations: 1. that half of 
the motor vehicle taxes be returned 
to the city or village of registry; 
2. half of the gasoline tax be re- 
turned to municipalities, allocated 
on street mileage; 3. that the high- 
way law be amended so that town 
highway taxes will not be levied on 
village taxpayers. 

The quvesane of Nevada told the 
legislature that the highway con- 
struction and maintenance program 
has been carried on effectively in 
spite of “increasingly heavy ob- 
stacles.” He said the state will be 
able to match federal funds and 
continue adequate maintenance for 
the next two years without serious 
reduction of the program. 

The special report on Vermont 
highway needs, prepared by the 
state highway board, declared that 
more than 4,600 miles of public 
highways need to be improved at 
an estimated total cost of $124,082,- 
000. Available revenue for this 10- 
year period is estimated at $5,479,- 
500 annually. The report asked for 
additional funds to hasten road 
work, 


Hudson Dealers 





















'|Giving Winter 


Checkups Gratis 


DETROIT.—Hudson dealers are 
following a policy of checking win- 
ter driving equipment of customers 
cars without charge and are recom- 
mending to motorists any adjust- 
ments or repairs that are necessary, 
Walter S. Milton, director of serv- 
ice, has announced. 

Milton recommended the follow- 
ing eight basic points as essential 
to safe and trouble-free winter 
driving: 

1. Brakes should be checked peri- 
odically the year around, but it is 
particularly important that they be 
kept equalized during the winter. 

2. Front wheels should be checked 


»|for alignment and steering wheel 


checked to be sure there is no play. 

3. Windshield wipers should be 
checked for condition of motor and 
cleaning effectiveness of the blades. 
It is desirable that vacuum wipers 
have vacuum boosters to maintain 
constant speed, 

4. Exhaust manifold, gaskets, 
pipes and mufflers should be 
checked for leaks, cracks and other 
defects to eliminate possibility of 
|} exhaust poisoning. 
| §. Electrical systems should be 
checked. Proper insulation of wires 
and circuits is important in winter 
since there is greater chance of 
short-circuits. 

6. Headlights should be checked 
|for proper focus and aim, 

7. Tires with good treads are de- 
|sirable. Good treads give better 
traction than smooth tires on slip- 
|pery, wet pavements. 

8. Constant checking of anti 
| freeze is a “must,” no matter what 
type is used, because leaks in hoses 
on loose hose connections can re- 
sult in inconvenience and a costly 
repair bill. 





Fretwell A Greeter 


El L. Fretwell of Fretwell Motor 
Co., Oklahoma City, has been an 
nounced as vice-chairman of the 
Oklahoma City chamber of com 
merce committee to greet distin- 
guished visitors. Also announced 
was W. K. Denison, of Denison 
Motor Co., as chairman of the Live- 
stock show committee, 
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NADA Clinic Shows .. . 
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Dealers More Service-Minded 


(Continued from Page 46) 


his parts panels were a money- 
making proposition, he replied: 

“I don’t lose any money on their 
operation.” 

Highlights from the four papers 
that composed the service sympo- 
sium follow. 

+ * * 
Roy W. Hill 

Roy Hill Chevrolet Co., Dallas 
1X 1946 we only sold $17,599 in| 

budget sales—totaling 113 con- 
tracts. This small volume wasn’t 
due to lack of desire to get more 
business on budget plan, but it was 
the lack of understanding of or- 
ganization and procedure. In 1947, 
we 30ld $90,745 in budget sales in- 
volving 432 contracts, and in 1948 
we closed the year with $88,176 in 
budget sales with 411 contracts. 


Many dealers throughout’ the 
country have exceeded these budget 
sales figures by a large margin. I 
merely mention this to indicate 
that budget selling is not confined 
to any one area, or to any one size 
dealer, but can be applied success- 
fully wherever and whenever a| 
dealer makes up his mind to go| 
into this phase of operation. 


Naturally, it takes the team- | 
work of many members of the 
dealer’s organization, but the key | 
men are the service salesmen and 
the budget manager. I cannot 
emphasize too strongly that in 
medium and larger dealerships 
one man should be employed for 
the handling of budget sales. 

In fact, in our organization we 
call him the budget manager, but 
he does handle other responsibili- 
ties in connection with his major | 


function. 
7 * * | 





HE service salesman should be 

taught to sell enough on the| 
budget plan, but he should also be | 
taught not to over-sell. It is very | 
important that the customer’s pay- | 
ments be made easy for him. If | 
you over-sell and then he cannot | 
meet his payments, you have a bad | 
situation—a dissatisfied and dis- 
gruntled customer—and no doubt a 
repossession. 

As a matter of fact, in the past | 
three years we have only had six | 
repossessions out of 956 budget | 
plans handled. The service sales- | 
man should also be taught to sell | 
a complete repair job versus a| 
“patchup” job. It is very easy for | 
the service salesman to show the | 
owner of a seven or eight-year-old | 
automobile how he can bring his | 
car up-to-date by selling him neces- 
sary repairs for his comfort, | 
economy and appearance, 

In our operation, the service 
salesman and the customer come 
to an agreement in the amount 
of service that he would like to 
buy on the budget plan, and then 
he is introduced to the budget 
manager who takes over at that 
point. 

The budget manager should be in 
a position to handle, and should be | 
in a position to: 1. Answer all ques- 


| 
| 











FOR MEASURING PISTONS—A new method 
of measuring heat within a piston moving as | 
fast as 2,000 r.p.m. within an engine was 
revealed recently by engineers in the Beacon | 
(N. Y.) laboratories of Texas Co. Exact | 
knowledge of internal piston temperatures is | 
vital to the testing and development of new 
types of lubricants, the engineers pointed out. 
Older mechanical devices for determining 
piston temperatures fail under high speeds, 
heat, and reciprocating motion of the pis- | 
tons, and formation of oil films results in 
open electrical circuits, the company mates. | 
The new technique ¢émploys air-cushioned 
Plungers which contact at intervals a thermo- 
couple placed inside the piston. Heat is de- 
termined by measuring, on a meter, current 
induced by the thermocouple, and thorough 
Climination of oil films is achieved. 








tions. 2. Explain company policy of 
guaranty. 3. Make signing of pa- 
pers quick and easy for customers. 
4. Encourage customers to make 
monthly payments through dealer- 
ship. 5. Discuss insurance. 6. Clas- 
sify customer by (a) ability to pay; 
(b) willingness to pay; (c) collat- 


eral. 7. Sell additional items if 
practical. 

* a * 
T IS important that customers 


buying on budget plan be well 
treated for the reason that they 
will sell additional customers for 
you. The best source of increasing 
the budget sales is through satisfied 
budget customers. 


Now the service salesmen have a 
very definite responsibility in fol- 
lowing through on each budget 
transaction. They should be 
trained to: 

1. Sell a complete job. 2. Sell 
enough but do not over-sell. 3. In- 
spect all work on completion, 4. 
Notify customer, during the process 


of work, if additional repairs are | 


necessary and secure customer’s 











approval. 5. See that work is com- 
pleted when promised. 6. On the 
larger repair jobs, wash and deliver 
car clean. 7. Be certain that total 
of job is very close to estimate 
made. 8, In case of any question 
on replacement parts, save all parts 
to show customer. 9. Follow up a 
“complete job” within a few days 
by a telephone call. 

As for sales promoting the bud- 
get plan, we have used the classi- 
fied section of our local news- 
papers with small ads and some 
direct - by - mail. The important 
part about advertising the budget 
plan is the consistency of it 
rather than the size or amount 
of advertising. 

We believe that a program does 
not get sold to the public under 


| six to eight months, and you must 


maintain a consistency in advertis- 
ing during that period. 
+ * * 


By W. L. Teague 
(Ford), Walla Walla, Wash, 


| 7 IS NOT just because of lower 


prices that our customers have 
strayed from the fold, it was and 


simply is because the station oper- 


ators know that they must give | 


personalized service and more and 
more attention to what the cus- 
tomer wants and expects than the 
new-car dealer is in the habit of 
giving. We have been too much 
interested in just selling a new car 
rather in giving service. 
Lubrication happens to be one 


phase of service about which the | 


customer understands more and is 


critical; therefore, the need for our 
giving more attention to this par- 
ticular cornerstone. It is all right 
for us to say that the service sta- 
tion operator doesn’t make much 
money and that he has spoiled cus- 
tomers by giving a lot of free serv- 
ice, but that itself does not bring 


the customer back, nor will it keep | 


him home in the first place. 

Perhaps the profits in the lubri- 
cation department are not as 
large as we would like to have 
them. If not, that in itself is 
mostly our fault, Even though 
profits were less, we cannot af- 
ford to keep losing our custom- 
ers to outside lubrication setups, 
whether they be modern service 
stations or what not, 


According to the Crowell-Collier 


‘Publishing Co. in their 1948 auto- 


e ‘ ee 
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motive survey, filling stations are 
walking away with the lubrication 
business with 59.6 percent while the 
car dealer is a very poor second 
with 19.4 percent, and the indepen- 
dents have the rest. Now, probably 
we could survive were it possible 
to maintain even the poor second- 
rating figures, but unless we do 
something about it, it will get worse 
for the service stations are out to 


in a better position to be justly | take the rest of our little 19.4 per- 


cent, plus tuneups, plus brake work 
and, yes, even major repairs. 

When one considers we are now 
only doing 34.9 percent of the major 
repairs and 30 percent of the tune- 
ups, it is high time to be more than 
just mildly concerned. Some of us 
would do well to become alarmed. 

* + * 


Now: what must we do to protect 
ourselves? First of all, we must 


| realize that the lubrication depart- 


ment is an all-important one, and 
while not highly productive of prof- 
its, directly, it is without question 
an all-important key of our assur- 
ance of not losing our customers 
if we are to stay in the service 
business, 

How far does your own knowl- 
edge of the economics of lubrica- 

(Continued on Page 56, Col. 1) 

















Here’s an undercoating you can apply and sell 
with confidence because its quality is uniformly 
superior .. . entirely produced by Lion from raw 
material to finished product, under U. S. Patent 
No. 2393774. 


Nokorode’s controlled quality and uniformity as- 
sure ease of application and customer satisfaction. 


If you’ve tried selling another undercoating, get 
into the real profit field with superior Lion No-Ko- 
Rode. And if you haven’t yet entered into this 
proven, profitable business, by all means call or 
write Lion Oil Company, El Dorado, Arkansas, 
for full particulars. 
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with the to hi 
Richards Named Sales Chie} Soke as its president last yen. 


At Standard Products He is a director of Weatherhead 
Appointment of ©. O. Richards; Co., Cleveland. 

as general sales manager of all In 1910 Murray was one of a 

divisions of Standard Products Co.| group of six trainees chosen to 

is announced by F. R. Valpey, vice-| learn to build the sparking bat- 

president and director of sales. teries that = a ebay = had de- 
Richards was formerly with Gen-| veloped for the then infant auto- 

eral Motors Corp. for 33 years in| mobile industry. In 1947 he was 


an executive {engineering capacity. — executive vice-president of 
a + * 


Myers, Marray Head Up Lumite Appoints Three, 
Cleveland Plant Group r in Field Sal 

James L. Myers, president of wo mn o wares 
Cleveland Graphite Bronze Co., Two new field sales representa- 
and Claude E. Murray, executive tives and a designer have been ap- 
vice-president of Willard Storage pointed by the Lumite division of 
Battery Co., have been elected, re- | Chicopee Mfg. Corp, it is an- 
spectively, president and treasurer nounced by J. Ferrell Nicholl, gen- 
of the Associated Industries of | eral manager of the division. 
Cleveland, organization of more Jack E. Robertson is the repre- 
than 1,000 manufacturing firms in | sentative for the Lumite woven 
the Cleveland area, plastic fabric in St. Louis. William 

In 1919, when Cleveland Graph- | W. Crumpton is in charge of the 
ite Bronze was organized with 20 |Lumite fabric territory in east 
employes and no working capital, | Tennessee, Georgia, North and 
Myers was its chief engineer. He | South Carolina, Alabama and Flor- 
has progressed through various | ida. Douglas Duncan McCord has 











TRUCK SALESMEN GO TO SCHOOL—Chevrolet's St. Louis zone initiated its first major 
postwar program to train retail truck salesmen with a three-day course attended by 20 
salesmen a sales managers. 


been appointed assistant designer| years and as a director for the 
in the Lumite fabrics department.| past four years. He is also presi- 
7 Vom dent of the company’s wholly- 
Ohio Steel Products Elects owned subsidiary, Galion Allsteel 
° ° Body Co. 
Heiser as President ie OE 
B. John Heiser no — —- Scovill Elects deBrauwere 
ey era Oo. ‘Gallen, o. aekene Assistant Vice-President 
ing Gilbert L. Stiefel, who died R. L. deBrauwere has been elect- 
last September, it is announced. | ed assistant vice-president of Sco- 
Heiser has been with the com- | vill Mfg. Co., Waterbury, Conn. He 
pany since 1926 and has served | is also continuing as assistant sec- 
as vice-president for the past 11 | retary at Scovill and as secretary 











































SELL THE WINNING 
LINE IN ‘49 


Sealed Power offers you « 
The industry's finest fran- 
chise © Real technical help 
fer your men © A complete 
program of display and di- 
rect advertising material ¢ A 
complete line of parts, in- 
cluding pistons, cylinder 
sleeves, valves, water 
pumps, and chassis parts. 
Climb aboard the Sealed 
Power band wagon now! 
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Read what VERMONT says about 
SEALED POWER 
MD-50 STEEL OILRING 2 


The only ring with the FULL-FLOW SPRING 


"Some of the junkers we re-ring are in pretty 
tough shape. We found that with Sealed Power 
Rings with the Full-Flow Spring we could control 
oil and give some of these old crates more power 
than they had had in years. We take pride in our 


Sealed Power ring jobs.” 
Rene Audette, Head Mechanic 
Mayo's Motor Mart, Burlington, Vt. 


AMAZING ACCEPTANCE EVERYWHERE 
+ From coast to coast, repairmen are praising the 
great new Sealed Power MD-50 Steel Oil Ring— 
the only ring with the Full-Flow Spring. From 
Vermont to California, from Minnesota to Texas, 
come enthusiastic reports: ‘Drains oil more freely 
with less clogging”. . .“"Not a failure in 100 jobs” 
..-"Does a much better job of oil control!’ 


BETTER OIL CONTROL BECAUSE: 
TWICE AS MANY SLOTS 
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instead of HUMPS _A__ A. n~_aA 
for POSITIVE PRESSURE 


GREATER BEARING AREA 
FOR LONGER LIFE 





All these and many other exclusive features help 


the MD-50 Oil Ring SAVE OIL, SAVE GAS, R a 
SEAL POWER! They mean easier starting, longer = ¥ 
life, more satisfaction for owners. Sell the great- : 

est steel oil ring ever built. Sell Sealed Power! = 

Talk to your Sealed Power Distributor. Sealed 4 


Power Corporation, Muskegon, Michigan. : 


NATIONALLY ADVERTISED IN: 


Saturday Evening Post 
Collier's 

Popular Mechanics 
Country Gentleman 
Successful Farming 
Progressive Farmer 
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SERVICE SECTION 


and director of A. Schrader’s Son, 
Inc., Brooklyn, N. Y. 

DeBrauwere is a veteran in the 
rubber industry, having been with 
Schrader’s since 1915. He started in 
the purchasing department and 
later became traffic manager, ad- 
vertising manager, branch man- 
ager and general sales manager of 
Schrader from 1925 to 1940. In 1934 
he was elected assistant secretary 
of Scovill, in addition to his duties 
as general sales manager at Schra- 
der. 





* * x 


Seiberling Shuffles Posts 
Of District Managers 

Changes in assignments of sev- 
eral district sales managers of Sei- 
berling Rubber Co., and creation of 
a new sales district for the com- 
pany in Minneapolis, are announced 
by L. M. Seiberling, sales vice- 
president. 

Jack W. Bingham, who has been 
district manager in Kansas City, 
will become manager of a newly- 
created Minneapolis office. Frank 
Carlson, Chicago district manager, 
is the new Kansas City district 
manager. Earl L. Luthy, a 27-year 
veteran in the Seiberling organiza- 
tion, moves from the Philadelphia 
district managership to become 
Chicago district manager. Succeed- 
ing Luthy will be William V. Ying- 
ling. 


* * * 


Wilson Named Sales Chief 
For 3 Regions by Brown 


O. B. Wilson, eastern regional 
sales manager for Brown Instru- 
ments division of Minneapolis- 
Honeywell Regulator Co., has been 
named manager of sales for the 


| east, southeast and central regions, 


it is announced by L. Morton Mor- 
ley, Brown’s vice-president and 
general sales manager. 

Wilson, who has been with the in- 
dustrial instruments division of 
Honeywell for the past 25 years, 
will supervise sales in the area ex- 


| tending from Florida and the Gulf 


of Mexico to the Canadian border. 
He will make his headquarters at 
the Brown plant in Philadelphia. 

* * * 


Lundius Succeeds Henny 


At Hyatt Bearings 


H. O. K. Meister, general manager 
of the Hyatt Bearings division, Gen- 
eral Motors Corp., Harrison, N. J., 
announces the appointment of A. H. 
Lundius as plant manager of its 
nearby Hyatt Clark township plant. 
Lundius succeeds J, C, Henny, for- 
mer plant manager, retired. 

For several months before assum- 
ing his new duties, Lundius served 
as assistant plant manager at Clark 
township. Prior to that he was at 
the Harrison plant, first as a tool 
designer, then as project engineer, 
supervisor of development drafting, 
assistant manufacturing superin- 
tendent and assistant factory man- 
ager. 

+ . * 
American Coach Reports 


Sales Personnel Shifts 


Clarence G. Wood, director of 

sales, announces the following ap- 
pointments for American Coach & 
Body Co., Cleveland: 
s Paul V. Dimmick succeeds Dem- 
ing Bronson as Central division 
sales manager with headquarters at 
Cleveland. Bronson has resigned. 
Assisting Dimmick will be Arthur 
C. Frank. 


* * * 


New England Products 


Changes Name to Neapco 


New England Auto Products 
Corp., Pottstown, Pa., announces a 
change of its corporate title to 
Neapco Products, Inc. 

Officers of the company remain 
the same. Products of the company 
will continue to be manufactured 


under the trademark Neapco. 
+ * * 


Roth Joins Weaver 


C. E. Roth has been named by 
Weaver Mfg. Co. as its representa- 
tive in northern California and 
northern Nevada. Roth’s accept- 
ance of the post returns him to 
the automotive equipment sales 
field after more than a year of in- 
activity. He formerly represented 
John Bean Mfg. Co., Lansing. 

7 * * 


Marcus Names Hendrey 
Alvin Marcus, president of Ma: 
cus Transformer Co., Inc., Hillsid: 
N. J., announces appointment of 
W. R. Hendrey Co., Smith Towe: 
Seattle 4, as territorial representa 
tive for Washington and Oregon. 
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Willi Made Vice-President 


Of Continental Motors 


Election of Albert B. Willi as vice- 
presidént of Continental Motors 
Corp., Muskegon, Mich., is an- 
nounced by C. J. Reese, president. 
In his new capacity, Willi will be 
assistant general manager of the 
company’s Getty street plant and 
will be responsible for production of 
the $18,800,000 tank engine order re- 
cently placed with Continental Mo- 
tors by the ordnance department, 
Reese said. He will continue as ex- 
ecutive vice-president of Continental 
Aviation & Engineering Corp. 

Guy Harinton, vice-president of 
Continental Motors, will be works 
manager of the tank engine plant. 
Both he and Willi have been execu- 
tives in Continental’s manufactur- 
ing department many years. 

. s * 


Ihde, DeFino Promoted 


In Fedders Auto Sales 


Fedders - Quigan Corp., Buffalo, 
announces election of August F. 
Ihde as vice-president in charge of 
automotive sales and the appoint- 
ment of Anthony J. DeFino as sales 





> 


A, J, DeFino 


manager of the Automotive division. 
Ihde has been connected with the 
industry since 1907. He became 
Fedders’ chief engineer in 1920 and 
has been sales manager of the Auto- 
motive division for 17 years. 
Fedders-Quigan manufactures car | 
radiators and heater cores. 
* * * | 





A. F, Inde 
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L-M Appoints Bostedor 


To Production Post 


Appointment of Clare C. Bostedor | 
as director of programming and 
production control for Lincoln-Mer- | 
cury has been announced by Stan- 
ley W. Ostrander, manager of oper- 
ations. 

The appointment consolidates 
scheduling with purchase follow-up 
as well as shipping, receiving and 
material handling at the Lincoln 
plant. Bostedor will also function- 
ally direct similar activities at the 
L-M branch assembly plants in 
Metuchen, N. J., St. Louis and Los 
Angeles. 


* * * 


Hamby Heads Press Plant 


For Dodge in Detroit 


L. L. Colbert, president of Dodge, 
announces the appointment of Otis 
T. Hamby as general works man- 
ager of Dodge’s Nine Mile Rd. press 
plant just outside Detroit city 
limits. 

Hamby began his automotive ca- 
reer in June, 1913, as a machine 
repairman for American Car and 
Foundry Corp. in St. Louis. After | 
becoming assistant foreman in| 
charge of all that plant’s mainte- 
nance and die work, he moved to 
Detroit, where he worked for sev- 
eral concerns as a die maker be- 
fore joining Dodge Brothers Corp. 
in 1920. 

+. 7 * 


Ow Named Technical Head 
At Liquid Glaze 


John J. Mitchell, president of | 
Liquid Glaze, Inc., Lansing, an- 
nounces the appointment of John 
T. Ott as supervisor of the firm’s | 
technical division. 

Ott has had a long experience in | 
the chemical and metallurgical field 
in the Detroit area, and until re- | 
cently was chief chemist for Kais- 
er-Frazer Corp. 

* x * 


Scharschu Given Promotion 


At Allegheny Steel 


C. A. Scharschu, director of re- 
Search at Allegheny Ludlum Steel 
Corp., has been appointed assistant 
technical director, it is announced 
by F. B. Lounsberry, the company’s 
technical director. Dr. L. C, Hicks, | 
associate director of research, will 
fill Scharschu’s former position. 

Scharschu has been associated 
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with Allegheny Ludlum since 1929 
when he joined the former Alle- 
gheny Steel Co. as chief metallur- 
gist and director of research, Dr. 
Hicks has been employed in the 
company’s research department 
since 1933. 


* * * 


Ford Promotes Reith 


To Business Post 

Walker A. Williams, Ford general 
sales manager, has announced the 
appointment of F. ©. Reith as as- 
sistant manager of the business 
management department. 

Reith has been at Ford Motor Co. 
three years. He has been employed 
as manager of the administrative 


budget department. He was for- 
merly employed at the General 
Electric Co. and served in the Army 
Air Force during World War II. 

+ 


* * 


Heli-Coil Elects DeLamater 


As Vice-President 

Maj.-Gen. (ret.) Walter A. De- 
Lamater has been elected a vice- 
president of Heli-Coil Corp., Long 
Island City, N. Y., manufacturer of 
Heli-Coil screw thread inserts. 

The announcement was made by 
the company following a director’s 


meeting. 
* * * 


General Motors Hikes Two 


In Accounting Posts 
Appointment of H. W. dle 
as divisional comptroller of the 
Buick-Oldsmobile-Pontiac assembly 
division of General Motors is an- 





nounced by J. E. Goodman, gen- 
eral manager of that division. 

Clapsaddle succeeds J. A. Me- 
Fetridge, whose appointment as 
division comptroller of the Allison 
division of General Motors in In- 
dianapolis was also announced. 
Clapsaddle, who has been serving 
as assistant divisional comptroller 
of the BOP division, joined Gen- 
eral Motors in 1928. McFetridge 
joined General Motors in 1928 as 
a traveling auditor. 

+ * o 


Three Win Promotions 
At Willard Battery 


Promotion of three members of 
the merchandising and advertising 
staff of Willard Storage Battery Co. 
is announced by H. E. Evans, mer- 
chandising manager. 

The three men and their new 
positions are: Herbert A. Fother- 
ingham, advertising service man- 
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ager; Donald I. Ehlenfeldt, manager 
of sales promotion, and William H., 
Walter, manager of market re- 
search. 


* * ¥ 
Henchey Joins Willys 
Maurice Henchey has been ap- 

pointed an assistant regional sales 
manager for Willys-Overland Mo- 
tors, it is announced by Howard 
O. Lund, general sales manager. 
Henchey, who will assist William 
Newman jr., manager for the sales 
region covering Illinois, Wiscon- 
sin, Missouri, South Dakota and 
Iowa, formerly was a_ regional 
manager for Kaiser-Frazer Corp. 

a . 


. 
Homan Takes Avon Post 


Appointment of William T. Ho- 
man jr. as sales engineer of the 
Avon Tube division of the McAleer 
Mfg. Co. is announced by E. P. 
Robinson, director of sales. Homan 
replaces R. E. Masters. 





Pump requires 
air-pocket. 





This revolutionary pump eliminates the serviceman’s 
great headache—air bleeding. The “Jet-Power” 


no manual bleeding. It will not 


That means no spitting and spurting grease . . . no running 
back to operate a bleeder valve. In fact, the “Jet-Power” 
Pump has no bleeder valve. Any air in the pump is automatically 
discharged through the grease control nozzle. 

But no “air-locking” is only one big advantage of the 
Balcrank “Jet-Power” Pump. Others include ... 

GREATER GREASE VOLUME—The “Jet-Power” Pump de- 
livers up to 31 ounces per minute at normal shop temperatures, 


LIGHTER WEIGHT—Less than 15 pounds. 








—— 


@ Greatest Grease Volume 
@ Below-Zero Operation 


@ Fewest Parts 

@ Lightest Weight 

@ Lowest Cost Maintenance 
@ Will Not Air-Lock 


“Jet-Power' 
gear oil, motor oil and undercoating models. 


1) 
a 


* Pumps are available in high-pressure, 


LOW TEMPERATURE OPERATION — pumps lubricant easily 


at below-zero temperatures. 


FEWER PARTS—Only 60 different parts—far less than most 


other pumps. 


HIGHER PRESSURES—Equal to the greatest. 45 to 1 ratio. 


LOWEST COST MAINTENANCE—Pump can be assembled 
in 12 minutes—disassembled in 9 minutes, using just screw 
driver, adjustable wrench, pipe wrench and vise. 


In short, the new Balcrank “Jet-Power” Pump is the “hottest” 


pump on the market. 


BALCRANK INC., CINCINNATI 9, OHIO 
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NADA Clinic Shows .. . 


More Dealers Become | 


Service-Minded 


(Continued from Page 53) 


tions extend? Do you know that it , attractive and conveniently located 


is now regarded by many top rank- 
ing oil company executives as the 
most influential of all automotive 


services? They base their belief on | 


cold facts and common sense. They 
know this is an era of customer 
convenience. 

Customer convenience calls for 
efficient one-stop service, as ex- 
emplified by the popularity of 
super markets. As the trend 
grows and as more and more 
stations promote one-stop service, 
more and more customers will 
drop from our service lists unless 
we do something. 

Secondly, we must have modern 
and up-to-date lubrication facilities. 
I will not discuss this further as 
most of us do have exceptionally 
good-looking lubrication depart- 
ments, but not too many of us have 





rest rooms, 
Thirdly, we must have a staff of 


well-trained courteous attendants 
who give car owners even better 


and more courteous treatment than 
they can receive away from home. 
None of us would for one minute 
even consider taking a secretary, 
moving her over to the accountant’s 
desk and saying, “Now you keep 
the books and take off the state- 
ment,” nor would we remove the 
white coat from our janitor and 
place him in a managerial position. 
+ + + 


ys some places personnel with 
practically no previous experi- 


ence, very little if any training and | 


supervision, have been given white 
coats and given the title of lubrica- 
tion specialists. 


Let’s take a lesson from our com- 
petitors. Let’s take a leaf from a 
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ON BUSY STREET IN LACKAWANA, N. Y.—Franklin Motor Sales (Kaiser-Frazer) is at 2955 


S. Park Ave. Outstandin 
excellent display possibilities. ~ 


book of instructions to their per- | 
|sonnel and see that our men are 
likewise trained and supervised, re- 
|membering that they are meeting 
| perhaps more people than even our 


| salesmen. 

Therefore, the great need for us 
as dealers is to know how our 
customers are being treated and 
what is being said to them, not 
forgetting that we are spending 
thousands of dollars for advertis- 
ing our service, and that the 





| 
| 





feature of the building is the completely open front which affords 


really ours if we would but capi- 
talize on them. 

I maintain that without a prop- 
erly and efficiently functioning lu- 
brication department we cannot 
have a balanced operation, and if 
a business is out of balance, it is 
not properly managed. 

* + * 
By Ken Garff 
(Olds), Salt Lake City 
O AVERT costly mistakes in the 
selection of personnel, make 
sure all applications are completely 


advantages of competition are |and properly filled in. Have the| 









.»-when Trico’s “Two Little Squirts” 
wash your windshield 


@ Every windshield on the highway is a splash target when thaws 


and rains make a mud pie of late winter’s streets. 


This is the time of year to step up sales of Trico Windshield 
‘Washers... for the season when drivers need them most is just 


ahead. 


Three million owners now use the “Two Little Squirts” the year 
round...and consistent national advertising is urging additional 
millions to have them installed in their cars and 
trucks. Display Trico Washers, recommend them 


...and you'll sell them. 





Fourteen makes of cars have special 
built-in provision for quick installa- 
tion by car dealers or service shops. 


TRICO PRODUCTS CORPORATION, BUFFALO 3, N. Y. 


Windshield Washer 


Fully Automatic... Nothing to Pump 
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service manager interview the ap- 
plicant. You interview him, too. 
Make certain his background is 
right. 

Investigate his family. Be sure 
he intends to settle in your com- 
munity. You most assuredly don't 
want him to pick up and leave 
town about the time he becomes 
valuable to you. Training these 
men is a costly investment—and 
you must protect it. 

And right here and now is a 
good time to analyze the GI deal 
—which is still continuing in 
many places. It has its good and 
bad points. If the GI is trained 
by master mechanics in your shop 
who work on a salary, it will be 
easier and simpler to do _ the 
training. 


If the master mechanic on piece- 
work has a GI trainee, you'll spoil 
your good mechanics because they’! 
make too much money. To correct 
this problem, see that the mechanic 
pays all or part of the GI salary- 
depending, of course, on the ability 
of the GI and the amount of time 
|the master mechanic spends with 
him. The big objective is to get 
the GI adequately trained as soon 
as possible—to get him quickly on 
his own—on piecework or salary 
without delay! 

+ + + 


A= in connection with any well- 

planned program of training, I 
want to stress a somewhat obvious 
idea. There is an imperative need 
of training one or two men for key 
posts in your shop at all times, 
after you are fully staffed. 

These men must be hand-picked 
with plenty on the ball, and when 
they are properly trained they’ll 
come in handy as mechanics, serv- 
ice salesmen, assistant service man- 
agers and potential service man- 
agers. Without this link in your 
| training program, no chain of cus- 
tomer service can survive the 
strain! 

Here’s another problem that a 
flexible training program will 
help you solve: Any shop has 
| periods of rush—when customers 
| come in in streams. And _ re- 
gardless of your circumstances, 
| these customers must be handled 
promptly, unhurriedly, and cour- 
teously—if goodwill is to be safe- 
guarded. 


| To meet, for example, the de- 
mands of the morning rush hour 
| or of unexpected sickness, we have 
painstakingly trained several of 
our mechanics (who have a talent 
for meeting people) to greet our 
customers and sell service. When 
the rush is over, these men return 
to their stalls. 


This flexibility accomplishes the 
| all-important objective of getting 
the customer promptly and expertly 
served without having a reserve of 
| non-productive manpower. 

* + +. 


As A RESULT of my study, I 
+* have found that in many loca- 
| tions there is no problem of labor 
| supply. Privately endowed training 


|schools are doing a good job of 


turning out desirable technicians. 


|Equipment manufacturers are 


working with these schools. Dealer 
groups have organized to work 
with manual training and high 
schools to supply additional expert 


| personnel. 





I believe that we as dealers 
should organize committees, 
where there is none, to make 
studies of labor requirements in 
cooperation with the business col- 
leges and business schools all 
over the country. This will help 
for the long pull, for our reser- 
voir of trained men is the only 
solution to our shop personnel 
problems. 

Now in conclusion, I would like 
to set forth briefly some definite 
suggestions that will make pos- 
sible the finding and keeping of 
the competent personnel you need 
and offer suggestions that will 


| give you advantages over your in- 


dependent shop competitors: 


1. Proper compensation (includ- 
ing incentives, vacations with pay, 
insurance benefits, etc.): These, of 
course, can’t be provided out of 
the clear blue sky. The shop must 
be busy no matter on what basis 
the men are paid-—whether on 
guaranteed weekly or monthly sal- 
ary or flat rate. And of course I 
prefer flat rate work because on 
that basis the workman shares 

(Continued on Page 57, Col. 1) 
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Dealers More Service-Minded 


(Continued from Page 56) 


with the dealer on what is earned. 
The curse of the hourly rate is un- 
applied time. 

In 1924, the Chevrolet dealers 
throughout the nation were on an 
hourly rate and lost $18,000,000. In 
1925 the incentive plan was put 
into effect and these same dealers 
made $4,000,000—a difference of 
$22,000,000. There are few service 
managers that have the heart to 
send a mechanic home or lay him 
off for a few hours in a day when 
he is not productive. 

The key to the whole problem of 
compensation is to keep a man 
busy and productive. If you are not 
now as busy as you should be, 
make a drive for more lubrication. 
In fact, to get this business is your 
responsibility! Remember statistics 
tell us that lubrications give you 
five times its volume in other shop 
work. 

2. Take advantage of labor-sav- 
ing tools and equipment: Work- 
men take great pride in being em- 
ployed where their tools and equip- 
ment are unexcelled. 

3. Maintain pleasant, congenial 
working conditions, such as clean 
rest and locker rooms, comfortably 
warm in the winter and cool in the 
summer. You will be well paid if 
your employes have a convenient, 
pleasant and inviting place to work. 


4. Improve your personnel rela- 
tions: Get close to your men. Be 
interested in them. Let them be 
interested in you. No matter with 
what problems we are preoccupied 
and perplexed, we must be pleas- 
ant and give our associates a warm 
smile and a cheerful hello. 

If we do—this important friend- 
liness will be carried from our 
employes to our customers. Good 
personnel and customer relations 
are just as essential to our profits 
and success as the running of 
any department of our business. 

5. Sponsor a continuing training 
program; keep in training some 
personnel beyond your current 
needs. 

6. Be actively interested in help- 
ing your community plan its voca- 
tional training in your field. 

* cg * 
By Leland Johnson 

(Ford) Long Beach, Calif. 
Qu PARTS sales goal for 1949 

is established, as is our parts 
sales expense budget. Sales goal is 
broken down into shop sales, coun- 
ter retail sales and wholesale sales. 


We must accomplish a 20 per- 
cent increase in parts sold per 
parts department employe. This 
calls for cooperation of service 
floor write-up men who are charged 
with a corresponding increase re- 
pair order volume. 


On counter retail sales, which 
in our store is above the average, 
calls for concentration on related 
parts sales; that is, gaskets and 
cement with cylinder heads, rings 
with pistons, etc. 

In our wholesale trade with two 
parts panels, we will render a su-| 
per-service on systematic coverage | 
and emergency deliveries, with an 
effort to maintain adequate stocks 
on the shelves of wholesale cus- 
tomers. 


We expect to accomplish a 15 
percent reduction in parts person- 
nel expense—not by-a reduction in 
compensation, but by a reduction 
of at least two in number, keeping | 
our highest producers producing. 
For the first time in years we| 
now have almost enough floor | 
Space to have a place for every | 
article and have every article in| 
its place. 

Fast moving articles will be| 
quickly accessible—45-day turnover | 
is our ideal. 

* * * | 

WE EXPECT to transpose $25,000 | 
in parts inventory into cash by | 

a methodical reduction in obso-| 
lescence, out-of-balance, and _ so- 
called “bastard parts” accumulated 
under pressure of shortages. 

Our parts department, like all | 
other departments, operates on| 
base salaries with a minimum vol- | 
ume to which base salaries apply. | 
Over that minimum, 10 percent of | 
sales is divided one-half to depart- | 
ment manager and one-half divid- 





ed to balance of personnel at end | 
of each month. 

In addition, we have an annual 
gift to department heads and 
employes which has averaged be- 
tween $15,000 and $16,000, the day | 
before Christmas since the war. 

We operate a coffe shop—-free to 
employes and to customers. I am 
happy to say our people do not 
abuse the privilege. 

Our service advertising is never 
released until coordinated between 
parts department and service de- 
partment. We use newspapers and 
a 50 percent billboard showing. 
Display cards are simultaneously 
released for all company cars, win- 
dows and entrances; thus multiply- 
ing and repeating our invitation to 
do business with us. 

+ * * 

N MERCHANDISING, we don’t | 

have any Turkish rugs or plate- 
glass mirrors. We have an outside 
window dresser come in twice a 
month, and a sign painter cartoons 
one large window next to the serv- 





+ 





ice entrance to be current with 
our advertising programs. 

Our customer complaint policy is 
liberal, we think, but we are below 
average in this expense. We feel 
we are making progress in doing 


|the right selling job at the front 


end of a transaction, instead of 
trying to do a high-pressure clos- 
ing deal at the cashier’s window. 

We believe every member of 
our entire organization is a po- 
tential parts sales person. 

In a recent 60-day contest, the 
lady who makes coffee for the 


crew won some of the money. Our | 


little lady cashier won first prize, 
if you please; and most of our re- 
tail car salesmen were in the 
money. 

We have been cited by the presi- 
dent of the insurance underwrit- 
ers as the most cooperative in re- 
specting their clients. We have one 
insurance account which averages 
$12,000 per year, handled almost 
exclusively by telephone, in which 
we often get our check based on 
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For the really big pay-off in undercoating, 
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LINCOLN WAY MOTORS IN MASSILLON—Headed by Sam Shaffer, president, it occupies 
9,500 square feet of floor space, including 6,700 for service department of 14 service stalls. 


the estimate before the work is 
finished. And it’s not our company, 
either. 

And besides that, our finance and 
insurance reserves were 25 percent 
of our net. So this doesn’t hurt our 
business. 

ok aH * 
C= PARTS department repre- 
sents a larger investment than 
8 out of 10 businesses on the main 
street of our town. 


You, and we on this side of the 


the facts on Fendix. You'll like the deal, from every angle: 


FROM THE SERVICE ANGLE: Service on Fendix is right! That’s 
because we make a real specialty of the undercoating business. We 
help put your undercoat operation on the most profitable, efficient 
basis. We train your body men in correct methods of applying Fendix. 
We instruct your salesmen in new, business-building sales techniques. 
Should an equipment problem arise—we’re Mr. Fix-It. 


FROM THE PRODUCT ANGLE: Fendix gives you more coverage 
per drum because only a 4” coating is needed for maximum rust pro- 
tection and efficient sound deadening. 
is your assurance that Fendix goes on uniformly, gives continuous 
coverage of the underbody, and trouble-free spray gun operation. 


FROM THE PROMOTION ANGLE: You'll like the variety. All kinds 
of personalized direct mail, displays, demonstrators, newspaper 
mats and other sales helps... 


business pay off . 
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Your piven ” or write for complete details... Address Dept. 8 


THE DAVISON CHEMICAL CORPORATION 


BALTIMORE-.3, MD. 





Fendix Is listed under Reexamination Service of 


Underwriters’ Laboratories, Inc. 


Extra factory care in blending 


all designed to make your undercoat 


THE 





table, I believe, will agree that we 
glamorize our parts business far 
less than most of those merchants 
do theirs. Yet our share of the na- 
tional income is at least equal, if 
not more than theirs. 


We think a very attention- 
compelling story can be woven 
around a display of a new piston 
versus an old carbonized piston 
with 50,000 miles of travel be- 
hind it. And the same applies to 

(See CLINIC, Page 58, Col. 5) 













AUTOMOBILE UNDERBODY 


PROTECTIVE COATING AND 
SOUND DEADENER 
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Trolley Coaches 
Gain Over Gas, 


Diesel Buses 


NEW YORK.— More than 8,000 
new vehicles worth $155,000,000 
were added to the nation’s transit 
systems during 1948 to replace 
worn-out equipment and to supply 
service on new routes, according to 
the American Transit Assn. 

Vehicles owned by the industry 
are estimated at 91,700, a small drop 
from the 92,407 at the end of 1947, 
but seating capacity is greater due 
to replacement vehicles being 
larger. 

There was a 41 percent increase 
in electric trolley coach deliveries 
in 1948 over 1947, a decrease of 20 
percent in streetcars for the same 
period and a drop of 42 percent in 
deliveries of gas and Diesel buses. 
However, net increase of vehicles in 
each category was trolley coaches 
30 percent, streetcars 16 percent 
and buses 12 percent, 

During the past year public tran- 
sit vehicles carried over 21 billion 
passengers a total of 3.3 billion 
miles more than all other forms of 
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WESTERN STYLE—The showroom of Murra 
is equipped with fluorescent lighting. Extensive improvements have also been made in the | pay. This also showed an upward 


service department. 


Motor Co. (Chevrolet), Butte, Mont., which 





point-to-point transportation com- 
bined, it was claimed. 


Indications for 1949 point to a 
further decline in deliveries of 
streetcars, gas and Diesel buses, ac- 
cording to manufacturers, but the 
backlog of orders for electric trolley 
coaches continues strong and it is 
possible that deliveries for 1949 will 


equal 1948, largest in trolley coach 
history. 





For Better Service 


A new building, to be used as a 
service garage for GMC trucks, is 
being built by the Indianola (Miss.) 
Tractor Co. 
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Employe Benefits Rise 


Pa. Dealer Survey Shows Shorter Work Weeks, 
Gains in Overtime and Paid Holidays 


Continued from Page 46) 


rural areas remain open a full day 
Saturday. 

“It would appear, therefore,” 
Klugh said, “that the old American 
custom of Saturday one-half day 
work continues to prevail, at least 
in our industry.” 

The report also shows that the 
generally recognized six national 
holidays — New Year’s, Memorial 
day, Independence day, Labor day, 
Thanksgiving and Christmas — are 
| observed by 80 percent of the re- 
| porting dealers, the majority with 


trend when compared to 1947 when 
only approximately 74 percent of the 
dealers granted the six holidays, 
about one-half with pay. 

“One of the most popular incen- 
tives for mechanics appears to be 
the paid vacation, for in 1947 the 
general average for the entire state 
was 76 percent,” Klugh stated. “The 
1948 tabulation shows that in Phila- 
delphia, Pittsburgh and cities hav- 





“Our mechanics increase 


their efficiency and 


earning power with 


With results like this — no wonder the Snap-on 
man is welcome. He keeps tool kits up to par 
with the right tool for every job and he delivers 
the tools direct to the mechanics, saving hours 


of tool shopping time. 


Snap-on’s direct-to-user tool service is available 
through 40 factory branches and almost 800 
trained field representatives. 


SNAP-ON TOOLS CORPORATION 
8082-B 28th AVENUE, KENOSHA, WISCONSIN 


International Division, Kenosha, Wis., U.S.A. 


For 28 years, Snap-on’s Direct-to-User 


“We welcome the call of our Snap-on service 
tool representative,” says H. E. Bledsoe. “With 
his line of specially designed tools, our me- 
chanics increase their efficiency and earning 
power ... the result is a greater volume of cus- 
tomer service through our service department.” 


From coast to coast reports from top service 
managers like Mr. Bledsoe prove over and over 
again that Snap-on tools contribute to better 
workmanship, encourage speed and accuracy and 
promote happier service relationships. 


Tool Service has proved to be 


“The Time-Saving Way to Buy Time-Saving Tools” 
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ing a population of 25,000 or over, 
the figure jumped to 94 percent, an 
increase of almost 20 percent. The 
average in the rural areas is 75 per 
cent. 

“In 1947,” Klugh continued, “62 
percent of the dealers stated that 
they supplied ‘coveralls’ for their 
mechanics. Of this number, 338 
percent assumed the laundering 
cost entirely, and most of the 
others assumed half of this ex- 
pense, the mechanics taking care 
of the other half. The percentage 
has ‘upped’ to 80 percent of the 
dealers supplying uniforms in 
1948, a small group standing all 
laundering costs, while the large 
majority handle it on a 50-50 
basis.” 

The second section of the survey 
on wages and customer rates dis- 
closes that only 12 percent of the 
dealers reporting from small cities 
and towns stated that they pay me- 
chanics on a flat rate basis. 

“This is true of 30 percent of the 
dealers from cities having a popula- 
tion of 25,000 or over,” Klugh said, 
“while the percentage for Philadel- 
phia and Pittsburgh is 42 percent. 

“The statewide average is 19 per- 
cent as compared to 18 percent in 
1946 and 21 percent in 1947,” he con- 
tinued, explaining that the 1,266 
dealers in the rural areas is a deter- 
mining factor in establishing the 
statewide average. 

“In 1947,” the PAA official said, 
“about 60 percent of the dealers 
using the flat rate operated on a 
50-50 basis while about 25 percent 
allowed between 60-50 and 55-45,” 
which also holds true of the 1948 


analysis. 
Clinic 
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a rusty old block, a fuel pump, 
a water pump, a carburetor, ring 
gear, and so on, displayed in your 
write-up area alongside new ar- 
ticles. 

Suffice it to say that each and 
every vehicle on the streets today, 
and to come, is but a coordinated 
inventory of related automobile 
parts and accessories, rolling on 
rubber-tired wheels, and carried in 
stock by that wonderful customer 
of ours who is methodically, and 
inevitably, heading for either your 
store or ours or somewhere else 
for replacement of parts. 

That customer, collectively speak- 
ing, carries the greatest inventory 
of all. He’s really got a complete 
stock on hand. It’s his inventory 
we are obligated to keep up to par. 

+ * + 


M* WHAT. a job of public rela- 
tions we have to challenge us 
in this situation. 

A cordial “Welcome” should be 
inscribed in diamond-studded tile 
over our front door. 

And what an opportunity to play 
the “ideal host” when that won- 
derful guy enters your establish- 
ment. That’s where customer rela- 
tions come into play. 

We should have the facilities to 
make him happier than anyone else 
in town. Our obligation is to serve 
him—courteously, quickly and effi- 
ciently. 

He pays your bills and my bills, 
as well as all the factories’ bills. 


Rust Master Chemical 


To Get New Quarters 


CAMBRIDGE, Mass.—Rust Mas- 
ter Chemical Co. will complete its 
move to new quarters at 50-56 
Creighton St. here March 1, it is 
announced. 

All the operations that go into 
producing and packaging the Rust 
Master line of automotive chemi- 
cals will be housed in the new 
quarters. A railroad siding paral- 
lels the new property at Creighton 
St. and will expedite receipt of raw 
materials and deliveries. 


Ridder Motors 

Ridder Motors, Inc., Keyser, W. 
Va., has been granted a charter 
by the secretary of state, listing 
authorized capital stock at $100,000. 
The firm will commence business 
with $60,000 paid-in capital. Prin- 
cipals are Harland, Anna and Ethel 
Ridder. 
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ON AUTO ROW IN BUFFALO—The new sales and service buildin 
The one-story structure with wide frontage on this main traffic artery has 


1545 S. Park Ave. 
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rted... 


of South Park Chevrolet, 


excellent display facilities. Large glass doors open on the street from the front of the building. 





Visual Merchandising Held 


Good Business Builder 


TOLEDO.—Visual merchandising 
puts dollars into the cash register. 
That’s current advice being offered 
gasoline station operators. 

A recent 48-state survey by a 
national chain store magazine 
revealed that retail executives 
consider store fronts as the most 
important single improvement in 
current store modernization; they 
are alive to the fact that display 
creates a desire, makes selling 
easier, it is reported. 

The gasoline merchant is said to 
be no exception. His merchandise 
is automotive power — gasoline — 
readily visible at outside pumps, 
but he also has scores of other 
items for sale on his station shelves. 
These are items that pose a selling 
problem; the station man needs a 
sales aid that will tell the motorist 
of the merchandise he has to offer, 
it is pointed out. 

That’s where visual merchandis- 
ing reportedly comes in; it opens 
the station to the motorist’s eye, 
and creates a market for mer- 
chandise on display. Consequently, 
station owners in widely scattered 
cities and villages throughout the 
nation are building visual fronts. 

Among such installations are the 
Marathon Service Center at Wash- 
ington, Ind., a city of 10,000; Gulf 
Oil station at National airport, 
Washington; Air Travelers (Shell) 
at Hapeville, Ga., a town of little 


more than 5,000, and Sonny Service, 


Charlotte, N. C. 

The Indiana station, one of a 
group of Ohio Oil service centers, 
uses Thermopane to assure year- 
around visibility. This insulating 
glass, developed by Libbey-Owens- 
Ford Glass Co., has dry air sealed 
between two window panes of iden- 
tical size and shape, and is a safe- 
guard against condensation ag well 
as minimizing heat losses. 

The effect is to give the motorist 
at the pumps or on the street a 
year-around view into the station 
—and create a desire to buy items 
seen on the merchant’s shelves. 

Visual fronts of plate glass are 

used by the stations at Washing- 
ton, Hapeville and Charlotte. 

The National Airport station at 
Washington employs four large 
polished plates, picture - window 


‘type, at the point-side where two 


streets come together at an angle, 
giving the motorist a three-way 
view into the merchandising room. 
Likewise, motor entrance doors 
have broad strips of plate glass 
that provide full view into the lu- 
bricating or service sections. 


The entire street side fronts of 
the Shell station at Hapeville and 
Sonny Service at Charlotte are 
glass, expansive areas being used 
to open up the interiors. Sonny 
Service further uses Vitrolite, a | 


| 


Barium Division 
Ups Capacity 


HARRISBURG, Pa.—Central Iron 
& Steel Co., here, subsidiary of | 
Barium Steel Corp., has spent ap- 
proximately $2,000,000 during the 
past year in enlargements and im- 
provements to its steel making and 
plate rolling facilities, according to 
the Barium Steel management. 

As a result of these improve- 


| of glass.” 





ments Central Iron & Steel has 
substantially increased its ingot 
capacity and doubled its plate fin- 
ishing capacity, it was stated, 


structural glass made by L-O-F, 
on sidewalls encasing the visual 
front, making it a virtual “station 


Some Layoffs Re 





Service on Decline 
In Minn. Area 
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home,” apparently more and more 
are letting major repairs ride un- 
til prices on new cars or repairs 
fall. 

Another dealer says he is certain 
that many of his customers are 
waiting to see what 1949 holds for 
the car market situation before 
making repairs on their present 
cars. 


In some cases business has fallen 
from one-fourth to one-half on ma- 
jor repairs and even greater on 
minor services which motorists can 
obtain from a gasoline station me- 
chanic. Many drivers, one dealer 
said, are under the impression they 
can get service station service and 
any required parts cheaper than 
from a dealer. This dealer said he 
checked prices and his prices on 


similar parts and labor were about 
the same. 

Nevertheless, dealers are frankly 
concerned over this drop in service 
business and many will augment 
advertising and promotional budgets 
during 1949 with programs to de- 
velop and bring in more service 
customers, 

One dealer plans to offer his 
service personnel additional in- 
centives by adding extra pay- 
ments to their wages for in- 
creased volume brought in by the 
mechanics. Another is holding a 
sales school to make his service 
men better salesmen. 

Still another dealer reported he is 
embarking on a three-month “bring 

in a service customer’ program 
among his personnel and awarding 
bonuses to those who bring in this 








WITH €@@% 
ENGINEERED SELLING 


In 21 tries ... 18 sales! . . . those are typical WIX results 
today! WIX Dealers are selling more Filters, more Filtere- 
fils, more oil changes than ever! Why? . . . because WIX 
Engineered Selling is simple — direct — dramatic! You 
don’t tell a car owner his oil is dangerously dirty—you 

use your WIX Dirtector and SHOW him! Then you sell 


him fast... everything you need is right up front in 


your WIX Cabinet Merchandiser. And WIX Engineered 
Filtration sells and re-sells! It’s the proven method of 
oil filtration—High capacity Filters and Filterefils 
precision packed under ultra-modern electronic 
control with skillfully blended, carefully 


processed cotton threads! Contact your Jobber 


NOW ... get in the profit parade with WIX! 
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additional business from among 
their friends and contacts. 

With most dealers now using the 
tower method of controlling service 
facilities they are able to handle 
more repair business than before, it 
was pointed out. Therefore volume 
will have to remain high to keep 
any large staff of mechanics oc- 
cupied. 

Dealers voiced the opinion that 
they hope 1949 will bring a different 
picture than what seems to be 
ahead for the service business. 
Many of them are “cleaning house,” 
however, rather than risk possible 
financial losses on the basis of cur- 
rent indications. 


Nesbitt Elected President 


Of McClure-Nesbitt Motors 


Hugh E. Nesbitt has been elected 
president of McClure-Nesbitt Motor 
Corp. (Chrysler), Columbus, O. 
Harold R. Wood is vice-president, 
general manager and treasurer, and 
Maynard M. Donaldson, secretary. 

Robert V. Arnold has been named 
manager and Ed Wilson service 
manager. The concern is in its 
26th year. 





Wabash Ave., Toronto 8, Ont. 
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NADA Clinic Attendees Told... 


Recondition All Used Cars 


(Continued from Page 46) 

a whole have been conducting 
their businesses as they should 
have. Further clouding the fu- 
ture is the seeds of suspicion 
planted by newspaper reports of 
the Macy investigation and other 
public hearings. 

It will be necessary, symposium 
speakers said, to handle each ap- 
praisal and purchase on an indi- 
vidual basis with all the tact and 
diplomacy a dealer can muster. 


Following in part are papers giv- 
en at the symposium on used cars: 
* * * 


Moderator 


Spencer Honig 
(Nash) Los Angeles 
N BRINGING this discussion to 
you, we do so fully cognizant 
that many problems are now be- 
ginning to arise in the merchandis- 
ing of used cars by new car deal- 
ers that have not been apparent 
since the prewar days. We also rec- 
ognize that, due to the restriction 
of credit by government regulation, 


we are not entirely free to maneu- 
ver in our used-car sales approach 
as we have been accustomed to in 


the past. Therefore we are forced | 
to use even greater ingenuity in| 


developing our used-car business. 
This condition, we hope, will be of 


a temporary nature and it behooves | 


us to lock forward to the future 
with courage and confidence. 

During the past three years a 
combination of circumstances 
made it possible for new-car deal- 
ers to operate their used-car de- 
partments at a reasonable profit 
and with a minimum of manage- 
ment attention. Many dealers 
made little or no attempt to re- 
tail their used cars and operated 
this department without any of 
the reconditioning and sales man- 
agement facilities that have al- 
ways been a very important part 
of our dealership prewar. 

As a result, many dealers are not 
prepared in facilities and manage- 
ment that will be required in a 
normal and competitive used-car 





market. We make this statement, 
not in the form of criticism, but 
for the purpose of bringing to your 
attention the fact that as condi- 
tions change we must be prepared 
as firmly as p<ssible to meet these 
changes and I think we can all 
agree that conditions do change 
rapidly in the automobile business. 


New-car manufacturers have all 
increased materially their produc- 
tion capacity and an ever increas- 
ing supply of steel and other neces- 
sary materials will soon reflect in 
greater shipments of new cars to 
dealers. As this process develops 
there will be increased competition 
among dealers for the new-car bus- 
iness and, as we all kncw, the end 
result is the required merchandis- 
ing of a large volume of used cars. 


We need only to look back to the 
so-called normal years in our busi- 
ness, 1939, 1940, 1941, when we 
found it necessary to sell two to 
three used cars for each new car 
sold. This sounds fantastic today 
but there are many dealers at this 
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FOR THE SMALLER COMMUNITY—This is Eden Pontiac Sales, of West Memphis, Ark. It 


was designed to meet the present needs and 
ecnvention who not only remem-| 
ber that period but made very sat- 
isfactory profits in terms of the 
dollar value at that time. They did 
so because they understood thor-| 
oughly and applied their knowl- 
edge skillfully to the fundamentals | 
that govern the operation of a| 
used-car department in a new-car 
dealership. 

We are very fortunate in having 
with us four experienced and suc- 
cessful new-car dealers, each of 
whom has been selected to present 
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...the “BEAR” 115-88 


A Picture of the Future Comes to Life TODAY! 


There’s a new “Bear’’ in the “Bear” Family! It’s as new as this day of 
1949! It’s new in looks! New in advancements that make for more 
efficient servicing of every make and model car and light truck! It’s 
perfectly designed to handle the new overhang fenders, too! 





The 115-88 features a new rugged, streamlined Rack; new, improved 
Fast Wheel Aliners that can be used on the new cars with overhang 
fenders, as well as all others; the new, powerful Flex-O-Power Unit 
that gives you 12 tons of hydraulic power, and the beautiful new, 
all-steel Double-Duty Service Merchandiser and Work Bench. See 
your “Bear” Jobber TODAY, or write for the ‘new illustrated ‘‘49ers’’ 
Bulletin Now! “BEAR” MFG. co., Dept. A-14, Rock Island, Illinois. 


“BEAR” A) SERVE 


Trade Mark Reg. U. 8. Pat. Of, 


Be a Safety Leader 
in Your Community 


oo fT PAYS! 


Use the Advertising and Educa- 
tional Materials provided by 
“Bear” to CASH-IN on “Bear's” 
National Advertising Program 
in the POSTI You can 
become the recognized 
Safety Leader and pro- 
fit by BIG, INCREASED 
BUSINESS! 
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future growth of the smaller community. 


his thoughts on one of these sub- 
jects. 
* * * 
Appraising 
Les Schwimley 
(Studebaker) Sacramento 
j* APPEARS to me that the buy- 
ers market which we are enter- 
ing or are about to enter is going 
to necessitate our getting back to 
basic fundamentals. I know of 
nothing more fundamental in the 
retail selling of automcbiles than 
appraising the used-car tradein. 


In the first place every. dealer- 


|ship should have, as a used-car 


appraiser, a person with sound 


| knowledge of three things: first a 


knowledge of what used cars are 
worth—both wholesale and retail, 
and second, a knowledge of how 
a used car should look and perform 


|in order to be readily saleable, and 


the ability to diagnose the needs 
and shortcomings of each car ap- 
praised. 

Third, it is vitally necessary for 


|the used-car appraiser to know 
| what each reconditioning operation 
|is going to ccst to put a car in 


saleable condition. This appraiser 
should be armed with the best 
used-car value guide book that is 


| available in his territory. 


With such a qualified appraiser 


‘on the job, how should the ap- 
| praisal be made? 


In the first place, the car should 
be driven and carefully driven 
either with or without the com- 
pany of the owner. 

In the second place, every ap- 
praisal should be made in writ- 
ing. Whatever form is used 
should show the following infor- 
mation: Name, address, and tele- 
phone number of owner—prefer- 
ably both residence and business; 
proper identification of the car 
appraised, make, body style, year 
model, license number, motor and 
serial numbers, mileage shown 
on speedometer and the date of 
appraisal. There should be space 
to check the condition and cost 
of repairing each detail of the 
car—motor, radiator, clutch, 
transmission, differential, paint, 
tires, upholstery, etc., and every 
detail should be noted. Also the 


| appraisal blank should note all 


special equipment, radio, heater, 
spotlights, etc., and they should 
be listed. In other words, the 


| written appraisal should be a true 


NEW LOOK in wheel alining 


| ture. The appraiser puts down that 
| the car will sell for $1,295 and will 


and complete picture of the auto- 
mobile. 

Having thoroughly inspected the 
car and having written up its con- 
dition how is the tradein value to 
be determined? Here is where the 
dealer policy enters into the pic- 


|take $177 to put it in saleable 
| shape. Is the allowance to be $1,- 
|118? What should be charged for 
| overhead, advertising and selling 
;}commission. Normally 10 percent 
|of retail is the minimum that it 
| will take to cover such costs. 


With a 10 percent overhead 
churge, the above mentioned $1,118 
would be further reduced by $129.50 
| leaving a net worth of $988.50. This 
net figure is the truly estimated 
|amount that can be recovered in 
| cash through the sale cf this par- 
ticular car. What is to be offered 
for the car as tradein allowance 
| has no place in this appraisal dis- 
cussion. and may vary considerably 
| according to dealer policy or how 
| tough deals may be to get. 
| Having thoroughly inspected the 
|car and properly recorded the ap- 
praisal we are still faced with pre- 
senting the cffer to the customer. 
When, where, and how to present 
the appraisal are vitally important 
subjects. I think the best time to 
make a tradein offer is immedi- 
ately after either a thorough show- 

(Continued on Page 61, Col. 1) 
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At NADA Clinic . . . 
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Reconditioning Urged 
For All Used Cars 


(Continued from Page 60) 


room presentation of the new car 
or following a demonstration ride 
or both. 

It should be done when you 
have the key members of the 
family together for the sole pur- 
pose of considering the merits of 
your deal. Going off half-cocked 
in presenting an appraisal has 
lost as many deals as any factor 
in the history of our business. 
Where is the best place to pre- 

sent the appraisal to the custom- 
er? Surely it is best to make the 
offer in your own office—where you 
have your customer in a new-car 
atmosphere. If this is not possible 
the next best place is in his home 
or office at a time he or they are 
ready to consider your deal. Never 
should an appraisal be presented 
to a customer at the curbstone or 
with his hand on the front door 
knob ready to depart. How to best 
present the appraisal will vary with 
the salesmanship and personality 
of the person presenting it. 

In case of difference of opinion 
between customer and salesman on 
values, a logical explanation can 
and should be made as to how the 
figure was determined. 

There is no set method of best 
presenting an appraisal. Common 
sense, courtesy, tact, and salesman- 
ship, all of which are inherent in 
our business, should govern each 
situation. 


A thorough job of appraising will 
definitely affect your profit and 
loss statement at the end of every 
month. Careful, thorough apprais- 
ing goes hand in hand with good 
business. 

* * s 


Displaying 
Ray O. Burnett 
(Dodge) Portland, Ore. 

[Se SUBJECT assigned to me of 

“displaying Used Cars” is, in my 
opinion, very important to the fu- 
ture success in merchandising used 
cars at a reasonable profit. 


If your used-car department is 
directly across the street or ad- 
joining your regular establish- 
ment, the two tie in very nicely 
and the prestige of your new-car 
establishment will give prestige 
and confidence to the used-car 
buyer if they are associated with 
each er. 

If this is not possible, then I 
would suggest that your used-car 
establishment be on a street where 
it has the biggest exposure to the 
public. In some cases, it may be 
necessary to have the location on 
what is known as the “used car 
row.” However, I do believe your 
best bet is to have your own estab- 
lishment away from the “row” if 
possible, because it enables you to 
bring out your own individuality 
and certainly your cars will look 
better if they are properly dis- 
played and away from other lots. 
A salesroom with an open front is 
preferable to the used-car lot in 
most sections of this country. 


A salesroom should be neatly 
decorated. The interior should be 
painted in light pastel shades. It 
is surprising how much better a 
car looks in a salesroom with a 
light background because the ma- 
jority of the cars are in darker 
colors. Contrast will show up cars 
to better advantage. The salesroom 
should be kept tidy and clean at 
all times, with neat and attractive 
closing rooms. 


The outside appearance should be 
attractive with artistic electric 
signs and the signs should carry 
the name of the dealer and new 
cars that he handles. This point is 
highly important to consider. We 
should place our used-car business 
en a high plane and keep it en- 
tirely free from the stigma of 
gyppo and black market operators. 

Considerable thought should be 
given to keeping your used-car 
establishments open evenings. 
The working man who is your 
potential buyer does not have | 
time to shop around in the day- 


time, and I believe it is highly 
important that we should keep 
our used-car establishments open 
evenings until 9 p.m. I do not 
think it is necessary or that we 
should ever go back to Sunday 

The actual placing of the auto- 
mobile is very important. Every 
car has its own individuality. A 
car with an unusually beautiful 
front should be displayed in the 
front row on a slight angle. If it 
is a convertible car and you want 
to show the low, sporty, rakish ef- 
fect, it should be displayed so that 
prospective buyers can see the side 
view, also on an angle. 

In other words, let’s display our 
cars so that they will have eye 
appeal. All good merchandisers of 
other ccmmodities do this. Your 
business will pay you dividends if 


WAY DOWN YONDER IN LAFAYETT! 
recently remodeled its entire building. 





LA.—Hub City Motors, 7 ee ook ) 


Fortier is president dealership and 


Taussig is vice-president. Fortier also heads Louisiana Automobile Dealers Assn. 


a used car is displayed to its best | definite used-car reconditioning 


advantage. 


* * * 


Conditioning 


Charles C. Welch 
(Ford) San Francisco 
T° GET into the procedure of 
used-car reconditioning let’s first 
delegate the responsibility to some- 
one. Someone in your organization 
shculd be made responsible and a 


program set up. Whether the man 
you pick is your used car man- 
ager, your shop foreman, or a spe- 
cialist assigned to the job is not 
important, but it should not be all 
three. 

It is a definite full-time job and 
one man should have the respon- 
sibility. I believe most dealers as- 
sign this to the used-car manager 
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as he has the responsibility of the 
buying and the selling, so he is 
most interested in the preparation. 
He may delegate the details to 
someone else, but he should per- 
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wholesale it and do it right n 

Make up your mind, and win, 
lose, or draw, get rid of the car 
at once, Get it out of the way and 
apply your time and effort to the 
cars you intend to retail. We have 
quite a spread of years and mile- 
age between prewar and postwar 
used cars. There is, of course, the 
exceptional prewar car that has 
low mileage. However, the high 
mileage prewar car can be an ex- 
pensive one to recondition, so be 

(Continued on Page 69, Col, 1) 


e 
3 








I NEVER 
WORRY ABOUT 
A MOTOR JOB 
WHEN WE USE 
PEDRICKS 


“HEAT-SHAPING” 
MAKES THE 
DIFFERENCE! 


It’s TRUE EVERY TIME! “Heat-Shaped”’ 
piston rings and your own skill go 
hand-in-hand to make better motor 
jobs . . . jobs you can depend on to 
satisfy your customers and protect 
your reputation. 

Produced by an exclusive Pedrick 
process, ‘“Heat-Shaped’’ rings press 
evenly against the cylinder walls all 


the way around. No unequal pressure; 
no excess wear. “Heat-Shaped”’ rings 





hold their shape longer, too, without 
warping or distorting. They renew 
pep and power, reduce consumption 


of gas and oil. 


Business Builder | 
THE PEDRICK FRANCHISE DEALER PLAN 
“*Heat-Shaped”’ piston rings plus com- | 
plete service information, tested local | 
sales aids, big outdoor shop sign, na- 
tional, magazine advertising. Ask your ! 
Pedrick jobber. | 


r 
| 
| 
| 
| 
| 
! 
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PISTON RINGS ARE 


To attract more engine repair work, 
and to protect your profits, use Pedrick 
“‘Heat-Shaped” rings in Engineered 
Sets. They’re backed by the most lib- 
eral guarantee in the piston ring in- 
dustry. WILKENING MANUFACTURING 
Co., Philadelphia 42, Pa. In Canada: 
Wilkening Manufacturing Co. (Can- 
ada) Ltd., Toronto. For 29 years, sup- 
plier of piston rings to leading vehicle 
and engine manufacturers. 


**HEAT-SHAPED’’ 











FOR NEW LOOK —The Peckat Alirform 
Chrome that features a curved surface to con- 
form and blend with new rounded windshields. 
It is also designed to add new style to older 
car lines, according to the Charles Peckat 
Mfg. Co., Maywood, Ili. Greater strength, as 
well as beauty, is claimed for the shade. The 
Peckat Airform Metallic stresses the same con- 
tour styling and is primed a lustrous metallic 
gray to blend with any car finish color. This, 
plus a "'no holes to drill" feature, permits 
installation in less than 10 minutes, according 
to the manufacturer. 


READY TO USE—Bay Shore Motors, San 
Diego |, Calif., is now marketing a tool called 
the Pelican pinion depth gauge for adjust- 
ment of the pinion and ring gears in all 1949 
Fords, Mercurys and Lincoins. Bay Shore Mo- 
tors states that the gauge gives complete 
accuracy the first time, eliminates the human 
element and saves time as well as avoiding 
comebacks. 





(bc oats caste: 
MECHANICAL BRAIN — The mechanism 
which controls the operation of the automatic 


overdrive on many cars is a governor pro- 
duced by Bendix Aviation Corp., South Bend. 
An inside view (left) shows the flyweights and 
riser, while at right is a view of the switch 
showing the actuating button which operates 
the switch when in contact with the riser. 


Rie 2 = 


1948 model, 
















tor hose. | 


DESIGN ENGINEERED—Vastly larger air cleaner-silencer units to accommodate the lower 
hoods and engine requirements of 1949 cars have been introduced by AC Spark Plug. W. W. 
McMullen, right, AC air cleaner-silencer engineer, compares one of the larger units with a 
held by Charlies W. McKinley, AC chief engineer. 
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HELPER SPRINGS—Silico-manganese helper 
springs have been designed by Maremont 
Automotive Products, Inc., 1600 S. Ashland 


requirements of the latest model cars and 
trucks. Truck helper springs are available for 
Yo, %, |, and 1'/2-ton models. These springs 
can add up to three extra tons of carrying 
capacity to |'/, models, and from % to I-ton 
of extra capacity on all other models, the 
company said. 


FOR WINDSHIELD SEALING—The Wilco 
Sealer-Gun is now on the market. This tool 
holds standard tubes of sealing compound 
and has a nose or stubby blade with a fine 
hole on its end. The blade is inserted in 
between the rubber and the windshield. As 
the blade is moved along, the sealing com- 
pound is squeezed out through the nose. 
Since the tube of sealing compound screws 
into the tool it need not be removed until 
used up, according to Wilco Products Co., 
Orange, N. J. 





AGITATION FORMULA—Shown is an elec- 
trically driven flock agitator which provides 
an even flow of flock to the spray gun. The 
problems of handling the fine fibrous mate- 
rial, of keeping it dry and in suspension for 
delivery to the nozzle of the spray gun are all 
said to be solved by this production flocking 
unit. The unit is easy to fill, even when in 
operation, and there is no interference with 
production, on the company. Made 

E. Rowe, Binks Mfg. Co., 3114-40 Carroll 
Ave., Chicago 12. 


PREVENTS RUST—The Gazda Derusticator is 
claimed by the American Octanator Corp., 
Providence, R.1., to be the first magnetic 
water filter and softener for cooling systems 
on water-cooled combustion engines in cars, 
trucks, buses, etc. The firm says it not only 
keeps the radiator and engine free from rust 
and scale, but also functions as a miniature 
water softening plant for the cooling system. 
It is installed by connecting it into the radia- 











OIL CHANGER—The Stat rapid oil changer 
sucks oil out of the dipstick opening and its 
action can be reversed to give engines a thor- 
ough flushing, according to Stat Corp., Lewis 
Tower Bidg., Philadelphia 2. 





PRECISON CONTROL—The Aero Microm- 
eter Stop Unit operates on the micrometer 
principle using a 40-pitch ground thread. It 
locks in any adjustment and can reportedly 
be adjusted in increments of .00! inch without 
removing the stop from the machine or drill 
press. The stop is used in conjunction with 
taper shank countersink cutters and counter- 
bore cutters, available in a variety of angles, 
diameters and pilot sizes. A folder is avail- 
able from the Aero Tool Co., 6930 Avalon 
Bivd., Los Angeles. 


aay 


Ave., Chicago, to meet the exact suspension | 






















trolite Corp., Defiance, O., is said to fit and 
remove all hub caps and front wheel grease 
cups used from 1933 to now. Pointed tips re- 
move hub caps and jaws are used for grease 
cups 





CUSTOM FiT—Terry snap-on arm rest covers 
|are specially made to fit all Chrysler-built 
cars, according to Terry Mfg. Co., 402 12th 
St., Sacramento 14, Calif. ade of heavy 
vinyl-coated satin-back leatherette, the com- 
| pany claims they will wear indefinitely. 





| 
* * 7 





FOR TRACTORS—Batter 
replace the magneto on 
and G tractors, as well as many other makes 
and models of battery-equipped tractors, are 
now being made available by Good Pal Bat- 
tery Ignition Unit Co., Napoleon, O. Much 
easier starting and greater power with less 
fuel consumption are some of the advantages 
of its high-energy spark, the company said. 


ignition units, to 
ohn Deere A, B, D 
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Hex wrench set. 
}@ sturdy, 











TRU-FIT TOOL—Cup-Pul, a product of Lec- | 
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HEX WRENCHES—Eska Co., Inc., Dubuque, 
la., has announced manufacture of the Hande- 
The nine wrenches are set in 
unbreakable, plastic holder and 
can't fall out, the makers said. The set in- 
cludes nine wrenches ranging in hex diameter 
from .050 to '/, inch, fitting set screws from 
4 inches to I'/, inches and cap screws from 
4 inches to 5/16 inch, inclusive. 





STEERING REPAIRS—A steering wheel holder 
which will fit any car holds the steering wheel 
in any desired position while changes or ad- 
justments are made in the steering linkage. 
A swiveled, adjustable clamp holds the steer- 
ing wheel and a large, live rubber suction 
cup is braced against the windshield. Maker 
is John Bean Div., Food Machinery & Chemi- 
cal Corp., Lansing 4, Mich. 





COMPACT—Merrill "Air Flow" jacks oper- 
ated by compressed air are designed to lift 
two tons in a matter of seconds, according to 
Merrill Engineering Laboratories, 1666 li- 
fornia St., Denver. Model 308 (above) is de- 
signed for use on grease racks while Model 
= has a long handle and is equipped with 
wheels. 





NEW BODY SHOP TOOLS—Three new tools that will give an improved qualit 
the time in body and fender repairing are announced by Fairmount Tool and 
1037 double-faced finishin 


10611 Quincy Ave., Cleveland. In the No. 


blade is surfaced with rubber, securely bonded to the metal. 
damage to the paint is minimized, the company said. No. 1080 com- 
(left) has a I'/-inch serrated working surface cushioned in rubber of 


surfaced face, eqetly 
bination dolly bloc 


and shorten 
‘orging, Inc., 
spoon (center) one 
In finishing with the rubber- 


suitable resiliency, firmly bonded into the block itself, giving a working surface which allows 


finishing without 


dispel much of the 
conventional dolly. 


armful stretching of the metal. 
fortably and epegraly in the hands of the operator. 
atigue ordinarily experienced in continue 


No. 1081 cushion dolly block seats com- 
of the rubber hold is said to 
dinging or bumping with the 


Resilienc 


(Cantinued on Page 63) 
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New Products 


(Continued from Page 62) 


Janitrol Offers Folder 


On Booster Heater 

A four-page folder containing de- 
scriptive and specification data on 
the Janitrol booster heater is avail- 
able free from the Aircraft-Auto- 
motive division, Surface Combus- 
tion Corp., Toledo 1. 

Designed in two colors, the folder 
gives data on the principles of 
operation, performance, component 
parts descriptions, design, con- 
struction details and features and 
a full page of specification and 
application particulars. 


> > * 





RIGHT SIDE ONLY—Roberk Co., Norwalk, 


Conn., announces development of its specially 


designed mirror for right side use only to 
ect the motorist against the dangerous 
ind spot to his right rear. For jobbers and 
dealers, it affords fresh opportunity to exploit 
the sale of exterior mirrors, the company says. 
A colorful merchandiser is available to deal- 
ers at no extra charge. 


a > - 
Timken Axle Booklet 


Details Hypoid Gearing 

A booklet on hypoid gearing, con- 
taining valuable information said 
never before offered to laymen, has 
been published by Timken-Detroit 
Axle Co. 

Entitled “Hypoid Gears by Tim- 
ken-Detroit,” the 20-page booklet 
answers such questions as “What is 
hypoid gearing?”; “What is the 
principal advantage of hypoid gear- 
ing?”; “Of what advantage is a 


pany says. A leightweight all-pur- 
pose bag is available with the Suit- 
Pac removed, 


Manufacturer is Firman Leather 
Goods Corp., 137 E. 25th St., New 
York 10. 


* * + 


Fiber Seat Covers Added 
To Ford Accessory Line 


Ford Motor Co. has added spe- 
cially-designed tailored fiber seat 
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|ability and makes the covers eas- 
ier to clean, Hickl reported. 


* * * 





covers to the list of approved ac- 
cessories for 1949 models, R. W. 
Hickl, Ford accessories sales man- 
ager, announces. Patterned in ma- 
roon, blue and green on a gray 
background, the new seat covers 
are designed to blend with interior 
trim of the ’49 models. 


Hickl said fiber material used 
will not cling to clothing, making 
it easier to slip in and out of the 
ear. The covers are trimmed and 
reinforced at the top and on the 
sides with simulated leather. A 
vinyl-plastic coating on the fiber | 
and leatherette enhances the color | 








larger diameter pinion?” and many 
others. Copies can be obtained 
without charge by writing to Tim- 
ken-Detroit Axle Co., Detroit 32. 
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SMALLER SIZES—Liquid Glaze is now avail- 
able in eight-ounce economy bottles for coun- 
ter sales, confined exclusively to new-car 
dealers. Automobile owners can apply their 
own treatment by purchasing one bottle of 
Liquid Glaze cleaner and one bottle of Liquid 
Glaze sealer. The items are packed one 
dozen of each to a shipping carton. The 
dealer will receive without additional charge 
@ metal counter display holding |2 bottles, 
@ 30-by-40 wall poster and 50 customer folders. 
The customer folders tell how the glass-like 
coating which Liquid Glaze gives insures all- 
weather protection against og, sun, grime, 
dew stains and salt air. For further informa- 
tion, write Liquid Glaze, Inc., 704 Sheridan 
St., Lansing. 


. * +. 


Suit-Pac Is Offered 
In Maximillian Luggage 

A new patented feature called the 
Suit-Pac highlights the Field Execu- 
tive two-suiter offered in the Maxi- 
millian luggage line. 

The Suit-Pac lifts out from the 
bottom of the case and can be hung 
on wall or door. There is no need 
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POTOR OIL 





to pack and repack suits, the com- 








FOR WINDSHIELDS —A pressurized ae 
with a specially developed detergent fluid for 
windshield cleaning has been introduced b 


Meteor Mfg. Corp., 24 Glenwood Ave., Buf- 
falo 8. Called Ajir-Jet sprayer, it utilizes a 
revolutionary type of press-button valve which 
creates a fine, even spray, the company said. 
Unusually high pressure of 90 to 100 pounds 
is obtained by merely attaching an airline to 
the sprayer for a few seconds, permitting 120 
to 130 applications. 


tones, resists fading, adds to wear-| 2 Merchandising Aids 


Offered by Willard 


Willard Storage Battery Co., Cleve- 
land, has introduced two new dealer 
merchandising aids. The first is a 
five-shelf merchandiser with a ca- 
pacity of nine batteries. The second 
is a neon Willard sign mounted on 
a long-type dummy battery, giving 
the appearance that the power to 
illuminate the sign comes from the 
battery. 

When the battery neon sign is in 
place on the top shelf of the display 
rack, the hinged red and white mer- 
chandiser sign may be dropped 
down out of sight. Power is ob- 
tained from any 110-volt, 60-cycle 
AC outlet. A five-foot AC cord is 
attached to a special transformer 
in the dummy battery case. The 
neon sign may be ordered sepa- 
rately for use on counters, in win- 
dows or as part of displays. 

+ + + 


Sunnen Products Co. Offers 
Stand-Up Display Board 
Sunnen Products Co., St. Louis, 
is now furnishing to authorized 
Sunnen automotive jobbers a 
stand-up display board. On each 
the complete line of service tools 
is securely mounted on a sturdy 





A 





masonite board finished in three 
| colors. 


Special hooks adapt the board 
to wall mounting, if desired. The 
board is furnished free with an 
assortment of tools. 


* * * 





BRAKE WARNING—A brake signal light is 
said by J. W. Speaker Corp., 3059 N. Weil 
St., Milwaukee, to prevent ruinous damage to 
brake and clutch by flashing a red warning 
light on the dash panel the instant the igni- 
tion is turned on, should the hand brake be 
set. Called the Speaker Brake-Saver, this de- 
vice is easily installed with a screwdriver 
and a pair of pliers, it is said. The device 
is made to fit al! cars. 

(Continued on Page 64) 





amazing thing about Quaker State Motor Oil is the way 
it builds steady income for Quaker State dealers. And why 
not? Made in Quaker State’s own four great, modern refineries— 
and refined solely from pure Pennsylvania grade crude oil, every 
quart gives better lubrication, longer service, more protection, 
more value. That’s why Quaker State Motor Oil makes more 
friends, more repeat sales—builds steady income. In short, it does 


a lot to make the dealer’s job easier and more profitable. 


Quaker State Motor Oil + Quaker State Superfine Lubricants » Quaker State Oil Refining Corporation + Oil City, Penna. 
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All-Purpose Light Added 
By McGill of Valparaiso 

An all-purpose portable light is 
announced by the Electrical divi- 
sion of McGill Mfg. Co., Inc., Val- 
paraiso, Ind. 

The light features a concentrat- 
ing lens which multiplies the use- 
ful light and a universal mounting 
which permits aiming the light 
where it is needed. Additional wide- 
area illumination is provided by 
the half-round reflector, the com- 
pany says. 


s s s 
Perfect Circle Offers 


Chrome-Plated Rings 


Chrome-plated rings which are 
claimed to increase cylinder and 
ring life up to 500 percent are 
the latest reported addition to 
Perfect Circle Corp.’s line of pis- 
ton rings and associated prod- 
ucts. These rings, plated with 


solid chromium, are top groove 
compression rings. 

Perfect Circle’s chrome rings 
were developed and used during 
World War II in airplane and 
tank engines. Continued postwar 
research and improved methods 
of manufacture have resulted in 


Park Metalware Co. Offers 
Reamer to Fit Screwdriver 


A reamer has been developed by 
the Park Metalware Co., Inc., Or- 
chard Park, N. Y., which fits read- 
ily and firmly into the handle of the 
regular and stubby XceLite combi- 
nation screwdrivers and into the 
regular or hollow shaft nut drivers. 
A ball fastener permits quick 
changing from 
reaming. 

Precision machined, extra hard 
edges make these reamers very 


screwdriving to 































DU PONT “PREP-SOL” means quick, easy 
surface preparation ...cuts sanding time! 


Save time and work with Du Pont “SPREP-SOL.”’ It 
quickly removes wax, polish, grease, tar, and traffic film. 
Prevents foreign materials from being sanded into the old 
finish, assures a smooth, clean surface and excellent ad- 
hesion of the new coats. Ask your Du Pont jobber for 
*“PREP-SOL” today! E. I. du Pont de Nemours & Co. 
(Inc.), Refinish Sales, Wilmington 98, Delaware. 


practical for electricians, radio re- 
pair men, auto mechanics, sheet 
metal workers and other shop men 
for enlarging holes in sheet metal, 
plastic or wood. a 


White’s 1949 Calendars 


Hail Allied Industries 


Industries related to and depen- 
dent on trucking are saluted on 
each page of White Motor Co. cal- 
endars for 1949. 

Page one portrays a lumbering 
scene, with a White truck hauling 
lumber from the forest. Page two 
is devoted to the American Truck- 
ing Assns. and trucking itself; page 
three to household goods carriers, 
etc. 

+. 


+ o 
Parker Direct-A-Lite Unit 


Said to Fit Popular Cars 


Parker Products, Inc., 20 N. 16th 
St., Minneapolis, has introduced a 
universal direction signal called 
Direct-A-Lite which is made to fit 
all popular makes of automobiles. 
Complete instructions accompany 
each unit. 

Direct-A-Lite does not interfere 
in any way with normal operation 
of parking or tail lights, it is 
claimed. The unit conforms to new 
state laws governing direction sig- 
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SIMPLIFIES DRUM CHANGING—Changing 100-pound stationary drum pumps is easier and 
faster with these manually-operated individual elevator units, according to Lincoln Engineer- 


ing Co., 5709 Natural 


ridge Ave., St. Louis 20. Complete information is contained in 


bulletin number 511, obtainable from the company. 


nals on newly manufactured auto- 
mobiles. 
. * . 


New Fire Extinguisher 
By American-LaFrance 


American - LaFrance - Foamite 
Corp., Elmira, N. Y., has announced 
the No. 30 Alfco Dry Chemical fire 
extinguisher, which is said to be 


suitable for flammable liquid and 
electrical fires. 

The manufacturer claims many 
advantages for the extinguisher 
such as light weight, gas-tight, 
longer range and longer duration 
of discharge. 

* * * 





















Du Pont Refinishing Materials 


NOW! 


Feather-edging | 


Simplified by — 3 
NEW Du Pont <——-_-— 


Lacquer Removing Solvent! 


Here’s the new, easy way to taper 
the old finish before spot repair 
work. New Du Pont Lacquer Re- 
moving Solvent quickly dissolves 
the old lacquer . . . without remov- 
ing the original primer coat. It saves 
time and labor in sanding . . . sim- 
plifies feather-edging . . . gives you 
smoother-looking touch-ups. 
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TIME-SAVER—A new tool for inserting steel, 
composition or cast iron engine cylinder 
"dry" sleeves. Design of the tool makes it 
possible to insert ‘'dry"’ sleeves in any make 
of engine in one-fifth ordinary installation 
time without breakage or damage to sleeves, 
maker claims. Adapters are available to fit 
all popular sizes and types of "‘dry"’ sleeves. 
The same driver fits all adapters. Made by 
Romax Corp., Eau Claire, Wis. 


Penn Drake Car Soap 
Said to Be Economical 


A new powdered compound espe- 
cially designed for washing painted 
surfaces of cars, trucks, boats, 
buses and other vehicles has been 
introduced by Pennsylvania Refin- 
ing Co., 2686 Lisbon Rd., Cleve- 
land 4. 

Named Penn Drake Car Soap, 
and made of synthetic bases, the 
powder is easy and economical to 
use, the company said, and is 
harmless to fine finishes and the 
hands. Maker states that the prod- 
uct dissolves easily and thoroughly 
in lukewarm water, thereby assur- 
ing the user of maximum results. 








MILLIMETER WRENCHES — Ten new Proto 
open-end forged wrenches with metric-size 
openings have been announced by Plomb Tool 
Co., Los Angeles 54. They are intended for 
mechanics who maintain foreign-made equip- 


ment. Opening size combinations, in milli- 
meters, are 6 by 7, 8 by 9, 10 by I!, 12 by 13, 
14 by 15, 16 by 17, 18 by 19, 20 by 22, 21 by 
23 and 24 by 26. 

* * 


Tire Changing Light Serves 
| As a Warning Signal 


A tire changing light which plugs 
|into a car’s cigar lighter and also 
;serves as a warning light to on- 
|coming motorists has been an- 
nounced by Alden Products Co., 117 
N. Main St., Brocton 64, Mass. 


Called Save-Ur-Life, the light has 
a white light in front of a reflector 
for illuminating the work area and 
}@ flashing red light in back of the 
;reflector for warning purposes. 
When not in use, it is small enough 
to store in the glove compartment, 
| the company said. 
(Continued on Page 65) 
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SERVICE SECTION _ 


New Products 


(Continued from Page 64) 





FOR GAS STATIONS—This two-faced card- 
board sign is housed in a Plexiglass holder. 
Numbers, supplied with the sign, are printed 
on self-adhesive Kum-Kleen labels, according 
to the manufacturer, Ten Hoeve Bros., Pat- 
erson, N. J. 
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NEW BRAKE BLOCKS —Sheet aluminum 
backing and new precision grinding processes 
for finish forming, special features of a new 
line of brake blocks developed by Grizzly 
Mfg. Co., Paulding, O., are said to simplify 
brake block installation and greatly improve 
performance. 
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ADJUSTS FROM INSIDE—This new doer-top 
rear-view mirror adjusts from inside the car 
and is eth-proat when the doors are locked, 
it is claimed. The four-inch diameter mirror 
is now available for all models at Ford deal- 
ers, R. W. Hickl, Ford accessories sales man- 
ager, announces. 





IMPRESSIONIST — Recently introduced for 
use the average dealer, association or 
small business firm to aid in direct mail cam- 
paigns is this portable addressing machine 
that works on the spirit duplicator principle. 
It reportedly does not require a stencil or 
plate for each address. Instead it prints from 
carbon impressions typed on a long paper 
tape. Each tape is useful up to 100 times and 
holds 500 names. The machine is distributed 
by Addresso Sales Co., 1008 Gould Ave., N 
Minneapolis. 


Remington Rand Announces 


Release of New Color Film 


The Systems division of Rem- 
ington Rand, Inc., 315 Fourth 
Ave., New York 10, has an- 
nounced the release of a new 
color film, “It Must Be Some- 


where,” a report on simplified 
records management. 

The company said that prints 
of the film, including the serv- 


ices of an experienced operator 
and all necessary projection 
equipment, are available for free 
showing through any Remington 
Rand branch office. 


* * * 


Penn Refining Offers 
Auto Undercoater 


An automobile and truck under- 
body protective coating and sound 
deadener is announced by Pennsyl- 
vania Refining Co. Trade-named 
Penn Drake Auto Undercoater, the 
company claims the material has 
an asphalt base combined with a 
heavy, non-abrasive filler, and fast 
drying solvent and may be applied 
under low air pressure with con- 
ventional spray equipment. 


It is reputed to seal and insulate 
seams and crevices against road 
dust, moisture, drafts and poison- 
ous exhaust fumes. It is further 
stated that the new undercoater re- 
tards rust and corrosion and pre- 
vents wear. The tenacious coating 
muffles noises, road rumble and 
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body vibration; is impervious to 
water, salt, calcium chloride and 
other corrosive chemicals. Available 
for immediate shipment in 55-gallon 
steel drums, the firm says. Penn- 
sylvania Refining Co. is at 2686 Lis- 
bon Rd., Cleveland 4. 





SLEEVE PULLER—Announcement of a new 
type hydraulic sleeve puller now on the mar- 
ket has been made by Miller Hydraulic Co., 
Webster City, la. The Miller sleeve machine, 
using the principles of hydraulics, will pull 
sleeves either of the wet or dry ee It is 
a — unit, complete with adapters to 
fit various makes and types of sleeves, the 
company said. 
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CONTROLLED IMPACT—Is a feature of the 
Air Impact tool introduced by Chicago Pneu- 
matic Tool Co., 6 E. 44th St., New York 17. 
The company said the wrench, Model CP-770, 
can remove all the nuts of a 10-stud Budd 
wheel in 39 seconds. The angle head attach- 
ment is used to reach reverse U-bolts on 
trailers. 

* * ® 


Starrett Catalogue 


L. S. Starrett Co., Athol, Mass., 
has issued a new catalog and hand- 
book of precision tools for automo- 
tive, aviation, marine and farm 
equipment maintenance. The cata- 
log section describes and illustrates 
the precision measuring tools used 
for maintenance work and lists 
sizes and prices. 


The handbook section relates |W 


ways to go about precision repair 
and overhaul jobs including instruc- 
tions for reading a micrometer 
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and using other precision tools. 
Free copies are available on request 


to the manufacturer. 
: o ” 
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LOW HEAT—Eutectrode 24/49 is said to 
insure weldability without application of high 
heat and is completely machinable through 
the weld zone and weld, accerding to the 
makers, Eutectic Welding Alloys Corp., 40 

‘orth St., New York 13. The company claims 
the product may be used for on-the-spot re- 
pairs without any preheating or dismantling 
of equipment. 

(Continued on Page 66) 





Feature WEAVER Headlight Service...and 


TURN “THANK YOU" JOBS 
INTO PROFITABLE SALES fi} 





weaved 





Re e 
HEADLIGHT TESTER 


provides a service your customers ap- 
preciate—and uncovers opportunities to 
make big additional profits through the 
sale of items related to headlight service: 


BATTERIES 


REPLACEMENT BULBS 
SEALED BEAM UNITS 


SWITCHES 


RHEOSTATS 
REWIRING JOBS 
REFLECTORS 
FUSES 


The Weaver Rayoscope measures candlepower—shows side 


aim and drop—shows beam pattern. 


It not only provides 


your customers with an accurate headlight checking service— 
but it also merchandises headlight correction jobs and helps 
you sell profitable items having a bearing on illumination. It’s 
a fast operating, highly accurate unit to handle all makes of 
cars and trucks. It’s a part of the Weaver Safety Lane equip- 
ment that has the endorsement of leading car manufacturers 
and is used in most city and state Official Testing Stations 


from coast to coast. 


Remember—6 out of 10 cars need headlight correction. 
The Weaver Rayoscope will help bring you your share of this 
easy, profitable service. See your Weaver jobber or write us 


for complete details. 
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WEAVER MFG. CO., SPRINGFIELD, ILL.,U.S-A. 
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New Products 


(Continued from Page 65) 


Tuthill Spring Issues 


Replacement Guide 

Tuthill Spring Co., Chicago, an- 
nounces the availability of a new 
spring replacement guide covering 
the popular numbers in its com- 
plete line of automotive leaf 
springs. 

This wall chart lists the Tuthill 
spring number, vehicle model and 
year of replacements for all popu- 
lar cars and light trucks. Wall 
charts may be obtained without 
cost by writing Tuthill Spring Co., 
760 W. Polk St., Chicago 7, IIl. 

* . 


* 
Fitzgerald Mfg. Offers 
High-Compression Gasket 


A new type of gasket, made of 
electrically annealed steel with 
aluminum-fused-oxide finish, is 
announced by Fitzgerald Mfg. 
Co., Torrington, Conn. 

Developed especially to with- 
stand the pressures in the new, 
higher compression motors, the 



























new “Fitzgerald Metallic Alum- 
inum-Fused-Oxide Steel Asbestos 
Gaskets” are equally suitable for 
low-compression motors, the com- 
pany says. 


Chapin Reports Output 
Of New-Type Drain Valve 


A new type of drain valve for 
fuel tanks, radiators and other 
uses is being manufactured by 
Charles E. Chapin Co., East Ruth- 
erford, N. J. 

Details of thé valve are available 
from Charles L. Foley, president 
of Foley & Co., 15 Park Row, New 
York City, sales representatives for 
Chapin. 

* ” * 
Rulan Announces New Line 


Of Plasticloth Designs 


Rulan Corp. of America, Phila- 
delphia, manufacturer of shock- 
proof Plasticloth used in making 
automobile seat covers, announces 
production of a new set of designs. 

The designs of woven plastic are 
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ee 


patterned after woolen textiles. In- 
cluded are herringbones in black 
and white, and white, black and 
aluminum combinations. Some of 
the new patterns boast narrow 
stripes in red or blue after the 
manner of tweeds and cheviot 
cloth, the company said. 
* * 


Low-Cost Nugget Wrenches 


Marketed by Blackhawk Co. 


Blackhawk Mfg. Co., Milwaukee 1, 
is marketing a new Nugget wrench 
set in a sturdy, fibre box identified 
as the 30KX. Blackhawk states that 
this set is the answer for mechanics 
who don’t need a metal tool chest 
but who want Nuggets. 


* * * 
Pennsylvania Refining Offers 
Gumout Point-of-Sale Aids 


Pennsylvania Refining Co., re- 
finer and maker of oils, greases, 
gear lubricants, and petroleum and 
specialty products, announces five 
new point-of-sale aids for its new- 
est automotive specialty, Penn 
Drake Gumout. 

The items are part of an acceler- 
ated advertising and promotion pro- 
gram for Penn Drake Gumout. They 


are currently packed in every case | manufacturer of abrasive products, 
of 24 pint cans. Outlets may write | announces the publication of bulle- 


SERVICE SECTION 





REPAIRS ALL TUBES—An improved Dillectric automatic electric tube vulcanizer is bein 
offered by Dill Mfg. Co., 700 E. 82nd St., Cleveland. It is designed to provide uniform hig 
quality vulcanized repairs on all types of tubes, the company says. A new operating lever 
now does away with screwing down the pressure arm, automatically exerts correct pressure 
when lever is pulled forward to stop pin. A cantilever spring is incorporated into the 
ressure arm, insuring uniform pressure regardless of the thickness of the tube and repair. 
ressure arm is designed to accommodate valve stem repairs as well as ordinary patches. 








tins on rubber bonded abrasive cut- 
off wheels, Resinoid bonded cut-off 
wheels, rubber bonded polishing 
wheels and ball race grinding 
wheels, Data includes specifications 
and information on each type of 
wheel, the company says. 


Pennsylvania Refining Co., 2686 Lis- 
bon Road, Cleveland 4, for a supply. 
Dealers may also obtain them from 
jobber suppliers. 

+ * 


Allison Offers Bulletins 
Allison Co., Bridgeport, Conn., 


ated 
vaccine i 








CAR CLEANER—A new line of car washers 
is offered by Hardie Mfg. Co., Hudson, 
Mich., which has reentered the car washer 
field after an absence of several years during 
which its product was distributed by another 
organization. The new washers feature a com- 
pletely enclosed steel case. The line includes 
I-gun, 2-gun and 4-gun capacities, delivering 
5 GPM at 300 P.S.!., 12 GPM at 300 P.S.1. and 
24 GPM at 400 P.S.1., respectively. 


* * 2 





ICE INSURANCE—Letraw Mfg. Co., 229 W. 
Iinois St., Chicago 10, says its Magic Ice 
Carpet will protect motorists from the temp- 
tation of winter profanity sometimes asso- 
ciated with stalling on icy streets. Made of 
four-ply galvanize steel wire strips, the car- 
pet is said to give wheels plenty of needed 
traction when a car is stuck in ice. 





and floodlight- 
is single unit. The 


DOUBLE DUT y—featiahitn 


ing are possible with 
hard-glass bulb of the General Electric 150- 
watt PAR-38 lamps will not break when 
splashed with water, so they can be used on 
wash racks or for outside illumination. 


(Continued on Page 67) 
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steel stock rolls, is now sold by in- 
dustrial and automotive distributors. 


SERVICE SECTION — 


New Products 


(Continued from Page 66) 


Parkwood Offers Flashing 
Inside-Car Oil Indicator 


gauges for which he has the great- 


est use. 
+ * * 


Oil-Dicator, an inside-the-car oil | Syiz Bag for Motorists 


level indicator that flashes a warn- 
ing signal when oil levels drop be- 
low recommended operating levels, 


Is Offered by Kennedy 


A dustproof, zipper-closed gar- 


has been placed on the market|ment bag of translucent Vinylite 


by Parkwood Mfg. Co., Haddon 
Heights, N. J. 

Designed for quick, accurate 
checking of engine oil levels, ac- 
cording to the company, the Oil- 
Dicator flashes an amber warning 
light on the automobile dash-panel 
when oil level drops one quart be- 
low normal and a red danger signal 
when two quarts below normal. 





MULTIPLE USE—An air-actuated hose reel 
for tire inflation, chassis lubrication, gear lube 





and water service has been developed by the | 


U. S. Air Compressor Co. An exclusive fea- 
ture, a Rol-O-Matic Clutch, reportedly re- 


tracts the hose from any point and permits | 


the operator to unwind it without effort. The 


clutch is also said to eliminate spring tension, | 


ratchets, and complicated controls that create 


back pull, tugging at hose or walking back | 


and forth to operate the reel. The 


"start. | 


stop and retraction of hose'’ saves many steps | 


during the servicin 
says. A catalog with specifications is avail- 
able from U.S. jobbers or the company at 
5300 Harvard Ave., Cleveland. 





FOR FINISHING — Bradford Machine Tool | 
Co., Cincinnati, announces the addition of a | 
seven-inch heavy-duty and nine-inch standard- 
duty portable electric disc sander to its line | 
of Metalmaster tools. An illustrated bulletin 
on specification and construction details is | 
available from the manufacturer. | 


of a car, the company | 





STITCHLESS—Here is an example of the 
wide variety of decorative applications made | 
possible in the field of upholstery by develop- 
ment of a quilted material employing Vinylite 


plastic. The plastic quilting is accomplished 
by electronically heat sealing a ‘'sandwich," 
consisting of plain or embossed Vinylite plas- 
tic sheeting for the front surface, a layer of 
fire-resistant filler material and a backing of 
Vinylite plastic film. The material is pro- 
duced by Jason Corp., Hoboken, N. J 


* . e 


New Shim Stock Wall Rack 
Is Offered to Dealers 


A new convenience for the user | 
of shim stock has been brought out | 
by the Laminated Shim Co. of Glen- 
brook, Conn. A sturdy metal wall 
or bench rack (Rack No. 77) which 
holds any four gauges of the com- | 
pany’s six-inch by 100-inch brass or 


The stock is packaged in thick- | 


nesses from .001 to .012 inch and | 
the purchaser may choose the four | 


plastic designed expressly for mo- 
torists is now offered by the Keko 
Products division of Kennedy Car 
Liner & Bag Co., Inc., Shelbyville, 
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Ind. 

The durable lightweight bags are 

large enough to accommodate men’s | 

and women’s suits and can be) 

moved from car to closet intact, it | 

is said. 
> > * 


Ross Releases Bulletin 


On In-Line Valves 

A 12-page illustrated bulletin on 
Full-Flo in-line valves is available 
from Ross Operating Valve Co., 120 
Golden Gate Ave., Detroit 3. 

The booklet, Ross No. 311, de- 
scribes and diagrams large and 
small three-way and straightway 





SERVICE MERCHANDISER—Bulletin 512 of 


Ave., St. Louis 20, describes in detail the company's service merchandisers. 


binations or the complete unit can be purcha 





| 
valves. The large are solenoid air- | 
pilot operated and the small are di- 
rect solenoid operated. They are 
said to be suitable for machine 
tools, jigs and fixtures, etc. 
* * * 


Delaware Firm Offers | 
Easy Polishing Agent | 
A new product, Atolak wax 


and cleaner, will take the effort 
out of waxing a car, according to 





Lincoln Engineering Co., 570! Natural Bridge | 


Sectional com- 
sed, company officials said. 


the manufacturer, Atomix, Inc., 
Wilmington, Del. 

It is an oil in water emulsion 
of powerful but harmless clean- 
ing agents as well as durable wax 
modified synthetic resins of the 
lacquer type, which are very re- 
sistant to weather and soap, ac- 
cording to the company. Accord- 
ing to the manufacturer, a spe- 
cial emulsion technique accounts 
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for the fact that a thin film will 
stay brighter longer than even a 
high grade paste wax, and will 
not oxidize or wash off with soap 
as readily as waxes do. 





NEW DESIGN—Full protection for tires on 
the wheels is provided by a new steering axle 
now standard on the redesigned Clarkat in- 
dustrial towing tractor, according to J. H. W. 
Conklin, sales manager, Industrial Truck divi- 
sion, Clark Equipment Co., Battle Creek, Mich. 
Steering tread of the new axle has been re- 
duced from 27 inches to 22-5/16 inches, which 
permits the wheels to be turned to their ex- 
treme position within the body of the ma- 
chine. Wheel wells around the tires have 
been reduced in dimension to provide further 
protection for the tires, Conklin says. 


(Continued on Page 68) 











NEW DESIGN — NEW CONVENIENCE — NEW EFFICIENCY 
It’s the Improved KENT-MOORE 


5200 MONOXIVENT 


Exhaust Eliminating Fixture With Concealed Hose Assembly 


After months of research and development, Kent- 


Moore offers a radical 
for exhaust eliminating 


improvement in floor fixtures 
systems—a fixture into which 


the entire flexible hose assembly disappears after 
use. The hose is completely concealed beneath the 


floor . . 


. protected from damage and loss. Yet it is 


always at hand, ready for instant use—you simply 
raise the hinged floor outlet cover, pull out the hose 
assembly, and attach it to the vehicle tailpipe. 


The J 2980 Monoxivent fixture comes to you com- 


pletely assembled and 


ready to install. Installation 


instructions are furnished with each unit. Underfloor 
duct and blower specifications, engineered for your 
requirements, are available upon request. 

The unit consists of a stainless steel Flexible Hose 
Assembly with sheet metal tail pipe adapter, and a 
Floor Outlet Assembly with cast aluminum floor 
plate, sheet metal throat, and felt packing seal 


assembly. 


J] 2980 Monoxivent fixtures are available for imme- 
diate delivery. See your local Kent-Moore repre- 
sentative or write direct for complete information. 


KENT-MOORE ORGANIZATION, INC., Executive Offices: GENERAL MOTORS BLDG., DETROIT 2, MICHIGAN 
Factories and General Offices: JACKSON, MICHIGAN 


ENGINEERS AND 


MANUFACTURERS OF SERVICE TOOLS |, 
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New Products 


(Continued from Page 67) 





IT'S A HORN—A new powerful Grover air 
horn for 1949 Fords, that is installed in the 
center of the grill, has just been announced 
by Grover Products Co., 1221 $. Hope St., 
Los Angeles 15. Installation is simple and the 
polished, chrome finished, spun brass bell 
blends perfectly with the new Ford grill de- 
sign, the company said. 


o * * 
Penn Drake Line Shown 


In Two-Color Folder 


Pennsylvania Refining Co, is dis- 
tributing new descriptive literature 


petroleum and specialty products. 
A six-page folder, printed in two 
colors, gives a bird’s-eye view of 


the more than 1,000 standard and 
specialized Penn Drake products. 


Address: Pennsylvania Refining 
Co., 2686 Lisbon Rd., Cleveland 4, O. 





FOR BATTERIES—The Chargicator is an 
covering the Penn Drake line of | open-circuit voltage reader which indicates 


the amount of charge in a battery in percent- 
age terms. The unit is a product of Hickok 
Electrical Instrument Co., 10649 Dupont Ave., 
Cleveland 8. 





VAPOR FILTERER—Vacu-Vent, a product of 
Motor Economy Products, W. 36th St 
New York 18, 's designed to remove liquid 


and gaseous impurities in the crankcase “in 
the form of vapor" and to introduce the 
cleansed vapors into the intake manifold, 
according to the makers. 


3-Way Speaker Switch 
Offered by Cole-Hersee 


A new three-way switch for auto 
radio speaker selection has been de- 
veloped by Cole-Hersee Co., Boston 
manufacturer. For installing acces- 
sory speakers in rear of car, the 
new switch enables the driver to 
control each speaker independently, 


or have both operate simultane- 
ously. 


is a three-position rotary equipped 
with bracket for dash mounting. 
Full informtaion on this switch or 
other Cole-Hersee equipment may 
be had from the company at 20 Old 
Colony Ave., Boston 27. 





QUICKER SPRAYING—Binks' new constant- 
flow ———— pump, No. UC 240, attaches 
fo any standar 
Dual material pistons give surge-free delivery 
of material at a rate up to 5// gallons per 
minute, the company said. For complete in- 
formation and prices write: Binks Mfg. Co., 
3114 Carroll Ave., Chicago 12. 
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TUNE IN...TEXACO STAR THEATER every Wednesday night starring Milton Berle. 
METROPOLITAN OPERA broadcasts every Saturday afternoon. See newspaper for time and station. 


station. 





Convincing advertising like this 
means profits for TEXACO DEALERS 





Ft. ERE’S just one of the ads in the 


new, Texaco advertising campaign! 
- These full pages, which appear in 


full color, present powerful selling 
barrages on Havoline, Sky Chief 


and Fire-Chief that will reach mil- 
lions of car owners in the leading 
national magazines—week after 
week, month after month. 


There’s also a regular Marfak 
magazine campaign in color. In ad- 
dition, there’s the popular coast- 
to-coast Texaco Star Theater Milton 
Berle radio show every Wednesday 
night. Then, the famous nation- 
wide Metropolitan Opera broad- 
casts every Saturday afternoon. 


expands. 


where . 


arene 
a 


And the Texaco Star Theater tele- 
vision show every Tuesday night, 
which is the outstanding choice of 
televiewers reached by NBC’s East- 
ern and Mid-West networks—an 
all-star show which will be ex- 
| tended just as fast as the network 


Start with exceptionally fine 
products in great demand every- 
. . add all the above sales- 
building features . . . plus window 


| displays, direct mail, dealer helps 


and other promotion aids . 


.. and 


| it’s no wonder that Texaco Dealers 
\ are such busy dealers! 


\ THE TEXAS COMPANY 


Sky Chief and FIRE-CHIEF casounes 


HAVOLINE and TEXACO MOTOR OILS - MARFAK CHASSIS 
LUBRICATION - PT ANTI-FREEZE - REGISTERED REST ROOMS 















The switch, Cole-Hersee No. 7543 | 





SERVICE SECTION 


LIGHTWEIGHT—DeVilbiss Co., 300 Phillips 
Ave., Toledo |, announces a new portable air 
compressor designed especially for the small 


service shop or used-car lot. It weighs 32 
unds and caf be operated from the norma! 
Fight socket or wall plug. This new NCD 
compressor holds a large capacity spray = 
at 6 unds pressure and delivers 2'/2 cubic 
feet of air per minute, the company said. 


Atlanta Termed 
‘Hot-Car’ Dump; 
Title Curb Urged 


A.—Atlanta has become 





A 
55-gallon shipping drum. |the “dumping ground” for automo- 


biles stolen throughout the U. S., 
the January-February grand jury 
declared in a special presentment 
last week. 

The jury recommended that the 
Georgia general assembly pass leg- 
islation which would require the 
registration of valid title to every 
automobile as a prerequisite to ob- 
taining a license tag. 

“We are advised that 32 states 
and the District of Columbia now 
have automobile title registration 
laws which are administered at a 
cost of less than $1 per car,” the 
jury said. 

“Our investigation discloses that 
the number of automobile thefts in 
such states has been decreased by 
more than half as a result of such 
laws.” 

The jury contended that Atlanta 
and Fulton county afford an easy 
market for stolen cars from all 
sources, The lack of a proper auto 
title registration law was blamed 
by the jury for the large number 
of stolen cars being brought here 
from all sections of the country. 

The presentment continued: 


“As a consequence of this condi- 
tion, our courts are crowded with 
criminal prosecution arising out of 
such thefts; the number of acci- 
dents on our highways has multi- 
plied by the mad efforts of thieves 
to escape with the cars they have 
stolen, and numerous other evils 
flow from this criminal traffic.” 


Short Supply 


Good Salesmen Scarce 
In Cleveland 


CLEVELAND.—If there is any 
field in which the demand is still 
far in excess of the supply, it is 
in competent salesmen. That’s 
what the Associated Industries of 
Cleveland, an organization of more 
than 1,000 manufacturing firms in 
this area, has found in a check on 
the transition from the seller’s to 
the buyer’s market. 


The Associated Industries _re- 
search department learned that 
every one of 103 sales managers in 
Cleveland companies, despite their 
individual problems, agreed on one 
thing: The smart, well-trained 
salesman was a real casualty of 
the late war. 


A breakdown of the information 
the Associated Industries gathered 
shows sales managers are meeting 
the problem this way: 


Enlarging sales forces and con- 
ducting intensive training courses 
to reeducate salesmen; improving 
customer service facilities; bring- 
ing out new models and effecting 
economies in manufacturing by im- 
proved techniques to keep down 
rising prices; increasing advertis- 
ing budgets, and slanting advertis- 
ing more directly to the customer; 
changing designs of product pack- 
aging to effect a greater economy; 
building competitive spirit among 
salesmen by offering bonus incen- 
tives; starting direct mail cam- 
paigns to dealer outlets; broaden- 
ing lines; exercising more care in 
the selection of salesmen, and im- 
proving distribution methods. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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NADA Clinic Attendees Told .. . 


Recondition All Used Cars 


(Continued from Page 61) 


careful that you do not send good 
money after bad. 

Suppose we decide the car has 
possibilities and that we should re- 
condition it for sale. Cars do not 
get more valuable sitting around. 
Let’s find out what we are going 
to do with the car and get it to 
the shop today. Here it is advisable 
to double check the items listed on 
the appraisal blank, and if they 
are necessary, transfer them to the 
repair order. Road test the car to 
find anything that may have been 
overlooked. 

The repair order should include 
everything you intend to do to the 
car. Cover it all in one trip to the 
shop. I have seen used cars placed 
on the sales floor presumably ready 
for sale that make three or four 
trips back to the shop for work 
that should have been done in the 
first place. And incidentally three 
or four good prospects have walked 
out because of this failure to prop- 
erly prepare the car. 

Used-car sales are often lost be- 
cause of oversight or carelessness 
in conditioning. The salesman may 
have given a build-up on the con- 
dition of a particular car, the repu- 
tation of the house, and so forth, 
but all this build-up is knocked 
into a cocked hat when the pros- 
pective buyer spots some defect 
that should have been taken care 
of in the conditioning. 

We all pay big money to get 
buyers into our used-car depart- 
ments. Don’t lose these custom- 
ers because of carelessness in 
preparing cars for sale. 

In order to prevent oversights of 
this kind it is advisable to work 
from a used-car reconditioning 
check sheet. Nearly all of us fol- 
low such a check sheet in new- 
car conditioning. Use the same 
plan for used cars. 

For instance there are listed 
places in the car that should be 
cleaned, such as the glove compart- 
ment, the trunk, under the seats, 
under the floor mats. You may 
spend a lot of money on appear- 
ance reconditioning, and lose a sale 
because a trunk or glove box is 
full of the last owner’s trash. If 
you overlook a few small things, 
the buyer questions every part of 
your reconditioning. 

In handling used cars through 
your shop it is a good idea to have 
a used-car specialist, or two or 
three of them if they are needed. 
The line mechanics in your shop 
may be experts on the car you 
handle, but when they are put to 
work on another make of car your 
cost goes up. A good used-car me- 
chanic knows short cuts, he knows 
how far to go, what makes a car 
saleable. And more important, he 
doesn’t get mixed up with your 
customers pay jobs. He doesn’t 
sidetrack used cars for pay work. 
Speed is a most important consid- 
eration in handling used cars. You 
can’t maintain a 30-day turnover 
if it takes two weeks to get a used 
car through your shop and ready 
for the floor. 

When the reconditioning is | 
completed and the used car is 
turned over to the sales depart- 
ment as being ready for sale, the 
used-car manager should check 
the car to see that the work has 
been completed and that the car 
is actually ready for sale. This 
will result in your used cars 
moving out without several trips 
to the shop and several lost cus- 
tomers. 

I have not touched on the rela- 

tionship between mechanical and 
appearance reconditioning. In my 
opinion appearance reconditioning 
and the small details are by far 
the most important. If a car needs 
major mechanical work, or major 
fender and body work, it should be 
bought to sell “as is” or to be 
wholesaled. 

Assuming that the used car is in 
fair or better mechanical condi- 
tion, spend your money on appear- 
ance reconditioning. Make the car 





spic and span in every respect and 
it will not stay with you long. 


Make the package more attractive. 
A used car properly prepared is 
half sold. 


* * * 


Selling 


Walt Tufford 
(DeSoto) San Diego 

HE NEW-CAR dealer advertis- 

ing his used cars naturally turns 
to his best medium—the classified 
columns of his strongest local 
newspaper. He should carefully 
budget his space so as to take ad- 
vantage of the days in the week 
when most people shop for used 
cars, and on those days, if possible, 
he should dominate the classified 
section. 

In writing copy he should be 
extremely careful to steer clear 
of time-worn and hackneyed ex- 
pressions, such as “Like New,” 
“Clean Inside and Out,” “Good 
Rubber” and so forth. 

Instead of these he should talk 
to the prospective buyer in the 
everyday language that the buyer 
would use in describing a good 


used car to a friend. He should also 
bear uppermost in mind when writ- 
ing this copy that it is necessary 
to establish and constantly main- 
tain customer confidence in him- 
self and his entire organization. 
The only way that this can be 
maintained is by fair and honest 
dealing. The new-car dealer, be- 
cause of his substantial stake in 
the community, has a decided ad- 
vantage over others advertising 
used cars. This natural advantage 
should be protected by the proper 
kind of a guarantee on the prod- 
uct sold. 

His advertising copy should be 
kept on a high and dignified plane. 
This will establish his place of bus- 
iness as a safe place to buy. That 
is the thing the customer is most 
interested in when buying a used 
car. In order to properly capitalize 
on these basic fundamentals we 
must keep uppermost in our minds 
the fact that we must be first, last, 
and always good showmen. 

Showmanship is one of the most 
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ANOTHER CALIFORNIA CHRYSLER DEALERSHIP—Erb Motors, Roseville, is on a main 
highway in a city with an estimated 8,000 population. 





important ingredients of successful | ings if you operate in a rural com- 
used-car merchandising. You can | munity. 

be dramatic and effective without The sale of the used car begins 
becoming a Crazy Man Jones, a| when the salesman meets the 
Screw-Ball Smith or a Mad-Man) prospective purchaser, and you 
Murphy. Showmanship can suc-/ can’t send a boy out to do a 
cessfully be employed by the use| man’s job. Neither can you afford 
of other mediums, such as radio,} to send a green, inexperienced 
newspaper display ads, direct mail,| salesman out to meet a customer 
hand bills to be distributed in your; whom you, as a dealer, have 
local sales area, or RFD box mail- (Continued on Page 70, Col. 1) 












Houdaille @Q 


Rotary 

and 

Houdaille 
Direct-Acting 
Shock Absorbers 
are producing 


volume sales and top profits for 
hundreds of Houdaille distribu- 
tors. They offer you your best 
opportunity to capitalize on the 
need which 8 out of 10 cars over 


Your eyes will pop, too, 


Brand 
New... 
NOT 
Rebuilt 


when you see the 


BRAND NEW HOUDAILLE* CATALOG 


@ This new Houdaille Shock Absorber Catalog...ready 
February 15.. 
new...completely different...completely up-to-date...and a 
complete sales tool for easier selling and more sales. 

Never before has a shock absorber manufacturer placed 
at your finger tips a// the facts concerning his line in such 
easy-to-find, readily available form. Never before has a shock 
absorber catalog been so fool-proof in every last detail. 

When you see this latest Houdaille innovation, you'll 
agree that it’s the very finest, most useful and usable shock 


-is a masterpiece of completeness...completely 


absorber catalog ever produced...and another powerful 


and profits. 


one year old have for new shock 
absorbers. They are easy to sell... 
easy to install and produce mul- 


tiple profits since one sale gener- 


ally moves four units, 


Bath 


NGINEERIN 


BUFFALY 


a) 





CORPORATION 


*Say: “Hoo-Dye” 


boost to put Houdaille distributors out front in both sales 


Be One of the First to Get a Copy 


USE THIS COUPON 


HOUDAILLE-HERSHEY CORPORATION 
HOUDE ENGINEERING DIVISION 


BUFFALO 11, N. Y. 


Please send me a copy of your new shock absorber catalog. 
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At NADA Clinic... 


Reconditioning Urged 
For All Used Cars 


(Continued from Page 69) 


spent considerable time, effort 
and money to bring to your used- 
car establishment. 

Lost sales are extremely costly, 
and the only thing that pays off 
is cash on the barrel-head. Much 
time and thought should be devot- 
ed to proper screening of prospec~ 
tive salesmen. Oftentimes your only 
contact with the buyer is through 
your used-car salesman, and the 


ONE OF 


cale 


customer sees you and your organ-| salesmanship: Attention, 
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tation that you have spent years in 
building up. 

There are four simple rules few 
salesmen know which, if followed 
intelligently, will guarantee the 
success and future of any used- 
car salesman. Sell your salesmen 
on using the AIDA formula. Use 
it yourself in selling them and 
watch your used car volume climb. 

The AIDA formula is based on 
four fundamental principles of 
interest, 


ization through the impression cre- | desire, and action. Every sales mes- 


ated by him. 

A good salesman will make cer- 
tain that the customer understands 
thoroughly all conditions of the 
sale, and will make no representa- 
tions other than those authorized 
by the management. The careless 
hiring of salesmen may ruin in 
short time the prestige and repu- 


sage, in order to be complete, must 
pass through these four stages. 
First, attract attention; second, 
awaken interest; third, create de- 
sire, and fourth, secure action. 
In order to command attention 
the salesman must look like the 
type of fellow worth listening to 
—an honest and forthright per- 


sonality will open many a door. 
Once inside the successful sales- 
man will awaken interest. The 
prospect will involuntarily say to 
himself, ‘That looks like a mighty 
fine product.” 

A great many salesmen fall down 
by confusing interest with the third 
major step—creating desire. De- 
sire means interpreting the bene- 
fits of the prcduct into terms of 
the buyer, and basically we buy 
things because we, or our loved 
ones, receive some personal pleas- 
ure or. advantage. 

A good salesman will say in a 
convincing manner, “You should 
have this product because .. .” The 
final step of securing action is easy, 
if sufficient desire has been cre- 
ated. Obviously the success of 
every sales message is in direct 





THE RESOURCES 
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~ Problem 


When you are producing piston rings in great 


volume, as Muskegon does, problems of handling 
materials for a high precision made product offer a 


continuous challenge. 


It is the responsibility of the Planning Depart- 
ment, shown above around a scale model of the 
foundry layout, to devise the most efficient methods 
of material flow and material handling. 





“It is Muskegon's firmly established policy to sell 
exclusively to manufacturers (1) for installation as origi- 


nal equipment and (2) for resale for service purposes.” 
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UNIQUE POLICY 





in piston ring production 


Muskegon’s executive, engineering, metallurgical 
and production staffs are each represented to insure 
close coordination of all activities. 


Facilities for planning, in all of its ramifica- 
tions, are but one of the rich resources; in both 
plant and personnel, that stand behind Muskegon’s 


unique policy. 





‘THE ENGINE BUILDERS’ SOURCE’’ 


SERVICE SECTION 


ratio to the amount of desire cre- 
ated for the product. 


The speed of the boss is the 
speed of the gang. This may sound 
like a time-worn platitude but now 
that we are about to once again 
embark in the field of competitive 
selling, maybe the boss had better 
take a look in.the mirror himself. 
It might be well to review our 
qualifications as bosses. Are we 
keeping up with changing market 
conditions? 


Are we properly planning for the 
future? Are we spending sufficient 
time on the job? Are we, as bosses, 
keeping abreast of the times with 
modern methods of merchandising 
and selling? Are we devoting our 
full effort and time to getting the 
job preperly done? Or, are we still 
day-dreaming of the good old days 
of a sellers market? 


If your used-car operations evi- 
dence the proper degree of show- 
manship—if your advertising is 
well thought out—if your salesmen 
know and practice AIDA, you 
won’t have to worry too much 
about your used-car volume. 


Middle East Oil 
Imports Reduce 


Texas Yield 


AUSTIN, Tex.—The importation 
of oil from foreign fields, especially 
those in the Middle East, is having 
an important influence on the oil 
and gasoline industry in Texas. 


The impact is so great that it has 
become a major problem facing not 
only the independent operators of 
the state, but also state officials. 

First effects of greater foreign oil 
importations were felt this month 
when the Texas Railroad Commis- 
sion, which prorates Texas oil pro- 
duction, was forced to reduce the 
allowable by 250,000 barrels daily, 
the first appreciable reduction since 
before the war that was brought on 
entirely by a lack of demand for 
domestic oil. 


The blame for the Texas allow- 
able decrease is being placed on the 
policy of allowing greater importa- 
tion of oil from the Middle East. 

Ernest O. Thompson, a member 
of the Texas Railroad Commission, 
in a series of speeches pointed out 
that these continued importations 
were expected to threaten the de- 
velopment of domestic petroleum 
reserves and adversely affect the 
state’s economy. 


Word-of-Mouth 
Dealer’s Body Shop 


Business Booms 


HOMESTEAD, Pa.—‘“My body 
shop has been in only two months 
and it’s making more money than 
our shop. I’m tickled about it!” ex- 
claims Albert J. Kubanek, owner, 
Homestead Auto Sales, Inc. (Ford), 
217-219 W. Eighth Ave., in business 
32 years. 

The reason is not difficult. 

“When a man comes in here and 
I suggest he spend $150 to fix his 
motor, he can’t see the expense be- 
cause the valve is under the hood,” 
says Kubanek, “but when a man 
comes in with his fender and door 
and grille banged up, he spends $200 
fast because he has to look at the 
fenders. 

“Two months ago we had eight 
men in the shop and one man in the 
body department. Now there are 
four body men and one helper, and 
floor space for four cars. We've 
used no ads. Our last paint job was 
so good everybody in the neighbor- 
hood talked about it and gave us 
six other jobs.” 


U.S. Rubber Building 


Car Seat Toppers 

NEW YORK.—United States Rub- 
ber Co. has started production of 
Koylon foam rubber cushions for 
automobiles that can be installed 
by individual car owners, it was re- 
ported last week. 

The “seat toppers” are made in 
two sizes to fit seats of automobiles 
from 1915 to 1949. They are 20 by 
52 inches and 20 by 56 inches. Both 
are one inch thick. U.S. officials 
say they are easily installed by re- 
moving the outer seat cover, plac 
ing the foam cushion on the seat 
and replacing the seat cover. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 


what you have or have what you want! 
See the back pages of this issue. 
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Backshop.... 


(Continued from Page 46) 





nessmen and are interested in every 
part of their establishments, espe- 
cially in as important a part as 
the service shop—or if the West 
Coast dealers leave more of the 
buying of such equipment up to 
their service managers. 

One thing I do feel, however, is 
that many of these men did seem 
to have an idea that they were 
hemmed in by the Rockies, and 
everything east of the coast’s 13 
states was beyond their reach. If 
this show did nothing else, it 
showed these makers that if they 
have a good item, it is of interest 
to dealers regardless of where their 
showroom and shop may be. 

Going back to this weather deal, 
it was really rough. Trains came 
in from eight to 24 hours late and 
practically all planes were late. The 
non-stop that I flew out on was 
six and one-half hours late and 
stopped at Albuquerque to refuel. 
It was supposed to fly straight out 
from Chicago to San Francisco— 


the Civic auditorium a mile or so 
away. 

Ray stepped into this breach, 
however, by putting on buses to 
carry the boys from the Knob Hill 
and Union Square sections to the 
show and back. The buses, how- 
ever, while a great convenience to 
the dealers, worked a hardship on 
the exhibitors in the Equipment 
Exposition since a large proportion 
of the dealers would rush for the 
buses just as soon as a meeting 
was over instead of lingering at the 
auditorium to see the exhibits. Even 
after the announcements bo 

ed after the first evening, 
Soueeh would still rush for the 
buses to make certain that they 
would have a ride back to their 


hotels. ae ae 


DESPITE this handicap—and the 
additional handicap of having to 
work their way through a maze of 
rooms and hallways on either side 
of the auditorium—the show was 
a great success. Every exhibitor 
who was putting forth any effort 
to sell or attract dealers to his 
exhibit reported good interest and 
prospects. Many reported sales 
practically as high as last year in 
Chicago, which set an all-time rec- 
ord for sales off the floor at an 
automotive show. 

The reports of some exhibitors 
were really fantastic considering 
the fact that this year’s convention 
pulled only about one-half the num- 
ber of actual dealers registering. 
According to Ray Chamberlain’s 
office they had an estimated total 
attendance of around 8,000, with an 
actual dealer and wife registration 
of better than 6,500, which would 
mean an estimated 4,000 or so deal- 
ers at the convention. 

In the face of the very bad 
weather, the General Motors Wal- 
dorf show and the timing of the 
Chevrolet new-car announcement, 
this can be considered exceptionally 
good. At least it was good enough 
so that all but a few exhibitors 
in the show were more than satis- 
fied with their participation. The 
only ones I ran into who were 
grousing were those that had 
“dead” exhibits and whose attend- 
ants had seeming difficulty getting 
their “fat fannies” off the uphol- 


stery. 
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AS LAST year, the boys with the 
tire-demounting equipment did an 
outstanding job, and they did a job 
of showmanship that kept a crowd 
of dealers around their booths all 
of the time, watching the demon- 
strators demount tires. Barrett 
Equipment, Lincoln Engineering, 
Arndt- Palmer, Remington Rand, 
Kent Moore, Sun Electric, Sparks 
Withington, to mention just a few 
other exhibitors, always seemed to 
have dealers in their booths figur- 
ing with paper and pencil 

I do not believe that as many 
dealers brought their service man- 
agers to this show as in Chicago, 
but there is no doubt in my mind, 
or in the minds of most of the 
exhibitors I talked to, that the 
results of the equipment show will 
be translated into orders to the 
exhibitors for weeks or months to 
follow. 

Weather played an important 
part in keeping many dealers and 
their service personnel away from 
the show. Roads to the west and 
north were impassable so that those 
who might have wanted to drive in 
could not. Hundreds who had 
planned to drive up from Los An- 
geles and other southern California 
towns came by train because of 
threatening weather. At Atlantic 
City next year this show won’t have 
those conditions to buck at least, 
since transportation is much better 
for large masses of dealer popu- 
lation. 

> * 

ANOTHER “WIN” for the show 
was the education that quite a few 
West Coast manufacturers got on 
dealer interest in shop equipment 
that had either money-making or 
time-saving possibilities. It was 
quite a revelation to me, at least, 
to have so many of these makers 
express astonishment over the in- 
terest displayed by dealers in serv- 
ice shop exhibits. I wonder now, as 
I look back, if these manufacturers 
do not know that dealers are busi- 





2. SUN DIAGNOSIS 
EQUIPMENT Cuts Waste, 
Gets New Business, Insures 
Mechanics’ Earning Power! 


Certainly you believe in Diagnosis Equip- 
ment! Everybody does! But don’t be 
satisfied that your Diagnosis department 
or your methods of using Diagnosis equip- 
ment are up-to-date—or that you have 
enough equipment correctly arranged and 
utilized! Don’t be satisfied until you have 
talked it over with your Sun Man! He 
will be glad to show you what many of 


and I’m glad it didn’t after I heard | 
of the storm we went south to 
miss. 

Many dealers who drove, got 
snowbound in the Southern states. 
Fred Sutter of Indiana drove that 
way—was driving along in a blind- 
ing snowstorm and finally got to 
the outskirts of a town and asked 
a station attendant how far it was 
to Carlsbad, N. M., and was told 
he was in the town—and so were 
some 300 other tourists who could 


|H 





not get out. Even coffee without 
cream was at a premium before 
they got the roads open so they 
could get out. Several dealers had 
to leave their cars in snowbanks 
in Colorado and Wyoming and 
came the rest of the way by train. 
Even our own Bob Finlay was on 
a train that laid in a snowbank 
in Colorado for 16 hours. 
> * * 


WAYLAID—Henry Kaiser tried 
to sneak past reporters who were 
laying for him after his talk to the 
NADA convention, but one persis- 
tent scribe evidently recognized the 
top of his head—for Kaiser had 
turned his collar up around his 
face—and put the bee on him for 
an interview. It did turn up an 
interesting picture—one that the 













strate new, tested selling 


1. SUN TRAINING Brings 
Your Shop Methods Up-To-Date! 


Sun Training by your local Sun Man will 
bring to you and your organization the 
newest Sun Diagnosis techniques and sell- 
ing methods. Your Sun Man will demon- 


will instruct mechanics on modern, time- 


the most successful shops in the nation 
are doing with Sun Equipment. He will 
be glad to survey your needs and thereby 
help you increase shop and mechanic 
earning power. Mail the coupon below 
for a call by your Sun Man. He will per- 
sonally bring you a copy of the new Sun 
Catalog. Do it now! 
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San Francisco Chronicle caught. ning” on his own at the convention. 


ere 'tis: 





€ * * 


BILL FROELICH, the Los An- 


He passed out cards that had “Bill 
Froelich, new and used autos” in 
the center but around the edge 
listed all of the things that cus- 
tomers and factory executives ex- 
~ top-line dealers to come up 
with. 


Among these were radios, new 
cars, brooms, wheelchairs, bed pans, 
box lunches (Froelich is also noted 
for the unusual patio and dining 
place he has at the rear of his deal- 
ership), FHA connections, washing 
machines, baby sitting, toilet paper, 
professional escort service, dancing 
teachers, poker expert, race horse 
forms, beer, steaks Scotch and 
bourbon whiskeys, homes and 
apartments, perfumes, nylon hose, 
brassieres, monkey wrenches and 
hotel reservations. 

Come to think of it, I’m no better 
than the people who provoked Bill 
into this dash of satire on his own 
—as I head for Florida on my wife’s 
vacation—she needs the rest and 
sun. I’m already thinking of the 


geles Ford dealer who is noted for| dealers who can spot me a trip for 
his fishing and hunting prowess— | t@rpon or bone fish. 


he writes a weekly column on Field 
& Stream in the Hxaminer—took a 
leaf out of The Hucksters, the book 
of satire on the advertising agency 
executives, and did a little “fun- 


Use this WINNING COMBINATION 


To Increase SHOP and MECHANIC 
EARMAN® Pe wEee ¥ 


saving Diagnosis techniques! What's 
more, the Sun Training doesn’t cost you a 
cent .. . it’s one of the free services avail- 


WHEN DON MEYER set up his 
Truckstell convention for the week 
after the NADA in San Francisco, 

(See BACKSHOP, Page 72, Col, 1) 





able to all Sun Equipment Owners! Your 


methods... he 


tte 


local Sun Man is one of the more than 
400 Sun Representatives from coast-to- 
coast, ready to serve you on less than 24 
hours notice. The Sun Training is a part 
of a Winning Combination that will pay 
big dividends . . 


. schedule yours TODAY! 





, 1 
. ELECTRIC CORPORATION | 
5 6327 Avondale Avenve, Chicago 31, Illinois ‘ 
g Have my local Sun Man call and bring my copy of the new, 32-page 

Q illustrated Sun Catalog ... without cost or obligation. a 
. GR wn ddhecedhecsbige ok dus <~ sie suakaihasenhaermbisseds ease : 
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and the boys in “fogtown” knew I 
was going to stay over following 
the convention, they set up a fishing 
trip for me after steel head on the 
Gualala river. By the time Don 
had cancelled his convention, the 
trip was so far along—with several 
factory brass included—that I went 
through with it. Now I am the 
champ of the Gualala river for the 
last weekend in January at least. 
I got the largest steel head caught 
of record among all the fishermen 
on the river for the two days—I 
was the only one in our party to 
get two, and one of three out of 


STARTS LOW...3°/s” | 
LIFTS HIGH... 20"/2’ . 
ROLLS EASILY 


REAR CASTERS—2” SINGLE 
BALL SWIVEL...FRONT 


about 50 fishermen to get two. So 
it has given me ideas. 1 want to 
get a bone fish on a fly rod and a 
tarpon on an ordinary bass casting 
outfit. 

Jack Bates, Pontiac west coast 
service manager, was the only 
other guy in our party to get a 
steelhead—and he is rated right 
along with Roy Brothers and Ed 
Wise of Oakland as being a steel- 
head expert. In fact, if I was Roy 
Brothers I wouldn’t even admit, 
after that weekend, that I had 
ever seen a steelhead. He picked 
the spot for our host, Bob Hub- 


bard, had privately assured Bob, I 
understand, that he would see to 
it that the green Easterners would 
each have a fish, etc. 

Well, I took my nine-pound-two- 
ouncer on a five-and-three-quar- 
ter-ounce nine-foot fly rod—and 
with a hook about half the size 
the experts were using—and beach- 
ed it with a couple of those ex- 
perts sitting on the sand, just look- 
ing on—not even getting behind 
my fish to shovel her up if she 
broke loose. I kinda feel sorry for 
Lloyd Woods, of United Motors, 
though; he really worked for a fish 
with no success. 

Crowing a bit? Sure I am. It 
was my first experience fishing for 
those big rainbow trout that come 
in from the ocean full of fight and 
strong as an ox. I am only sorry 


that legal matters prevented Ed 

Quinn of Dodge from being with 

us and having the same fun. He 

would have enjoyed it as much as 

I did—and I'll bet he would have 

taken the honors away from me. 
* * * 

SPEAKING OF Dodge—at the 
Chrysler preview before I left for 
the NADA, I was talking with Bill 
Hillman, service manager of the 
Chrysler division, and found out 
that he was celebrating his silver 
anniversary in the service division 
of Chrysler—he started back in the 
old Chalmers days. 

Later I was talking to Ben Set- 
tle, service manager for Dodge, 
and mentioned that Bill was on 
his 26th year with Chrysler—and 
that was a long time to be with 
one company in the automotive 


\ LIFTS ANY CAR 
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“A Jack is no 


THE KRW 2-TON HYDRAULIC JACK 


Better than its 


POWER PLANT”... KRW 





@ From the pumping plunger to the raising piston the 
oil in a KRW Jack travels in a single casting. It just can’t 
get out or leak. All connecting passageways are drilled. 
There are no particles of loosened core sand to lodge 
under valves and score cylinders. Pump is of displace- 
ment type therefore no troublesome cup washer is 
required on end of plunger. Packing around plunger 
after 260,000 test lifts showed no trace of leakage. 
Release valve is held closed by the oil pressure. Dirt 
between valve and seat can be flushed away by opening 
the release valve. There is no release valve failure in a 


.KRW Jack. 


OR RT 


WORLD'S LARGEST MANUFACTURER 


215 MAIN ST. : 


OF GARAGE TOOLS AND EQUIPMENT 


BUFFALO 3, N.Y. 








KRW BUILDS IT FOR LONG LIFE 
KRW SELLS IT FOR ONLY °58°° 





F. 0.8. FACTORY 


@ This improved KRW 2-Ton Hydraulic Jack will easily 
handle any car on the road today with a minimum amount 
of pumping effort. It pumps through a handle motion of 
45 degrees with only a quarter left turn of the handle 
necessary to operate the release valve. Handle can be 
quickly removed with a half right turn...a real space sav- 
ing feature. Read these specifications and you'll see why 
KRW is the leader in Garage Jack 
Here they are: 









SPECIFICATIONS KRW 2-Ton Jack 


@ Lifting capacity 2 tons (4000 lbs.). Weight 110 lbs, 
Length overall, including handle, 6’ 1”. Length of chassis 
294". Length of detached handle only 49”. Floor to top 
of rest pad when down 3%". Floor to top of rest pad when 
up 20%". Floor to top of handle when upright 54”, 
Floor to highest point of jack body 6%". Width of jack 
body 10%”. Rear casters 2” diameter, single ball swivel. 
Front casters 4" diameter, straight axle type. Swivel pad 
4" x 5%", curved to fit modern cars. Oil capacity 9/16 


pint. 


SAVE MONEY * ORDER TODAY ¢ USE THE COUPON 


All prices subject to change without notice. 
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K. R. Wilson, 215 Main Street, Buffalo 3, N. Y. 


»~ Enclosed find check ( 














payment for........... . KRW 2-Ton 


as atc sssuasnanes : 
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City and Zone 


) for 


a 


Jacks @ $58.80 each. 
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business. Imagine my surprise to 
have Ben say, “What’s Bill got to 
brag about? I’ve been with Dodge 
for 33 years.” 

Gosh, even my 31 years in the 
automotive trade paper business 
begins to look small alongside of 
those guys—especially when it was 
worked out on four different pub- 
lications. 


Canada Prospects 
Choosier as to 


Model and Price 


OTTAWA, Ont.—Car dealers here 
report that, in face of the wide 
gap betwen supply and demand of 
cars, they are finding more and 
more customers “choosy” about 
their new cars. 


Whereas some months ago cus- 
tomers would literally grab any 
new car available, they are detect- 
ing now a slowing up of the pro- 
cess of accepting any car. If the 
exact model or style of car was 
not obtainable some months ago, 
the dealers say, customers would 
not hesitate to accept the model 
offered. 


However, lately this has changed 
and more customers express them- 
selves as willing to wait for just 
the kind or model of car that they 
prefer, whether it be in regard to 
price, style, etc. 

As an illustration, one dealer 
pointed out that reports that one 
company was putting out a smaller- 
than-standard car, with less so- 
called fancy trimmings but at a 
lower price, has brought a flood of 
inquiries for this particular model. 

When the prospective buyers are 
told that the model might not be 
available for some months but 
others might be, this dealer was 
impressed with the fact that the 
prospective buyers stated bluntly 
that they prefer to wait rather than 
accept any substitute buy. This 
did not happen some months ago, 
the dealer declared. 

Other dealers have similar ex- 
periences and all tend to indicate 
that customers in Canada are be- 
coming more selective about accept- 
ing any model other than that 
actually desired. 


Chevrolet Claims 


Lead in Trucks 


In Operation 


DETROIT. — Citing the alltime 
high in truck sales in 1948, Chev- 
rolet last week claimed more trucks 
in operation than any other make. 


“This is virtually the only honor 
to elude us in our steady rise to top 
position in the automobile volume 
field,” said T. H. Keating, general 
sales manager. 


“For some time we have had the 
greatest number of passenger cars 
in operation. Now up-to-date regis- 
trations disclose our trucks have 
also taken a lead. 

“There are 1,927,633 Chevrolet 
ms — surpassing the second 

ghest truck make by mo 
35,000 units.” . il 

In announcing domestic truck 
sales last year of 323,647 units, 
Keating said the total was a record 
for the industry. The volume was 
22 percent better than the com- 
pany’s previous peak, set in 1941, 
he noted. 


Sales Aids 


Thermoid Program 


Helps Jobbers 
TRENTON, N. J.—A new movie, 
metal display units and a special 





| fleet of panel trucks equipped with 


advertising and merchandising ma- 
terials, are three aids to sales pro- 
motion to be used this year by 
Thermoid Co., it was announced 
here. 

The Thermoid fleet of trucks will 
operate in every capacity as a mer- 
chandising aid in connection with 
distributor or jobber salesmen, the 
company said. 

Operators of the trucks will wear 
white coats lettered with “Joe” 
emblems to tie in with the slogan 
the company used at the ASI 
show, “Have You Seen Joe.” 

The company’s new movie, which 
is said to be ready for nationwide 
distribution, is entitled “The Safest 
Thing on Wheels,” 
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ing lubricants direct from 100- 
pound original containers, they 
also accommodate 50 or 25-pound 
containers. A latched, lift-off cabi- 
net makes drum changing an easy 
operation. 

Heavily stressed in connection 
with the launching of both the 
Atomic and the Rocket lines of 
equipment is the Atomic pump, used 
in both high-pressure and low-pres- 
sure equipment in both lines. 


It is said to provide lubricant de- 
livery exceeding any previous equip- 
ment ever marketed. The sealed 
pumping units carry an uncondi- 
tional guarantee of 27 months, or 
two years beyond the service war- 


HORS D' OEUVRES AND GADGETS—Special interest in Alemite's new Atomic lubricating |ranty generally provided by the 
pump was displayed 7: aawery service managers, oil company representatives and jobbers equipment industry. 
e 


at a special preview d in Detroit Jan. 


8-29. Following the formal presentation, the 
audience swarmed on stage to get a closer peek at the workings of the complete line. 


Other features of the Atomic 


Considerable interest was directed toward the air-operated mechanism lifting front panels | pump are the pre-lubricated Aldura 


of lubricators to remove or replace drums. 






Alemite’s New Products 


Atomic and Rocket Lines of Lube Equipment 
On Display at Jobbers This Week 


air valve; elimination—by lubricant 
chamber design which prevents for- 
mation of air pockets—of necessity 
to “bleed” the pump; a compensat- 
ing air piston which “tightens it- 
self” with air pressure and elimi- 
nates the need for daily oiling; 
automatic release of hose pressure 
when the control knob is turned off, 






DETROIT.—In preparation of the | cabinet elevators to simplify chang-| and, readily accessible, self-cleaning 
national introduction tomorrow | ing of lubricant containers. check valves. 


(Feb. 15) of its new “Atomic” and 
“Rocket” lines of lubrication equip- 
ment and portable units, the Ale- 
mite division of Stewart-Warner 
Corp. was host here to more than 
600 oil company representatives, 
auto and truck factory service man- 
agers and equipment jobbers from 
Michigan, Indiana and Ohio. 


The two-day, four-hour presenta- 
tion was the first preview of the 
new equipment and was staged by 
Marshall-Templeton, Inc., with the 
cooperation of Jack Reinsma, gen- 
eral service manager, Stewart-War- 
ner Corp., who explained the new 
units. 

Reinsma’s demonstration covered 
both the Atomic and Rocket lines 
and was a special preview in prepa- 
ration for the jobbers’ showings to- 
morrow before an estimated 100,000 
car dealers, service station opera- 
tors, fleet operators and others, Six 
hundred and ninety automotive 
service equipment jobbers, in every 
state, are scheduled to hold show- 
ings. 

Heart of the entirely new lines 
is the Atomic pump, which boasts 
of a sealed-in power unit and is 
unconditionally guaranteed for 27 
mon 

The chassis pump rates a ratio of 
40 to 1 and has a free delivery at 
the control valve nozzle of 150 
pounds air pressure. The gear pump 
has a ratio of 4 to 1 and 100 pounds 
air pressure. 

The Atomic line is a sectionalized 
system with all pumps, reels, drains 
and accessories housed in identical 
cabinets. These cabinets can be 
used as individual, portable units or 
can, by removing sides and casters, 
be made stationary units or even be 
assembled into center-stands or 
wall groups. . 

All pumps dispense lubricant 
from original 100-pound drums. 
Wall, center, portable and station- 
ary Alemiters; ceiling reels; floor 
reels; oil bars; work bench oil bars, 
and work benches comprise the line. 
Pumps are air or manually oper- 
ated, and air operated units have 





BEAUTY AND MECHANICS—Jack Reinsma, 
general service manager, Stewart - Warner 
Corp., enlists the aid of Helene Dix, Alem- 
ite's "Miss Atomic," in drawing attention to 
the Lucite working model of the new Alemite 
Atomic pump, heart of the new line. 





The Rocket line is described as Both high and low background 
a full line of portable lubrication units, for use in assembling wall 
units, with drain to match. Pump- Alemiters, work benches, oil bars 





da : 


NAPA is in The Post—in a big way—bringing to the 
car and truck owners of America the story of NAPA’s 
supply service and quality standards—and what it 
means to them, as your customers! 

Up to now, NAPA has meant to you principally a 
friendly, co-operative source of supply, with excep- 
tional facilities for giving you prompt and compre- 
hensive service on parts and supplies of assured quality. 

Now the picture changes. Not only will your NAPA 
Jobber continue to be your best source of supply — 
but NAPA and the NAPA Seal will become a more 


powerful selling asset to you, in dealing with your 
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or other combinations, are pro- 
vided in the new lines. Similarly, 
a complete range of cabinet, open- 
shelf, display or write-up desk 
end-sections is provided. 


A wide variety of oil-handling 
methods is provided for by the 
Atomic line. Featured is a new air- 
operated bulk oil dispensing unit 
with 60-gallon tank designed to fit 
within a pump cabinet with ap- 
proximately half the tank below 
floor level. Oil can be dispensed 
with floor reels, ceiling reels or with 
reels housed in a wall cabinet. 


A new control valve for high- 
pressure lubrication, the “Adjusta- 
shot” valve, is described as “revo- 
lutionary.” Working on the prin- 
ciple of the sliding wedge, applied 
for the first time to control valve 
design, it permits free flow and ac- 
curate measuring of delivery, with 
relatively few working parts. 


The Rocket line is described in an 
eight-page catalogue. Both cata- 
logues can be obtained from Ale- 
mite distributors or from sales de- 
partment, Alemite division of Stew- 
art-Warner Corp., 1826 Diversey 
Pkwy., Chicago 14, Il, 





MOBILE AND CLEAN—The basic element 
of the new Alemite Atomic line of tubrica- 
—_—_—_—_—_—_—_—__""" tion equipment is the portable Alemiter 
AUTOMOTIVE NEWS, the Newspaper of | shown above. It is used for chassis or gear 
the Industry, read by everyone who counts | lubrication, is air operated or manually-oper- 
in America’s No. 1 Industry . , . an esti-| ated, and dispenses lubricant from a con- 
mated more than 100,000 readers weekly! cealed 100-pound original container. 


AS ADVERTISED IN 


EVENING 






* 
customers, and in promoting more business for your shop. 


Through sustained advertising in The Post, your 
customers will learn to recognize the NAPA Seal, and 
to know what it stands for. They'll understand that 
when you give them parts bearing the NAPA Seal, 
they’re getting the finest parts that money can buy. 

Now, more than ever, it will pay you to concentrate 
all your parts purchases with your NAPA Jobber—“‘a 
good man to know” for parts and supplies for cars 
and trucks of all makes and ages. 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION + DETROIT 1, MICHIGAN 
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The Other Side of the Picture 


$0 YOU'D LikE TO KNOW WHAT THE 
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THIS PICTURE WAS TAKEN In My SHOW Room Two YEAR 
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(Cartoonist Kempf, a Willys dealer, welcomes suggestions for his weekly 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 
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By Fred Kempf 
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Auto Advertising 


Chrysler division’s campaign to 
introduce its 1949 models will be 
“the greatest in its history,” Sales 

er Joseph A. O’Malley told 
dealers at a Detroit preview last 
week, 

Four-color ads will blanket mag- 
azines, including the general week- 
lies, and those in the rural, news, 
home and class categories, with a 
circulation totaling 38,000,000, he 
said. There will also be radio shows 
and local newspaper ads. * 

The campaign will cover 3,164 
local newspapers on March 10 and 
11. April ads will appear on the 
station wagons and convertibles; in 
May concentration will be on the 
Town and Country line, while in 


June emphasis will be on the Im- 
perial. 

Promotional help of all types 
will be provided dealers, O’Mal- 
ley said. These will include spe- 
cial stuff for staging of “sneak 
previews” by dealers on March 9. 
The new cars will be shown pub- 
licly for the first time on 
March 11. 

Scale models of the 1924 Chrysler 
(first one built) and the 1949 Silver 
Anniversary car will also be avail- 
able. It is planned to provide each 
dealer with a silver car for the 
introduction. Silver keys will also 
be available. 

* + * 


McCaffrey Prescribes 

Industry cannot go to the public 
with a story of unbroken success 
but must admit its mistakes and be 


realistic in corporate disclosures as 
well as “on the level with the pub- 
lic,” John L. McCaffrey, president 
of International Harvester Co., told 
the Sixth National Conference of 
Business Relations Executives in 
New York last week. 


McCaffrey specified eight points 
for improvement of industriai-pub- 
lic relations and warned that mere 
technical skill in writing a press re- 
lease is not enough to mect the 
problem. He urged executives to 
seek new ideas and to cease exces- 
sive copying of each other’s trends 
in such matters as conducting “open 
house” at plants. 

McCaffrey’s eight-point im- 
provement program for public re- 
lations directors called for: (1) 
More actual knowledge about the 
interactions of industry, labor, 
finances and economics; (2) 
broader knowledge of all phases 
of any argument; (3) more avail- 
ability of facts about internal af- 
fairs of industry; (4) better un- 
derstanding of “outside forces on 
your company.” 

He also called for (5) more imagi- 





Switch from 
Dry to WET 
in a matter 
of minutes ! 





New AMMCO model 1600 


PORTABLE 
COOLANT UNIT 


Converts any Dry Honing 
> _ Machine or any Reamer Drive 


The new AMMCO Portable Coolant 











Clip and mad coupon 
2 detaca 


€AMMCO TOOLS, INC. 
2108 Commonwealth Ave., North Chicago, Illinois 


SEND ME INFORMATION ON MODEL 1600 





ADDRESS 





CITY. jie NE icine 


Unit provides the most economical 
the faster, more 
efficient results of wet honing or ream- 


way to achieve 


ing. It can serve several machines in 
your shop by simply slipping it into 
duplicate mounting brackets attached 
to the various machine benches. 


It's completely portable—weighs 
only 44 lbs. including self-contained 
pump and motor. Flexible hose has 
adjustable nozzle. Extra large splash 
pan catches all oil splash and mist. 
Feature by feature, it’s the most effi- 
cient and economical wet conversion 
unit on the market. It will enable you 
to turn out. better work .. . faster 

. at greater profit. 


When you come lo HONING 
‘ ... Come to AMMCO 





nation and initiative in finding new 
ways to solve old industrial prob- 
lems; (6) improved communications 
with employes; (7) better control of 
functions so as to avoid loss of di- 
rection of public relations work, 
and (8) more actions by corpora- 
tions backing up words; used in 
statements. 
> + * 


Big, Often and Honest 


The three most important funda- 
mentals of sound and sensible nor- 
mal advertising are to make the ads 
big enough to be seen, run them 
often enough to be remembered and 
make them interesting and honest 
enough to be believed, Robert F. G. 
Copeland, advertising and sales pro- 
motion manager, Lincoln-Mercury 
division, told an audience of high- 
school students attending a Detroit 
vocational guidance class last week. 

“It is through advertising that 
Americans get the story that 
really counts on what an item 
looks like, what it costs and 
where to get it,” Copeland ex- 
plained. “How else are the people 
to be acquainted with the things 
that let Americans live better 
than any other people on earth?” 


chandising manager for Hudson 
Motor Car Co. Since 1945 he has 
operated his own public relations 
and industrial promotion agency in 
Los Angeles and helped stage the 
West Coast Hudson dealers show 
at San Francisco. 


John S. Fullerton and John S. 
Coffey have joined the executive 
contact department of Geyer, New- 
ell & Ganger, Inc. Both will serve 
as assistant account executives. 
Fullerton was formerly the New 
York manager of Harrington, Whit- 
ney & Hurst, San Francisco adver- 
tising agency. Coffey was previous- 
ly associated with Doherty, Clifford 
& Shenfield, Inc., as assistant ac- 
count executive and assistant re- 
search director. 


Dana Hull, of the Farm Journal 
magazine’s Philadelphia sales staff, 
has been transferred to the pub- 
lication’s New York offices. He was 
founder and first president of the 
Junior Advertising Club of Phila- 
delphia. 


Donald W. Gates has been ap- 
pointed manager of advertising 
and sales promotion in the Asso- 
ciated Lines sales division of B. F. 


The sessions are sponsored for| Goodrich Co. He succeeds Jay E. 
students by The Detroit News and| Miller, who has been named as 


radio station WWJ. 


* * * 


Alemite’s Newspaper 

To stir up interest in its introduc- 
tion of a new line of lubricating 
equipment, Alemite division of 
Stewart-Warner Corp. last week 
mailed out a two-page teaser news- 
paper featuring scare headlines, spy 
stories and hideouts to an esti- 
mated 50,000 automotive service 
jobbers and dealers. 

Purpose of the campaign is to 
build up interest for “A-Day” to- 
morrow (Feb. 15) when the first 
public showing of the new equip- 
ment will be held at a local level. 

. a” + 


Who’s Who on ABC 


The story of the progress of 
television on ABC networks in 
1948 is told in a 68-page booklet 
prepared by the American Broad- 
casting Co, entitled, Report on 
1948, 

The booklet presents reviews of 
leading ABC television shows of 
last year and outlines ABC net- 
work affiliates, leading television 
personalities and events of 1948. 
It also includes a list of leading 
advertisers and agencies handling 


accounts on ABC, 
. 7 - 


Sport Thrills by Fram 


The Fram Corp., manufacturer of 
filters, will sponsor Ed Thorgersen 
in “Fram Sports Thrill of the Week” 
over 111 stations of the Mutual 
Broadcasting System every Satur- 
day evening, 9:55-10 EST, beginning 
March 12. 

The broadcasts are the first by 
the corporation to date. VanSant, 
Dugdale & Co. Inc., Baltimore, 
Md., handles the account. 

+ * * 


Heil Is TV’d 


The Milwaukee sanitation de- 
partment recently televised a pro- 
gram built around its new me- 
chanical fleet of 51 Heil Colecto- 
Pak refuse trucks. 

The program was sent out by 
WTMJ-TV as a public service 
and demonstrated the  fleet’s 
operations. 

ae 


Names 


Clifford W. Macfarlane has been 
named as Pacific divisional mer- 





western public relations manager 
in Los Angeles. 


Irwin W. Busse, formerly vice- 
president and general manager of 
the Research Institute and 
advertising manager . of Barrett 
Equipment Co., has been appointed 
as account executive with the 
Charles W. Bolan agency, St. Louis. 


TODAY'S FASTEST SELLER 


Protec-Top 


NEW VINYLITE 
PLASTIC TOP COVER 
FOR CONVERTIBLES 


protects Tops against rain, 
snow, grit and dirt. 


Profit for you 


Fast turnover, easy to install, iow 
price, translucent, transparent 
rear vision. & 
Mnam = Retails $24.95 
Gane 





Immediate Delivery For These Cars 


Type 1 ype 4 ype 7 
1942-1949 1942-1948 1949 
Buick Ford Ford 
Olds 98 Mercury 
Cadillac Type 8 
1942-1948 Trees ‘Mere. 
Chevrolet 1941-1948 a3 . 
Olds 68 Ply: th 
a oid 
Type 3 
1941-1948 Type 6 Packard 
Chrysler Lincola Type 10 
DeSoto Mercury Jeepscer 


Write, wire or phone your order now. 


Manufactured by 
PROTEC-TOP Inc. 
210 LEMON STREET 

BUFFALO, N. Y. 
Phone GArfield 5026 
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(Continued from Page 18) 


That is the only economic mean- 
ing that supply and demand ever 
has; that is the only meaning 
that catching up ever has, at 
some price. It has no meaning in 
terms of need or backlog, except 
in terms of some price. 

“The retailers point out that there 
are very few goods in short supply 
and these soft spots have been gen- 
erated pretty well across the econ- 
omy, with the exception of automo- 
biles and possibly housing, and of 
course, steel and certain nonferrous 
metals. 

“It may be, if we had a serious 
recession in 1949, inventories would 
prove to be excessive, but my gen- 
eral impression is that they are not 
excessive, although there are per- 
haps substantial exceptions to that. 
So those are the pessimistic factors. 

“On the positive side, we are still 
very, very strong in respect to the 
so-called backlogs of demand in 


terms of low-priced automobiles.” 
* s = 


U.S. Job Force Swells 


ee 1948, the federal payroll 
expanded at a rate of 297 new 
employes for every day of the year, 
Congress was informed last week 
by the Byrd committee. 

The total number of civilian 
employes in the executive branch 
of the government at the close of 
the year was 2,104,456. 

This was an increase of 108,987 
over the 1,995,469 reported for the 
same date the year before. Em- 
ployes covered are only those in the 
executive branch and do not include 
legislative or judicial branches. 

The report is based on figures 
submitted to the Joint Committee 
on Nonessential Federal Expendi- 
tures, as the Byrd group is officially 
known by the various departments 


and federal agencies. 
* + - 


Coyle Has Date 


ANNOUNCING the program for 
its national marketing confer- 
ence to be held in Columbus, O., 
March 8-9, the U.S. Chamber of 
Commerce listed Executive Vice- 
President M. E. Coyle of General 
Motors as one of the principal 
speakers, 

Coyle, it was stated, will speak on 
“How to Improve Manufacturer- 
Distributor Relationships.” 

That talk unquestionably will at- 
tract wide attention throughout the 
automotive industry and trade, for 


Ford International 
Appoints Appel 


Vice-President 


DEARBORN. — Appointment of 
Walter D. Appel as engineering 
vice-president for the new Ford In- 
ternational Co. was announced last 

es week by Graeme 

om K. Howard, presi- 
dent. Appel _ re- 
signed from Wil- 
lys-Overland to 
take the post. 

Born in Cleve- 
land, Appel at- 
tended Case In- 
stitute of Tech- 
nology, where he 
was graduated 
with the degree 
of bachelor of sci- 
ence in mechanical engineering in 
1913. In 1918 he joined Cleveland 
Automobile Co. as a designer. Later 
he became associated with Oak- 
land Motor Car Co., where he was 
assistant chief engineer. 

Appel joined the Export division 
of General Motors in 1925 and later 
was transferred to Vauxhall Mo- 





W. D. Appel 


tors, Ltd., England, where he was| 


appointed chief engineer. In April, 
1937, he was transferred to the staff 
of the general manager of over- 
Seas operations and the following 
year was made chief engineer of 
the overseas operations division. 
In November, 1945, he became 
product development engineer of 
the overseas operations division. 
Appel joined Willys-Overland 
Motors, Inc., in May, 1946, as as- 
sistant to the vice-president of en- 
gineering and in January, 1947, was 
appointed chief engineer. For the 
past year he has served as director 
of procurement in charge of all 
Willys-Overland purchasing. 





the subject is timely and it will be 
handled by a man whose words 
should carry weight with his lis- 
teners. 

+ + 


Truman Lauds Law 


HE PRESIDENT last week 

called the law generally known 
as the Full Employment Act one of 
the most forward-looking pieces of 
legislation in American history. 

The act created a council of 
economic advisers as a watchdog 
and planning agency and directed 
that annually the President should 
make an economic report show- 
ing: 

1. Current levels of employment, 
production and purchasing power. 

2. The levels required to provide 
employment opportunities for those 
able, willing and seeking to work. 

3. Current and foreseeable eco- 
nomic trends. 

4. A program for carrying out a 
declaration of employment policy 
set forth in the act. 








FEATURES 20-STALL SERVICE FLOOR—Wilson Motor Co. (Ford), Seattle, erected this 
building at a cost of $300,000, including equipment and appointments. Harry L. Wilson 
heads this business which he established 27 years ago. Tom W. Wheeler is manager. Depart- 


ment heads are: 
Fish, parts, and Miss E. M. Denton, office. 


Richard J. Dibble, sales manager; Charles Mclivain, service; Robert W. 








Wisconsin Group Honors 
Landy-Herold Motors 


Landy-Herold Motors (Chrysler) 
was one of three Racine firms hon- 
ored by the Wisconsin Centennial 
Automobile Committee, Inc., for 
“outstanding contributions to the 


Landy is president of the dealership. 

Other firms honored in Racine 
were Modine Mfg. Co. and Young 
Radiator Co. Individuals honored 
were F. M. Young, president of the 
Young company, and Willard T. 
Walker, chairman of Walker Mfg. 


automotive industry.” George H. | Co. 








3 Ways... 


POMC mPa hans 
when you work with lacquer 


1 


GET STARTED with a lacquer that makes your work 
easier. R-M Lacquer is easy to work with because it 
flows perfectly ... 


so perfectly, in fact, that very 


little sanding or polishing is necessary. Notice its 
remarkable hiding power and positive service cohesion. 
Notice its depth of color and tone. 

It would be difficult indeed to find a better lacquer than 
R-M and that is why the manufacturers of America’s finest 
cars have long used R-M Lacquer at the assembly line... 
where all-round workability is of the utmost importance. 

Take a tip from the car manufacturers. Get acquainted 
with R-M and watch your output rise. 


2 


YOUR CHOICE OF THINNER can make or break your 
job. After getting started with top-quality R-M 
Lacquer, don’t handicap yourself by attempting to 


work with so-called “less expensive” thinners. 
To speed your work and reduce polishing time, cut your 


R-M Lacquer with balanced R-M Thinner .. 


. It’s made to 


carry your lacquer to the metal at precisely the correct 


drying time. 


A thinner that dries too fast can cause orange peel. A 
thinner that dries too slowly can cause waves and ridges. 


hoe et 2 75 


6 Pct. Profit 


Griffin Ad Reveals 


Dealer’s Margin 


DALLAS.—In a newspaper ad 
published here, Ben Griffin Auto 
Co. (Ford) paints the dealer’s side 
of the profit picture under the 
headline: “A Report to Our Cus- 
tomers: $50 cash plus 29 years’ 
work equals 6 percent profit in 
1948,” 

The ad points out that for every 
dollar the company took in from 
every source in 1948, it was able to 
keep just six cents. 

Signed by Ben E. Griffin, the copy 
reviews briefly the history of the 
company since its founding 29 years 
ago by the late Ben §, Griffin, who 
started with $50 and a rented shack. 

The profit statement notes that 
although three cents of every dollar 
went to pay for new tools and 
equipment and the expansion of ex- 
isting facilities, the cost of the com- 
pany’s new truck center is not in- 
cluded because it was paid for “with 
savings the company has made over 
a long period of years.” 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 readers weekly! 





When you use laboratory developed R-M Thinner, your 
lacquer will flow smoothly and present a good gloss. The 


use of retarders or accelerators 
extreme weather conditions. 


is necessary only under 


MAINTAIN CORRECT AIR PRESSURE .. . One of the most 
common difficulties of spray gun operations is too 
high air pressure, which (in combination with too 
heavy lacquer) can cause dry spray, pin holing and 
poor adhesion. This results in difficult rubbing and polish- 
ing. Remember to cut your air pressure down to the recom- 
mended strength to further boost your job output and 


increase your operating profits. 


5935-71 MILFORD AVE. * 


DETROIT 10, MICH. 





Manufacturers of passenger and commercial car lacquers *« enamels ¢ primers 
surfacers ¢ tinting colors * reducers * removers ¢ rubbing compounds, etc. 








PROTECT AND ENHANCE BOTH FRONT AND 
REAR OF THIS 1949 STYLE LEADER! 


Already famous for sales-getting appeal, these 
handsomely designed grille guards are now 
available for front and rear of the 1949 Buick. 
Constructed of 1% and 1% inch heavy gauge 
steel tubing, this is an exclusive new design for 
the Buick that adds to its beauty...every car 
owner will want them ! 


Models for °49 Fords, Nash and 


, Better oy ) Kaiser available for immediate 
picket" pROTECTS. delivery. Be first in line by 
sturdi comple ew oF ordering for early delivery of 
offecion to ia costly models to fit the ’49 Oldsmobile, 
tewaies- Avo Chevrolet, Pontiac, Studebaker 
ve pairs! and all Chrysler make cars. 


WIRE OR WRITE TO 


ROP-LOC PRODUCTS CO. 


1401 WEST NINTH ST. CLEVELAND 13, OHIO 





AUTOMOTIVE NEWS offers to advertisers a weekly audience of an estimated 
90,000 cover-to-cover readers! 


Quantity 
PRODUCTION 


of 
GREY IRON CASTINGS 
ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


N 
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ESTABLISHED 1866 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


OFFICE JFACTURING 


CHATTANOOGA 2, TENNESSEE 


AND MAN ae Neha 
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30% Seeking 


That’s Number of Potential Purchasers Shown 
In Poll of Upper Midwest Farmers 


ST. PAUL.—Nearly three out of 
every 10 farmers residing in Min- 
nesota and the two Dakotas intend 
to purchase a new automobile 
sometime in 1949, according to re- 
sults of a survey of 3,000 Upper 
Midwest farmers by The Farmer 
















































magazine’s research department. 

More Dakota farm folk said 
they planned to buy a car this 
year than Minnesotans. Percent- 
ages showed that 34.4 percent of 
North and South Dakota farmers 
were in the market for a new car 
compared with 25.7 percent in 
Minnesota. 

Similar surveys were conducted 
in Wisconsin, Nebraska, Illinois 
and Indiana and Iowa by the farm 


Farmer. 

In Illinois and Indiana, 3,000 
farmers were queried and from 300 
replies, 24.2 percent said they 
planned to buy a new car. In Ne- 
braska, 30.5 percent expressed that 
plan. (Figures were not available 
for the other two states at press 
time.) 

Regarding prospective truck pur- 
chases, 8.3 percent planned on buy- 
ing less than a five-ton truck, zero 
percent over five-ton capacity in 
Minnesota; 16.7 percent under five- 
ton in the Dakotas and % percent 
over five ton. For Nebraska 11.7 
percent planned purchasing lighter 
weight trucks compared with 0.4 
percent the over five-ton variety. 
In Illinois and Indiana figures re- 
vealed 9.2 percent planned to buy 
a less than five-ton truck and 1.6 
percent over five ton. 

In all six states, nearly 3 percent 


Duff Commended 
On Pennsylvania 


Inspection Policy 


HARRISBURG, Pa. — (UTPS) — 
Gov. James H. Duff’s stern policy 
in dealing with state inspection law 
violators was commended last week 
by Claude S. Klugh, general man- 
ager of the Pennsylvania Automo- 
tive Assn. 

“Almost one year ago,” Klugh 
stated, “Gov. Duff gave us his sol- 
emn promise that there would be 
absolutely no reinstatements of offi- 
cial inspection stations during his 
regime until the suspension period 
has been served and not without 
recommendation of state police in- 
spectors, 

“He has held to his promise and 
we commend him for his staunch 
stand,” the PAA official said. 

Klugh concluded with the re- 
mark: “Our state police inspectors 
are on their toes.” 










Big Calif. Service Center 


To Open Feb. 18 

BURBANK, Calif.—Official open- 
ing date of the huge new Automo- 
tive Service Center here, designed 
as the world’s most complete auto- 
mobile repair and rebuilding plant, 
has been set for Feb. 18 by John P. 
(Jack) Snyder, president of Snyder- 
Lynch Motors, Inc., owner of the 
institution. 

The Automotive Service Center, 
operating on its assembly line basis, 
will make it possible for a service- 


able “wreck” to be completely re- 
paired, provided with new tires, 


painted and minutely tuned and de- 
livered back to its owner for service 
12 hours after it enters the plant, 


according to George E. Gansell, 
general manager of the center. 


Wilson Gets Sales Post 
Robert J. Wilson has been ap- 


pointed sales manager of Motor 
Sales, Inc., Minneapolis downtown 
Lincoln-Mercury dealer. 
was formerly associated with Air 
Cargo, Inc., as central region man- | 
ager, 
by dealerships 
Omaha, Oklahoma City and San 
Antonio, Tex. 


Wilson 


He has also been employed 
in Minneapolis, 





paper group comprising Wisconsin 
Agriculturalist, Nebraska Farmer, 
Prairie Farmer, Wallace’s Farmer 
& lIowa Homestead, and The 





SERVICE SECTION 


bed (4-9 percent); gasoline storage 
tank (8-12 percent); tractor cab 
(3-8 percent), and batteries for 
trucks (%-10 percent) range. 

Farmers in each state were 
asked to place a check mark after 
each of a list of items that they 
“are planning to act upon within 
a year or so.” Better than a 10 
percent return was realized in the 
surveys conducted in October and 
November, 1948. 

Those wishing to project the fig- 
ures to estimate the percentages 
in terms of persons may get the 
figure by multiplying the percent- 
age figure by the total farms in 
the states (1945 census gave Min- 
nesota 189,000 farms; Nebraska, 
111,756; Dakotas, 138,000, and Illi- 
nois-Indiana, 204,239 and 175,970, 
respectively.) 





"49 Car 


of the farmers planned to buy a 
house trailer. 

Between 16 and 17 percent said 
they will buy tires for their auto- 
mobiles this year, nearly 5 per- 
cent tires for trucks, except in 
the Dakotas, where the figure 
was 12 percent. 

On additional automotive equip- 
ment a goodly percentage of farm- 
ers in these midwestern states said 
they needed batteries (11-15 per- 
cent); tractor tires (6-16 percent); 
battery chargers (2-6 percent); hy- 
draulic hoist for truck or wagon 


Get Rid of Gas Fumes 


SOLVE YOUR ee AND SHOP oT PROBLEM 
THIS SIMPLE, INEXPENSIVE 

















What you have been waiting for—the final, aeietain om to your garage 
ventilation problem, all available in a packaged kit, including motor and blower, 


ready to install, 
Complete @ Removes gas fumes at source (ex- 
7 0 Packaged Kit haust pipes. 
F.0.B. Decatur e¢ Simple installation — no change or 
Write for Cireular alteration of existing facilities, 
Illustration shows standard kit with @ Not in your way — instantly in use 
two extra tube outlets. or out of the way when you don’t 
need it. 

@ Saves man-hours and helps keep 
employees, Mechanics have less 
sinus, headaches, etc. 

National also makes a complete pack- 

aged kit for under-floor installation. 

Literature on request. 


WRITE FOR CIRCULAR 
National System of Garage 
Ventilation, Dept. 83 N 


330 N. Church St. Decatar, Il. 


Worid’s Largest Manufacturer of 
Exclusive Garage Ventilating 
Equipment 














THE HIT OF THE N.A.D.A. SHOW 
NEW PLASTICTINT 


A Sensational New Product to Solve Many 
Used Car Reconditioning Headaches 


ogg meee 


COVERS ALL SOILED SPOTS PERMANENTLY 
Sprays On - - - 
No Fuss - - - No Bother 


This sensational new product developed by 
the laboratories that have developed the 
factory tested and approved interior condi- 
tioning materials is now ready to save deal- 
ers many reconditioning dollars—sprays on 
without having to wash panels or head- 
linings—freshens and beautifies as long as 
cloth is whole—cleans up grimy door panels 
—headlinings—quickly, economically. 


PRICE $3.50 PER QUART 


One pint will do four door panels. Approxi- 

mately one pint will do five passenger head- 

linings. Special introductory offer—3 quarts 
of No. 90 Plastictint and 1 quart white tinting color, $14.00 F.O.B. Melvindale. 
Colors as desired. Colors: Taupe, Grey, Brown, and many others. 


ARNDT-PALMER LABORATORIES 

17730 Dora St., Melvindale, Michigan. 
Attached is our check for $ 
Covering 

(Colors) 

DEALER 

STREET 
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Letterbox 


from Page 4) 


(Continued 


be directed toward benefitting 
this majority. However, in the 
case of Regulation W, the ma- 
jority of people are composed of 
the “little man” who demands 
that the regulation invoked by 
the Federal Reserve Board be 
broadened to eliminate the se- 
vere restrictions. 

Buyers who can afford large 
monthly payments and_ large 
down payments do not need any 
credit restrictions, but they are 
in the minority and the regula- 
tion should be fair not only to 
the majority of consumers, but 
to the automobile dealers who 
are trying to earn an honest liv- 
ing through serving the “little 
man.” 

If there is any assistance that 
we can give you to further this 
fight for moderation of the regu- 
lation, please do not hesitate to 





Sizes 
(Continued from Page 2) 


where he said Eastern vehicles 
use two load axles of 20,000 
pounds, is “what we should strive 
for”” He said that in Western 
practice, “there is a definite ad- 
vantage in economy of truck op- 
eration, and the pavement is sub- 
jected to much safer loads.” 

In his address, he stated that 
“alarming” damage to highways 
has resulted from what he said 
was the “great increase in loading 
at, or in excess of, what in many 
states is both the design standard 
and the legal limit.” 

He also reported that “there is 
conclusive evidence” that destruc- 
tive pavement-pumping action “is 
caused by heavy wheel loads.” He 
charged that “the chief destructive 
factor is overloading far beyond 
the legal limits.” 

“In some quarters,” MacDonald 
said, “it has been suggested that 
there be a gradual raising of axle 
load limits over a period of years. 
No policy would be more wasteful 
of public funds. . . . New highways 
are planned to last for a consider- 
able period of years. The starting 
point in their design is determina- 
tion of the loads that will be legally 
imposed during that period. Load 
limits must be carefully fixed and 
rigidly adhered to.” 

* + 


PPROXIMATELY 2,000 highway 

constructors, engineers and fed- 
eral and state road officials at- 
tended the ARBA’s 46th annual 
meeting. 

Chairmen Chavez and Whitting- 
ton of the Senate and House Pub- 
lic Works committees were the 
principal banquet speakers. 

Col. Enoch Needles of New 
York is the association’s new 
president, succeeding J. T. Callo- 
way of Chicago, who served 
three terms. 


ATA Presents Its Stand 


On MacDonald Speech 


WASHINGTON. — American 
Trucking Assns. last week issued 
the following statement in connec- 
tion with speech by Commissioner 
MacDonald: 


“MacDonald’s speech appears to 





PORTABLE KEY SAFE 


This KEY 
CABINET 
will save 
time and 
protect 
our keys 
rom being 
lost or mis- 
laid. All 
keys are 
numbered 
and iin 
place. 
Check your 





number and reach for the ke 

This vault can be used by 
ments, Hotels, New Car Dealers, Parking Lots, 
Gas Stations, Lockers, Real Estate Brokers, etc. 
It can be placed on desk or hung on the wall. 
It can be removed, locked up and put away 
for safe-keeping overnight. 


Rasicslne. Apart- 


_ It weighs 10 unds and is 14 inches by 14 
inches by 4 inches overall. 
Is of Steel Construction, 


14-gauge metal, 
sturdy enough for a lifetime. 


You all have Keys! ... . $10.50 
FILE EM! .. . PROTECT ‘EM! = Special 
' 20 South 2nd St. 
WwW E ! L S PHILA. 6 PA. 








contact this organization.—Ear.u 
L. Paumer, Buffalo Used Car 
Dealers Board of Trade. 

* 


* + 


Towing Brakes 


We are enclosing herewith a copy 
of a letter to Mr. Magee of the 
State Highway Department, Tren- 
ton, N. J. 

The state of New Jersey says 


41 Youths Enroll 
For 14th Session 
Of Ford School 


DETROIT.—Forty-one young men 
are attending the 14th session of 
the Ford Motor Co.’s merchandising 
school which opened Feb. 7, accord- 
ing to L. W. Smead, Ford assistant 
general sales manager. 


The students, many of them deal- 
ers’ sons, will be given a four-weeks 
training program to prepare them 
for responsible dealership jobs. A 
major part of the instruction is con- 
ducted by sales department heads. 
John F. Heflin is director of the 
classes. 


Students attending the classes in- 
clude: 


Edward T. Montague, Paul C. 
Rheinhardt jr.. Raymond Zucker- 
man, Robert Fox, Victor C. Lero, 
John Marchant, William R. Sweeney, 
Luther S. Taylor jr., James N. Pul- 
liam, Clayton N. Eastlack jr., Nor- 
man E. Keller, Charles W. Lasserre, 
Richard K. Helmold, Paul N. 
Crocker. 

Also, Russell Binau, L, Robert 
Miles, William R. North, Franklin 
Feckley, Ray Jennings, W. A. Mc- 
Arthur, B. H. Williams, U. R. Braud, 
Charles R. Gies, Roscoe E. Klinger, 
Robert M. Knippel, Harold F. Mc- 
Clelland, James A. Auffenberg, Ray- 
mond A. Andrews, J. V. Strange, 
Don F.. MecMillian, Edward E, Kuhn 
jr.. Edward McCormick, H. K. Bar- 
wick jr., James B. Branch jr., Rob- 
ert Click, John W. Richardson, Wil- 
liam J. Menasco, Al Menasco, Bob 
Osborne, Bob Turner jr., Carlos L. 











Ogilvie, John Day, Jess T. Simpson | 


and Ernest J. McCullough. 





contain two main points of con- 
tention. He puts the blame for 
some highway damage on over- 
loaded trucks and he affirms his 
advocacy of the 18,000-pound axle 
limitation. 

“It is difficult to quarrel with his 
indictment of excessive axle load- 
ing over legal limits, which not 
only could cause highway damage 
but which also upsets the eco- 
nomics of transportation itself, 
since the heavily overloaded truck 


obviously enjoys an advantage over | 


the truck loaded to legal limits. 
Unintentional and inadvertent over- 
loading is always a possibility, be- 
cause of mechanical and operating 
problems, but such overloading is 
more frequently caused by techni- 
cally unsound weight laws. 

“It is unfortunate that MacDon- 
ald, in stressing the 18,000 pound 
axle limitation of the AASHO code, 
did not, at the same time, point 


out that in order to practically ap- | 


ply the axle load feature of the 
code it is necessary to adopt the 
other features, including elimina- 
tion of maximum gross vehicle 
weight limitations. He might have 
pointed out, too, that states allow- 
ing more than the 18,000 pounds 
per axle usually have done so as 
an alternative to adoption of these 
other features of the code. 


“With respect tc MacDonald’s po- 
sition on axle limitations, it has 
become increasingly obvious that 
further study is needed on this 
problem, as witness the Pennsyl- 
vania studies of last year and the 
related current 
the Highway Research board on 
the economics on sizes and weights 
of vehicles as related to highway 
construction. It is also obvious that 
whatever findings develop from 
further studies must be related, not 
merely to currently antiquated or 
semi-obsolete roads, but also to the 
highways of the future which must 
be designed to meet the needs of 
agriculture, commerce and national 
defense.” 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week, 


investigations of | 


that it is OK to tow across their | 
state providing you have an at- 
tachment so that in the case of 
a breakaway of the second unit 
from the first unit the brake will 
go on automatically on the second 
unit to hold it. 


We have never been able to find 


anything sold or even manufac- 
tured on this nature of braking 
and feel that the above state is 
discriminating by insisting on such 
a device and also working a hard-| 
ship on the new and used car deal- | 
ers that want to tow across the| 
state. 

If they would change their law 
—so that towing could be done by | 
having a braking device on the 
second unit regardless of the type 
whether mechanical or vacuum and 
electric, etc., the matter would 
then possibly be worked out to the 
satisfaction of all concerned. 
Dear Commissioner: 

Referring to your File No. IF- 
106 relative to the towing of a 
second unit behind another auto- 

mobile by the used car, new car 
dealers, etc., across your state are 
writing you to inquire if you 
know of any attachment in the 
line of a brake that can be pur- 
chased or if manufactured that | 
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E. WILSON'S CAR—This Cadillac for the president of General Motors is the Coupe 


Cc. 
It is upholstered in nail-head nylon 


deVille, a semi-sports car in two shades of gunmetal. 
and gunmetal leather in small English pleats and carpeted in deep pile gray twist-weave. 
Rear compartment has built-in-vanity, armrest and secretarial pad. Front features a car tele- 
phone. It was shown first at the GM Waldorf show. 4 


automatic braking tow bar and 
you will note that the braking 
feature is embodied right in the 
tow bar. 

May we please have your per- 
nission for the use of same 
across your state. 

Thanking you for your atten- 
tion and awaiting your comments 
with pleasure, we are: Ben Go.p- 
BERG, Tow Bar Sales Co., Chicago, 
Til. 


will automatically upon a break- 
away hold the second unit for a 
period of time. 

It is our understanding that 
your highway department will 
allow towing providing you use 
an automatic braking device on 
the second unit providing it is 
on the vacuum type, that will put 
on the brakes when necessary. 

Also, we are enclosing here- 
with descriptive literature of our 
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ED CONTROL PAYS 


SIME DL 


MODERN 





The fine modern exterior of this new 
Stuart Wilson Ford Sales and Service op- 
eration in Detroit is matched by the oper- 


SERVICE SETUP 







ating efficiency of a GROVER Pneumatic 
Tube System for Centralized Control 

















In the average service operation 
there are usually about a dozen 
specialized operating units such as: 
parts storage, parts sales, paint shop, 
body shop, wash rack, cashier, etc. 
To correlate the work of all depart- 
ments, to keep jobs moving, to 
prevent duplication of effort, to 
provide instant, dependable, error- 
less communication between de- 
partments, GROVER has developed 
many applications of its Pneumatic 
Dispatch Equipment. 


PNEUMATIC 
THE GROVER COMPANY - 


You Eliminate Errors... Speed Service 
Maintain Order... Keep Jobs Moving 
Satisfy Customers... Increase Profits 


Your problems, too, can be success- 
fully solved by GROVER. We will 
gladly and promptly furnish data, 
a survey of your premises, an esti- 
mate—and with no obligation to 
you. Literature concerning auto- 
motive service department installa- 
tions will be seat free on request. 
We believe this type of Centralized 
Control will save you time and 


money. Write Grover Company, 
25515 W. 8 Mile Road, Detroit 19, 
Michigan. 





TUBE SYSTEMS 


DETROIT 19, M GAN 


Offices in Principal Cities 
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GOP Figh ts Truman Labor Bills .. . 


Hope Seen for Saving 
Some Taft Act Curbs 





MAN-TO-MAN FOR SAFETY—A mutual promise betw: 


and son to drive within 


een father 
eepy, limits, obey traffic rules, not to drink or ride with fdrinking Leg ~! to drive when 


is in the new man-to-man agreement spo 
ers Assn. of Indiana, Inc. Here State Police = Arthur Thurston 
an fre signing of the ‘first agreement betweén Jo 
Schaefer (standing), secretary 


father. It was supplied by Herman 


ponsored and distribut: ed by the Automobile 
seated, left) super- 
ndianapolis = his 


Crawford jr. of 
association 


says that such agreements are available from new-car dealers ooghout the state. 


Kissack Buys Half Interest 
In Kansas Ford Firm 


Usher & Kissack Motor Co, has 
replaced Anderson-Usher Motor Co. 
as the Ford dealership in Seneca, 
Kans. Floyd Kissack has purchased 


the interest of Elmer Anderson in 
the business. 

Anderson formerly was a partner 
with Arthur Usher, with whom Kis- 
sack now takes up the business 
reins. Kissack was employed by the 
firm before becoming a partner. 





UNA 


SWAP 


PPLIED TIME 


nO 


PAC TRY 


with the 
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PRODUCTION CONTROL 


SYSTEM 


DISPATCHER 





Whether write a few hundred or thousands of 
repair en a month, this inexpensive production 
control system helps you co-ordinate all your service 
facilities for maximum efficiency. Time promises are 
kept and service sales increase. 


your Eyidebe ORGANIZATION WILL BENEFIT 

















DEALER . . . benefits profit-wise because 
up to 40% more service sales are han- 
died by full utilization of existing 
facilities . . . and efficient handling 
means more satisfied customers. 


SERVICE MANAGER . . . benefits because 
work flows smoothly when “bottlenecks” 
are eliminated by organized scheduling. 
More of his time can be devoted to his 
management responsibilities. 


SERVICE SALESMAN . . . benefits because 
he always knows which jobs he can 
accept and which he must sell to keep 
the shop: busy. 


SHOP FOREMAN .. . benefits because he 
is free to supervise and inspect the work 
in the shop and is relieved of the de- 










SHOP 
to do 


tails of handling repair orders, assign- 
ing jobs and answering inquiries. 


MECHANIC . . . benefits because 


prompt assignment of jobs allows him 


the maximum amount of pro- 


ductive work .and, therefore, he can 
increase his efficiency and his earnings. 


WRITE TODAY FOR. FREE DESCRIPTIVE LITERATURE 


CATALOG NO. RR-309 


wy hha & ito 
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ASHINGTON.—Prospects for 

retention of key Taft-Hartley 
principles in new labor legislation 
were brighter last week, owing to 
the determined fight being waged 
by Republican members of the Sen- 
ate Labor committee. 


Although it seemed certain 
Thursday that the committee would 
report favorably on the Administra- 
tion-sponsored bill, it was equally 
probable that bitter debates and 
close votes would ensue on the Sen- 
ate floor on proposed amendments. 

Meanwhile, GOP members of 
the House Labor committee were 
preparing to launch an attack on 
an Administration bill providing 
for drastic modification of the 
Fair Labor Standards Act. 


Major provisions of the new 
wages-and-hours bill would raise 
the minimum wage to 75 cents an 
hour and extend coverage to vir- 
tually every business in the coun- 
try, thereby sharply reducing pres- 
ao retail and service trade exemp- 
tions. 


* + * 

Se GROUPS were raising 

a chorus of protests last week 
against the union-endorsed Thomas 
labor bill, which they charged would 
restore the inequitable situation 
prevailing before enactment of the 
Taft-Hartley law. The Thomas bill 
would repeal the Taft-Hartley law 
and restore the Wagner act with 
certain amendments. 


The Senate committee last week 
heard testimony from government 
labor-agency leaders and some 
unions and business groups, includ- 
ing the American Trucking Assns. 

Edgar S,. Idol, ATA general 
counsel, warned the committee 
that at least six primary Taft- 

Hartley clauses should be kept in 
any new legislation in order “to 
maintain peace in the trucking 
industry” and to prevent use of 
the industry as an “organizing 
weapon” by other unions, 

Senator Robert A. Taft of Ohio, 
co-author of the Taft-Hartley stat- 
ute, was leading the defensive fight 
in the Labor committee against Ad- 
ministration witnesses. He repeat- 
edly engaged in heated verbal 
clashes with New Deal members of 
the committee and such govern- 
ment spokesmen as Secretary of 
Labor Tobin and NLRB Chairman 
Paul Herzog. 


* + > 

AFT’S CLAIM that his tactics in 

committee would result in sal- 
vaging two-thirds of the key points 
of the Taft-Hartley act was dis- 
puted, however, by Committee 
Chairman Elbert D. Thomas, Utah 
Democrat, who forecast that the 
Senate would pass his bill “as is” 
and by a goodly majority. 

The Ohio senator acknowledged 
at various sessions that certain of 
the more restrictive clauses of the 
Taft-Hartley law should be either 
eliminated or “worked over.” 

But he and Republican col- 
leagues on the committee put up 
a vigorous defense on behalf of 

such pivotal clauses as those ban- 
ning the closed shop and outlaw- 
ing secondary union boycotts. 

The Truck-Trailer Manufacturers 
Assn., in two bulletins to its mem- 
bers, warned that enactment of 
both the Administration bills af- 
fecting labor “would do great harm 
to our economic system.” 

* +. > 


TA’S IDOL told the Senate La- 

bor committee that prior to 
enactment of the Taft-Hartley law 
employes in other industries had 
been organized “by the simple ex- 
pedient of having Teamster union 
members refuse to serve the enter- 
prise.” 

“In such cases,” he said, “the em- 
ployer is forced to recognize the or- 
ganizing union regardless of 
whether it represents a majority of 
his employes. The Labor-Manage- 
ment Relations (Taft-Hartley) Act 
has curbed unwarranted cases of 
this type.” 

The substitute bill, however, 
overlooks most types of secondary 
boycotts and does not establish 
an effective means of preventing 
those it proposes to curtail, Idol 
said, even though it recognizes 
that jurisdictional disputes and 
some types of secondary boycotts 





unjustifiably obstruct the flow of 


commerce. 

“No industry in the country,” Idol 
testified, “is more vitally affected by 
the national labor policy and na- 
tional labor legislation than the 
trucking industry. Our industry is 
organized to a point where the 
Teamsters union can, by a strike, 
close down motor transportation in 
any metropolitan area and shut off 
for-hire service in almost any sec- 
tion of the country.” 

The ATA attorney contended that 
the success of collective bargaining 
depends upon requiring both parties 
to bargain in good faith, 

He expressed approval of the 
present labor law in its entirety, 
declaring it has worked to the bene- 
fit of both employers and employes, 
but he confined his presentation to 
six changes which he said ATA’s 
board of directors believes to be of 
the greatest importance. Besides 
the prohibition against secondary 
boycotts and the requirement that 
both parties bargain in good faith, 
the points Idol stressed were: 

Continuance of the ban on closed- 
union contracts; retention of the 
provisions that make unions liable 
for breach of contracts; authority 
for employers to select their own 
bargaining agents, and continuance 
of the independent Federal Media- 
tion and Conciliation Service. 

+ * + 


HE ADMINISTRATION’S labor 

bill as presented would abolish 
the following provisions of the pres- 
ent law: 

All regulations of the union shop; 
the requirement that union officials 
must sign non-Communist affida- 
vits; all restrictions on union wel- 
fare and retirement funds; all limi- 
tations on union political activities; 
the provision relieving employers of 
a duty to bargain with foremen. 

Also, the ban on strikes by gov- 
ernment workers; the ban on mass 
picketing; the requirement that 
unions must bargain with an em- 
ployer, although an employer still 
must bargain with a union; the ban 
on union featherbedding; the ban 
on excessive union initiation fees. 

Also, freedom of speech for em- 
ployers to oppose unions; rights 
of employers or others to sue 
unions; elections to de-certify 
unions, and the requirement that 
unions must register financial re- 
ports and their constitutions with 
the secretary of labor. 

The new bill abolishes the Presi- 
dent’s power to get injunctions 
against strikes which imperil the 
national welfare, such as were ob- 
tained in the coal maritime and 
atomic energy crises. Under the 
new bill, in case the national health 
or safety should be threatened by a 
strike, the President could merely 
issue a proclamation calling upon 
those involved to continue or re- 
sume work. 

He could then appoint an emer- 


ta 4 





SERVICE SECTION SEF 
gency board to make recommenda- 
tions within 25 days for settling the 194 
dispute, and the presidential procla- ss 
mation would be effective for five 
days beyond that, a total of 30 days. 
The bill says the parties “shall” ob- 
serve the proclamation, but it does 
not provide any method of enforce- CE 
ment, and any acceptance of the dent: 
emergency board’s recommenda- in 19 
tions would be voluntary. trave 
*-_ * * the I 
T= BILL does permit the use of 1 
injunctions against “unjustifi- for 
able” secondary boycotts, jurisdic- and 
tional strikes and strikes to compel allti 
an employer to bargain with one h 
union when he is obliged by law to Th 
bargain with another. However, types 
these union practices could not be than 
stopped summarily. have 
When such a case arose, the per 1 
NLRB, or an arbitrator appointed low \ 
by it, would have to hold a hearing Thi 
on the matter, and only if the deci- 100,0 
sion made by the board or the arbi- aS 
trator were ignored could court 
action be taken. Chr 
The bill goes even further than . 
the old Wagner act in authorizing Atl 
the closed shop. It states specifi- WA 
cally that no state law shall pre- cars 
clude an employer engaged in com- nt 
merce, or whose activities affect wr 
commerce, from making a closed- when 
shop agreement. The old Wagner place 
act had a proviso that permitted ment 
the closed shop. scree 
The new bill retains the five- Am 
member NLRB and increases the ler © 
salaries from $12,000 to $17,500. 
(Continued on Page 84, Col. 4) Geor; 
_ Horn 
9 
‘Lazy Salesmen a 
* 
Hit by General — 
e e 
Tire Official vod 
DETROIT.—Bad selling and bad the 
advertising can be blamed for mitte 
much of the present decline in — 
business, Sales Vice-President L. A. 
McQueen of General Tire & Rub- 
ber, told distributors from Michi- 
gan and Ohio last week at their 
annual Detroit branch sales con- 
ference. He warned: 
“Too many sales and advertising 
men are talking about depression 
instead of going to work. 
“Many so-called advertising men 
are selling the idea that business 
must keep its name before the pub- 
lic instead of writing the kind of 
copy that creates a desire for our 
merchandise,” he insisted. 
“Lazy salesmen,” -he continued, 
“are talking about people running 
out of money instead of going out 
ringing doorbells to determine if 
people want their products.” 
McQueen maintained that “the 
present slight business decline can 
grow to substantial proportions if 
our advertising and sales organiza- 
tions don’t go back to work.” 
“We at General have been and 
will be talking to the customer— 
both in our selling and in our ad- 
vertising,” he said. 
A $40,000 motion picture relating 
the story of Jet C.M., which was me ve 
developed by General’s research of burla| 
laboratory and is being manufac- [te -= 
tured at its Baytown (Tex.) gov- advan 
ernment-owned synthetic plant, SS. 


was shown the distributors. 


UTILITY DESK 


Combination Order Pad Stand & Ladder 





It speeds up the job of pre- 
paring order pads and taking 
Everything you 


inventory. 
need is at your finger tips. 
it will not tilt or topple over. 
Just push it and it glides 
along. Contains a compart- 
ment for extra order pads, 
inventory pads, bin labels, 
packing slips. 


Steel frame. Top 16’ wide, 
18” long, overall height 3’ 
912'’. Rubber wheel casters. 


$34.50 —F.0.B. Pgh., Pa. 


Ct. M. KELLY 





1407 BRIGHTON PLACE 
PITTSBURGH 


| i ee ae. 
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CHICAGO. — Motor vehicle acci- 


in 1948 despite an increase in miles 
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1948 Safest Year on Record... 
: Vehicle Accidents Decline 


8.1 percent, the lowest on record.| without a traffic fatality, 





dents in the U.S. dropped 2 percent | Vehicle mileage was up 7 percent in 


1948 over 1947 and 19 percent over 


traveled, it was reported here by | 1941, the NSC said. 


the National Safety Council. 

The vehicle death toll of 32,000 
for the year was 697 under 1947, 
a and almost 8,000 fewer than the 
alltime high of 39,969 in 1941. 
























4 The nation’s death rate for all 

r, types of accidents was lower in 1948 

e than for any year since records 
have been kept. The rate was 67.1 

e per 100,000 population. The previous 

d low was 68.4 in 1921, 

g The automobile death rate per 

l- 

bi 

t . 
Chrysler Cars Prominent 

: | At Inaugural Parade 

i- WASHINGTON.—Chrysler Corp. 

4 cars figured prominently in the re- 

‘ cent Presidential inaugural parade 

i. when a number of them were 

r placed at the disposal of govern- 

d ment officers and radio, stage and 
screen stars. 

Among the stars to ride in Chrys- 
ler cars were Abbott and Costello, 
George Jessel, Gene Kelly, Lena 
Horne, Dick Haymes, Phil Regan, 
Tallulah Bankhead, Xavier Cugat, 
Jane Froman, Phil Spitalny and 
others. 

In addition, three Chrysler cars 
were sent to the White House for 
use of General Vaughn's office and 

d the National Democratic Com- 

r mittee. 

n 

Ls 
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, BUYING 

| §Burrrlap? 

* 

a 

n Weel, it’s wise and 
thrifty to deal with 

a folks who really know 

- bur-r-rlap*...folks you 

' know you can depend 





on. So for whatever 
grade you 
need ...look 
to Bemis! 









“Each year Bemis de- 
termines the grading 
of burlap from Indian 
jute mills. Bemis- grad- 
ing is accepted by 





BEMIS 


e producers and users Detroit « Chicago « St. Louis 
3 alike as the standard Cleveland « 
for binfay) quality. 


Indianapolis 
and other principal _ cities. 


TUB AND SHOWER 
IN EVERY ROOM 


MOST CONVENIENTLY LOCATED 


UO ae 


CADILLAC SQUARE 


ONE BLOCK EAST OF WOODWARD 


aaa. 2 on: 
Manage 





Fifty-two cities of 10,000 popu- 
lation or more completed the year 


Buick Second 
In N. Y. Sales 
For 10 Months 


NEW YORK.—Chevrolet was in 
its accustomed top spot but Buick 
edged out Ford for runner-up in 


100,000,000 miles was estimated at | new-car sales in the New York City 


area during the first 10 months of 
last year. 

So the New York Daily News dis- 
closes in a report of compilations 
by R. L. Polk & Co. 

Of the 248,574 new cars sold in 
this area in the January-October 
period, 37,811 were Chevrolets; 22,- 
546, Buicks, and 21,803 Fords. 

Following came Plymouth, 21,509; 
Pontiac, 21,203; Dodge, 18,879; Olds- 
mobile, 16,262; Mercury, 10,443; 
Studebaker, 9,686; Chrysler, 8,559; 
Nash, 8,484; Packard, 8,123; Cadil- 
lac, 8,036; Hudson, 7,966; Kaiser, 
7,003; DeSoto, 6,600; Frazer, 3,374; 
Lincoln, 3,282; Crosley, 1,836; Willys, 
1,276, and miscellaneous, 3,893. 

General Motors makes bagged 
42.6 percent of the 10-month regis- 
trations in the city and suburbs; 
Chrysler makes, 22.3 percent; Ford 
makes, 14.3 percent, and independ- 
ents, 20.8 percent. 

In October, 25,143 new-car sales 
were reported in the New York 
City area. Of these, 10,563 were in 
the city proper and 14,580 in the 
suburbs. 

Breakdown of the 10-month total 
showed 107,686 sales in the city and 
140,888 in the suburbs. 


Fruehauf Offers | 
An Aluminum 


Trailer Wheel 


DETROIT.—A new type light- 
weight wheel, developed for Frue- 
hauf Trailer Co. by Aluminum Co. 
of America is now available, Frue- 
hauf officials announced last week. 


The new wheel is a one-piece, 
spoke type, drop forged, aluminum 
alloy unit which saves 62 percent 
of the weight of each wheel and 
will be standard on all stainless 
steel trailer models and optional on 
others, according to Fruehauf. 


As a climax to the $3,000,000 shop 
service improvement campaign, a 
Fruehauf spokesman said the com- 
pany has just concluded ‘five one- 
week shop training clinics for serv- 
ice managers and mechanics in a 
move to assure uniformity of re- 
pair charges in all of its service 
branches throughout the country. 


Approximately 175 men took part 
in the four separate clinics at 
Cleveland, it was reported, in the 
use of all new equipment and the 
factory formula for arriving at uni- 
form prices for various types of 
repairs. 


Ford Calls Dealer 


Business Chiefs 


DEARBORN.—Managers of 
Ford’s six regional and 33 district 
business management departments 
will meet here for five days start- | 
ing today (Feb. 14). 

C. J. Crimmins, manager of the 
business management department, 
said that emphasis would be placed 
on means of aiding dealers with 
expense controls to prepare them 
for the buyer’s market. 





Fertilizer Company 


Formed by Frazer 

DETROIT.—Formation of Frazer | 
Products, Inc., with Jcseph W. 
Frazer as chairman, to deal in the 
manufacturing of compost or or- 
ganic fertilizer on a mass produc- 
tion basis from various wastes was 
announced here last week. 

A pilot plant has been operating 
at Mt. Wolf, Pa. ’ 


the 
council reported. 

Milwaukee led cities of more than 
500,000 population with a traffic 
death rate of 2.9 per 10,000 vehicles. 
Buffalo was second with 3.1 ahead 
of Washington which had 3.4. 

All types of accident deaths de- 
clined in °48 except those in the 
home. Home accidents were up 1 
percent. 

Occupational deaths declined 3 
percent; public accidents, other 
than motor vehicle, were down 6 
percent, and fatal accidents to 
military personnel dropped 8 per- 
cent. 

Total accident deaths during the 
year numbered 98,000, the council 
said, in contrast to the 1947 figure 
of 99,579. 

The nation suffered an economic 
loss of $7.2 billion from accidents in 
1948, the council estimated. This 
figure includes wage losses, medical 
expense, insurance costs; production 
delays and damages to industrial 
equipment, 
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NEBRASKA POLICEMAN HONORED—Nebraska safety patrolman, Sgt. 
a Fellowship award to attend the Northwestern Universi 


shown sonevins, 
Looking on (left to right): J. H. McDonald, 


Brt; Lt. O. H. Witt of the Nebraska patrol 


representing the Nebraska Inter-Industry Hig 
ager of the Nebraska New Car Dealers Assn., and Senator Cliff Ogden, an o' 


Securities Acceptance Corp. 


Conant Succeeds Appel 
In Willys Buying Post 

TOLEDO. — John S. Conant has 
been appointed director of procure- 
ment of Willys-Overland Motors, it 
is announced by James D. Mooney, 
president and board chairman. He 
succeeds Walter Appel, who has 
joined Ford International. 

Conant has been the company’s 








Customers tell us that AC devices have a “level” of 
quality that is uniformly above the average. 

That is no accident. It is our policy. We aim for 
superior quality. Then, we rely upon “know-how,” on 
our almost unlimited resources and very extensive 
facilities, and on our many years of experience 


to produce that superior quality at equitable and 


attractive prices. 


Sometimes, this policy costs us business. But, it has 
also brought us more than 300 manufacturing 


customers—most of whom we have served for years. 


Check over the list of our products. If it includes 


devices you need, get in touch with our nearest office 


for information. 


Mott Foundation Building 
Fliat 3, Michigas 


Lincola Tower Buliding 


Chicago 1, Hllaels 


AC SPARK PLUG DIVISION ° 





GENERAL 


Harry J. Brt, is 
traffic institute. 
Ford Motor Co.; Gov. Val Peterson (seated); 
: O. K. Shabez, Firestone Tire & Rubber Co., 
hway Safety Committee; John B. aa man- 

cial of the 


general purchasing agent for the 
past six months. From 1946 to 1948, 
Conant was a consultant with Tech- 
nical Managers, Inc., New York. 
He was formerly with the American 
Steel & Wire Co., Cleveland, as gen- 
eral supervisor of production plan- 
ning and priorities administrator 
from 1940 to 1943. 





Want to Buy or Sell something? 
AUTOMOTIVE NEWS Want Ads! 


Try 


AIRCRAFT SPARK PLUGS 


e AIR CLEANERS 


General Motors Bullding 
Detroit 2, Michigan 


MOTORS CORPORATION 





wah) 
CARBURETOR INTAKE 
SILENCERS 


CARBURETOR INTAKE 
SILENCER AND AIR 
CLEANERS 


CRANKCASE BREATHERS 


CRANKCASE VENTILATION 
VALVES 


DIE CASTINGS 

DIE CASTING MACHINES 
BACK FIRE DEFLECTORS 
FLEXIBLE SHAFT ASSEMBLIES 
FUEL OIL. FILTERS 

a0) a ee 

FUEL AND VACUUM PUMPS 
GASOLINE GAUGES 
GASOLINE STRAINERS 
IGNITION CABLE TERMINALS 
SESE eL a. ae 1 8 
LUBRICATING OIL FILTERS 


OIL FILTER REPLACEMENT 
ELEMENTS AND CARTRIDGES 


AIR GAUGES 
OIL GAUGES 
RADIATOR PRESSURE CAPS 


REPLACEABLE AIR CLEANER 
ae ae 


AUTOMOTIVE SPARK PLUGS 
SPARK PLUG CLEANERS 

SPARK PLUG GAPPING TOOLS 
SPARK PLUG TESTERS 
SPEEDOMETERS 


SPEEDOMETER AND 
TACHOMETER DRIVE 
ADAPTERS 


TACHOMETERS 
THERMO GAUGES 
VACUUM PUMPS 
VOLTMETERS 
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OTTAWA.—Trade Minister Howe 
has informed the Canadian parlia- 
ment that the government plans to 
continue present controls over steel, 
with this being of paramount im- 
portance to automotive industry. 

“Canada’s production of steel has 
been and continues to be greatly 


: AUTOMOTIVE NEWS, FEBRUARY 14, 1949 
Canada Continues Steel Control 


short of Canada’s requirements,” 
Howe said. 

“To end steel control abruptly 
at this time would, I am sure, re- 
duce the production of finished 
steel from Canadian plants and 
Canadian foundries by as much as 
20 percent.” 
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MAC'S AUTO AUCTION | 
DETROIT 


2 Miles West of Telegraph Road (U.S. 24) 
7 ° 
Every Friday 
Sale Held Inside — Modern Building 
* 
PRICES: 


AL McGILLIS 








Road 






- - $5 If No Sale 


e 
RESTAURANT 
No Numbers Reserved 
o 


OUR GUARANTEE: 
YOU MUST BE SATISFIED! 


Col. Carl Marker 


AUCTIONEER 
PHONE WE. 5-9393 
LEE IRELAN 






















Send for Free Chromaster Catalog 


KAY-DAVIS COMPANY 


886-890 Gerard Ave., New York 52, N. Y. 
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{ VACUUM HORNS 
! Send for Facte—NOW 
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INCREASE YOUR PROFITS NOW 


Demonstrate this 
“Ki-Yi”’ Barking Dog Horn! 


1221 8. Hope St. Dept. AN Los Angeles 15, Calif. 








SHOW ROOM 
FURNITURE 





sensational new horn to your 
customers—watch your profits increase! 
for the facts—NOW. Also ask about the 


GROVER PRODUCTS CO. 


DUMP BODIES 


On Any Make of Truck and 
For Every Vocational Service! 











his 
. Weed 
right), president of Rinshed-Mason Co., De- 


25-YEAR MAN-—Sidney Lydgey gets 


old-encased watch from Frederick 


troit paint manufacturer. Lydgey has been 
with his company 25 years and was an hon- 
ored oe with seven fellow employes who 
had also served the compen 25 years or 
more, at a dinner. Highlight of the evening's 
entertainment was the premier showing of 
the company's new motion picture, "The Pro- 
tective Dimension," a full-color dramatization 
of the methods employed in the manufactur- 
ing and testing of automotive and industrial 
paint products. The major portion of the film 
was produced in the firm's laboratories and 
plants at Detroit and weather-testing field 
laboratories in Florida. The film is available 
for showing to interested groups. 





General Finance 
Fined $25,000 
By Indiana 


INDIANAPOLIS.—General Fin- 
ance Corp., Chicago loan firm, has 
been assessed a $25,000 penalty by 
the state department of financial 
institutions for alleged violations 
of the 1935 Indiana retail install- 
ment sales act in making automo- 
bile loans. 

The loan company forfeited an 
additional $1,638 as payment of 
costs of the seven-month long in- 
vestigation and commission hear- 
ing. However, the firm retained its 
license to engage in the loan busi- 
ness in the state. It is reported 
to do a $2,900,000 a-year business 
in Indiana. 


General Finance Corp. had been 
charged in four counts of violation 
of the state act. The charges in- 
cluded overcharging of automobile 
loan customers, accepting “blank” 
customer contracts from dealers, 
misleading customers by selling 
them “single interest” instead of 
full coverage automobile insurance 
and allowing insufficient discounts 
on prepaid contracts. 


Thomas H. Cougill, supervisor of 
the State Financial Institutions 
small loans department, originally 
demanded revocation of the com- 
pany’s Indiana license. 

The commission, in its settle- 
ment order, said that since General 
Finance Corp. has made financial 
adjustment of all its overcharges 
“the extreme penalty of revocation 
or suspension of license should not 
be imposed.” 


Ford Tops Sales 
At San Antonio 


SAN ANTONIO. — Bexar county 
automobile dealers reported the 
sale of 759 vehicles during January, 
1949, of which 598 were passenger 
cars. 

Jordan Motor Co. (Ford) led the 
field with the sale of 60 new cars 
during the month. Gillespie Motor 
Co. (Ford) was second with 52 cars 
sold. 
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Obituaries | 


Leet Monro __ 


Schebera, 60, Founder 


Of Fleetwood, Dies 
GROSSE POINTE, Mich.—Ernest 


H. Schebera, 60, founder of Fleet- | 


wood Body Corp. and its president 
until his retirement last year, died 
Feb. 7 at his Grosse Pointe home. 
Mr. Schebera was born into a Ger- 
man family, builders of horse- 
drawn carriages for aristocracy. 


Mr. Schebera came to the U.S. | 
from Germany in 1913 to establish | 


the Fleetwood Metal Body Corp, in 
Fleetwood, Pa. The firm was sold 
to Fisher Body Corp, in 1925, but 
Mr. Schebera remained as presi- 
dent. From 1938 until he retired, he 
was also manager of the Cadillac 
commercial department. 
+ * + 


Joe Vance Dies at 56; 


Chrysler Corp. Aide 
Detroit.—Kenneth W. (Joe) Vance, 


56, assistant director of the Chrysler | 


Corp. conference of business man- 
agement, died of a heart attack in 
his office Feb. 3. 

Mr. Vance had been engaged in 


automotive promotional and adver- | 


tising work for more than 25 years. 
A native of St. Ignace, Mich., he 
was a graduate of the University of 
Michigan. 


Gilles pie, 64, 


Dies in Denver 


DENVER.—Dean M. Gillespie, 64, 
veteran automobile equipment deal- 
er and past president of the Denver 
Automobile Dealers Assn., died 
Feb, 3. Mr. Gillespie was elected to 
Congress from Denver in March, 
1944, to fill the unexpired term of 
the late Lawrence Lewis. He was 
reelected in November of that year, 
but defeated two years later. 


Mr. Gillespie was born May 3, | 


1884, in Salina, Kans., and came to 


Denver when he was 20. Later he | 


established a motorcycle sales firm. 


At the time of his death he was | 


president of Dean Gillespie & Co., 
dealer in automobile machinery; 
president of Power Equipment Co.; 
vice-president of Bluhill Foods and 
president of the Motoroyal Co. 


* * * 


Byron G. Stout 

WICHITA, Kans.—Byron G. Stout sr., 
69, former automobile dealer, was found 
dead at his home here Feb. 1. Mr. Stout 
re an automobile dealership here in 
Kans., and he came back to Wichita to 
manage the Orpheum garage for several 
years until his retirement. 
* * * 


Albert Spillman 


A year later he moved to Marion, 


BUFFALO.—Albert Spillman, 85, an in- | 


ventor’'and manufacturer of automobile en- 
gines, died Feb. 1 in North Tonawanda. 
His patents on pistons for internal combus- 
tion engines brought him royalties for many 
years. Spillman was one of the organizers 
of the Herschell-Spillman Co, in 1901. The 
company made engines for several early 
automobiles, among them the Premier and 
the Columbia. 
* * * 


William Egener 
INDIANAPOLIS. — William Egener, 
veteran used-car dealer, died in his home 
here Feb. 1. He is generally credited with 
starting the first used-car exchange in In- 
dianapolis about 40 years ago. He was also 


67, 


active in other business and industrial pro- | 


motions. 
* * * 


Robert D. Mahoney 
DALLAS.—Robert D, Mahoney, 52, truck 
sales manager of Roy Hill Chevrolet Co. 
here, died on Jan, 29 following a brief ill- 
ness. A native of El Paso, he served in the 
first World War in a motor transport unit 


I-H Cites Tate 
In Pittsburgh 


PITTSBURGH. — J. G. Tate, 
branch manager, has won the 





heavy-duty truck contest for deliv- | 
ering more heavy-duty trucks than | 


any other branch, reports W. A. 
Shanahan, Pittsburgh district man- 


motor truck division, 

Tate and his sales organization, | 
in recognition of their accomplish- 
ment, were tendered a dinner by 
J. T. Sullivan, Eastern regional | 
manager of I-H. 


Severns Drops Farm Line | 


Severns Motor (Buick), Centra- 
lia, Wash., has sold its Allis-Chal- | 
mers farm implement business to | 
J. N. and Lloyd McKinnell, father | 
and son, of Chehalis, Wash. Ray 
Severns said his firm’s expanding 
Buick operations made it necessary 
= drop the Allis-Chalmers fran- 
chise. ' 





and was engaged in the automotive bus 
here for the last 25 years. He had 
associated with the Roy Hill company 
the past three years. 

* * * 


Harold C. Sherman 

UTICA, N. Y.—Harold C. Sherman, 53 
formerly associated here with Gaylord Perry 
in Perry & Sherman, automobile dealers 
died Jan. 30 after illness of four 
months. The firm operated in the automo- 
bile business from 1919 to 1934. 

* * 7 


George Zieres 
ROCHESTER, N. Y.—Funeral services 
| have been held here for George Zieres, 93 
former partner in Deusing & Zieres. a 


Ss 
heen 
for 


an 


Rochester wagon-making concern that 
started in 1876 and specialized in the manu- 
facture of truck bodies after the coming of 
the automobile. Mr. Zieres died in St 
Petersburg, Fla., Jan. 29. 

* * * 


Robert M. Lide 
ATLANTA.—Robert Marvin Lide, 49. dis- 
| trict manager of Chrysler Sales Corp. in 
| Atlanta, died here Feb. 1 in a private hos- 
pital. He was a native of Cuthbert, Ala. 
| ae | ie 


William H. Peters Sr. 

ST. LOUIS.—William H. Peters sr., 60 
founder and senior partner of Security Mo- 
tors, 3838 S. Jefferson Ave., died here of 
cancer at the DePaul hospital. Mr. Peters 
who had worked as salesman and manager 
at several automobile firms in St. Louis, 
founded his own company in 1940. 





MOUNT-DISMOUNT TIRES 


EASIER..FASTER 


THAN EVER BEFORE 
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| . ° 
For real speed and easy operation, you've 


|}never seen anything like the new Coats 
‘*Two-Way’’ Bead Breaker . . . now stand- 
ard equipment with the Coats Iron Tire- 
|man. Breaks both top and bottom beads 
| WITHOUT REMOVING THE TIRE FROM 
THE STAND. No strain. No clumsy posi- 
tions. Built-in leverage does the work. It's 
the easiest, safest bead breaker on the 
market . . . makes tire mounting and dis- 
mounting faster than ever with Coats Iron 
Tireman. 


Plus THESE IRON TIREMAN 
ADVANTAGES: 


@ Coats Iron Tireman with new ‘‘Two- 
Way’’ Bead Breaker priced way below 
less efficient machines. 


@ Rolls tires on or off the rim in 30 sec- 
onds. The only tire tool that handles 
ALL sizes of passenger car tires including 
air cushions and protective type tubes. 


e Protects tire, tube and rim, No pinching, 
bruising or denting. 


© Big, tough, rugged! 
and wearproof, 





Practically foolproof 


SEE how you can TRIPLE your profits on 

jevery tire repair job. WRITE for free 
illustrated literature today to Jack Hen- 
| nessy Sales Co. 


There are Coats Tire Machines 
for Trucks and Tractors, too. 


JOBBERS! DISTRIBUTORS! 
Don't miss this opportunity 
Your territory may still be 
open. Write for our propo- 
sition. Today. 









ats 


IRON TIREM 


Mfd. by COATS LOADERS AND 
STACKERS, INC, 
Fort Dodge, Iowa 


National Sales Distributor 


JACK P. HENNESSY SALES CoO. 
Dept. 20, P. O. Box 22, Audubon Station, 
New York 32, N. Y¥. 
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Get Set for All Eventualities, Moore Tells Parley .. . 


B. C. Dealers Told to Roll Up Sleeves 


VANCOUVER, B. C.—The days of 
the honeymoon in the automobile 
industry are over and the era of 
practical housekeeping has com- 
menced, in the opinion of the 
speakers at the sixth annual meet- 
ing of the Motor Dealers’ Assn. of 
British Columbia here. 

Howard B. Moore, general man- 
ager of the Canadian Federation of 
Automobile Dealers’ Assns., told 
members the time had come to roll 
up their sleeves and get down to 
real work. He urged dealers to 
adjust their business so as to be 
ready to weather any change which 
might develop in the trend of the 
industry. 

J. M. Wood: of J, M. Wood Mo- 
tors, Ltd., Victoria, stressed the 
importance of operation of a 
proper accounting system in an 
automobile business. He said this 
was particularly true in the case 
of men who in the past had been 
relying almost entirely on their 
new and used-car sales. 

Wood pointed out profits could be 
made in other departments, but 
they had to be carefully controlled, 
and close attention paid to operat- 
ing costs. With changes likely in 
market conditions, he suggested 
there was a greater need than ever 
for dealers to have complete rec- 
ords of their operating costs in 
every department available for 
quick examination. 

Necessity for utilization of mod- 
ern equipment in service work was 
stressed by Herb Welsh, service 
manager of Begg Bros. Motor Co., 
Ltd., Vancouver. 

Saturation point in the automo- 
bile population of British Columbia 
is being rapidly approached, Harry 
C. Anderson, chief engineer, depart- 
ment of public works, told the con- 
vention. He said B.C. now had 
nearly 200,000 vehicles, which in 
proportion to population was about 
all the cars the province could 
handle. 

M. J. O’Brien, president, O’Brien 
Advertising Co., Ltd., said the pub- 
lic thinks automobile dealers “are 
a bunch of crooks.” He listed poor 
service, excessive charges and lack 
of attention to customers’ require- 


+ Mich. Dealers 
Await Sentences 


For Political Gifts 


DETROIT.—Five local new-car | 


dealerships are to be sentenced later 
this month in Federal District court 
on charges of making illegal contri- 
butions to the Republican party. 


Similar charges against officers of | 


the firms were dismissed last week 
after they changed pleas from inno- 
cent to nolo contendere, in which 
facts are admitted as evidence but 
judgment of guilt is left to the 
court. 


Dealerships awaiting sentence, | 


tentatively slated to be pronounced 
Feb. 28, are as follows: 


North Bros., Inc. (Ford), Lincoln | 
Merollis Chevrolet | 


Park, Mich.; 
Sales & Service, Inc., East Detroit, 
Mich.; Hickey Motor Sales 
Soto), Lincoln Park; Northwest 


Chevrolet, Detroit, and Kessler Mo- | 


tors, Inc. (DeSoto), Detroit. 


The dealerships face a maximurn 
penalty of $5,000 for each count 


against them. Northwest and Me- | 


rollis are charged with two counts 
apiece, the others with one. Officers 
of the firms had faced one-year 
prison terms and $1,000 fines prior 
to the dismissal action. 





Repeat-Violator Bill 


Killed in Nebraska 

LINCOLN, Neb. — Nebraska’ 
unicameral legislature has killed 
a bill to allow the state high- 
way department to revoke li- 
censes of “repeaters” in traffic 
law violations. 

The bill, sponsored by the 
state safety council, would also 
have set up a uniform drivers’ 
license code and created chauf- 
feurs’ licenses for people who 
drive for hire. 





(De- | 





ments as the chief reasons for pub- 
lic suspicion. 

O’Brien urged dealers to con- 
duct proper public relations pro- 
grams, and stressed the point 
that any advertising campaign 
must be backed by development 
within the firm’s organization of 
a public relations policy designed 
to build confidence. 

R. W. Neil, Empire Motors, Ltd., 
Vancouver, reported on acts now 
operating in Ontario and Manitoba 
setting standard requirements for 
automobile mechanics. He suggested 
consideration should be given by 
the B.C. organization to necessity 
for securing legislation in the 
coast province. 

P. O. Messier, president, Federa- 
tion of Automobile Dealers’ Assns., 
presented a review of the activities 
of the national organization, and 
spoke on contacts he had made with 
the trade across Canada. 

Harry Gladwell, Gladwell Motors, 
Victoria, led a discussion on mini- 
mum wage and sales tax legislation 
in B.C. 

Anderson advised dealers that 





new weight regulations covering 
truck operations in B.C. were 
now in effect. He asked the trade 
to study these regulations and 
see that their customers pur- 
chased trucks which they would 
be allowed to operate to full load 
capacity on B.C. highways. 

A. J. Lawson Oates, provincial 
president, was in charge of the 
opening session when Mayor Charles 
Thompson, himself an automobile 
dealer, extended the official wel- 
come, Dan McLean, president of 
Vancouver Motor Dealers’ Assn., 
also participated in the welcome, 
and presided at the concluding ban- 
quet, which was also the 26th an- 
nual dinner meeting of the Van- 
couver Motor Dealers’ Assn. 

Mayor Thompson also spoke at 
the banquet, as did Messier and 
Moore. Ross Baker was installed 
as president of the Vancouver asso- 
ciation with A, W. Carter as vice- 
president and Clarke Simpkins as 
second vice-president. 

McLean relinquished his post as 
Vancouver 
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NASH MEN AT LOS ANGELES—Shown attending Nash Motors’ recent reception at Los 


Angeles are 75 dealers of southern California, Nevada and Arizona. 
L. T. (Doc) Kouns, Los Angeles zone manager. 


Host to the group was 
H. C. Doss, Nash sales vice-president, and 


John McQuigg, vice-president of Geyer, Newell and Ganger ad agency are shown at the 


lower left corner of this picture. 


tion. Chris Brown, New Westmin- 
ster, was elected vice-president. 
District representatives on the 
executive board of the B.C. asso- 
ciation are: district 1 (Vancouver), 
Dan McLean; district 2 (Fraser 
Valley), Marshal McLeod, Chilli- 
wack; district 3 (Kamloops), Syd 
Smith; district 4 (Okanagan), W. 
A. Sigalet; district 5, delegate to 
be appointed; district 6 (Prince 
George), J. G. Ranby; district 7 
(Skeena), Douglas Frizzell; district 


president to become/8 (Vancouver island), Harold Shaw, 
the president of the B. C. associa-'Courtenay; district 9 (New West- 





Success «oa HOUSEHOLD ora 


1. More than 200 new accounts since new Household 


format! 


2. Advertising revenue up almost a million dollars! 
3. Household now in $2,500,000 to $3,000,000 class! 


4. As much four-color advertising in one Household as 
used fo run in six! 


5. Circulation over 2,000,000! 


6. Compare Household’s cost per page per 1,000— 
$2.40 for black and white, $3.20 for four colors! 


7. Advertising revenue up more than 35% in 1948 


over 1947! 





for 


with 


hold as a guide. 


alike. 


ideas” per issue! 


Household! 


minster), Chris Brown, and district 
10 (Victoria), R. S. Olson. 

Convention registration exceeded 
the 125-mark, setting a new attend- 
ance record for business sessions. 

Exhibits were staged in the con- 
vention hall by McLennan, Mc- 
Feely & Prior, Ltd.; Black Bros, 
Ltd.; Pacific Parts, Ltd.; Bearing 
Supply House, Ltd.; Jeffree & Jef- 
free Co., Ltd.; Canadian Fairbanks 
Morse, Ltd.; Mackenzie White & 
Dunsmuir, Ltd.; Marshall Wells, 
B. C., Ltd., and Stewart Warner 
Sales, Ltd. 





influence 


whole families 


This scene is typical. The whole 
family working together, using House- 


For Household is a whole-family maga- 
zine—appealing to Pop, Mom, and kids 


Then, too, Household hits straight at 
the big-family market—small cities and 
towns. (Big? Household parents aver- 
age over two children per family!) 


Most important to you, these are buying 
families—they have more to buy with 
than ever before. And Household spurs 
their buying ... with Idea-Planned edi- 
torial features... more than 255 “buy- 


Add ’em up—family interest, family size, 
family buying power—and you get fam- 
ily influence that counts. Count on 


Capper Publications, Inc., Topeka, Kansas 


HOUSEHOLD 


a magazive of action for emall cities anid’ Wound. 
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Maj yor Makers Adopt 
Bonded Brakes 


(Continued from Page 1) 


is said that the business is now 
turning to replacement on an ex- 
change-shoe basis. 
* * . 
| at IS understood that Chrysler is 
urging big dealers to put in 
bonding equipment in vvarious re- 
gions, while Chevrolet doesn’t want 
dealers to set up special depart- 
ments. 

While the chain auto stores 
have rushed to prepare for a 
major change in the brake-repair 
industry, some of the jobbers 
have been resisting the move and 
are expected to be caught un- 
prepared. 

The effect of the exchange serv- 
ice shoe business has already been 
felt. Louis Rose & Co. (DeSoto), 
which ran one of the first test 
operations in connection with 
Chrysler engineers, bought up con- 
siderable quantities of junked 
brake shoes early in the business 
at 10 cents each. As more opera- 
tions came into the market, the 
price of junked shoes shot up to 
a figure approaching that of new 
shoes. 

Now some of the brake-shoe 
makers report that they are sell- 
ing quantities of shoes to firms 
building up stocks of bonded 
service shoes. 

> + e 
‘Th THE Cyclebond brakes,” Kel- 
ler said, “the brake lining is 


THE NEW<¢ 


bonded under controlled heat and 
pressure directly to the brake drum 
with a Cycleweld adhesive which 
entirely eliminates the use of con- 
ventional rivets with resulting saf- 
er, more economical and more 
pleasant driving.” 

Chrysler engineers began ex- 
perimenting with Cyclebond brake 
linings in 1934 and as a result 
of early experiments developed a 
Cycleweld adhesive which was 
used during the war to replace 
rivets and welds on many parts 
of combat planes. Cyclebond 
brakes were first installed on 
Dodge trucks in December, 1947, 
and since then have been stand- 
ard equipment on %, % and 1-ton 
Dodge trucks. 

With the Cyclebonding process, 
the life expectancy of the brake 
lining is increased 50 percent over 
conventional riveted linings, due to 
the elimination of rivets and cham- 
fer. In former linings, rivets were 
countersunk two-thirds of the lin- 
ing thickness, and chamferring or 
bevelling of the ends of the lining 
was necessary to prevent 2 “roll- 
ing-up” action. 

Since the inner surfaces of the 
new lining adhere solidly to the 
shoes for their entire length, the 
rivets and chamfer are no longer 
needed and now allow 15 percent 
more area available for braking 
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IMPORT FROM OVERSEAS—On display 


@ 7\/,-to-1 compression ratio and yields 90 


at the first international Automobile Show in New 
York last week was Austin's A90 Atlantic club convertible. 
horsepower. 


It has a four-cylinder engine with 
Other features include dual car- 


buretors, pushbutton top and window operation, one-piece curved windshield, leather padding 
at top of dashboard and steering wheel adjustable for reach. Rear-seat cushions may be 
removed to provide extra luggage compartment, apart from trunk. New York delivered price 


of convertible is $3,975. 


with consequent greater braking | eted linings produce spaces between 


power and efficient operation. 
* - s 

HE elimination of rivets also 

materially reduces the scoring of 
brake drums. Countersinking of 
rivets forms small pockets which 
act as natural traps for abrasive 
materials. Whenever brakes are ap- 
plied, these particles can grind 
against the shoe surface causing 
it to become roughened and grooved 
before the lining shows any appre- 
ciable wear. Cyclebond brake lin- 
ings requiring no rivets are smooth 
and wipe the drum surface clean, 
eliminating this possibility. 

An additional advantage of this 
lining process is the reduction of 
brake noise and chatter. Due to the 
slight difference in contours, riv- 
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no trick to wheel balancing with the new John Bean Visubalancer 


Tells you exactly how much weight ti 
place it in a matter of minutes 


you balance wheels faster, more accurately 
The Visubalancer is rugged and dependable 
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a handsome addition to your shop 
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looking for Visubalancer service soon 
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the lining and the brake shoe. Cy- 
clebonding eliminates these spaces 
and, coupled with the elimination 
of chamfers, removes two principal 
causes of brake squeak and chatter. 
+ o . 

LL OF the auto makers are re- 

ported to be taking an active 
interest in the bonded brake field 
now. United Motors is reported ac- 
tive on the part of General Motors, 
and Packard and K-F are reported 
to have asked Bendix to swing into 
the field. 

Chrysler is reported to have a 
$600,000 merry-go-round device 
which turns out bonded _ shoes 
speedily under closely controlled 
temperatures. 


Aftermarket observers say that 
the auto makers have an advan- 
tage through their distribution net- 
works to set up bonding stations 
around the country. 


Denials 


(Continued from Page 2) 
equally low or lower prices of com- 
petitors.” 

AC company asserts, however, 
that “it does not sell and has not 
sold” regular brand AC spark plugs 
for original equipment. 

The two-count complaint 
against Auto-Lite alleges that the 

corporation discriminates in the 
price of Auto-Lite spark plugs 
and restrains trade by fixing the 
resale prices of the product. 
According to the complaint, the 
corporation sells spark plugs for 
original equipment at prices rang- 
ing from 5 to 15 cents per plug 
while charging purchasers for re- 
placement use prices ranging from 
about 15 to 39 cents per plug. 

In its answer, Electric Auto-Lite 
admits selling spark plugs of like 
grade and quality for original 
equipment and for resale for re- 
placement “at different prices” but 
alleges that the differing prices are 
offered in good faith to meet the 
equally low or lower prices of its 
competitors and also to make due 
allowance for differences in the 
cost of manufacture, sale or deliv- 
ery resulting from differing meth- 
ods or quantities in which the 
spark plugs are sold. 

While admitting that its present 
average cost of manufacturing and 
selling spark plugs is more than 
five cents per plug, the corporation 
denies that its ability to sell its 
product depends, “to the degree al- 
leged, upon the extent to which its 
spark plugs are used for original 
equipment.” 

In connection with the restraint 
of trade charge, Electric Auto-Lite 
admits “making arrangements in 
writing, appointing various per- 
sons, firms and corporations as 

jobbers in connection with the dis- 
tribution of spark plugs” and the 
issuance of “suggested resale sched- 
ules” but denies that its practices 
are unlawful. 


Hearings will be held 
course, the FTC stated. 


New Truck Setup Opened 


By Furlow Cate (Ford) 


Furlow Cate, Inc. (Ford), Chatta- 
nooga, Tenn., has opened new truck 
headquarters at 1901 Broad St. 

F. A. Mallerg is manager, George 
H. Butler is service manager and 
Elmer Park is parts manager. 


in due 





Fisher Position 
Called ‘Personal’ 
In Wood Deal 


WAYNE, Mich.—Election of Ed- 
ward F. Fisher as president of Gar 
Wood Industries, Inc., here was 
reported last week to be a per- 
sonal endeavor not connected with 
the interests of the Fisher family 
as a whole. 

Informed sources in the industry 
discounted reports that the Gar 
Wood move bore any tieup with 
Fisher & Co., investment concern 
of the Fisher brothers. 


E. F. Fisher, former general 
manager of General Motors’ Fisher 
Body division, has been a Gar 
Wood director since December, 
1947. As president, he succeeds 
Charles W. Perelle, resigned. 


In December, 1947, Fisher pur- 
chased $1,500,000 worth of 3% per- 
cent five-year convertible notes 
from Gar Wood. The notes are con- 
vertible into common stock at the 
rate of 200 shares for each $1,000 
face value of the notes. 


Fisher and three of his brothers 
retired from active participation in 
GM in December, 1944, but he re- 
mains a GM director with his 
brother, Lawrence P. Fisher. 

Gar Wood manufactures hydrau- 
lic hoists, dump bodies, truck 
winches and other related items. 
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NEW! JUST OUT! LATEST AND BEST! 
No. 5 Scrapbook of 200 Early Cars 
Entirely new, different. Covers many rare, 
forgotten makes. re collector should miss 

this edition. Postpaid, $2.00 
DeLuxe Edition, Pinos binding, $3.00. 


MODEL “A” FORD REPAIR MANUAL 
Complete book on care and maintenance of 
Model A. Photos, drawings of all parts. En- 
ine, brakes ignition — everything covered. 

paid, $1.00. 


HOT ROD PICTORIAL 
1949 Edition—completely revised. 
photos. Descriptive . records 
1947, 1948. Postpaid, $1.50 


HOW TO BUILD A RACING CAR 
Newly revised — profusely WMustrated. Com- 
lete builder's information for Midget and 
irt Track Cars. Detailed photos and draw- 
ings. If you're planning build + racer 
don't miss this book! Postpaid, $2 


COMPLETE INDIANAPOLIS RACE HISTORY 


100 action 
of 1946, 


K 
Indianapolis History from 1909 to 1946. -- 
tailed information of every race. Cars, ° 
ers, technical data. Only book of its Ging. 
1,100 illustrations, 352 pages. Postpaid, $3.50. 


1948 INDIANAPOLIS RACE BOOK 
All information on 1948 Race. 60 pages of 
Rowe charts, stories, inside information. 
ost complete coverage of race. Postpaid, 


Tait MOTORBOAT HANDBOOK 
Care, overhauling, tuning, storing of Out- 
boards. Accessories, re ulations, speed tips. 
A comprehensive guide ‘0 all phases of Out- 
board motoring. A new book. Postpaid, $3.50 


FORD, MERCURY, STUDEBAKER, KAISER- 


FRAZER = REPORTS 
Clymer’s Test Reports of Postwar Cars tell all, 
good and bad—he pulls no punches. Parts 
breakdown, owner reaction, travelogue, al! 
included. Each car covered ‘separately. Post- 
paid, $1.50. (Specify make of car report 
desired. ) 


MAIL COUPON NOW 


| CLYMER MOTORS, Dept. DAN | 
| 1268 S. Alvarado | 
| Los Angeles 6, Calif. | 
| 
| 
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“Our Professor Wishhard proved - simply by counting 
our readers’ eyes instead of their noses - that our 














_ circulation could be doubled /” we 
‘onles 
at i. 4 ¥ 
:@ of 5 eige 
<a cee e 
ction . — <2 nh , 
9 ; ; 

2 Don t forget your A.B ¥ ye eee the Audit Bureau from thousands of readers, such as this from a 
—_ . é , : arts well-known New York banker:— 
~~ | Of Circulations is the foundation of America’s system of “I have been thrilled by your articles entitled ‘Temptations 

of Ulysses’. . . They have the all-important prerequisite 
‘ORY . . : ane suggested by Barrett Wendell of Harvard, who said that 
m mass distribution through advertising P more important than anything else was to make one’s writing 
driv- so interesting that every one would want to read it.” 
80. ; ry : . a . And here is another typical letter, from an 
, Verified value entered advertising space tion provided by any magazine in the Oregon mother, which shows why The American 
tion. buying in 1914 when the A.B.C. was world... and at the lowest cost, asshown: Weekly appeals to so many millions:— 
ov formed—for the purpose of determining, Latest Cost per color “My ian bp the University of Oregon = Will 
>K * ° eal ae oe = you kindly send any information you have on Atomic Energy, 
fio. oS Saree Wit vodhenccotyg The American Weekly . 9,410,561 $2.36 _-% "¢ Plans on becoming a Nuclear Physicist. We all enjoy 
So. & papers. eo | 5,446,089 4.50 he American Weekly and Pass it on te the neighbors. 
ER. Advertising, on this sound basis, has Saturday Evening Post . 3,923,606 4.08 But The American Weekly is not & 8Cl- 
1au,| flourished . . . Now, audited circulations _Collier’s ......... 2,899,175 3.88 entific publication or one devoted entirely 
rei| don’t seem to grow fast enough to suit Look ..cccccce so 2,912,689 4.12 to cultural subjects. Each and every issue 
| some folks. With a “hey nonny nonny”  gtick to your A. B. C. for quantity of circulation 18 @dited for and appeals to the millions— 


they toss in a family’s fingerprints—in- 
cluding the neighbors’. Good clean fun— 
but don’t forget your A. B. C.! 

The American Weekly carries your ad- 
vertising into 9,410,561 homes from coast 
to coast—through 20 great Sunday news- 
papers whose circulations are audited by 
the A. B. C.—the largest audited circula- 


and authenticity, but look to editorial perform- 
ance for intensity of interest and readership. 


The American Weekly is edited for the millions 
—with a range of subjects covering the 12 great 
basic human interests from love, sex, romance, 
mystery, and tragedy, through science, history, 
education, health, and religion. A recent series, 
entitled “Temptations of Ulysses,’ with front 
cover paintings by Willy Pogany, brought letters 





9,410,561 A.B.C. circulation. 


THE AMERICAN 
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Circulation 
in the World 
‘‘A Hearst Publication’’ 
MAIN OFFICE: 68 VESEY STREET, NEW YORK 7, N.Y. 
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Faster Pace Is Due... 


Week’s Output Rises to 106,688 


Built 1,028 cars | 


















(Continued from Page 1) 


units and showing every sign of 
at least holding to the 1948 level. 

Despite last week’s production 
hike, however, it was necessary to 
revise February forecasts because 
of the unforeseen delay in change- 
over activity at Chrysler. 

* - + 


C SEEMS likely now that U.S. 
plants will end the current 20- 
day work period having built about 
408,000 vehicles, or some 38,000 less 
than were built in January. 
February production should in- 
clude 303,000 cars and 105,000 
trucks, compared with 333,271 
cars and 113,331 trucks built last 
month. 

However, the 1948-1949 compari- 
son for the two-month period would 
be as follows: January-February, 
1948: 591,021 cars and 216,325 trucks 
for total of 807,346 units; January- 
February, 1949: 636,271 cars and 
216,331 trucks for total of 852,602. 

* + * 


FOLLOWING is a resume of pas- 
senger car output in U.S. plants 
last week: 


Curyster: Assembly of new mod- 
els neared the 200-daily mark late 
last week, but many problems were 
met and solved before an estimated 
713 jobs were built. Reports are 
tthat divison officials are encoun- 
tering obstacles also in changing 
worker classifications to fit 1949 
model activity. 

DeSOTO: Virtually same prob- 
lems but of less magnitude than 
former division. Built an esti- 
mated 991 jobs last week to bring 
1949 model run to estimated 1,810 
units. 

Dopce: New model output hov- 
ered near the 600-daily mark at 
week’s end. Week’s total estimated 
at 2,912 compared with 2,319 week 
before. 


PiymMoutTH: Estimated 4,779 new 
jobs assembled last week in Detroit 
and Evansville (Ind.) plants. Los 
Angeles closed down for changeover 
after building last 817 old jobs dur- 
ing week ended Feb. 5. 

* * + 

ORD: More favorable weather 

conditions in assembly plant 
areas permitted corresponding im- 
provement in supply flow. Built 
estimated 16,273 cars last week, 
compared with 15,478 previous week 
when storms kept workers from 
their jobs at Edgewater, N.J., and 
Kansas City. 

LINCOLN: Settlement of sup- 

plier strike a bright factor in cur- 
rent operations which approxi- 


Never before an 
Insurance like 


™s “ROAD HAZARD” 


You make the adjustments on 
the spot. No red tape of wait- 
ing for exchange from the 
factory. LIFETIMER REMOLDED 
TIRES and CAPITOL RECAPS 
are guaranteed for 12 months 
on passenger service! 

























Tucker Front 
Quiet; Brokers 


Given Show 


HICAGO.— Last week was the 

first in a month or more to open 
without fireworks of some kind on 
the Tucker Corp. front. 

Several days previously, however, 
the Illinois department of labor 
shoveled more woe in the direction 
of the company by filing a $5,537 
tax lien against it for unpaid un- 
employment compensation levies. 
The amount of the lien was repre- 
sented as due for the fourth quar- 
ter of last year. 

Results of the roundup of stock 
brokers at the Tucker plant pre- 
vious to the state action were not 
made known. However, the occa- 
sion gave Preston Tucker, presi- 
dent, an opportunity to speak his 
mind. 
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lifetimer 


DELUXE REMOLDED TIRES 


WHITE SIDEWALLS 


seneweees 


Tucker told the brokers that 
“spiritual” cooperation on their part 
would be in order and appreciated, 
along with financial assistance, if a 
second sale of the company’s stock 
is offered. He added that “you prob- 
ably made more money on Tucker 
stock than anyone else.” 

Discussing what has been done 
with money collected on the orig- 
inal offering and from other 
sources, Tucker in his “progress re- 


SAFETY RECAP TIRES 


TWIN-TRED Dual purpose 
chain-free tire with outer 
tread for positive trac- 
tion in winter driving. 
When tread wears down, 
it leaves a saw-tooth 
warm-weather driving 


tread, 
15 scree 6.00-16 | port” to the brokers announced that 
6 6.50-16 as of last Dec, 31, the company had 
6.50-15 about $13,000,000 in net worth, with 
: 7.00-15 current assets of $6,000,000, as 


JEEPSTER the type of — current liabilities of $1,500,- 


tread used by the armed 
forces for the utmost in 
traction under every con- 
dition all year ‘round. 


Several prospective purchasers 
were due at the plant last Monday. 
Tucker has not divulged the iden- 
tity of the five or six individuals 
and groups who, according to him, 
are interested. 


Floyd D. Cerf, chief underwriter 
of the original issue of stock, ex- 
plained his retirement from the 
picture as “voluntary,” and de- 
nounced the “skulduggery and 
intrigue” which he said was used 
in efforts to keep Tucker cars off 
the market. 


A test purporting to confirm 
Tucker claims about his car was 
staged before about 100 members of 
Chicago brokerage houses. Two 
mechanics drove a Tucker car be- 
fore them and within 18 minutes 
had taken the engine out, put a new 
one in and driven the car off. 


Attorney John Bordes disclosed 
that he will present a petition this 
week to Federal District Judge 
Michael L. Igoe asking appoint- 
ment of Daniel Leabu, Tucker 
manufacturing manager, as succes- 
sor to Otis R. Radford, recently 
resigned treasurer and controller. 
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These prices supercede all previous iists 


ORDER TODAY! All Prices F. O. B. Phila. 


Minimum Order 6 Tires 
CAPITOL TIRE COMPANY, Inc. 


Ridge Ave. and Scotts Lane 


Philadelphia 29, Pa. 
‘The Largest Tire Plant of its Kind in the World’ 










mate 200 daily. 
last week, compared with 1,037 
week before. 

Mercury: Output apparently lev- 
eled off at about 680 units daily, in 
line with recently announced sched- 
ule trimming. Built 3,406 last week; 
3,400 week before. 

Buick: Building approximately 
1,350 cars a shift on five-day sched- 
ule. Output 6,771 last week; 6,942 
previous week. 

Capittac: Output holding steady 
at about 325 cars daily. Built 1,621 
last week; 1,625 previous week. 

CHEVROLET: Overtime sched- 
ules utilized at some plants to 
make up loss suffered previous 
week from shortage of body sup- 
plies. Built 15,039 last week, com- 
pared with 12,282 week before. 

Otpsmosits: Output holding 
steady at late 1948 pace. Built 4,716 
last week; 4,585 week before. 

Pontiac: Overtime schedules in 
effect last week in attempt to in- 
crease shipments to dealers. Built 
5,752, compared with 4,987 week be- 
fore. 










































* * * 


AISER-FRAZER: Output 

bogged down far below recently 
announced cutback plans. Sched- 
ules still on four-day basis until fur- 
ther notice. Built 1,087 last week; 
1,119 week before. 

Crostey: Current schedules run- 
ning at about 140 cars daily. Com- 
pany announced plans to build more 
than 50,000 passenger vehicles in 
1949 on theory that this year will 
be best in history for lightweight 
vehicles. 

Hupson: Shortage of motors still 
hampering volume operations. Built 
4,163 last week; 3,881 week before. 

NASH: Schedules on new mod- 
els have been progressively built 

up to more than 600 daily. Fur- 
ther increases likely. Built 3,096 
last week; 3,140 week before. 

Packarp: Company establishing 
new postwar high each week. Built 
2,866 cars last week; 2,871 week 
before. 

Srupepaker: Output stepped up 
slightly during past two weeks. 
Built 3,705 last week; 3,646 week 
before. 


Colbert Expects 
Dodge to Top 
"48 Production 


SPRINGFIELD, Ill.—Dodge plans 
to exceed its 1948 production this 
year and the company expects to 
be in top production of 1949 models 
by mid-March or the end of April, 
L. L. (Tex) Colbert, Dodge president, 
said here. 

Colbert’s remarks were made in 
an informal talk before 65 busi- 
ness and industrial leaders of this 
city at a luncheon given by Harold 
Prehn, president of Harold Prehn, 
Inc. (Dodge). 

The Dodge president confined his 
remarks to the new Dodge line 
which is scheduled for public show- 
ing Feb. 25. It will be the first of 
the 1949 Chrysler Corp. models to 
make a public appearance 

Colbert characterized the new 
models by contrasts, referring to 
the “longer cars with shorter wheel 
bases,” the cars “with more head- 
room but 2% inches lower,” and the 
cars “that are wider but narrower.” 

According to Colbert, the new 
Dodge roadster, on a shorter wheel- 
base than the regular Coronet 
series will be the “outstanding” car 
car of ’49. 

Following the luncheon, Colbert 
flew back to Chicago in Prehn’s 
plane. He was accompanied by the 
Springfield dealer on the return 
trip. 


Fire Strikes Two Firms 


In Searcy, Arkansas 


SEARCY, Ark.— White County 
Motor Co. (Ford) was damaged by a 
fire which destroyed several busi- 





ness places here Jan. 29. IL J. 
Whitescarver, owner, said he be- 
lieved his loss would be covered by 
insurance. 


Ocel Stewart, manager of the 
Crow-Burlingame auto parts store, 


which was completely destroyed, 


estimated his loss at $35,000, 


SERVICE SECTION 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S, PRODUCTION ONLY) 











Week Week Feb., dan. 1 Jan, 1 
Ended Same Ended 1949 to to 
Feb. 12, Week Feb. 5, to Feb. 14, Feb. 12, 
1949 1948 1949* Date 1948* 1949* 
CHRYSLER .......... 9,395 1,244 6,322 14,739 68,085 97,139 
RED 040 tetice ees ae | dati 577 1,236 8,613 13,403 
PD ce00eestneees oe: Salita 742 1,527 6,791 9,762 
ER eos 463-4uaseve 2,912 271 2,684 5,259 20,111 28,701 
BONED ccccrcesers 4,779 973 2,319 6,717 32,570 45,273 
PE Siedeccccunervus 20,707 + 16,263 19,915 36,776 98,143 122,128 
PR eUb b> 66-00 beceve 16,273 12,879 15,478 28,777 76,939 96,643 
| Pe rere 1,028 161 1,037 1,861 1,717 5,590 
SEE, oxen ceteeeys 3,406 3,228 3,400 6,138 19,487 19,895 
GENERAL MOTORS... 33,899 26,373 30,421 59,305 178,510 158,161 
See 6,771 5,531 6,942 12,320 33,297 44,636 
Sebo ke beeess 1,621 347 1,625 2,919 2,450 9,745 
Chevrolet ........... 15,039 11,440 12,282 25,789 88,402 56,139 
Oldsmobile ......... 4,716 3,773 4,585 8,465 22,344 28,642 
a 5,752 5,282 4,987 9,812 32,017 18,899 
KAISER-FRAZER 1,087 3,569 1,119 1,900 28,869 9,194 
SET Vo86.b65 50h seeee 420 1,453 410 738 10,348 3,676 
ee ee 667 2,116 709 1,162 18,521 5,518 
CROSLEY ............ 293 504 205 469 2,315 1,263 
POET, occ cicccceses 4,163 2,892 3,881 6,381 13,533 24,329 
BEE hbo 00 oecceseus 3,096 1,659 3,140 5,451 14,418 18,834 
PACKARD ........... ee tach 2,871 5,142 14,145 
STUDEBAKER ....... 3,705 3,134 3,646 6,597 18,731 20,681 
WT oad tv Wis Cages 721 628 695 1,251 4,789 4,569 
Total U.S. .... 79,982 56,266 72,215 138,011 432,729 470,443 
+Station wagons and Jeepsters. * Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Feb., Jan, 1 dan, 1 
Ended Same Ended 1949 to to 
Feb. 12, Week Feb. 5, to Feb. 14, Feb. 12, 
1949 1948 1949* Date 1948* 1949* 
CHEVROLET ......... 8,911 8,624 15,716 38,970 53,573 
C Me OKs ts bese a 17 142 4 21 765 57 
DIAMOND T ......... 166 322 170 307 1,837 837 
EL & sg.S o's sep edeuss 123 87 83 194 811 433 
EY 6 56. cc sees ccaes 3,922 3,416 4,086 7,145 19,856 24,394 
FEDERAL. ........... 55 168 55 89 9238 229 
PT eGh esse secede 4,101 5,578 3,903 6,507 30,682 24,997 
NE ere 1,888 1,300 2,075 3,778 8,835 12,098 
A ee ee ee Sedatis: | cide 7 agliodene 
INTERNATIONAL 3,241 3,613 3,221 5,806 21,836 19,542 
, Setaliced da vexee 161 384 126 260 2,328 745 
on!) Pee 85 369 83 156 2,364 455 
STUDEBAKER ....... 1,600 1,566 1,650 2,919 9,481 9,507 
SSeS Sar 236 345 232 320 2,022 1,324 
MMEEEEED 6 cccssees vous 1,839 2,197 1,846 3,381 13,315 9,962 
MISCELLANEOUS 411 282 411 740 1,731 2,224 
Total Trucks, U.S. .. 26,756 25,273 26,569 47,339 155,756 160,377 
Total Cars, Trucks 
MED cheeteeacewss va 688 81,539 98,784 185,350 588,485 630,820 
Total Cars, Trucks 
eee 3,209 1,804 4,126 6,263 19,526 24,401 
Grand Total, ; 
Cars and Trucks, 
U. S. and Canada ...109,897 83,343 102,910 191,613 608,011 655,221 





* Revised. Miscellaneous includes Autocar, 
Drive, Sterling, Nash, etc. 


Hope Seen for Retaining 


Corbitt, Marmon H., Brockway, Four-Wheel 


Some Taft Act Curbs 


(Continued from Page 78) 


The office of the director of con- 
ciliation is turned over to the 
Labor department and the office 
of the general counsel of NLRB 
loses the independence that it en- 
joys under the Taft-Hartley act. 

While abolishing the ban on 
union political expenditures, the 
new bill would retain the ban on 
political contributions by banks and 
corporations under federal charter. 

* * * 
ETAILS of the proposed new 
Fair Labor Standards Act fol- 
low: 

1. It would raise the minimum 
wage from its present 40 cents to 75 
cents an hour, provide for industry 
committees to set higher minima, 
industry by industry, up to a dollar, 
but also permit their reconvening in 
time of “general recession” to lower 
them from that lofty peak back to 
75 cents. 

2. It would give the responsibility 
for administering the wage-hour act 
to the secretary of labor and reduce 
the Wage-Hour civision to a bureau 
under his control. 

3. It would extend the scope of 
the act to virtually every business 
in the country by («) extending 
coverage to “activities affecting 
commerce” or “competing with 
any activity in commerce” and 
(b) by drastically narrowing the 
present retail and service trade 
exemptions, abolishing the first 
processing and area of production 
exemptions for agricultural proc- 
essing industries in favor of a 
mere seasonal exemption; by 
slashing the scope of the motor 


carrier and small telephone ex- 
change exemptions, and by elimi- 
nating the minimum wage exemp- 
tions for seamen. It adds a new 
exemption for taxicab drivers. 


4. It would give the secretary of 
labor power to make binding regu- 
lations, and permit him ‘oc sue for 
employe back wages due ir case of 
violation of the act. If the employer 
pays up before suit is brought, he 
need not pay any liquidated dam- 
ages. 

5. It would increase the two-year 
statute of limitations of the portal 
pay act to four years. 

6. It would “solve” the overtime- 
on-overtime situation in more de- 
tailed fashion than the Ball bill did 
last year, but admittedly far less 
favorably to employers. 


Wew 1950 











Showmanship sells MORE cars! As- 
semble it yourself in ten minutes. 
Supports ten tons. Takes any model. 
Can be financed. Write today. 


BRUNNER INC. 


358 East Center Street Manchester, Conn. 
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Warns on Franchises .. . 
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More Chrys 


lersin 


Seen by Wallace 


(Continued from Page 1) 


132 dealers, who sold Chryslers 
from the start, are still in business. 
* * + 


GATING that the company is not 
sure exactly how many more 
cars will be produced this year, 
because of steel and labor condi- 
tions, Wallace declared he was con- 
fident that his dealers will be able 
to handle more new and used cars 
in 1949 if effort is put forth. 

He said the company prefers that 
its dealers recondition and sell 
their used cars, rather than whole- 
sale them. 

He stressed the need for a strong 
cash position for his dealers, and 
warned that the factory is watch- 





Sloan 


(Continued from Page 1) 





terest in cancer research offered a 
marvelous opportunity for us to do 
honor to him and to take part in 
this great undertaking to which he 
has dedicated so much of himself, 
his fortune and his genius for or- 
ganization.” 

Castles explained that the cancer 
fund is still growing, that the cam- 
paign had been conducted entirely 
by the dealers themselves and that 
it grew from both large and small 
contributions. 

* * + 

‘yas FUND will be a separate en- 

tity within the Sloan Foundation 
and grants made from it will be re- 
ported regularly to the dealers. Its 
use will not be restricted to support 
of the Sloan-Kettering Institute for 
Cancer Research, Sloan said. He 
predicted that some day cancer will 
be controlled and the fund directed 
to research in other fields. 


Dr. Charles F. Kettering, research 
consultant to General Motors, told 
the dealers that elimination of the 
negative answers would some day 
give researchers a positive answer 
for cancer, 

He stressed that it might not be 
within this lifetime, or the next 
generation, but that some day the 
answer would be found. He said 
that it is a mathematical certain- 
ty that cancer will be tracked 
down, 

Dr. Cornelius P, Rhoads, director 
of Memorial hospital and the Sloan- 
Kettering institute, spoke on cancer 
research and the importance of 


_help such as the dealer fund. 


Francis Cardinal Spellman, Arch- 
bishop of New York, delivered the 
invocation. Some 200 dealers, most 
active in the campaign, attended. 

* * * 


OTHERS who were present in- 
cluded: Reginald G. Coombe, 
president of Memorial hospital and 
a trustee of the institute; L. F. V. 
Drake, president of Salvage Pro- 
cess Corp. and a member of the 
board of managers of Memorial 
hospital; Gale F. Johnston, presi- 
dent of Mercantile-Commerce Bank 
& Trust Co. of St. Louis, which has 
handled the fund, and James S. 
Adams, chairman of the executive 
committee of the American Cancer 
Society, Inc. 

Others present were William B. 
Bell, president of American Cy- 
anamid Corp. and a trustee of 
the foundation; Frank A. How- 
ard, a trustee of the institute; 
Harry E. Ward, chairman emeri- 
tus of Irving Trust Co. and a 
trustee of the foundation; George 
Whitney, president of J. P. Mor- 
gan and Co. and a trustee of the 
foundation and the institute. L. 
Clare Cargile, co-founder of the 
fund along with Castles and 
Rasmussen, was ill at his home 
in Texar Ark. 

The idea of the fund was con- 
ceived by a small group of dealers 
in April, 1948, and was enthusias- 
tically received by other GM deal- 
ers, who were told of it at a meet- 
ing in Chicago in June, 1948. 

Participation in the fund was 
expanded under the guidance of 
volunteer sectional chairmen to in- 
clude GM dealers in all corners of 
the nation. Under the terms of the 
presentation, the fund will be de- 
voted to cancer and other medical 
research. 


ing dealers’ financial position care- 
fully. 

(At an Atlantic City preview, 
Wallace declared: “We have a 
good product and expect good 
representation. In fact, we are 
going to insist on it. And I want 
to make it clear that by good 
representation I mean good serv- 
ice—service to the public. 

(“You can’t represent Chrysler 
from the back end of a barn with 
mechanics using 20-year-old creep- 
ers to slide under a car. You must 
have proper, modern machinery 
and equipment in order to service 
your customers, and that we are 
going to insist on.”) 

+ + * 

OY H. APPLEMAN, assistant 

general sales manager, revealed 
that the factory is setting up a 
special department to check on 
dealer equipment, financial status 
and operations. A special pamphlet 
on a new daily followup plan will 
be sent to dealers shortly, he said. 

“Some dealers,” Appleman as- 
serted, “don’t have all the facts 
about their business. They need 
daily financial data to take out the 
guesswork.” 

He warned dealers to give 
more time to their business, as 
contrasted with the past few 
years, and declared that too 
much capital is being diverted to 
outside interests. 

Appleman declared that dealers 
must serve Chrysler-Plymouth own- 
ers well and ethically, and need 
well-thought-out plans for each de- 
partment of a dealership. 

* + * 

ON THIS theme, O’Malley point- 

ed out that dealers should de- 
partmentalize their businesses, “so 
that each department stands on its 
own volume.” He declared that the 
service department is the most im- 
portant in a dealership and that 
dealers should carry a parts in- 
ventory of sufficient depth and 
breadth to méet owner needs. 

O'Malley urged dealers to pro- 
vide sufficient parking facilities 
and to get back into retailing of 
used cars. He suggested all sale- 
able used cars be reconditioned 

in a separate department; every 
tradein should be on the sales 
lot in 72 hours, 

At the Detroit preview, as at the 
Atlantic City affair Feb. 4, Leo 
Carillo, stage and screen star, was 
master of ceremonies. He super- 
vised a stage show featuring sev- 
eral singers, and he offered a toast 
to the memory of Walter P. Chrys- 
ler, who founded the corporation 
in 1924. 

Dealers in the Chicago, Milwau- 
kee and St. Louis areas will pre- 
view the new cars Tuesday (Feb. 
15) in Chicago. 


Keller Gives Data 
On New Chrysler 


Ignition Systems 


DETROIT.—A _ redesigned igni- 
tion system, which will be mois- 
ture-proof, provide smoother idling, 
improved low-speed engine opera- 
tion, quicker starting and almost 
completely eliminate interference 
with radio and television, has been 
developed for all the new lines of 
Chrysler-built cars, K. T. Keller, 
corporation president, reported last 
week. 

Keller stated that the ignition 
system consists of a_ redesigned 
distributor, an improved sparkplug, 
a heavy-duty ignition coil and spe- 
cial sparkplug covers for extreme 
conditions. 

Along with the new ignition sys- 
tem, Keller said, engines in the 
company’s new medels will also 
have higher compression ratios and 
increased horsepower. 

He said the moisture-proof ig- 
nition characteristic had been 
achieved by redesigning the dis- 
tributor to eliminate notches and 
other openings which might admit 
water, oil and dirt, and the use of 
new sparkplug covers. 











LEADERS IN PARTS SALES CONTEST—Inspecting a ae chassis in Detroit during a 
e 


tour for zone winners of a 
to right) A. W. Gapper, Los nes J. 
ager, central office; C. Kirby, Seattle; 
manager, Oakland, Calif., 


one representative from each zone based on 


16 States Weigh 
Gas Tax Boosts; 
Cuts Asked in 2 


WASHINGTON.—Sixteen state 


legislatures now have bills propos- 
ing gasoline tax rate increases, a 
survey by National Highway Users 
Conference reveals. In one other 
state (Maine) a bill extending a 
prior increase is now before the 
legislature. Only in Colorado and 
Kansas have there been introduc- 
tions which would decrease exist- 
ing rates. 

Measures proposing two-cent in- 
creases in Indiana, Minnesota, 
North Dakota, Utah and Wyoming 
would raise the rates in those states 
from four to six cents per gallon, 
and in New Mexico from five to 
seven cents per gallon. A bill has 
been introduced in Maine which 
would continue the present six- 
cent rate—two cents of which ex- 
pires in 1950—until 1953. 

In Michigan, where efforts dur- 
ing the past two years to increase 
the tax have failed, companion 
house and senate bills call for a 
1.3 cent increase. Another Minne- 
sota bill provides a 1%-cent in- 
crease, and a similar bill in Wash- 
ington would result in an increase 
from five to 6% cents. 

Bills providing for one-cent in- 
creases are now before the legis- 
latures of Massachusetts, Montana, 
Nebraska, New York, North Caro- 
lina, Oklahoma, Oregon and South 
Dakota. An early North Dakota 
introduction providing a one-cent 
increase has been indefinitely post- 
poned. 


Bitter Enemies 
Harass Trucking, 
Atherton Warns 


MONTPELIER, Vt.—Ray G. Ath- 
erton, general manager of the Amer- 
ican Trucking Assns., Inc., declared 
last week there are some interests 
in Vermont, as in other parts of the 
country, which are seeking for com- 
petitive or other reasons “to elimi- 
nate the motor truck from the 
transportation picture or to make it 
impossible for the truck to render 
the efficient and eccnomical trans- 
portation service of which it is ca- 
pable and to which the people are 
entitled.” 

Atherton told the legislative ban- 
quet of the Vermont Bus and Truck 
Assn. there has been a 50 percent 
increase in the number of trucks 
registered in this state since 1939, 
reflecting the tremendous growth of 
the trucking industry throughout 
the U.S. during recent years. 

“Here, as elsewhere,” he con- 
tinued, “there are those who are 
trying to sell the ideas that trucks 
do not pay enough taxes, that 


trucks are subsidized, that trucks | 
that | 


trucks are unsafe, and so on. Here, | 


are destroyers of roads, 
as elsewhere, will be found those 
who contend that reciprocity be- 
tween states with respect to the 
operation of motor vehiclés is un- 
sound or that the ‘ton-mile’ theory 
in connection with motor vehicle 
taxation is sound.” 

These charges and “these biased 
theories” are not new, he said, but 
are characteristic of campaigns di- 
rected against the trucking industry 
ever since it “became apparent that 
the truck possesses inherent trans- 
portation capabilities which are un- 
matched by any other instrumental- 
ity of transportation.” 

“All that the trucking industry 
asks is that legislation and regula- 


Chevrolet parts and accessory sa 
J. 7 an a parts and accessory man- 
and A. J. Tosta, Santa Cruz, Calif. T 








$s manager contest are (left 


Wilhelm, ay" parts and accessor 
e national contest electe 
his 1948 management record. 


tions affecting motor trucks be con- 
sidered and enacted only in the in- 
terests of the people, only in re- 
liance upon facts rather than anti- 
truck propaganda, and only to the 
minimum extent found necessary in 
the public interest and in the light 
of such facts. The trucking indus- 
try has no fear of free competition 
with other forms of transport,” 
Atherton declared. 
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Harvester to Build 
Transfer House 


Near N. Y. City 


NEW YORK.—International Har- 
vester has completed arrangements 
with Joseph L. Muscarelle of Hack- 
ensack, N. J., to erect a new build- 
ing in Linden, N. J., to house the 
company’s motor truck transfer 
house, it was announced last week 
by J. H. Kline, manager of the 
New York motor truck district 
sales operations. 


When completed about July 1 the 
transfer will serve all company- 
owned motor truck retail outlets 
and dealers in the New York met- 
ropolitan area. 

The company formerly operated 
a motor truck transfer in Eliza- 
beth, N. J., but lost the use of 
these facilities early in 1942 when 
the building was released for war 
production purposes. 

The building will be a single- 
story masonry structure and will 
contain about 120,000 square feet 
of floor space. 

Approximately 20,000 square feet 
of working space will be tsed for 
expediting truck deliveries. 





- - Classified Want Ads - - 


FOR RATES, 











Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


ROVOIVE News 





HELP WANTED 


EXPERIENCED SALES MANAGER be- 
tween 30 and 40 years old to take charge 
of all sales in large California dealership 
in metropolitan area of over a million 
people. Want young man that knows how 
to sell new and used trucks as well as 
merchandising new and used cars. Re- 
sponsible for handling advertising and 
salesmen. Unlimited possibilities to the 
man who can qualify. Send qualifications 
and references to Box 2829, c/o Automo- 
tive News, Detroit 26. 


SALE MANAGER 


Man with truck selling experience as well as 
passenger cars. With metropolitan Studebaker 
dealer in City on West Coast. Selling 800 
units a year. 
REFERENCES REQUIRED. 
BOX 2833, 


c/o Automotive News, Detroit 26. 





SERVICE MANAGER—Chevrolet dealership 
in Central Pennsylvania desires services 
of man with proven managerial ability, 
capable of handling and supervising work 
of 22 employes. Kindly submit photo- 
graph and complete resume of past expe- 
rience in first letter. Salary and incen- 
tive plan commensurate with ability. Box 

2837, c/o Automotive News, Detroit 26. 


SALES MANAGER 
With mechanical background and proven 
ability in promotional sales, planning and 
advertising, and who has sold hydraulic 
hoists and bodies for trucks and equip- 
ment used for earth-moving purposes. 
Give full particulars in first letter. 








BOX 2848, 
c/o Automotive News, Detroit 26. 





SALES MANAGER—Chevrolet fate | in 
Centra! Pennsylvania requires the services 
of a sales manager with proven sales and 
executive ability. Must be a leader and 
organizer of salesmen, Salary and 
commission commensurate with ability. 
Please send photograph and complete 
resume of past experience in first letter. 
Box 2838, c/o Automotive News, De- 
troit 26, 


WANTED 
SERVICE MANAGER for GMC truck dealer- 
ship. Must be familiar with truck service. 
Salary and commission. State age, present 
position and salary, past experience and 
references. Write... 

BOX 2834, 

c/o Automotive News, Detroit 26. 


SALESMEN, calling on new and used dea)- 


ers, etc. Sell tow bars and fire extin- 
guishers—sideline. Prices right. Tow 
Bar Sales Co., 100 8S. Clinton St., Chi- 


cago 6, Illinois. 

GENERAL MANAGER—Ford Dealer, large 
operation, Eastern city. Salary and 
bonus arrangement. Give qualifications, 
earnings, age and record of past employ- 
ment. Box 2814, c/o Automotive News, 
Detroit 26. 

SALES MANAGER—Eastern Ford Dealer 
requires capable manager to direct new 
and used car sales. Remarkable oppor- 
tunity for a capable man. Include in 
application full information about your 
former connections, salary wanted, and 
business references. Box 2815, c/o Auto- 
motive News, Detroit 26. 








ETC., SEE NEXT PAGE 


HELP WANTED 


TRUCK SPECIALIST—Chevrolet dealership 
in Central Pennsylvania, with excellent 
potential truck market, requires the serv- 
ices of an experienced truck salesman. 
Position carries the responsibility of sel- 
ling both new and used trucks, Excellent 
proposition for the right party. Kindly 
submit photograph and resume of past 
experience in first letter. Box 2836, c/o 
Automotive News, Detroit 26. 

WANTED-—One mechanic and one serviee 
manager. Chrysier - Dodge - DeSote- Plym- 
outh dealer. Navarro, Inc., 601 Duval 

St., Key West, Fila, 









POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/. cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 







AVAILABLE: GENERAL OR BUSINESS 

MANAGER — Experience: Pre-war - 
Chicago—14 
Ten years finance com- 
pany in branch manager position. Quali- 
fications: Can successfully sell in buy- 


eral manager Chevrolet dealership, 
Ford experience, both in 
years combined. 


ers’ market, well versed in dealership 
operations, procedures, new and used-car 
merchandising. Now employed as finance 
executive. Age 45, excellent health. In- 
terested in connection with Chicago dealer 
where my ability and efforts will be of 
mutual benefit. Box 2813, c/o Automo- 
tive News, Detroit 26, 
REGIONAL SALES MANAGER — Mr. 
Manufacturer, do you need a hard-hitting 
sales executive with 14 years’ selling ex- 
perience, 9 of which are supervisory? 
Age 37, married, 4 children, college edu- 
cation. Know parts and service prob- 
lems. Can find, train and held good 
salesmen. Can travel. Bondable. Ex- 
cellent references—my present employer 
(in automotive field) can recommend my 
integrity, salesmanship, administrative 
ability and aggressiveness. Box 2825, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER, and will invest. 
25 years’ experience sales, service, parts, 
business management wholesale and re- 
tail. Factory Zone Manager. General 
Manager for dealer. Prefer Southwest. 
Box 2827, c/o Automotive News, De- 
troit 26. 


SERVICE MANAGER, twenty years’ expe- 
rience Ford, Lincoln and Mercury. Ex- 
cellent references. Would like to locate 
in Southwest. Box 2831, c/o Automotive 
News, Detroit 26, 








SALES AND ENGINEERING 
REPRESENTATION 


Several years' experience in the Engineer- 
ing, Research, Service and Sales of prod- 
ucts for the Automotive Industry. 
BOX 2835, 
c/o Automotive News, Detroit 26. 





BUSINESS MANAGER—Experienced with 
auto retail, dealer and wholesale manage- 
ment, accounting, tax, service, parts and 
automobile merchandising. 20 years’ ex- 
perience automotive and public account- 
ing. Two years college; three dependents. 
Midwest location preferred. Box 2818, 
c/o Automotive News, Detroit 26. 





GENERAL MANAGER — Desires position 
with large dealership, distributor, holding 
company or chain operation. Now em- 
ployed past five years as general manager 
volume dealership. Several years’ sales 
manager of cars and trucks. Three years’ 
factory wholesale representative. Ample 
retail experience; can give competent di- 
rection to service and parts departments. 
Capable of analyzing, direct business 
operations, finances, personnel and all 
sales. Position must include at least 
two-year contract with salary and per- 
centage of profits. Age 38, good —. 
married and financially responsible. 

2801, c/o Automotive News, Detroit = 
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POSITION WANTED 





GENERAL MANAGER—Volume operator, 
age 37, responsible, with proven success- 


ful buyers’ market record managing large 
General Motors dealership. Married, good 
factory ap- 
maximum operating results 
Financially able to buy part 


habits, excellent reference, 
proval and 
assured. 
interest. 
Box 2830, 
troit 26. 


Replies will be kept confidential. 
c/o Automotive News, De- 


AGCOUNTANT, OF FICE MANAGER, 


BUSINESS MANAGER — Familiar with 
every phase of dealership procedure. G.M. 
experience. New York or southern area 
preferred. Box 2832, c/o Automotive 
News, Detroit 26. 


OFFICE MANAGER—General Motors expe- 


rience, 25 years accounting, 15 years pub- 
lic accounting, including auditing auto- 
mobile agencies, middle-aged, married, 
college graduate with Master’s Degree. 
Box 2844, c/o Automotive News, De- 
troit 26. 


————pEALERSHIP WANTED 


a nN wr 
WANTED—CHRYSLER DEALERSHIP in 


town of 10,000 to 25,000 population. Will 
y cash. Can qualify with manufac- 


ee. Replies held strictly confidential. 
Box 2817, c/o Automotive News, De- 
troit 26. 


DEALERSHIP WANTED—General Motors 


dealership preferred in Texas, Can qual- 


ify with factory. Any reasonable size 
deal considered. Replies will be held in 


strictest confidence. Box 2803, c/o Auto- 
motive News, Detroit 26. 


GHEVROLET DEALERSHIP—100-300 car 
contract. Can qualify with factory, All 
replies held in strictest confidence. Box 
2839, c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE 


GALIFORNIA OPPORTUNITIES for rural, 


metropolitan or key city towns, Old- 
established manufacturer of new cars and 
trucks plans to replace seller market 
dealers with dealers having buyer market 
know-how, capital and real 
make money through personal effort and 
real management. Write fully and in 
confidence, Box 2789, c/o Automotive 
News, Detroit 26. 

NEW CAR AND TRUCK DEALER in 
Southern California agricultural commu- 
nity. No biue sky. Must move to desert 
climate. $25,000 will handle, Box 2840, 
c/o Automotive News, Detroit 26, 

DUAL DEALERSHIP, now handling G.M. 
car and International tractor and truck. 
Prototype building. Midwest location— 
$300,000 volume in 1948. If you like to 
make money, investigate. Box 2841, c/o 
Automotive News, Detroit 26. 

130 UNIT FLORIDA DEALERSHIP—'' Big 
Three’’ two car and full line trucks. 
Fast growing city of 14,000. Big tourist 
trade, large ftarming area with year 
‘round volume. New building, large used 
car lot on one property. No lease; will 
sell at real estate plus inventory, approx. 
$60,000 with terms to qualified party. 
Replies in strict confidence. Box 2826, 
c/o Automotive News, Detroit 26, 


DEALERSHIP, now handling Kaiser-Frazer 
and Willys-Overland in textile town in 
central North Carolina. Gross sales for 
1948, $300,000. Fully equiped shop and 
parts de ent. Good lease on building 
and adjoining lot. Willi sell at a price or 
inventory cost. Must sell, have other 
interest. Box 2842, c/o Automotive 
News, Detroit 26. 


DEALERSHIP, now handling Kaiser-Frazer 
and Willys line in upper Wisconsin city 
of 40,000 population; 1948 sales—$250,- 
000. Fully equipped repair department, 
located in center of city. Good lease. A 
sacrifice at $30,000, with $20,000 down. 
Box 2843, c/o Automotive News, De- 
troit 26, 

DEALERSHIP IN STATE OF OHIO (now 
handling Hudson), 600,000 population. 
Over 17,000 sq. ft. of garage, new show- 
room of 1,5u0 sq. ft. on corner. Good 
sized used car lot in conjunction. Sub- 
stantial service-parts and accessories, 
both retail and wholesale. Completely 
modernized service department. Long 
lease and rental of $325 per month. 
Owner selling because of iliness. $45,000 
wili handle complete deal, Must be quali- 
hed by factory. Box 2816, c/o Automo- 
tive News, Detroit 26. 

DEALERSHIP—One of the ‘BIG THREE,’ 
located in Detroit zone, new fireproof 
building and block of frontage, fully 
equipped service department which is a 
money maker, dealership gross sales last 
year over $600,000, partners disagree, 
everything goes for $100,000. Box 2845, 
c/o Automotive News, Detroit 26. 


“BIG THREE” DEALERSHIP—Car-truck. 
New clear span, 6,000 square foot build- 
ing completely equipped. In prosperous 
town within 100 miles of Detroit. Sell all 
or one-half interest. Broker, Box 2846, 
c/o Automotive News, Detroit 26, 

DEALERSHIP, handling K-F in N. J., in- 
cluding building, land, stock and equip- 
ment. Doing a volume business. Net 
profit in 1948 over $25,000. Iliness, rea- 
son for selling. Easy terms. Box 2847, 
c/o Automotive News, Detroit 26. 


BUSINESS FOR SALE 
ATTENTION, MANUFACTURERS—Wash- 
ington, D. C., 17,000 square feet of ideal 
space in an ideal location of our Nation's 
Capital, Most modern shop. Fully 
equipped with a going organization. 





What have you to offer? Box 2806, c/o 


Automotive News, Detroit 26. 
BUSINESS OPPORTUNITIES 


FOR SALE: DEALERSHIP—Popular car. 
Located central Ohio. Main highway, 
heavily traveled. In small town, near 
business district. Heart of rich farming 
community. New two-story building— 
6,000 sq. ft. floor space. Fully equipped 
for body shop, paint shop and mechanical 
service. Good business. Will sell build- 
ing, equipment, furniture and fixtures, 

plus inventory. $48,500 for all. Can be 

financed. Immediate possession. Box 
2821, c/o Automotive News, Detroit 26. 


NEW CARS WANTED 





WANTED 
100—New or Clean Used Cars—100 
Contact George Sitler, Mgr. 
BURTRUM MOTOR COMPANY 
Highwoy 60 & 71 
NEOSHO, MO. 
Bus. Phone: 989 Res. Phone: 1121-M 
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AUTOMOTIVE NEWS, FEBRUARY 14, 1949 


IFTEEN 


NEW CARS WANTED 
Phone or wire price. 
Peoria, Ill. 

USED CARS WANTED 





Late model, any condition. 
1779. Flagler, Miami, Florida, 


wire Anderson Auto, Peoria, III. 


USED CARS FOR SALE 


Bill Mosley's 

Auto Auction 

1801 E. 3RD, NLR. 
Pho. 4-9272 


THIS IS THE TIME AND 
THE PLACE 


To Buy or Sell 


PLENTY OF BUYERS AND SELLERS 


EVERY TUESDAY 
RAIN OR SHINE 


For Reservations 
CALL 4-9272 


Open Monday till 10 P.M. 
For the Convenience of Our 
Out-of-Town Dealers. 


LEO ADLER, INC., DeSoto-Plymouth, 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN. 3-7400, 


WHEELING, ILL. 
25 Miles North of Chicago on Route 
Milwaukee Ave. . . . Phone Wheeling 
DEALERS AUTO AUCTION 
Every Friday . .. 12 Noon 
500-Car Parking Area 
Troy D. Lee, Prop. - John Corrigan, Auctioneer 


Ee 











LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 


& AUCTION, INC. 
Phone 202-W4 











AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 


(For Dealers Gniy) 
EVERY MONDAY... 12 NOON 


Waco Motors, 


AUTO BUYERS — Best wholesale deal at 


1949 CADILLAC WANTED—Must be new. 
Anderson Auto, 


WANTED—1948 and 1949 cars. Phone or 




















WHOLESALE 
1949-1940 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 
SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 


"Philadelphia's Largest Used Car Dealer" 
4539 CHESTNUT ST. PHILADELPHIA, PA. 
Wire or Phone ALlegheny 4-4450 








WE WHOLESALE 
All Makes and Models—'36s to ‘49s 


Phone or Wire. 


SUSK MOTOR COMPANY | 


6647 S. WESTERN AVE. CHICAGO 36, ILL. 





USED CARS FOR SALE 


AUCTION SALE 
EVERY MONDAY 


In Heated Sales Pavilion 

... Bring Cars and Titles Early... 
SALE BEGINS AT 12.30 

AT MONTPELIER, OHIO 


On Wabash Railroad, Also Airport. 
--- DEALERS ONLY -- - 

We Are Recognized and Patronized 
By Dealers Far and Wide 


Business-like Manner. 


Company 


WOODRUFF, JENKINS, DRAKE 
(Co-Partners) 
Telephone 9009 





Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ...11 A.M. 


Harry D. Gilbert 


Automobile Auctieneers 
6600 N. Broad St. 
& 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES — ON REQUEST 


Tel. Livingstone 8-3000 





CADILLAC CONVERTIBLES, 
all fully equipped, 
spotless and guaranteed. $3,500. 

black top. 

Lansing, Mich, 





Cadillac, Chrysler, DeSoto 


and Dodge Dealers!!! 
SEDAMBULANCE 


“STANDARD SEDAN— 
AMBULANCE CONVERSION" 


Is the Answer to Your 7-Passenger Problem. 


This inexpensive conversion is now being 
used by Hospitals, City and State Police, 
Funeral Directors and Veterans and Serv- 
ice Groups in every State. 


Contact: 
SEDAMBULANCE DIVISION 
F. H. McClintock Company 


2-8936 
4-0513 


Phones: 





| Remember .. . 
At 12 O'Clock 


Detroit's Big Indoor Auto 


Auction 
DEALERS ONLY 


(Room for 150 Cars... Inside Heated 
Sales Arena) 
Right in the Heart of Downtown Detroit 
COL. BILL NAGY, Auctioneer 
SAM GOODMAN, Manager 


Aptco Auto Auction 


124 Sproat St. DETROIT, MICH. 
TE. 3-0244 - - - TE. 3-3129 


AUTO AUCTION 


DEALERS ONLY 










Sale Starts at 12 Noon (C.S.T.) 


EVERY THURSDAY 


| e 
| 


Weekly Prices Mailed on Request 


MANEY MOTOR CO. 


MURFREESBORO, TENN. 


























Most Extreme Northwest Town in Ohio, 


Conducted by Businessmen and in a 


. . « Bring Your Family or Friends . . . 
One Trip and You Will Come Again! 


Montpelier Auto Auction 


- - Open Sunday Afternoons - - - 










Phila., Pa. 


(3) 1948s, 
under 10,000 miles, 
Also 
1947 same description, color Lotus Cream, 
$3,000. McClintock-Cadillac, 


N. E. LINN, General Manager 


2400 N. Michigan 
LANSING, MICH. 


Every Wednesday | 











Cie er Guad 


USED CARS FOR SALE 


WHOLESALE 


1940 TO 1948 CARS 


Largest stock of sharp, clean cars 
in Philadelphia at REAL wholesale 
prices. 


Courtesy car available for your use 


when in Philadelphia. 


4225 CHESTNUT ST. 
Baring 2-6600 


New and Used Car Dealer. 
Ask for Wholesale Manager 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Y_ Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY I!1 A.M. 


Our buyers come to buy and our consign- 
ers bring their cars to sell. 1948 sales per- 
centage was about 63%, or 107 cars each 
Friday actually sold. 
Strictly Wholesale 
Dealers Buy — Dealers Sell 


Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 
modations available, transportation 
furnished. Call early for reservations. 
Transports available to move cars. 


GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 

Phone 4111-405! DYER, IND. 
Res.: Lansing, lil. 730 and 

Lansing, Ili. 107R 


NEW YORK? 


Why not plan a visit? Have a time 
yourself. TRADER HORN will arrange 
for your hotel reservations, theater 
tickets, etc., just as an accommodation. 
And the best part is that you can more 
than make up your expenses by pick- 
ing up some of our money-making used 
cars. More than 500 good buys to 
choose from. 


“TRADER HORN WILL NEVER 
VIOLATE YOUR CONFIDENCE" 
* 


Write, Wire, Phone 


TRADER HORN 


2040 Broadway 
(at 7Oth St.) 
NEW YORK CITY, N. Y. 
TR 4-2899 














AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 


GEO. CASSIDY 
Manager 


Sale Starts at 12:00 Noon 


CHICACO AUTOMOTIVE 
AUCTION, INC. 


7843 So. Exchange Ave. Chicago, 
“Chicago Is the Place to Buy Your rs” 


EX-TAXIS .. . 1946-47 


CHEVROLET - PLYMOUTH 
PACKARD SEDANS 
UANTITY OF 4 TO 100 
EXCEPTIONALLY GOOD CONDITION 


R. A. AGENCY 


4733_ CHESTNUT STREET 
SHerwood 7-1700 PHILA. 30, PA. 





SHORE BROS. = 


4200 N. BROAD ST. 
Davenport 4-1600 










































COMING TO 

















Philadelphia's Oldest and Most Dependable | 










| 
| 





Col. 
915 N. ILLINOIS ST. 


211 S. DUDLEY ST. 


BUS—Ford chassis, 


USED CARS FOR SALE 








USED CAR 
DEALERS 


GET READY FOR 
SPRING MARKET 


1947 Fleet Cars 


Fords, $800 
Plymouths, $800 
Dodges, $900 


Guaranteed - - - 
Mechanically Perfect 
Good Paint 


WE SELL 300 OR MORE OF 
THESE CARS PER MONTH 


ALSO: A STOCK OF 100—'40 AND ‘41 
FORDS AND CHEVIES 


Write, Wire or Phone 


SAFETY MOTORS 


Chicago's Fastest Growing Ford Dealer 


2300 W. 63RD ST. CHICAGO, ILL. 
Phone Grovehill 6-6000 


NEW ENGLISH BUILT Ford cars and 


panel trucks. Wil! sacrifice. Universal 
Motors, Inc., 175 West St., Annapolis, 
Maryland. 





KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Road of America 
INDIANAPOLIS, INDIANA 
R. V. Martin, Auctioneer 
Phone Lincoin 5383 








CHARLIE es y QUINCY AUTO AUCTION 


For Dealers Only) 

In Continuous Operation Since 1947 
Held Every Friday at Broadway Motor Mart 
3200 Broadway—Tel. 32 uincy, Ill. 
(Ill. Rt. No. 104 at 32nd St.) 

Roy Thompson and Joe Russell, Auctioneers 
(Goodwill Offer: ‘'Free Buy-Back Fees on 
‘49 Models) 





ANTIQUE CARS WANTED 





Wanted to Buy 


Any model 1924 CHRYSLER in 
good condition. Write or wire 
giving description and price to 


Cc. C. BACON 


c/o John T. Fisher Motor Company 
MEMPHIS, TENN. 





BUSES FOR SALE 

1943 Kalamazoo bus 
body. 29. Excellent condition 
throughout. Heaters. Passed by Insur- 
ance Company for immediate road use. 
Hause Motor Sales, Inc., 1800 Main St. 
East, Rochester, N. Y. 


TRUCKS FOR SALE | 


Seats 


FOR SALE—Two 1948 mechanical handling 


systems automobile trailers, 35-foot trail- 
er used three months. Price each, $2,200. 
One Whitehead and Kales trailer, 1942 
model, 35-foot, in good condition, price 
$1,200, 1948 F-7 Ford tractor, 1947 
C.O.E, Ford tractor, 1946 K7 Interna- 
tional tractor. Priced to sell. Griff's 
Motor Co., Leaksville, North Carolina. 


WRECKER FOR SALE—1947 Dodge, larg- 


est Holmes equipment, outrigger legs, 
front end winch, driven 5,300 miles. Cash 
price, $5,500. No dealers. Box 2819, 
c/o Automotive News, Detroit 26, 


FOR SALE 


1948 Six-Cylinder F5—1' 
FORD TRUCK 
176"" Wheel Base 


Special built “Walk In" Powers 
Body, Inside Dimensions 6'6" 
x 13'2" x 5'6" high 
Suitable for Parts or Produce. 
Less than 15,000 miles. 
Priced with or without bins. 





HARDENBROOK GARAGE 





PIQUA, OHIO 
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___ | MANUFACTURER'S REPRESENTATIVE 
WELL RATED AUTOMOBILE DISTRIBU- 


SHOP EQUIPMENT FOR SALE 


FOR SALE: SHOP EQUIPMENT — One 
new unused KN.800 Sunnen crankshaft 


PARTS FOR SALE PARTS FOR SALE 


PONTIAC PARTS, large 
stocks of hard-to-get parts 


PARTS WANTED 








NEED NEW or good used ‘car complete for 











04? , Mot and TOR for North and South Carolina, with 
ot cease iY. a ree fender parts for all models. Fast service, established dealer organization, desires to grinder complete with stones and power 
See ; liberal discount. Walter H. Schultz NEW GM STEEL represent manufacturers of automotive attachment. Cost $750—will sell $600. 
- PARTS FOR SALE Pontiac, 16-20 Passaic St., Trenton 8, products on commission basis in this F.O.B. Boonville, N. Y. Gleasman Park- 
ats New Jersey. Right and Left area. Personnel of organization thor- side Supply. 
ATTENTION, FORD DEALERS — Now Seen Wan con ager oussete MISCELLANEOUS 
complete 1949 Ford front end wheel sus- n territory. consider stocking mer 
pension parts or any other hard-to-get REAR FENDERS chandise. Warehouse space can be pro-| ENGINE REBUILDING — Crankshaft 
chassis parts. Ask for factory catalog M A R GC O L | S vided. Write or telephone W. E. Craver, grinding and _  metalizing. John P. 
and price. Hagon Automotive Products Jr., or Richard Bradham, 117 Calhoun| Hughes Motor Co., Inc., 300 Commerce 
Co., Farmington, Mich. AUTO SALES 506344 506345 St., Charleston, 8. C. Telephone 2-4772. St., Lynchburg, Virginia. 
— 500481 50049! 
FORD PARTS shipped anywhere. Call, SHOP EQUIPMENT FOR SALE 
write, phone. Tranter-Williams Motors, e 505059 10 79 coxntimsicnmamstutniaiiisliianaininsintinat iasininmanenditosttimsinatasiiaines en gape 
Inc., 4016 Allston Ave., Cincinnati 9. a IMMEDIATE DELIVERY—New steel parts 
8, ¥:, CHRYSLER - PLYMOUTH Gen. Trade ‘i ee een a nee Automatic BraKinGs 


Ohio. 


TWO NEW FRONT FENDERS — 1940 
70 series Buick. Part Nos. 1312648 and 
1312649. Wire collect. Minton Chevrolet, 
Inc., Stollings Road, Logan, W. Va. 


Fultons - - - Tow Pilots 


* * Red Arrows * * 


CARRYING BAGS, SAFETY CHAINS, 
BRAKE KIT ATTACHMENTS 


* and cartoned for immediate delivery. We 
also have available new and used lockers, 
new benches. Parker vises, tool boxes, 
Black & Decker electric tools and grind- 
ers, Lyon tool toters, tool stands, paint 
storage cabinets, drawer files and hun- 


Ready for Immediate Delivery 


WHAT PONTIAC PARTS 


One of the Largest Chrysler Parts 
Dealers in the Midwest 


DO YOU NEED? 








dreds of other items too numerous to 
Pre inventor WE CARRY A LARGE STOCK OF ices of Gem & ek. Senet Gaaten. oe everywhere. Write for Volume Users—You Can Save 
- . ' “In Stock’’ bulletins and tell us what ; 
Y FENDERS, GRILLES, DOORS, PANELS courteous attention to any size shipment. items = particular you require. All re- Money on Quantity Deal 
. i uests cheerfully acknowledged. We stock 
S A L E Genuine Mopar We want your Business—We can Help you. whan you sell. "enchinery ood Equipment Fire Extinguishers, New, Surplus, 


| Exchange, 3400 W. Fort St., Detroit 16, All Types .. . Save 40-60% 


° ° e 
49 i. Send Us Your Order | Oe ee ee ee eee Tow Bar Sales Company 








an ee ce tem a tna te. || Satine RPE we cation a eran Wk 
: | : . wheel balancer. A real bargain for onl 100 . . . 
OR DISTRIBUTOR'S COST > $225 Delmar eiiadiis an touts 6, Ho $187 F.0.B. Redman-Neas Motor Com. DE 2.0700 - AN 3-8888- DO 3-8373 
On a Large Surplus List of | 11310 JOS. a pany, 520 E. 2nd St., Odessa, Texas. 
DETROIT 1 “THOMS HAS THE PARTS” os 


Phone: 
TWinbrook 2-7500 


OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 


GENUINE FORD PARTS 
* 








Tranter Williams Motors, Inc. 
4016 Alliston Ave. Cincinnati, Ohio 
Melrose 7275 





USED CARS - - - USED CARS 


Loads of ‘Em! Clean! Low Mileage! 


FORD 


GENUINE PARTS 


Buy a Little or a Lot of Scarce Items 
at Attractive Trade Discounts— 
Prompt Service 


—Authorized Ford Parts Distributors— 





Your Pick of Used Cars From 
11 New-Car Dealers—Priced Right! 





BUICK PARTS 


“WORLD'S LARGEST DEALER 





BOULEVARD MOTOR CORP. 


ALSO GENUINE FACTORY-RECOMMENDED PARTS 











OF GENUINE BUICK PARTS” crite: ydramae Pots Jersey City, Nd SHEET METAL :- - - HARD-TO-GET ITEMS 
Wholesalers: We Are Quantity oie ae rinaretnactedlbcten se TOP DISCOUNTS TO DEALERS 
Shippers ... Same Day Service el tenes —— — 3 
8 ecceien ap aia aa Orders filled tame Day Received Wood y Pontiac Write, Phone, Wire . . . NOW! 

— > Parts Orders Shipped Same Day Received 


SELMI MOTORS, INC. 


LARGEST OLDSMOBILE PARTS Largest Pontiac Parts Dealer 
DEPOT IN EAST 


In the Midwest 


ROBERTSON BUICK CO. 
“EDGE OF THE LOOP" 
CONNELL CADILLAC 12020 Jos. Campau, TWinbrook 3-5100 


1000 S. Wabash | 3431 N. 15th St. 





Phone WABash 1030 


CHICAGO §, ILL Tel. Baldwin 9-0352 and 9- 














+ Pa. ° 





Rear Fenders . . . All Models 
Immediate Shipment 


COUSINS MOTOR Hudson 
DICK CONNELL Chevrolet 
EDMOND MOTOR oldsmobile 
GEORGE MOTOR §sstudebaker 


13133 Jos. Campau, TW. 2-5300 
12240 Jos. Campau, TW. 1-0600 
12101 Jos. Campau, TO. 
12200 Jos. Campau, TW. 


























Inside Sales Pavilions with Modern Restaurants 
ONALD D. WEST, Owner 


TEX RICKARD, Auctioneer 2-14-49 


4532 LORAIN 


CLEVELAND 2, OHIO 


5383 
— END US YOUR ORDER JOHNNY MOTOR _ pDeSoto-Piymouth 12040 Jos. Campau, TW. 
— Ee { L b p A R T S vata ee DAY RECEIVED KRAJENKE BUICK 11620 Jos. Campau, TWinbrook 1-270 
|ON : MARGOLIS AUTO  Chrysier-Plymouth 11310 Jos. Campau, TW. 2-7500 
cin ie iii MOWBRAY-FINCH Fora 12401 Jos. Campau, TW. 38-1000 
ais a TWiabreok 1-1680 DETROIT 12 T. A. GRISSOM Dodge-Plymouth 11500 Jos. Campau, TW. 2-6100 
; WOODY PONTIAC 12140 Jos. Campau, TWinbrook 1-1600 
a We Carry the Largest Stock of Slow-Moving ——_ 
_ Parts in the U.S.A. PROFESSIONAL VIOLINIST will  ex- DEALERS 
a ‘ change, for any tate moael sian, rare | FLAMMTRAMCK AUTOMOBILE scx. 
= Bay, gett 8. Lectire Ave, Ch st “ass ane" Ge natgmiee ‘ails 
= UP TO 40% DISCOUNT ~ MISCELLANEOUS DETROIT, MICHIGAN , 
FAST OR SLOW MOVING, WE HAVE THEM IN STOCK. 
ORDER TODAY BY WIRE, PHONE OR MAIL TIR fF S 
in AE EAS at OO ER EE or gs 
e NO WINTER WEATHER WORRIES HERE 
: CHANGEOVERS—FIRESTONE, U. S. ‘ . 
Used Less Than 1,000 Mile 
TREVELLYAN OLDSMOBILE, INC. A Pas Columbus’ Only Auto Auction 
315 South Capitol Phone 2-1127 S70IS...9 975 Sais. ..$1078 E — ONLY 
. ix cee le ° x eee . . 
LANSING 25, MICHIGAN 7.60x15... 11.00 8.20x15... 12.00 very Friday at 12:30 P.M. 
NN. 6.70x16... 10.50 7.60x16... 12.00 Anderson Motors Inc 
Black: 10% Less ’ ° 
te © Cor. Olentangy River Rd. and W. Goodale 
— COLUMBUS, OHIO 
bus BRAND NEW WHITE SIDEWALLS ° 
ion EVERY THURSDAY — 12 NOON BLEMISH—PENNA-DENMAN “THE HAPPY SWEDE” 
se. remium Qualit 
St WHOLESALE ONLY All 15" Sizes ' $9.75 plus tax 
2 AUTO AUCTION Ya 
s NEW BLEMISHED BUTYL TUBES 
00. (For Deolers Only ee Size N fsa Su bscri ption Olzel=1 
owes c plus tax 
- AT EARL A. SCHOTTS > Send Automotive News to Address Below 
7 ee OS re Oe FIRST QUALITY NATIONALLY KNOWN for One Year $8 IJ or Two Years $14 
- Tel.: Woodburn 3060-0392 Black 600x16 Fs ee aE A ae , eT 
a4 Auctioneer: Pat Patterson (plus Fed. excise tax) Mal el) ee a) re A al ! a 
a8: 
™ ° | AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
7 FIRST QUALITY FIRST LINE | ODS on dyS vow chn cei bebe cdh cok acaxh ee tebe heals ce ee ee | 
PRIVATE BRAND 
Moneta ere EBA a sz Ba TE G8Ancsstoianissioniacn calaeee cae | 
8.15 ||| 
THESE TWO AUTO AUCTIONS LEAD THE WAY 9.25 | 600d 006640686 00566 CORE OND OSOEFOSS O00 SS COS CRC Ce RMRS! Ce eR CRS OE Cede eoRE 
FOR QUICK ACTION! oe Sih AON so vine sob 066 KEK aed a Cheba eee aeadtibns Bend, MGis<s «ra ee8 ] 
YOU WILL ALWAYS FIND PLENTY OF MERCHANDISE : | Cit State ! 
AT BOTH AUCTIONS 25% Deposit - - - Balance C.O.D. Pe cemccvedeccereccesseces cee es Me KOO + 006 clues HOOD Od Cc nge es Beads tame ] 
- + + DEALERS ONLY - - - F.0.B. Cleveland, Ohio | TRADE CONNECTION: : 
Horseheads, N. Y., is located adjacent Danville, Pa., is 75 miles ia 
to Elmira, N. Y., on three railroads and North of Harrisburg, CARSON Cer Doster _ apg 0 4 oe, os C 
airlines. Pa. TIRE & BATTERY | Jobber Insurance [ Financial upplier |_| 
FREE TRANSPORTATION FROM TRAINS AND AIRPORTS AT ALL TIMES | 
: COMPANY ! ye ees ee | 
i 
L 



































Now Buick factory-packaged 


Unitized Parts cut time and labor 








‘costs for any repair shop 


BB: “‘Unitized”’ parts kits are now 
available for more than 275 different 
replacement jobs on Buicks—factory- 
packaged, protected, and all in one place 
ready for you to use. 


On many Buick repair jobs you'll handle, 
the cost of a brand-new replacement unit 
runs pretty close to your own remove- 
and-rebuild charge. Most owners prefer 
the “whole new part’? idea—and you 
make as much on the replacement as 
you would by rebuilding, or having it 
done—while the job takes a lot less of 
your time. 









Whether you buy one wrist pin or a 
complete ‘Overhaul Gasket Kit,” you can 
get replacement parts for Buicks from the 
nearest Buick dealer. Wholesale rates, of 
course, with quick, friendly, helpful 
service—and genuine Buick parts. All 
parts fit right—no time lost in ‘‘adapting”’ 
or correcting. Parts work better, last 
longer, because they’re factory-engineered 
and built to Buick standards. Customers 
are more satisfied—let them see the Buick 
package and they’ll have more confidence 
in the whole job, 


Its more profitable to Replace 
than Repair 


LOOK — Packaged Buick Parts! 


More than 8,500 parts already trade- 
marked, in factory packing. And 275 
parts kits for complete jobs — Stabi- 
lizer Repair Kit, Steering Knuckle 
Upper and Lower Support Unit, and so 
on. See your nearest Buick dealer for 
complete information. 


You'll save money — 
turn out better jobs — 
with... 





th 218) 


MART? 


Buy them from 
your local Buick Dealer 











